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® ADVERTISEMENTS ® 


These advertisements present 
the products of the leading 
manufacturers in each division 
of the industry. Because of 
the ground for honest differ- 
ences of opinion the publishers 
obviously cannot undertake to 
guarantee transactions between 
advertisers and customers. 
They do, however, offer their 
service in resolving any dis- 
agreements between advertis- 
ers and customers, which re- 
sult from relations established 
through the journal. 
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For the benefit of the sub- 
scribers the lines advertised 
are here classified. Many of 
the requirements of the mod- 
ern business office are repre- 
sented. Should subscribers be 
interested in any article of 
office equipment not listed 
here, they are cordially invited 
to communicate with the ser- 
vice bureau, through which 
the information will be 
promptly and cheerfully fur- 
nished. 
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the Exclusive Use of Subscribers and 


Advertisers 


In the execution of its various commissions this bureau calls upon practically every member of the staff. 
It answers by personal letters all inquiries upon matters germane to the field, it furnishes special 
reports upon articles of office equipment, supplies names of manufacturers of any article 
wanted, puts man and job together, prepares advertising copy, furnishes lists of 
desirable agents and dealers in nearly every country, aids foreign dealers 
in securing U. S. A. lines and in many other ways performs useful 
service, all without charge. Subscribers in every land 
have made, and are making, good use of this 
bureau; manufacturers in every section of the 
field have had evidence of the service. 
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QAndrew Gever, Pioneer Publisher, 
Lopal friend and upright gentleman. 


Born Nov. 25, 1842—Died July 28, 19109. 
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Industrial Labor Demand Raises Food Cost. 


N AN interview last month, Dorr E. Felt, president of 
| the Felt & Tarrant Company, indicated his belief that 

the cause of the current high prices of farm produce 
are traceable to industrial demand for labor due to war 
activities. Factory wages have been above normal for 
severa! years, and this has been the magnet which has, 
drawn the farm laborer into industrial work. This exodus 
from the farm seriously affects the volume of production 
of the land, as even though modern farm machinery has 
greatly increased the efficiency of farm labor it has not 
eliminated the need for man power. 

Nor does the attractiveness of city life exert as great 
an influence in drawing the farm boy to urban employ- 
ment as is generally thought. This is evidenced by the 
fact that where coal mines are opened in a farming dis- 
trict it is often impossible to get sufficient help for the 
farm, as the wages earned by the miner afford more 
profit than farm work. 

A great economic truth was enunciated by Mr. Felt. 
“The great bulk of the consumers are the wage workers 
themselves, whether it be in the school room, office, store, 
farm, mill, or in the business of transportation. The 
industrial and transportation workers are better organized 
than any of the other classes; consequently they profit 
at the expense of the other classes.” 

<> 


Free Ports Strengthen Exporting. 

REE PORTS have been recognized in Europe for 

‘many years as greatly facilitating the transshipment 

of cargoes independently of any governmental tariff 
policies. Hamburg and Copenhagen are familiar in- 
stances of free ports. Cargoes from other lands are 
warehoused until demand or shipping facilities call for 
forwarding the commodities to some other port or coun- 
try. A free port is virtually an immense bonded ware- 
house, in which goods may be stored until sold. Imposts 
do .not apply until the merchandise actually enters into 
trade. The drawback feature of our tariff system is a 
makeshift for the free port idea, in that imported mate- 
rials which enter into our manufactures are permitted a 
drawback or refund when they finally enter commerce as 
an integral part of manufactured products. The system 
is cumbersome, and the delays and detail involved are 
notorious. 

The National Free Zone Association was organized in 
New York last month to campaign for legislation which 
will permit the establishment of free zones or ports in the 
United States. The leading commercial organizations 
of the country are behind the movement, and it is ex- 
pected that favorable congressional action will be taken 
in the near future which will permit the establishment 
of such facilities at strategic ports. A strong board of 
directors and executive committee has been selected, to 
co-operate with the first president of the association. 
Arthur McGuirk, of New Orleans. 

<--o-—> 


Credit Extension First Demand of Exports. 
a B. KENNEDY, the new director of the Bu- 


reau of Foreign and Domestic Commerce, recently 

sketched the conditions surrounding the restoration 
of forei¢n trade. He has been commercial attache at Lon- 
don for about eighteen months, and was in clese contact 
with commercial conditions in Europe. 


‘ 


& 


“The primary question confronting American exporters 
at the present time is that of credits,” said Mr. Kennedy. 
“The needs of Europe for raw and finished materials of 
all kinds is very great. Purchasers, however, will be very 
much hampered until means are provided for payments. 
It will be very difficult for various European countries to 
make payments until their industries have returned to 
normal production. 

“European nations have made tremendous sacrifices in 
the war. Government debts with heavy interest charges 
impose a serious burden. National revenues will have to 
be much larger than was ever dreamed of before the war 
to take care of these interest charges. A ceriain amount 
of this debt is owed to the United States. Interest can 
be paid either by exports to the United States or by equiv- 
alent loans from the United States, Providing allied coun- 
tries in Europe are ultimately going to be able to meet 
their financial obligations, there is a sound reason why the 
United States should make loans to enable them to revive 
their industry and get on a producing basis. This will have 
to be done and it is only a question of the form in which 
these loans will be made. 

“Our allies are expecting to receive large indemnities 
from Germany which have been imposed in payment for 
wrongs inflicted. The only complete way in which these 
indemnities can be paid is by the exports of cash goods 
and services on the part of the enemy countries. Gold 
payments will be only partial. Just as soon as peace is 
ratified, therefore, it is important that our former enemies 
should get back to a normal industrial life.” 

With regard to the commercial position of Germany, 
Mr. Kennedy notes an almost entire absence of raw ma- 
terials in that country. Provided that Germar manufac- 
turers are able to finance imports of the materials they 
need, it will be some time before the domestic demand 
is appeased. Transportation facilities are inadequate. 
Maintenance of right of way and rolling stock was impos- 
sible during the war. 

“Our first duty,” concluded Mr. Kennedy, “is to work 
in friendly co-operation with our allies. In order to en- 
able our European allies to restore their industry and 
commerce at an early date, we should extend to them 
long-term credits in order that they may purchase the 
needed raw materials and machinery.” 

<--> 
Fire Fighting at 72. 


EWSPAPER reports of July 20 indicate that Thomas 

A. Edison turned fire fighter ‘when a small blaze 

started in a bakery connected with the Edison 
plant. He organized a bucket brigade among the em- 
ployees at hand, and had the fire extinguished before the 
arrival of the factory fire department. Even a fire seems 
to be a part of the day’s work of the veteran inventor. 
History does not record that Mr. Edison ever faltered 
when there was work to do, so it seems natural that he 
should assume the role, if not the costume, of a fireman 
upon occasion. 


<1> 
Knowledge Is Power. 


HE sentence with which we introduce these few sug- 

es gestions is, perhaps, trite. It may be that the 

philosopher would better have said that the ability 

to apply knowledge is power, for knowledge alone is‘ help- 
less without intelligent application. R 

No man stands more in need of fundamental knowledge 
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of peoples, countries, trade and transportation routes, 
customs, prejudices and foibles of humanity, not only in 
the aggregate, but with reference to particular peoples, 
than the man who manufactures and exports commodities 
for sale. A mere knowledge of the number of people in 
a given country or the firms in one’s line who act as fac- 
tors in the sale of goods and the best way to get goods to 
the countries in question—this knowledge, though useful, 
is not all-sufficient. The competent export man knows 
much more than this. He should know the habits and 
customs of the people with whom his agents ceal; should 
know how to furnish the goods so that they will appeal 
to the taste of the people whom he wishes to reach and 
should understand the relative capacity of different peo- 
ples for absorbing merchandise. 

Office Appliances has no financial interest whatever in 
any publication except Office Appliances and Office Ap- 
pliance Exporter, but this does not prevent us from ac- 
cording sincere and hearty praise to other magazines 
which are doing useful work. Of these magazines there 
are many, but we recall two which apply specifically to 
the thought we have in mind. We refer to the National 
Geographic Magazine, published by the National Geo- 
graphic Society, Washington, D. C., and to the magazine 
Asia, published by the American Asiatic Association, 627 
Lexington avenue, New York. Membership in these socie- 
ties carries with it subscription to the journals. 

These two magazines present in attractive form a wealth 
of information concerning the people of the world, partic- 
ularly in the least known spots, which no man who calls 
himself well informed can afford to te without. Both of 
these magazines should be on the personal desk of every 
exporter and their contents should engage a fair proportion 
of his time. 

Time was when one of the principal elements of culture 
included travel. No man could call htmself educated who 
had not been to other portions of the world than those 
in which he lived. For many of us travel, except in a 
limited way, is impossible, but this fact does not now cut 
us off from that rounding out of knowledge which comes 
of visits to other lands and other peoples, for with such 
magazines as those to which we have referred any man 
who can read can increase his knowledge not only with 
vast profit to himself, but incidentally with entertainment 
as well. 

The magazine, Asia, is particularly useful to the manu- 
facturer who expects to increase his business relations 
with oriental countries, and both magazines present vividly 
those human interest facts with which all well informed 
men should be familiar. 

<—o-—> 


The Business Situation. 

HE situation in the business world is more unusual 
& than it has been for many years. World finance is 

making labored efforts to readjust itself to normal 
conditions. In the meantime prices are higher than they 
were during the war and Congress and the President are 
working on plans to reduce the cost of necessaries. With 
all this, labor is demanding more and more and strikes and 
lock-outs in many prominent centers have been among 
the news features of the day. 

Notwithstanding all this, business in the office appliance 
field, as well as in other fields, has been firm and the out- 
look for a continuation of good business is excellent. There 
has been no summer dullness notwithstanding the extreme 
heat. Manufacturing industries are working to full capac- 
ity and the demand for goods is increasing rather than 
diminishing. In no line do we see any present prospect 
of a reduction in prices, since supplies are short and 
demand is great. No doubt there is a certain amount of 
profiteering going on, particularly with regard to the 
necessities of life, but we believe not so much as alleged. 
High prices are due, we believe, more to short supplies 
and relatively large demand than to any artificial cause. 
It must be remembered that Europe is still practically 
prostrated from a manufacturing standpoint and that 
foreign buyers must look to us for the means whereby 
they can rehabilitate themselves. This results in com- 
petitive bidding on American goods which has a tendency 
to run up prices. Then, too, domestic stores in the hands 
of retailers are of moderate volume as a rule for the 
condition of the market has not encouraged large buying. 
This results in a steady demand from domestic retail trade. 
Manufacturers assert that with labor and raw material 
costs mounting the prospect for price reductions in the 
near future is nil. 

The financial letter of the National City Bank of Chi- 
cago, dated August Ist, says: “Developments in the 
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foreign exchange market emphasize the necessity of quick- 
ly mobilizing the credit facilities of this country so as to 
furnish ample accommodation for foreign purchasers of 
American merchandise, raw material and supplies. 

“It is not too much to say that the future of our foreign 
trade is largely dependent upon a satisfactory solution of 
this highly complex problem in foreign credits and foreign 
exchange. The rise in dollar credits has added an almost 
prohibitive premium for the foreign buyer to pay, in order 
to do business with this country. This is a great hindrance 
to American trade expansion in foreign territory and 
brings up some highly interesting questions as to the 
measures which must be taken to assist the financial 
position of the foreign patrons of American industry. 

“Country banks are generally well supplied with funds, 
as the purchasing of commercial paper indicates. The 
yield of winter wheat in northern Illinois, all of Iowa, 
Nebraska, eastern South Dakota and most of the south- 
western territory has been disappointing, caused by the- 
excessive hot weather the last week in June, a condition 
which also applies to oats and barley. 

“The cost of harvesting this year’s crops breaks all 
records in the wage history of the grain belt. As high as. 
80 cents and $1 an hour with board and lodging is reported 
to have been paid to competent farm hands in sections of 
harvesting activity. Nevertheless, the farmers stand to 
gain an immense amount of wealth, however, which is 
much better diffused this year than ever before. A land 
craze of considerable magnitude has developed naturally 
from the increased earnings of farm lands and the prospect 
of the broader foreign buying of American foodstuffs. 
Land sales in various sections show exceptional increases 
over pre-war prices, the rise being so pronounced in some 
quarters as to lead occupants of prosperous farms to sell 
out at a good profit and to move to more remote sections 
of the United States, or across the border into Canada 
where highly productive land is available at a much lower 
price per acre. This movement has often been witnessed 
before, but in certain phases has never been more interest- 
ing than it is just now. 

“Tt is apparent that the era of cheap money has passed 
for 1919 at least. The whole country is absorbing more 
money because the vast volume of trade that is being 
handled at the present scale of prices requires an excep- 
tional amount of funds in the daily routine of ordinary 
commerce. The gold export movement is assuming suffi- 
ciently large proportions to show that the reserve basis 
of an immense loan account is being shipped to countries 
where it will do the most good. This is as it should be, 
but notwithstanding our strong bank position it must be 
remembered that the financial demands of the war- 
wrecked area will be the governing factor in our money 
markets for some time to come. The Federal Reserve 
Board has the situation well in hand, however, and it is 
apparent that steps will be taken to avert, if possible, the 
money market complications which inevitably arise when 
the public is heavily interested in a spectacular stock 
market campaign. The banks everywhere are seeking to. 
provide for the commercial borrower first of all, giving 
him the preference in all periods of competitive borrowing. 

“American industry is giving a good account of itself 
and the steel trade is making consistent headway all along 
the line.” 


<> 


The Executive Committee Reports. 


O MEMBER of the National Association of Sta- 
N tioners and Manufacturers should fail to read and 

carefully consider the report of the Executive Com- 
mittee published in this issue of Office Appliances, and 
the comments thereon by the chairman of the Member- 
ship Committee, who has faithfully labored for the last 
two years. 

Progress is the law of life. It is a condition of being. 
Excellent as the spirit of the National Association was 
and is and valuable as its work has been, there are many 
who believe that the Association is only commencing its. 
usefulness—that much greater achievements lie in the 
future. To fulfill this high mission, they believe, like 
the progressive men they are, that the affairs of the or- 
ganization must be focalized and centered, and that it 
must at once be placed in a situation where the advan- 
tages of membership will prove themselves by results day 
by day. They would save all that is good and add more, 
eliminating only those methods which experience has 
proven to be cumbersome. 

The whole matter will engage the attention of the 
Richmond convention. It will be worth while to go there. 


HINT 
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a panacea that will cure all business ills; nor is an ex- 

hibit at a business show any sort of a perpetual motion 
mzchine which once set going will run itself indenitely. 
‘The business show is like everything else in this world—we 
take out of it precisely what we put in. If we put in 
-doubt, indifference, laziness, slipshod displays, we take 
-out failure and emerge from the show saying that business 
shows are not good; but if we put in snap, energy, up-to- 
-dateness, good salesmanship, neatness, courtesy, thorough- 
ness, care and judgment in greeting visitors, we take out 
‘orders from the floor and orders come to us indefinitely 
in the future as the result of our work. 


We make these prefatory observations to introduce a 
sensible and timely article by an agency copy writer in 
Printers’ Ink and we venture, because the article is so 
much to the point, to quote him rather freely. 

The following facts, he says, have begun to force them- 
‘selves upon him regarding the value of shows. First, that 
generally there is one exhibit that stands out very clearly 
in the visitor’s mind and one or two others that seem to 
fhhave made fairly strong impressions. 

Second, that these two or three exhibits seem to owe 
their effectiveness to one of two things: First, great 
novelty—news value, we might call it. Second, graphic 
presentation of some one single fact or point about the 
product or service exhibited. 

It is comparatively simple to achieve effectiveness with 
an article or service that is in itself news. It is also quite 
easy to spoil the effectiveness of that same exhibit and 
it has been the experience of the writer that such exhibits 
are frequently spoiled. 

But the real difficulty is to make an effective and 
profitable exhibit for a product that is common, having 
no particular news value connected With it. However, he 
believes that a definitely interesting and rememberable 
exhibit can be built up for any business or product. 


He has, however, studied various shows at Madison 
Square Garden and other shows of various kinds and has 
become impressed with one big outstanding fact: that the 
really effective exhibits, the ones I have remembered the 
next day and the next week and which other people notice 
and remember have been built on the same principles that 
the most successful advertisements are built on. They 
stick to one point or fact, or feature and drive it home. 

_ The human mind works just the same at a business 
show as it does on a trip through the advertising section 
of a magazine. It accumulates dozens of vague im- 
pressions and unrelated pictures but only the ideas that 
are worked out simply and graphically are retained as vivid 
outlines. 

The agency copy writer who wrote this article did not 
confine his observations to articles of office equipment 
but his suggestions are, nevertheless, applicable in principle 
fo office equipment exhibits. He continues: 

We have long realized the need of concentration on one sub- 
ject in preparing our printed advertising, but what happens 
when we are confronted with the problem of working up a 
show exhibit? Well, here is a fair sample: 

Office of advertising) manager of the Good Luck Gas Stove 
Company. Assistant advertising manager turns to his chief: 
“How about the Boston Food Fair in October? Do we exhibit 
as usual?’’ 

Advertising manager: 


Ker business show is not a patent medicine; it is not 


“Yes: H. E. B. says we'll show. Per- 
sonally I think it’s money almost thrown away. Glad you spoke 
of it, though. We ought to be getting ready. Better have 
Miller look over the nickel-trimmed show models and see that 
they’re all right. Speak to Grant about having the factorv 
hustle through one of the new D-Series combinations—that’il 
be a good show number—and see if the new Kompact Kitchen- 
ette model is going to be ready in time. Then get out the show 
signs—and you’d better get that new bird's-eye view of the 
plant enlarged and framed and put it across the back of the 
booth. And throw in a set of those new lithographed car cards 
and—”" 

“How about having a set of our new full-page ads framed 
and hung around in the bare spaces on the walls*”’ 

“All right: good idea. And pack up a good supply of cata- 
logues and about a million of those ‘Good Luck Baking’ booklets. 
We'll give those to the kids instead of catalogues this year. [ 
think you'd better plan to be there as much as you can during 
the Show, and plan to take Robbins and Walters. They know 


enough about the line to answer questions—if there are anv 
Generally there isn’t much excitement, though.” 
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How to Make the Business Show Pay 


Some Suggestions to Business Show Exhibitors as to Getting 


Best 
Article 


Results from Their 
Published 


Exhibits— A Review of an 
in Printers’ Ink of July 1, 1919. 


Many Will Recognize This Type of Exhibit. 


You can easily picture the Good Luck Gas Stove Company’ 
exhibit at the Food Fair. A row of spick-and-span Saas 
with much nickel plate; a large sign overhead beari othe com- 
pany’s name and address and the trade-mark lett , “Gooa 
Luck’ (in red) at the front of the booth; a large framed ~ 
ture of the factory against the back wall, hung well up, a pa 
dozen framed car cards underneath it and a 
reproduction oe a tootinonsat letter from the woman who 
the property bread for ‘‘Loaves of Love’’ pla on { 
and now in its 110th performance. On th po apts 
cellaneous collection of the company’s recent magazine adver- 
tisements, topped in each case by a large hand-lettered 
of the Good Luck slogan, “‘Your money back if it doesn’t bake to 


suit you!”’ 
On an oak table is a huge pile of the “Good Luck Baking” 


booklets, which either Robbins or Walters gy 2 up neatly every 
littie while, there being nothing much else do, except keep 
the kids from turning on the gas on the only stove in the 
exhibit that is connected up. A few more piles of the 

on the tops of the various stoves and some a 


fac-simile reproduction of the letter from the “Loaves of Love 

‘ady, and you have the complete picture, excepting for 

large catalogues which have been by agreement placed in 

oven of the all-nickel model out of sight of the kids. And, 
course, of evenings from 7:30 on Masterson, 

Cooking School, gives a demonstration of Good Uuck Bread 
aking. . 
And past this exhibit walks the endless procession of mildly 

curious men, women and children, unconsciously, but neverthe 

less definitely, looking for some peg of in on which te 
hang their attention, 

In the afternoon that motherly looking woman with the 
two little girls stops a minute and says: ‘‘Oh, look at the nickel- 
plated gas stove. Ain’t it pretty?” And the kids say, “Oh! 
yeh!” And they pass on. But they have spoken for the whole 
“afternoon crowd.” 

In the evening when Miss Masterson is bak there is quite 
a group around her as she bakes in the 218-. odel, but there 
are such long waits between demonstrations that interest 
lags and people glance up, see the inevitable picture of the 
factory, the framed ads, the proofs of the car-cards, the every 
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thirg in general and nothing in rticular—and on. And 
they do not talk about the Good Luck display on ee war home 
on the car, or at the breakfast table next morning. It is noth- 


ing in their busy lives. 

And that is what, in my humble opinion, is the matter with 
the majority of show exhibits. They are not effective 
they say everything in general and nothing in 4 

As a humble writer of advertisements I believe the Good Luck 
Gas Stove Company could also sell an idea. How? . 


A Single-Track Exhibit. 


Well, for instance, suppose the big selling pois that has ood 
so many Good Luck Gas Stoves is: luck in baking. 

not build the whole exhibit around those four words, with not 
anether thing to distract the attention, not even an all-nickel 
model? 


Why not make that exhibit say luck in 50 
definitely and so graphically that people would take it 

-would have to take it seriously? It could be done. Suc 
things are being done successfully in advertising every day. 

But, just as advertisers had to learn that a jumble of rambling 
thoughts about their product or business didn’t make e 
advertisements, just so they will have to get an enti new 
slant on their exhibit at shows and fairs. It isn’t merely a 
matter of rearranging the models or materials; what is needed 
is a complete revolution of attitude toward exhi 

It is too easy to fall back on “show models,” cross- 
enlarged photographs and exhibits of the uct in the 
stages of manufacture—none of which long for a minute 
unless they have a very direct and necessary on the 
“big idea’? that you are eying 3 get across, whe it is 
“Double the Wear Where the Wear Comes” or “The Varnish 
That Won’t Turn White,” or “Just Add Hot Water and 4 
or ‘“‘Good Luck in Baking.”’ : 


And as for “literature,” I'd vote, in most cases, not to have 
any in sight at all. I’d try to make my exhibit so definitely in- 
teresting and graphic that people would carry omer © 
and the outstanding facts in their minds—not in their hands to 
be dropped in the hall on the way out or taken home for the 
children to tear up. 


“Yes, but exhibits aren’t worth all that trouble,” said a - 
facturer to whom I was expressing these ideas roneeey: ‘Where- 
upon I demonstrated to him that to build a grap 
tensely interesting display around his own ch — point 
would take less time and trouble than to build the of an 
exhibit that he was sending out. 
That's the best part of it—effective displays are nearly 
simple to arrange. The hardest thing. aves it is to leave 
simple, not add this and that and other picture or 
or sign. And, having built a simple display ser one oom, CO is 
very hard to keep it simple, to prevent f 
pictures and models and signs from time to time as it is shown 
on different occasions. P 
But if you really want to build an effective exhibit, Keep it 
simple! Keep it simple! KEEP IT SIMPLE! 
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The Pros and Cons of Sales Contests for 


Stimulating Bust ness 
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in which several sales managers in the office ap- 

pliances field discussed sales contests as a means 
of stimulating the field forces to renewed efforts. The 
subject aroused much interest among the readers of Ad- 
vertising and Selling, in which the series was originally 
printed. Several additional communications have been 
published recently. They follow. Interest in the subject 
has provoked contributions from men outside the office 
appliances field, but the subject is treated in a basic man- 
ner and the expressions from the automobile field are 
germane to the general subject. 

Red Blooded Men Like Contests. 

Charles A. Westcott, of the Royal Typewriter Company, 
Ins., states the conditions which determine the degree of 
success which attends a sales contest: 

We have read with a great deal of interest Mr. Taylor's 
article, “A Sales Manager Who Does Not Believe in Sales 
Contests.” We find that Mr. Taylor gives us the sub- 
stance of our answer in his own article, where he says: 

“You may be able to finish a pine board so that it will 
have the appearance of mahogany, but what happens to 
it when subjected to severe conditions and extraordinary 
strain? So it is with the veneered salesman, although 
he appear like ‘mahogany,’ by some word of action the 
‘pine’ in his make-up soon becomes apparent to the dis- 
cerning buyer.” 

On the basis of the foregoing it seems that it is up 
to the sales manager to get the right wood in the begin- 
ning. He need not take a course in forestry to be able 
to determine mahogany from pine; but if he has allowed 
himself to be sold on a crew ot “pine” salesmen he should 
not complain if their veneering cracks, so to speak, under 
the strain of sales contracts. 

Contests Mean Action. 

Red biooded salesmen like contests. They mean action: 
They break up monotony. A lake limpid and still in the 
mountains may be a thing of beauty for a while but it 
gets monotonous if a breeze fails to come along now 
and then to ripple its placid surface_and keep it from 
growing stagnant. 

The contests as conducted by the Royal Typewriter 
Company, Inc., have proven an inspiration to our men 
and brought out the best in them. They enter the game 
with “Let the best man wih” as their slogan and then 
try to be that man. The losers have no time to indulge 
in petty jealousies but smile and stick their chins out 
a little further in readiness for the next battle. 

Therefore, it is our opinion that on the selection of 
the proper timber depends the success of a sales contest. 
If small calibre men have been picked at the start a con- 
test is useless and you must expect mediocre results. 

In other words, go into the right woods for your men. 

Contests Should Be Used Only with Extreme Care. 

J. L. Conger, sales manager of the Corona Typewriter 
Company, urges caution in the use of sales contests. 

In general, I agree with Mr. Taylor’s attitude. espe- 
cially with that part of his article emphasizing the im- 
portance of codperation in place of competition. It seems 
to me that this is the gist of the whole matter and is the 
criterion by which all sales contests should be judged. If 
a sales manager finds, after careful consideration, that 
the codéperation of his sales force might possibly be in- 
jured by the hot competition consequent on sales con- 
tests, he might better abandon the contest idea and 
choose some other method of forcing the product. He 
might be able to increase sales very materially for a 
short time, but the havoc caused in his sales force through 
jealousy and ill feeling will cost him very much more 
than he can possibly gain in the end. Of course, it must 
be taken into consideration that a great many large and 
successful concerns conduct sales contests year after year 
with apparent success, and for that reason the idea itself 
is not to be generally condemned; but it seems to me 
that the methods used should be scrutinized with excep- 
tional care to guard against the ill effects which Mr. Tay- 
lor points out in his article. 

Contests Should Be Used Only Occasionally. 

Edwin B. Jackson. vice-president of the Willvs-Over- 
land Company, manufacturer of motor cars, believes in 
going slow on the sales contest proposition: 


R im whict WILL recall the article in our June issue 


Reprinted from Advertising and Selling, Continuing the Discus- 


stons Printed tn the June Issue of Office Appliances. 
I have read with much interest, a copy of Mr. Taylor's 
article on the subject of “A Sales Manager Who Does 


Sales Contests.” 

In principle, | thoroughly agree with him. The sales 
manager who does not recognize the value of the spirit 
of cooperation and mutual help in an organization, is 
overlooking the fundamental basic principles upon which 
business can be built up for the long pull. This type of 
contest should be inconsistent in any going business. 
There are times, however, when it would seem advisable 
to bolster up the organization with a temporary contest 
which need not interfere with this spirit of codperation 
if it is properly handled and if the men are sufficiently 
imbued with loyalty to their associates and the company 
to stand this method of procedure, but the sales manager 
who is depending upon the value of sales contests of dif 
ferent types continuously for the building up of his busi- 
1 believe, in time going to be disappointed. 

Contest Speed Cannot Be Maintained. 

R. E. Fulton, vice-president of the ‘International Motor 
Company, analy zes the sales contest as a means of stir 
ring up the sales force, and bases his confidence on well 
planned sales campaigns. 

To get at the heart of this big argument over sales con 


Not Believe in 


ness, is, 


tests, let’s get things clear in our minds by starting with 
a few definitions: but to be different we won't quote 
Webster. 

The first thing to define is contest. 

A contest suggests a special effort. It means a strug- 


gle above the normal. 

Contests require a degree of action that cannot be main- 
tained. No runner can keep up his record-breaking speed 
over an indefinite period. Athletes require long lay-offs 
between their spurts, or they grow slow and stale. 

Nature works on a normal basis. Action and reaction 
are equal, and a sudden spurt of effort or an unusual ex- 
penditure of energy’ is naturally followed by a corres 
ponding period of rest, lethargy or inefficiency, any way 
you look at it. 

The question of sales contests resolves itself into this: 

Will you have a strong, steady, normal effort with 
results maintained, or will you have sudden spurts ot 
salesmanship, with the inevitable reaction between? 

It is the salesmanship form of the old theory of slave 
driving, that men can be speeded up and kept on a higher 
tension than is normal. Nature is supreme, and you will 
find in the end that you cannot put anything over on her 

Pian Better Than Contest. 

Well-plannec sales campaigns, with steady, well di- 
rected effort, will in the end produce better results. In 
the shop the steady worker does more and better work 
than the man who does stunts. True you have a workman 
now and then who does as much work as two or three 
men; but, likewise, you have salesmen who can sell two 
or three times as much as the average salesman. But the 
law ot averages will prevail. 

You cannot keep men permanently 
higher pitch of enthusiasm than is nermal. 
tained spirit of enthusiasm and industry is 
the spurt or spasmodic variety, which in its 
die down between spells. 

A sales contest once in a while may provide a great 
deal of interest; but if staged too often it becomes tire- 
some, like anything else too frequently repeated. 

Contest Rules Must Be Fair. 

I believe if a sales contest is put on, the rules should 
be carefully worked out so that they will be fair to all 
contestants. The salesman in a new territory that the 
company has never been able to invade should not be ex- 
pected to produce as much business as the salesman in 
a territory where the company is well established and the 
product sells almost automatically. It is difficult to avoid 
friction in sales contests and the feeling that the condi- 
tions have not been entirely fair. 

A good sales manager will watch the work of his 
men and be personally acquainted with what they are 
doing. He will see that not only do they get an adequate 
financial compensation for the results they produce; but 
that thev receive advancement and greater responsibility 

(Continued on Page 129.) 
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Executive Committee Issues Report 
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the National Association of Stationers and Manufac- 

turers appears in the August first issue of the Na- 
tional Association News. In the July issue of Office Ap- 
pliziaces we intimated that the publication of this report 
would not be long delayed. We present it herewith for 
the benefit of all stationers and particularly for those who 
are members of the National Association, believing that 
the suggestions here outlined are worthy of careful 
thought and extended discussion. We urge each sta- 
tioner to read this report, to ponder it and, if possible, 
to appear in person at Richmond next October to par- 
ticipate in the councils of the organization and to 
strengthen it and make its work effective throughout the 
entire country. 

Following is the report: 

The progress and growth of your association during 
the past three years, the heavy responsibilities involved 
in the work of the National Catalogue Commission, and 
the necessity for maintaining a symmetrical development 
and enlargement of the activities of the organization with 
a view to enhancing its value to the trade, have combined 
to persuade your executive committee that the forthcom- 
ing convention should take appropriate action to provide 
increased facilities for conducting our affairs. 

The occasion is rendered particularly appropriate by 
reason of the following circumstances: At the conclu- 
sion of the 1916 convention held in Atlanta, five of our 
members among the manufacturers, in a generous desire 
to strengthen the association, decided to finance a cam- 
paign of education in the benefits of organization work 
among the dealers throughout the country, particularly 
along the lines of more efficient local associations, For 
wholly unselfish reasons and in order that their intentions 
might not be misunderstood, these firms preferred to re- 
main unknown in the matter, and they retained Mr. Henry 
P. Dimond, of San Francisco, to undertake this most im- 
portant mission, and his retainer was for the period of 
three years, expiring in November of 1919. We are now 
privileged to reveal the identity of these loyal members, 
whose names are as follows: 

Irving-Pitt Company. 

L. E. Waterman Company. 
Eberhard Faber. 

Boorum & Pease Company. 
Eaton, Crane & Pike Company. 

The educational work of Mr. Dimond and his repre- 
sentative, Mr. Arthur Dunn, during the interval which 
has since elapsed, is well and favorably known to sta- 
tioners throughovt the country. In addition to urging 
the recognized benefits of organized effort in trade ac- 
tivities, Mr. Dimond, without insisting upon an accept- 
ance of his particular plans, has presented the benefits to 
be derived from the employment of a neutral chairman, 
preferably an attorney, conversant with the legal ques- 
tions involved, and the adoption of all association rules 
and customs, and the accomplishment of all association 
purposes, only as the result of unanimous action. 

These matters of form, when based upon principles of 
fair dealing and mutual confidence, have been advocated 
by Mr. Dimond and have found ready support and ac- 
ceptance. The expiration of Mr. Dimond’s retainer next 
fall, and a fair acknowledgment of what has been accom- 
plished by him, and of what is justly due to the firms 
who have underwritten the expense of his services, sharp- 
ly presents the question of the responsibilities which pres- 
ently confront the National Association. 

In order to gain the benefit of the broadest expres- 
sion of opinion upon these subjects, your executive com- 
mittee decided to hold a meeting in Chicago on June 17th 
last, which was preceded by a conference in which there 
participated, on our invitation, two of the underwriters, 
and the presidents, chairmen, or other officers of twelve 
local associations, Mr. Fletcher B. Gibbs, chairman of 
the National Catalogue Commission, and Messrs. Dimond 
and Dunn. 

At that conference, two main subjects were debated at 
length: 

(1) The necessity for putting the work of the National 
Catalogue Commission so far as the business details 
thereof are concerned, and including the compilation of 


T ite following report of the executive committee of 


Conclusions reached at Chicago Meeting of June 
18th Outlined by Leaders of Association, 


costs, and other statistics, under the supervision of a 
general manager of the association who can devote his 
entire time to the task, and who can supervise and con- 
duct the educational aspect of that work, including the 
very important subject of Cost Finding, and also direct 
the conduct of all the practical activities of the organi- 
zation, including the Information Bureau, and the 
lication of the Association News, and the extension of 
the membership of the association. 


(2) The necessity for employing another official to ~ 


continue in the field, the work of developing local asso- 
ciations, and who can spend much of his time in trav- 
eling around the country advising and counselling in the 
general conduct of association affairs, in order that the 
full benefits of the missionary work conducted by Mr. 
Dimond may accrue to the industry. For convenience 
such an official may be described as a Field Secretary. 

The opinion expressed at the conference was unani- 
mous, that if a plan looking to the accomphshment of 
these purposes were to be presented to the a tion 
well in advance of the convention, each of the local of- 
ficials there present would undertake to enlist the 
port of his home association in hearty support of ake 
suggestion, and particularly would espouse the assumption 
of the added financial burden necessarily involved, 

We realize that a truly effective national association 
can be of almost untold value to the station indus- 
try, and being persuaded of the soundness of the fore- 
going suggestions, not only from our own deliberations 
upon the subject but from the emphatic and unanimous 
expression of the sense of the conference, which virtually 
amounted to an instruction to us, we offer for your earnest 
consideration, and we hope your enthusiastic support, the 
following proposed amendments to the by-laws; these 
will be appropriately numbered and inserted in their 
proper places, in the proposed revised by-laws of the 
association, which are to be presented for adoption at the 
Richmond convention: 

(a) Article VIII. Section 6—General Manager: In ad- 
dition to the officers provided for in Section VII, the 
Executive Committee shall employ for a suitable pe 
of time and at an agreed compensation, the exclusive ser- 
vice of a general manager of the association, who shall be 
subject to the authority of the president and the Executive 
Committee; his duties shall embrace the direction of the 
work of the National Catalogue Commission and all edu- 
cational activities maintained by the association; he shall 
have charge of all cost-finding research and such other 
matters as may be determined by the president and Execu- 
tive Committee from time to time and with their ap 
he shall employ such subordinates and assistants as may be 
requisite and necessary. 

(b) Article VIII. Section 7. Field Secretary: The 
president and Executive Committee shall have like author- 
ity to employ at an agreed compensation, a field secre- 
tary, whose entire time shall be given to the association 
and whose duty it shall be to encourage and foster the 
formation and conduct of local associations, and to keep 
in constant touch with them, and promote co-operation 
among them and with this association. 

(c) Article VIIl. Section 8—The business head - 
ters of these two officials shall be in the Middle West, 
preferably in the City of Chicago. f 

(d) Article V. Section 2—The annual dues of the local 
associations and individual members shall be thirty dol- 
lars, and the dues of new members joining after January 
lst of any year shall be pro-rated for that year on a quar- 
terly basis, that is to say: Members joining during the 
first quarter shall pay dues for one year; those joing 
during the second quarter shall pay for nine months; 
those joining between July lst and October Ist shall 
for six months, and those joining after the latter peed 
shall pay for three months. 

The operation of these amendments is intended to vest 
in the general manager the direction and co-ordination of 


all the practical activities of the association, oe the 


information bureau and the publication of the A 
News, and the removal of the present office in St. Louis to 
Chicago. 

Your committee is conscious that the splendid service 
now being performed by the National Catalogue Commis- 
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sion is not appreciated at its full value in many instances, 
because apart from its clerical aspects, it is volunteer 
work; and likewise because of the purely nominal amount 
now being paid as annual dues into the treasury of the 
association, we believe that our membership is but dimly 
conscious of the many efforts now being made by the 
association for the up-building and dignifying of our 
calling and we feel that this lack of appreciation can be 
overcome in a measure, if more energy is expended in 
bringing home to our members, in a practical and personal 
way, not only the importance of the stationery industry, 
and the necessity for developing its largest possibilities, 
but the constructive efforts which the association is con- 
stantly making to improve conditions in the entire station- 
ery industry. We, therefore, offer this report with no 
apology for its length or the suggestions which it contains 
for a larger activity, and a consequent increase in our 
budget. 

The future of the association will be largely what the 
members make it, and while our continued growth in mem- 
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bership is encouraging to the highest degree, we cannot 
be content with mere bulk of numbers, if the organization 
is to be of real service to the industry. While we are 
suggesting an increase of 100 per cent in dues, we believe 
that the plan will increase the value of the association 
500 per cent. 

Will you, therefore, take these recommendations under 
serious advisement, for they embrace the really important 
changes in our by- laws to be proposed for your adoption 
at the convention to be held in the good City of Richmond 
during the week commencing October 13th, next? 

This report has been examined by Mr. Fletcher B. Gibbs, 
and accurately reflects his recommendations to the asso- 
ciation. Respectfully submitted, 

WILLIAM HENRY BROOKS, 
CHARLES N. BELLMAN, 
CHARLES A. LENT, 

Executive Committee. 

Dated July 24, 1919. 


Chairman of Membership Committee Makes 


Suggestions 


IMATION 


tive Committee, as published in the National .Associa- 

tion News, and I am glad indeed to note that the Execu- 
tive Committee is planning to put the Association on a 
stronger business basis. 

As chairman of the Membership Committee for the 
past two years, I have written not hundreds but thou- 
sands of letters to the stationers all over the United 
States, trying to build up the membership of our Associa- 
tion, and I believe that | am just as closely in touch with 
the feeling of the average stationer toward the National 
Association as any member of the Association. I do not 
say that egotistically, as | have only had this opportunity 
on account of being chairman of the Membership Com- 
mittee—trying to induce all the stationers of the United 
States to join our organization. 

There is no doubt that we have been working on an 
inefficient basis. We have our secretary’s office in New 
York, our Association News and Catalog Commission 
office in St. Louis, and the Membership Committee chair- 
man out in Kansas. I can see no reason why the Na- 
tional Association can not be run by the same business- 
like methods that we would apply to our own businesses. 
My idea is that we should have our Board of Directors, 
who should select an executive committee who will have 
the time and the money and the interest of the Associa- 
tion so much at heart that they can meet regularly and 
keep in close touch with the stationery situation every- 
where in the United States. 

We should have a secretary who can devote his whole 
time to the Association work, and if our present secretary 
can give his whole time to this work, there is none bet- 
ter fitted for this position than he. The office of secre- 
tary should be the most important position in the Asso- 
ciation and should be filled by the best man available for 
the situation. If the duties of the secretary are defined 
as broadly and intelligently as the importance of the office 
warrants, there will be enough work to keep any man 
busy all the time. 

All our offices should be centered at one point, so that 
when we go to our National Association headquarters 
we will be able to find all the offices in one place. The 
secretary should have a field man to assist him in his 
work in the office, and be the one to go out and do the 
missionary work, just the same as Mr. Dimond and Mr. 
Dunn have done—for the real constructive work of our 
Association has been that work which has been accom- 
plished by Mr. Dunn and Mr. Dimond, through the gen- 
erous liberality of five of the members of our Associa- 
tion, themselves among the leaders in their respective 
fields of manufacture, to whom, in my opinion, we owe a 
serious debt of gratitude. 

Our field organizer should be a thoroughly competent 
man, who knows all angles of the stationery and office 
supply business, a man possessed of sufficient tact and 
diplomacy to be able to go into communities where 
price-cutting has been indulged in, and bring about a 
better understanding among competitive stationers— 
a man who knows enough about the cost of doing busi- 


| HAVE just read with interest the report of the Execu- 


C. L. Mitchell of Topeka, Commenting on Above 
Report, Gives Views on Association Changes. 


ness to be able to convince a price-cutting stationer that 
he is doing business at a loss, as is the case in many 
instances. ; 

I note the suggestion to make the dues $30 instead of 
$15, and that is going to bring up more forcibly than 
ever the question of “What do I get for my money?” 
“What good will the National Association do me?” 
These questions bring out the necessity for having sug- 
gested prices furnished in loose leaf form, and these price 
lists should be compiled by some one person or some one 
compiling company, who are so thoroughly posted on 
the stationery and office supply business and the cost of 
doing business that they can get out a price list for the 
different articles, applicable to the different zones in the 
United States. 

If our Association can assist some compiler to get out 
a suggested price list and keep it right up to date, by 
sending out loose leaves covering any changes which may 
be made (and God knows that within the next few years 
we are Prec to have important changes) it would do 
more to help analyze, reconcile and cure this apparent 
price-cutting situation—do more to bring about a better 
feeling among the stationers of the United States—do 
more to impress upon the stationers the necessity for 
being members of this organization, than any other 
known factor. 

I do not believe there are 5 per cent of the stationers 
in the United States who desire to be classed as “price 
cutters.” I am equally convinced that there are not 10 
per cent of our stationers who know just what it costs 
them to do business. They haven’t the time to work out 
this proposition—at least they think they haven't, and 
don’t. 

I believe that if the National Association will arrange 
to buy these price lists from a compiler and furnish a 
suggested price list with each membership, we would 
have no trouble in building up our membership. I would 
have it so that anyone wanting an additional copy of this 
price list would be required to pay ten or fifteen dollars 
for it (enough to make it worth while) and I am firm in 
my belief that this compiling proposition could easily be 
made self-supporting. As leaves are sent out for these 
price lists showing changes that are made, the customer 
should pay so much per sheet for these changes. Take, 
for instance, our firm—we would want four of those price 
lists, and would be mighty glad to pay $15 each for them. 

Summing it all up, I am strictly in favor—first, of hav- 
ing our Board of Directors; then, having a small com- 
mittee of our strongest men to be the executive com- 
mittee, and this committee to be a “working committee” 
in every sense of the word; then have a paid secretary 
to devote all of his time to the Association work—the 
secretary to have under him a field manager to do the 
field work and constructive work—have the secretary and 
field manager endeavor to visit the meetings of the local 
stationers’ associations ali over this country at least once 
a year—make the Association News a “mouthpiece” from 
the secretary’s office to be sent out once a month, and to 
analyze this proposition of having a suggested price list 
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in the field which would be kept right up to the minute, 
and that in loose leaf form. 

We all know that the Association News’ suggested 
price lists have helped some, but our stationers are not 
using them as they should, for the reason that they are 
not kept up to date, and they are not in such form (being 
a part of a publication) as to make it possible to use them 
as a ready reference after the manner of a loose leaf 
book. 

Let us all go to Richmond this fall and see if we can 
not analyze this situation. If anyone would tell you‘ or 
me that we were “crooked” in our business dealings, it 
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would be a case of “Maggie and Jiggs and rolling pins,” 
but when you charge a man a dollar for an article in 
your store, and know that it is a legitimate price to 
charge, and at the same time know that a competitor is 
selling that very same article, made by the very same 
machmes (in fact, the very same identical product) for 
75 cents (he, too, thinking that he is making a profit) 
what kind of a deal are we giving the customer? And 
yet that is what you and I are doing practically every 
day in the year. 

Let’s think that proposition over and see if we can not 
correct that situation. 


American Business Customs as Seen 


rut 


by a Frenchm an 


MN IOMIOUIOUNUNPOISONRUOOA LUE 


Note.—To judge from the cartoons presented in connection 
with this article and reproduced from Mon Bureau, we would, 
if we were a citizen of Mars, infer that all Americans are 
thin and dyspeptic. But the writer is an American and ts 
neither dyspeptic nor thin. The tape measure passed about 
the equatorial circumference of his person discloses the 
devastating fact that he is no longer even slender. He and 
some million others like him in America did not accomplish 
this comfortable condition by the method which the French 
writer outlines. We fear that our friend used very narrow 
angle lenses when he viewed America and Americans. He 





“The man who declared, ‘Work, that is liberty!’ an- 
nounced a happy principle. In reality liberty begins when 
work ends, also man is interested in getting as much rest 
as possible, more especially as a philosopher has said, 
‘Man is not made for work; the proof is that he gets 
tired... Commerce, then, has for its object not, as the 
economists declare, the exchange of wares, but the realiza- 
tion of benefits. It follows that if one desires to better 
the conditions of existence, it is necessary to establish 
a just equilibrium between these two antagonistic forces— 
the one which tends to the least effort, and the other 
which tends to betterment. 

“The Americans have elegantly solved the problem by 
this formula: ‘The maximum amount of effort in the 
minimum time,’ and to put it into practice they go to work 














Déjeuner d'affaires en France, 


BUSINESS LUNCH IN FRANCE. 


early in order that they may quit early. During the in- 
terim, generally from nine to five, the American citizen is 
transformed into the American business man; that is to 
say, his brain becomes a calculating machine, his heart 
is replaced by the accounting phrase, ‘Profits and Losses,’ 
and it is only with respect to his stomach that he does 
not cease to lose all human sensation. (Note.—Our 
friend’s spectacle lenses were surely distorted here.) 

“The proof is in the manner in which the American 
business man feeds himself at lunch hour. Taking for 
granted that it is necessary to work as much as possible 
in order to be finished at five o’clock, it is necessary that 
the time and the menu for lunch be reduced to their sim- 
plest expression. In the business district restaurants 
place in their windows signs of this class: 

“*Lunch in fifteen minutes.’ 
Business men. Here you eat standing and fast.’ 

“T entered and saw some men lunching ‘standing’ and 
‘fast.’ He orders a little piece of bread, salad and some 
pancakes, washes the whole thing down with a glass of ice 
water and goes back again to his office on the run. An- 
other sat down, took a glass of mint, a little piece of 
cheese, followed by an egg in the shell, and went out still 
faster. 


cee 


By E. A. Servan in One of the April Issues of Mon 
Bureau of Parts. 


undoubtedly stayed too short a time to obtain a just estimate 
of his subject. We can find such places in America as | 
mentions, but no one of our acquaintance regularly maintains 
such habits. Many do eat light lunches, however, for the 
reason that it is customary in America to eat a 

breakfast. We understand that the European custom is to 
eat a very light breakfast consisting of rolls and coffee or 
whatever other light food one desires and to eat a more 
substantial meal at luncheon. If our friend from France 
will come again we will undertake to see that he gets a good 
meal and that he has something out of our special Private 
Stock to wash it down with. 


“But the most curious thing is an insight into the hors- 
d’oeuvre. You enter a bar and order a cocktail, a whiskey 
or a simple glass of beer. Without any extra charge the 
consumer has the right to test, standing, a number of 
varied mixtures (sufficiently like hors-d’oeuvres) which 
are laid out on the counter. He finds on plates the most 
varied foods: cold fried potatoes, salad, anchovies, fish 
preserved in oil, and pickled, coffee beans, sausage, little 
morsels of cheese, cloves, etc. Also these victuals may be 
eaten without restriction and free. Unfortunately, in 
order to avoid an excess of clients who make themselves 





Déjeuner d'affaires en Amérique. 
BUSINESS LUNCH IN AMERICA. 


too much at home, there are no covers. Each one serves 
himself with his fingers from a common dish; the more 
refined serve themselves with toothpicks in the guise of 
a little fork. 

“If on one hand the morsels are as small as possible 
and on the other hand the consumers (all business men) 
are in a great hurry, the result is that these free meals can 
never attain proportions great enough to disturb the peace 
of mind of a restaurant keeper. The economical patrons, 
nevertheless, content themselves with this modest allow- 
ance for their lunch, 

“At five o'clock business is everywhere suspended. 
Dowr town, in the business quarter, the skyscraper is 
empty, the express elevators carry back to the ground the 
employees hurrying to get back to their firesides. At s 
o'clock everything is finished. The thousand windows of 
the skyscraper have ceased to have any lights, the eleva- 
tors no longer are running; commercial life is stopped 
until the next day. 

’ fhe business man has again become the citizen. Each 
has returned to his own home.” 
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Links in the Chain of the Day’s 
Sales 
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INDEXING 
WOMEN’S 
MAGAZINES. 


\MPUTATING 
THE WAR TAX 
STING, 


DELIVERY 
WAGON 
ADVERTISING 


DIE-STAMPED 
SALES 
STATIONERY. 


SHOW CARD 
CONTESTS. 


OUSEHOLD card index filing outfits 
have been used by many women for 
keeping recipes. Now comes a wom- 
an’s magazine advocating that its readers 
keep a card index record of the magazine 
articles which are of special interest or 
value. So here is an opportunity of dispos- 
ing of small card index cabinets to readers 
of the magazines. There are so many 
items that are not shown in the table of 
contents which are worth recording, and a 
card index record of them greatly enhances 
the value of the housewife’s reading. 
<--> 
RUGGISTS get more kicks from cus- 
D tomers about the luxury tax than the 
stationer and office outfitter, because 
that line has in it more items that require 
the payment of the luxury tax. One druggist 
hit upon a plan that may be worth copying. 
He has a large glass jar near the cash reg- 
ister into which he drops the war tax pen- 
nies. On it is a prominent sign: “This 
Goes to Uncle Sam.” It takes away some 
of the sting of eleven cent sodas and like 
odd prices that suggest possible profiteer- 
ing until customers are reminded of the 
purpose of the extra charge. Incidentally, 
a day’s accumulation of the tax makes an 
impressive showing, and suggests to cus- 
tomers that they are bearing their part of 
the burdens of Governmental costs. 


<--> 


TATIONERS who have a delivery wag- 
~ on or automobile have a potential ad- 

vertising medium in the delivery wag- 
ons. Of course, the owner’s name on the 
wagon is advertising, made doubly effective 
when it pulls up at the curb of a leading 
user of stationery and office appliances. 
Many city dealers have specially-prepared 
»oster panels on each side of the wagon, 
nat enough to take a single-sheet poster. 
In most cases the posters furnished by 
manufacturers are bold enough, with prom- 
inent lettering, so that the advertisement 
can be read as the wagon travels the street. 
If not, the poster is readable while the 
wagon stands at the curb, and thus the 
poster gets audiences frequently, whenever 
the wagon stops to make a delivery. 


<+> 


ORM LETTERS having proved inef- 

fectual in a letter series used by an 

advertiser, he determined to try a dif- 
ferent tack. Procuring some die-stamped 
stationery he wrote a stirring long-hand 
letter to the names on his list which had 
not responded to his previous efforts. This 
brought replies from a majority of the 
“stickers,” and showed that his circulars 
were not effective among a certain class 
of prospects. 

This experience suggests a new market 
for die-stamped stationery. In almost every 
town some business man is using circular 
letters, and he devotes much effort to make 
all the names on his lists do business. A 
recital of this plan will interest many, and 
the stationer should be able to sell a good 
order of die-stamped stationery as a result 
of his canvass. 

<> 


FTEN DEALERS are at a loss to 
O provide attractive window show cards, 
price cards, etc. The plan of a Balti- 
more shoe dealer can readily be adapted to 
the stationery business. He offered prizes 
from stock for the best show cards con- 





Being a Few Ponts Pertinent to Activities tn the 
Daily Bustness. 


USE BUSINESS 
FURNITURE, 
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veying a given idea, holding the competi- 
tion for school children, and setting a time 
limit, for the presentation of the work. 
Many boys competed, and the dealer was 
able to select some really meritorious cards 
from the number submitted. 

The stationer will find that this scheme 
can be adapted to his own store, and will 
help to develop the ability of several 
youngsters. Window dressing and show 
card writing go hand in hand, and one of 
the contestants can probably be induced, 
when he finishes school, to enter the deal- 
er’s employ to take charge of the show 
windows eventually. 

<> 
FTEN ONE sees makeshift furniture 
O used in stationery stores to contain 
miscellaneous small supplies. This 
frequently makes an unfavorable impres- 
sion on the customer, as generally station- 
ery stores are quite modern in their equip- 
ment. It is a long slide from the hand- 
some pen display cabinets—which pen man- 
ufacturers furnished before war-time con- 
servation intervened—to the old _ spool- 
thread cabinets that do duty in some stores 
for holding active stock. Sectional filing 
cabinets come in such a wide variety of 
fittings that the stationer can use them for 
many of the small items of his stock, at 
very reasonable cost. Besides, the use of 
such furniture by the stationer in his sell- 
ing equipment may readily demonstrate the 
convenience of the device, and enables him 
to sell sectional units to others. 
<--> 
R. STATIONER, are your clerks al- 
M ways alive to the possibilities of mak- 
ing their sales complete? Not only the 
obvious need of carbon paper with second 
sheets, pens with penholders, but an intelli- 
gent connecting up of one recognized need 
with related merchandise. There is no 
thought of “stuffing orders,” but the aim is 
to have the customer make one visit to 
your store instead of two. When the omis- 
sion is discovered, are you sure that the 
order will come your way, or is it possible 
that some other store will fill the want? 

A live and keen clerk can dig out the 
possibilities of mating sales, and will do so 
if he is encouraged. Get the clerks to- 
gether occasionally when business is quiet, 
and have an experience meeting on mating 
sales, letting each tell what unusual com- 
bination of stationery products has been 


made by intelligent salesmanship. The 
chance to “speak out in meeting” to tell 
about personal accomplishments in mak- 


ing sales complete will be appreciated, and 
at the same time will be helpful to the rest 
of the staff. 
<-> 

ISTS OF CUSTOMERS are not easily 
. built up in a store that does a con- 

siderable volume of cash business. Yet 
these very buyers are very desirable, and 
business may be split among several stores, 
as none of them know the concerns from 
the ledgers. Thus they are not systemat- 
ically solicited by any store. A California 
store realized that there was a great deal 
of potential business in reach which was 
never circularized or sent printed matter 
because the individuals who bought were 
unknown, even to the clerks. It is difficult 
to rely on the clerks to furnish names for 
a store mailing list from memory. Often 
the choice prospects are overlooked. 
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The store featured a contest to deter- 
mine which was the most popular salesman. 
At the bottom of each sales ticket was a 
little coupon, which the customer filled out, 
signing the name and address, and specify- 
ing the clerk whom he or she favored. A 
large proportion of the coupons were re- 
turned, and many good names were added 


to the list. 
W complish a certain labor-saving end, 
such as a loose leaf system, the sta- 

tioner is justified in making the charge one 
for service and merchandise combined. He 
is a business engineer when he gives the 
customer the benefit of his knowledge and 
experience, and entitled to compensation 
ior his skill. In fact, the average customer 
is disposed to belittle the value of the sta- 
tioner’s service when he renders it without 
charge and sells the system as merchandise. 
A story John Ruskin told about Whistler, 
the artist, makes this point, and is werth 
narrating if some customer objects to pay- 
ing for the stationer’s knowledge. his- 
tler’s price for a painting, “Battersea 
Bridge,” was 200 guineas, which Ruskin 
considered a “hold up.” The affair went 
into court. 

“How long did it take you to do it?” 
asked the lawyer of Whistler. 

“Oh, two days,” replied the artist. 

“Two days! And you ask 200 guineas for 
two days’ work?” 

“No, I ask it 
lifetime.” 


<-> 
HEN SELLING merchandise to ac- 


for the knowledge of a 
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N EVERY well-established business there 

is one member of the selling staff to 

whom many customers go, no matter 
what is needed. That one person is gen- 
erally the proprietor, largely because he is 
supposed to be the most widely-experi- 
enced. Sometimes the favored one is a 
clerk who has shown an extensive knowl- 
edge of the use of stationery supplies, and 
is competent to help customers in their 
selections. Such confidence should not only 
be preserved, but extended to include every 
member of the floor force. 

Proper training will make every one of 
the clerks competent to serve every cus- 
tomer intelligently. This is important, for 
if but one of the clerks is capable to handle 
unusual inquiries, the rest of the clerks will 
never learn. They will get the routine 
business only, and will never have the am- 
bition to be anything else except order 
takers. It will take patience and time to 
bring, the whole selling staff up to a high 
standard of selling efficiency, but it will 
pay. The clerks will probably want more 
money when they see how the sales in- 
crease because of intelligent service, but 
they will be worth it. 


P 
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OLONIUS, whom Shakespeare staged 
in Hamlet, had a thought which some 
keepers seem to emulate, sometimes 
to their sorrow. He said, “Costly thy habit 
as thy purse can buy.” This is sometimes 
as incongruous as a one-o’clock-thirst in a 
six-o’clock town. In other words, a sta- 
tionery store in a modest section of the city 
will seem out of place if it is furnished and 
arranged like the big places that cater to 
the best trade. As an example, take the 
big Woolworth chain. This business could 
readily afford elaborate fixtures, with 
metropolitan character, in all of its stores. 
However, when a city or district is largely 
composed of factory workers, the fixtures 
are in keeping with the general character 
of the town and its people. This is on the 


theory that a man in overalls, even though 
he had a fat roll of bills in his pocket, 
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might feel out of place in a store that is 
dressed to fit a well-to-do neighborhood, 
and might even refrain from entering. The 
ambition to have a model store and fixtures 
is commendable, but have the ambition in 
keeping with the surroundings. 

<> 


EMONSTRATIONS of various sta- 
D tionery and labor-saving devices are 

often made in stationery stores. The 
impetus given by the factory representative 
often stimulates business for some time 
after he had left, but unfortunately the sta- 
tioner does not concern himself sometimes 
to keep the ball rolling. The influence of 
a demonstration continues for weeks after 
it is closed, but its full value is lost unless 
something is done to keep up interest. Give 
the demonstrated device a good place in the 
store. It will remind peo z of the demon- 
stration, and catch the laggards who in- 
tended to buy while the factory ee. 
tive was showing the goods. ut they 
neglected to purchase. If the goods go on 
the shelf right after the demonstration 
much of the business-building of the show- 
ing is lost. If the exhibit continues in the 
store, it will catch the attention of near- 
customers, and win their orders. 

It is a good plan when a manufacturer's 
demonstration is given in the store to as- 
sign one of the clerks to study the selling 
points and construction details. In this 
way some one individual in the store will 
be able to handle inquirers, and talk the 
device intelligently and effectively. 

<-—, 


N BUYING for his personal needs, and 
| for his household, the stationer is influ- 

enced more than he realizes by trade 
marked merchandise. Unconsciously the 
influence of the trade mark on his purchases 
of wearing apparel, his foods, household 
devices, and what not, is directed—some- 
times dictated—by the trade marks which 
have been impressed upon his mind, al- 
ways assuming that he has had satisfactory 
service, 

A trade mark is evidence of the maker's 
pride in his product——+he knows it is right, 
and wants you to know his confidence in 
it. The history of merchandising shows 
many cases where a manufacturer has trade 
marked a part of his product to sell through 
certain lines of trade, and then sells anoth- 
er part of his output through other lines 
without a trade mark. In many instances 
he has gradually increased the distribution 
of his trade marked goods, and ultimately 
given up entirely the sale of his product 
without the trade mark. The reason is 
that his trade marked line has an identity, 
and gives him something definite to aah. 
It enables him to discount competition, be- 
cause satisfied customers give his product 
preference. 

The dealer is a direct beneficiary of the 
trade mark. Such goods are easier to sell, 
for they are guncrue backed by aggressive 
advertising to the consumer, and are well 
sold when on his shelves. What experi- 
enced user of writing upaper does not hold 
a sheet up to the light and look for the 
watermark on the sheet the dealer shows 
him. It pleases him to find a familiar 
watermark, for it shows that the dealer 
appreciates that quality as much as the 
user does. Yet but few consumers could 
select paper intelligently without the wa- 
termark. They do not know the technique 
of pee making—the watermark is their 
guide, 

This is largely true of most of the sta- 
tioner’s stock. He carries many lines which 
the user recognizes only because the trade 
mark name is familiar. So the dealer who 
succeeds, features trade marked me n- 
dise because it needs little or no intro- 
duction. 
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Argentina as a Market for American 


Furniture 


GRBRDIUA NINN Ln 


Note.—Mention of much of Mr. Everley’s work in South 
America has been made in comparatively recent issues of 
Office Appliances; in fact, quite an extenswe article has been 
published already from his pen. He has been in South Amer- 
ica as a special commercial representative of the United 
States for the last two years. He has now returned to this 
country, having completed an exhaustive investigation of 
commercial conditions on the west coast of South America. 
The report, a portion of which is published below, covers 
conditions with regard to American office furniture in the 
Argentine Republic. A portion of this report refers to Amer- 
ican house Sets This we have taken the liberty of 
omitting as of no immediate interest to members of the office 
furniture trade. Mr. Everley’s report on the west coast of 
South America will be issued in due time. 

Before going to South America Mr. Everley visited Amer- 
ican furniture manufacturers and obtained from them much 
valuable ,information concerning the industry. as a founda- 
tion for his investigations abroad. A few days ago he visited 
Office Appliances and his observations on the result of his 
trip were extremely interesting. Few more valuable contribu- 
tions to the literature of the business; as far as foreign trade 
is concerned, have been made than those which come from 
the pen of Mr. Everley. We take pleasure, therefore, in pre- 
senting this preliminary report on Argentina, especially in 
view of the fact that it contains some suggestions to manu- 


facturers not heretofore published. 
e hold and office, domestic and imported, constitute 

one of the most important lines of business in the 
Argentine Republic. In the Federal Capital of Buenos 
Aires, according to the Industrial Census of October, 
1914, there were 344 establishments selling furniture and 
tapestries, of which fifty-nine were foreign houses, 270 
Argentine arid fifteen mixed or not specified. Their cap- 
ital was estimated to be $4,118,715; they give employment 
to 1,482 persons, their stock was valued at $3,525,165; their 
sales for the previous year amounted to $8,812,381 and in 
a list of 165 of the principal lines of business in Buenos 
Aires the furniture trade maintained an average prece- 
dence of 22. 

In 1913, the last year of normal trade, the value of fur- 
niture imported into Argentina was $2,587,026. Of this 
amount, $813,077, or approximately 31 per cent, was ac- 
crédited to the United States. 

Importance of the Office Furniture Trade. 

Of the total amount of furniture imported by Argentina 
from the United States, a very small per cent was repre- 
sented by household furniture. At least three-quarters of 
a million dollars were spent for office furniture, chairs, 
theater furniture and school seats. Argentina ranks high 
among foreign markets for office furniture and there are 
possibilities of its becoming one of the most valuable as- 
sets to the American industry. 

American manufacturers of office equipment have firmly 
established themselves in the Argentine market. They 
now enjoy the reputation of having designed the most 
practical and efficient type, and, as yet, no European man- 
ufacturer has been able to offer a style which is so well 
liked. American manufacturers of office furniture have 
competed with European firms for many years and have 
done inuch to prove that United States factories can turn 
out products of the highest class. 

It may be safely stated that Argentina will be an im- 
proving market for office furniture. The day of the small, 
dark, back room equipped with a table and a few chairs 
has passed now; modern offices have become common. 
The practical ideas of business that are entering Argen- 
tina along with European and American capital and the 
interest the native business men are showing in up-to- 
date methods are certain to increase the demand for mod- 
ern office furniture. 

There has been some stagnation in the sale of imported 
office furniture during the last three or four years owing 
to the financial crisis which came upon the country 
shortly before the outbreak of the war. The fall of land 
values, poor crops and the war have had a detrimental 
effect upon the finances of the country, and business men 
have not purchased new office equipment in quantities 
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such as they would have bought if conditions had been 
favorable. 

During the period between the outbreak of the war and 
the present, the dealers in American office furniture have 
disposed of most of their stocks and it is now almost im- 
possible to secure enough furniture of one style and color 
to equip a Small office. There is at present a great short- 
age in office chairs, desks and even correspondence files. 
High freight rates, shipping difficulties and inability of 
dealers to obtain new stock have given the domestic shops 
an opportunity to offer a product which has been com- 
peting in price with furniture imported from the United 
States. However, the price of the locally made furniture 
is high and the quality is poor or medium. When com- 
merce is re-established and freight rates are reduced the 
competition of domestic made office furniture will grad- 
ually disappear. 


Kinds of Office Furniture in Demand.—Desks. 


The American office desk has captured this market and 
there are very few business men who will have anything 
else. The roll as well as the flat top desk with sanitary 
pedestals is in great demand. Some desks with the fully 
enclosed pedestals are purchased but not to the same 
extent as those of the more modern type. The low roll 
top desks are preferred to those of extremely high style. 
They are popular in both medium and large sizes. The 
medium size, single flat top desks are largely purchased 
by business men: The double flat top desks, four by five 
feet, are popular among lawyers and other professional 
men. Desks of medium to good grade are most profitable 
to import. Cheap desks pay the same duty and freight 
rates as those of better quality and do not find so ready 
a market. 

Typewriter desks with the folding enclosure for the 
machine located in the center of the top have become 
popular and in normal times will sell well. 

At present it is practically impossible to find a dozen 
office desks of the same size and color for sale in all 
Buenos Aires. An investigation has disclosed the fact that 
there is possibly not one flat top desk with typewriter 
attachment enclosed in the pedestal for sale. One dealer 
stated that he could readily dispose of at least 1,000 office 
desks if he had them. Another firm has asked their United 
States factory to ship them an order of forty office desks 
immediately regardless of the freight charges. Without 
doubt the American manufacturers of office desks will 
find a good market for their product in Argentina when 
the war is over and conditions again become normal. 

Office Chairs. 

.s in the case of desks, there is a great scarcity of 
American office chairs. Those offered for sale are now 
extremely high price. The native manufacturer cannot 
make the ordinary revolving office arm chair owing to 
the inability to produce the metal parts. When such parts 
are imported the cost of the domestic made chair is as 
much or more than that of the American product which 
is unquestionably better in appearance and construction. 
A large number of office chairs will be imported from the 
United States when it is possible to obtain them. Com 
mon chairs also are in great demand. 

Filing Devices. 

American correspondence files and card index systems 
have found a much better market in the Argentine than 
in any country on the west coast of South America. The 
influence of American and European business methods 
has a good effect in creating a market for this class of 
office furniture. The native business men have readily 
recognized the advantages of time and labor saving de- 
vices and there will be a gradual increase in the demand 
for correspondence files and card index systems. There 
are still some difficulties to overcome before all kinds ot 
filing devices are adopted. Many firms must be trained to 
use them and to see the advantages of modern systems. 
The clerical help knows nothing of up-to-date methods 
and although the director or manager of a firm may 
realize he can more economically carry on his business by 
use of efficient equipment, he is helpless because his cler- 
ical force would not be able to use it. Considerable edu- 
cative propaganda must be carried on and the business 
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men taught modern methods before the American manu- 
facturers can expect to do a large business in this line. 

It may be suggested that the Argentine government 
as well as some private concerns maintain commercial 
schools where young men are trained for business. It 
might prove a very valuable investment for the office 
furniture manufacturers to equip some of these schools 
free of charge and pay part or all the salary of a well 
trained instructor to teach the use of modern office facil- 
ities. Such a method would no doubt greatly relieve the 
present difficulty of finding adequately trained junior 
members and office clerks who know anything about mod- 
ern filing systems. Possibly free scholarships and living 
expenses provided by the manufacturers to a certain num- 
ber of Argentine young men who would be willing to 
take up commercial courses in the United States would 
have the desired effect on the sale of office furniture to 
Argentine’s future business men. 


Sectional Book Cases. 

Sectional book cases have found a good market in Ar- 
gentina. Business men like the sectional idea. They 
can purchase additional parts as they need them and 
space in their office is not taken up by an excess of furni- 
ture which is not in use. Some sectional bookcases are 
produced by native shops, but they do not meet with the 
approval of most buyers. Besides costing as much as the 
imported article, they do not give the same service, and, 
like most other native-made furniture, cannot be entirely 
depended upon. 

When sending sectional bookcases to this market, man- 
ufacturers should provide one section with wooden doors, 
preferably at the bottom. This is desirable, owing to the 
fact that many business men have some books bound in 
paper covers which, with use, soon become ragged, soiled 
and unsightly. An enclosed section is desired to hold 
such books inasmuch as the average business man is very 
sensitive about the appearance of his office. It is particu- 
larly desirable that the lower part be of greater dimen- 
sions than the others in order to provide space for large 
books. Such a section should be at least sixteen to eight- 
een inches in depth by the same dimension in height. 
Every case should be fitted with a sanitary or closed base 
in order to avoid one’s having to stoop over considerably 
to reach the bottom section. 


Market for Metal Furniture. 

There has been a growing interest in metal office furni- 
ture, and, without doubt, with proper handling it would 
find a good market in the Argentine. That there is less 
interest in this line than in wooden furniture results from 
the fact that those who represent the American manufac- 
turers do not understand the advantages of using steel 
equipment and are not giving the sale of it proper 
attention. 

One argument which is used against steel furniture is 
that the climate of the Argentine is not one which neces- 
sitates the use of metal equipment as does that of Brazil 
and other more tropical countries. Argentina is not 
infested with. wood destroying insects nor is the climate 
especially hard on wood furniture. However, it may be 
pointed out that steel furniture is popular in the United 
States and other countries where the climate in many 
places is more or less the same as in the Argentine. 

Another consideration is that steel furniture has a ten- 
dency to be cold and in the winter time is especially dis- 
agreeable in offices which are not heated. The scarcity 
of fuel makes the heating of buildings very expensive and 
many offices are cold. Under such conditions metal fur- 
niture is not so agreeable as that made of wood. How- 
ever, in time it is thought that this objection will grad- 
ually disappear, as more precaution is being taken to pro- 
vide heat in the new office buildings. 

Steel office furniture can be sold in the Argentine, and 
a well directed effort to place it on the market will suc- 
ceed. A year or two before the outbreak of the war a 
representative of an American manufacturer of steel 
equipment had considerable success in placing his line 
in the offices of several business houses. The Railroad 
Clearing House and the Banco de Nacion are supplied 
with a large amount of it, and one of the impgrtant 
English banks is filled throughout with metal furniture. 
It has given good service and is well liked. Many of the 
American concerns have purchased steel furniture and an 
appreciable amount if now being used by the native firms. 

In spite of present prices which are exceedingly high 
one house reports a continual demand for steel files and 
-ard index cases. Without doubt an important business 
could be done in steel furniture now that it has been 
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introduced, but there is still much missionary work and 
educative propaganda necessary before it will be generally 
adopted. As it has a somewhat higher initial cost than 
wood furniture its sale will be just as much restricted as 
at present Argentina is largely a price-market rather than 
a quality-market, so far as office furniture is concerned. 
This feature of the trade could, no doubt, be overcome by 
proper salesmanship. 

The American manufacturers will find practically no 
competition in the field of metal office furniture. There 
are one or two native firms which have made some steel 
letter-files for the banks, but the files proved to be very 
expensive and do not give satisfactory service. The trade 
prefers the easier-working and better-finished American 
file, and domestic manufacturers will not be able to com- 
pete when freight rates are lower. One or two European 
manufacturers have endeavored to introduce their prod- 
uct, but up to the present time the trade has preferred 
the more practical office furniture from the United States. 

Argentina should be a market of considerable import- 
ance to steel office furniture manufacturers in normal 
times, and it is believed a good business is to be obtained 
through installing correspondence files, book and docu- 
ment safes, shelving. desks, etc., in railroad offices, banks, 
commercial houses, libraries, law offices, municipal o 
and government buildings. Very few of these plates have 
any modern office equipment and they should be a source 
of a fair amount of business for manufacturers who will 
systematically and energetically set about ‘to introduce 
their product. Up to the present time no well-directed 
effort has been made to interest the Argentine business 
men in modern steel office facilities and the country is 
practically a verdant field for this line of American goods. 


Factors Affecting the Sale of Office Furniture in Argentina. 


There are several factors which have somewhat affected 
the sale of American office furniture in the Argentine, 
and, in order to create a greater demand for their prod- 
uct, the manufacturers will have to give more attention to 
the requirements of this market. The general decline of 
the office furniture business which was brought about 
by the financial crisis and the increased domestic competi- 
tion resulting from high prices of imported furniture, 
created conditions over which the American manufac- 
turers had no control, but there are certain conditions 
influencing the office furniture trade which can be reme- 
died by the American manufacturers who should give 
them their immediate attention. 

They should adopt some standard equipment which is 
most suited to the trade in both the United States and 
Argentina. They should be able to guarantee their cus- 
tomers that there will be no change in dimensions or 
style unless they find it absolutely necessary. Consider- 
able injury has been done to the Argentine market by sud- 
den change in a certain type or size of furniture which 
has been sold in that market. Instances have been noted 
in which representatives of American manufacturers have 
sold correspondence files on the agreement that when 
needed new files of the same design and size could be 
obtained to correspond to those previously purchased. 
When new equipment was required the representative had 
to inform his customer that the production of the par- 
ticular kind of furniture he desired had been discontinued 
by the factory owing to some new and better styles or 
arrangements having been adopted. When the customer 
inquired what could be done the dealer could offer no 
better solution than to request that he buy something 
new. This angered the buyer, who declared that he 
would have nothing more to do with “Yankee” goods 
or ideas. 

It must be remembered that the South American mar- 
ket is more conservative than that, of the United States. 
A merchant is not so readily influenced to drop a thing 
he has used for a long time for something entirely new, 
as is the North American, and in order to build up a 
sound, paying business some means of supplying con- 
tinually the type of furniture that is most demanded must 
be found. Alterations should be made very slowly and 
diplomatically. Sudden changes in styles, colors and di- 
mensions, even though they may be for the better, have 
the appearance of forced new business in the eyes of con- 
servative South American buyers. 

The adoption of standardized colors is very important. 
The golden quarter sawed oak finish is the most popular 
in the Argentine and all kinds of office equipment should 
be supplied in the same shade of that color. Manufac- 
turers of office desks and chairs should try to match their 
colors with those of the manufacturers of sectional book- 
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cases. correspondence files and other equipment. Golden 
oak, light and dark, should be the same for all manufac- 
turers so that when a client orders desks from one factory 
and files from another he would receive furniture of one 
color. As the condition stands at present the golden oak 
color used by the manufacturer of chairs may not match 
the golden oak color used by the manufacturer of desks. 
This is rather an important matter for the customer who, 
irom a distance of over 6,000 miles, orders his desks from 
one firm and his chairs from another only to find on 
receipt of the goods that the golden oak of the two man- 
ufacturers are not the same, and that his chairs do not 
match his desks in color. A certain dealer in Rosario 
was a victim: of the above mentioned condition and found 
it difficult to dispose of some of his furniture because 
the colors were unlike. Manufacturers should not ignore 
the problem of standardizing colors, as it is an important 
factor in the development of trade in this line. The 
quality of finish is also a question of moment. Office 
furniture is desired with highly polished surfaces and 
manufacturers who provide this finish will be favored 
with the greater part of the trade. 

The packing of office furniture for the Argentine market 
is still a matter the minute details of which are over- 
looked even by firms which have had several years of 
experiénce in foreign trade. While the general exterior 
packing is good there is a lack of appreciation of the 
importance of economizing in space. A certain American 
firm has caused its representatives in Buenos Aires to 
lose several hundred dollars on excessive freight bills 
owing to the almost utter disregard of packing instruc- 
tions from the clients. For instance, sanitary bases for 
sectional bookcases were shipped set up two in a box, 
while under separate cover were sent a good number of 
empty six-inch card index boxes. These small boxes could 
have been packed in the unused space within the set-up 
sanitary bases and the client would have been saved a 
heavy freight bill, as at that time space was paid for at 
the rate of one dollar per cubic foot. 

In another instance a furniture dealer ordered a number 
of metal cash boxes of various sizes which he had delib- 
erately chosen because the boxes could be economically 
packed, one within the other. He gave careful instruc- 
tions as to the manner of packing them, but when they 
arrived each box was packed separate from the others, 
thus causing the freight charges to be considerably more 
than was necessary. These are only two instances of 
many unpardonable mistakes which American furniture 
manufacturers are making. There is a tendency of inland 
manufacturers to overlook the fact that ocean freight is 
charged according to the space occupied and not by 
weight. In the factories there should be closer co-opera- 
tion between the sales organization and the shipping 
department in order that packing may be more intelli- 
gently done. 

The greatest obstacle to rapid increase of office furni- 
ture trade in the Argentine is the manufacturers’ present 
method of marketing their products; up to date the sale of 
their goods has been almost entirely in the hands of for- 
eigners. One or two of the strongest representatives 
are now on the statutory list, and of all the special repre- 
sentatives in the country not more than two are Amer- 
ican. Moreover, agents carry a large number of diverse 
lines and are, in many respects, competitors of American 
manufacturers for the Argentine trade. It is a significant 
fact that the present type of office furniture which is being 
adopted in the Argentine is a development of an Amer- 
ican idea and it is reasonable to suppose that Americans 
who understand it best should be most able to demon- 
strate its use and cause others to appreciate it. 

Entering the Market. 

How best to enter the Argentine furniture market is 
one of the most important problems the manufacturers 
for export will have to solve. 

The success they have in getting their product before 
the people and the rapidity of the increase in business will 
depend largely upon the amount of interest and real 
effort they give to the introduction and sale of their 
goods, 

Up to the present time the American office furniture 
manufacturers, as a whole, have apparently given the 
Argentine but secondary consideration. In their apparent 
eagerness to obtain representatives who were able to 
pay cash down in New York before the shipments were 
made, they seemingly have been content to appoint as 
their agents, firms which, through the want of experience 
in ana knowledge of the business, or their too deep inter- 
est in the pushing of other and entirely unrelated lines, 





are net able properly to handle the business. 

In one instance, a dealer has been representing a wel! 
known American manufacturer for severa! years, but up 
to the present time he has not made any special effort 
through attractive advertising or sales campaigns to 
interest the business men of the city in modern office 
facilities. He employs but one special salesman to care 
for the trade he is able to secure in a city of almost two 
iillion inhabitants. His place of business is on a side 
street in a part of the city where business men very sel- 
dom pass and in a place which is not in the least advan 
tageous for the sale of the line. 

A certain European firm in Buenos Aires has been im- 
porting American office equipment and selling it under 
the name of the house. In this way the United States 
manufacturers possibly do not receive full credit from the 
public for the good furniture they produce. 

One or two other firms which have represented some 
of the best American manufacturers have the most de- 
sirable locations, the best assortment of furniture and 
offer the most attractive prices, but these firms are 
strongly pro-German and are now on the black list. 

As has been stated previously the American office fur- 
niture business of the Argentine has been largely in the 
hands of European representatives, a fact which surely 
is not gratifying to the manufacturers. Such an arrange- 
ment wili not result in a greatly increased future busi- 
ness. The furniture has sold exceedingly well, but the 
success was due more to its own apparent merits than 
to any especially effective methods used by those who 
had it for sale. It was extensively used because it was 
recognized as the best and most practical on the market. 
Had it met with keen competition from European manu- 
facturers as did the American house furniture, the sta- 
tistics of the importation of office furniture into the 
Argentine would not be so favorable to the United States 
as they are: 

If American manufacturers hope ever to create in the 
Argentine a growing market for office furniture it will be 
absolutely necessary for them to give more attention to 
the matter of proper representation. If they are, as yet, 
unprepared to push the sales of their product in that 
country through the means of their own organization, it 
will be essential for them to secure as their agents firms 
in the Argentine, preferably American, which are able and 
willing energetically and intelligently to handle their busi- 
ness. Also, the American manufacturers must expect 
to give their representatives unstinted co-operation and 
if need be, special trade facilities in order to enable them 
properly and successfully to push their lines. Only 
through the right kind of representation and much assist- 
ance on the part of the manufacturers will American office 
furniture play an increasingly important part in the busi 
ness life of the Argentine. 

Expense Connected with Entering the Market. 


An effective endeavor on the part of American manu 
facturers to secure a large share of the Argentine furni- 
ture trade will necessarily be made at a great expense. 
They must be prepared to spend -thousands of dollars 
annually for two or three years before they can hope to 
realize a paying business. Any half-hearted, timid attempt 
to establish a furniture trade in Buenos Aires will surely 
meet with little encouragement, if not with complete 
failure. 

The success of a venture will depend largely upon the 
quality of furniture and the attractiveness of the display 
the manufacturers are able and willing to make. An 
American establishment should not be inferior, in any 
respect, to that of the best European houses which have 
in Buenos Aires stores and exhibits of stocks possibly 
equal in quality to any in the United States. The Argen- 
tine purchasers of good furniture are accustomed to the 
best Europe produces, and, in order to attract that trade, 
an American store must necessarily carry a stock which 
would compare favorably with that of any other furniture 
house in the city. 

Not only must furniture of excellent quality be carried, 


but the proper business location must be obtained. A 
side-street policy should’ not be considered for a mo- 
ment. <A first-class furniture store for Buenos Aires 


should be located in the business center of the city, where 
the greatest number of purchasers come to shop. 

Rent charges, for the most desirable locations, are very 
high. Some idea may be gathered from the fact that one 
American firm pays an annual rental of $15,120, gold, 
for a stcre containing approximately 4,000 square feet 
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Inequalities in Trade Marks and Patent 


Laws 
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MERICANS are probably the greatest commercial 
A advertisers of the world; and this fact has made 
them, to a greater extent perhaps than others have 
been, victims of the dishonest practices permitted under 
the trade mark laws of many foreign countries in which 
it is possible for someone other than the rightful owner 
to register a trade mark. In many of these countries 
such a registration gives the right or title to the mark. 
We are too familiar with these practices to make exten- 
sive comment necessary. It is no uncommon occurrence 
for the manufacturer who has extensively advertised his 
eoods under a trade mark to find certain foreign markets 
closed to him because someone in those countries has 
registered his trade mark, nor to find himself in a posi- 
tion of embarrassment when he desires to make a change 
in the agent representing him in a particular country 
because his trade mark has been registered by that agent. 
These conditions have been brought before us more con- 
spicuously since the commencement of the European war 
by the registration of many of the world’s well-known 
trade marks by Germans, either direct or through Aus- 
trian firms, in South America. My attention has recently 
been called to registrations in the Argentine Republic by 
one man, of all the trade marks of manufacturers in all 
countries for moving pictures. Conditions can be no 
worse .when practices so obviously dishonest are per- 
mitted by the authorities and the courts. Nor is a man- 
ufacturer entirely safe in such a country, such as the 
Argentine, when he himself registers his mark, for the 
courts recognize the first registrant as owner and hold 
that the marks used by infringers in which very slight 
changes, such as a difference in color, are different from 
the registered mark of the rightful owner. It is hardly 
feasible for the manufacturer to register every conceiv- 
able variation of his mark, nor is it always possible for 
him to register in all countries when he first begins to 
use his mark. His business has usually not developed and 
he does not know into what countries he will want to 
ship his goods, and he certainly should not, in these days 
of enlightenment and world-wide commerce, be deprived 
of the privilege of finding a market for his goods by one 
who not only has no right to the use of his mark, but 
who has never actually used it. Practices such as these 
in the Argentine exist not only there but quite generally 
through South American and other countries, notably 
Cuba. While manufacturers all over the world have 
suffered from these piracies, the American’s lot in this 
respect is particularly hard in a country like Cuba because 
a foreigner must first register a mark in his own coun- 
try before he may register it in Cuba; and the laws of the 
United States make it impossible, very often, for a man- 
ufacturer to register his mark, in its entirety, if at all. In 
such a case, while the American cannot obtain registra- 
tion in a country such as Cuba, the Cuban may register 
the American’s mark. The way of the American will be 
made still more difficult if a recent decision by one of 
our higher courts is followed by the Patent Office, for 
then it will be no longer possible, as it has been under 
certain conditions. to register a mark which for the most 
part is registerable, but which contains a feature that in 
itself is considered public property and therefore not 
registerable, by making a statement to be embodied in 
the registration that no exclusive right to that feature 
is claimed apart from the other features of the mark. If 
this decision is followed, the objectionable feature will 
have to be erased, thus mutilating the mark registered 
and making it impossible to protect the mark actually 
used in those countries that require registration first in 
the home country, and recognize the mark only as it 
appears in the registration. 
Berne Union Does Not Protect Americans. 
While the Union commonly known as the Berne Con- 
vention, has, beyond, doubt, mitigated these evils for 
manufacturers of countries that are members of that 
Union by a reduction in expense by making independent 
registration in the countries of the Union unnecessary, 
this same reduction in expense has but increased the hard- 
ships of the American because it makes possible by the 
payment of a small fee the registration by a pirate of 
his mark in a number of countries while he, since the 
United States is not a member of the Union, at Berne, 


An Address Delivered by E. B. Hess, Vice President, Royal T: 
wriler Company, before the Convention of the American Man 
turers’ Export Association in October, 1918, at Atlantic City, N. J. 


must, if he would protect himself, register independently 
in each of the countries; and this he must do as soon 
as he begins to use the mark anywhere, if he desires to 
safeguard his interests in these countries. t 

There should be some remedy for these evils. The 
Pan-American Convention promises some relief, but the 
countries that have actually ratified the Convention are 
too few in number and are of too little commerci 
importance to afford, at present, any material relief, but 
it is a movement toward better conditions and a prom- 
ising indication that a different attitude on the part of 
the United States in respect to adherence to trade mark 
Unions is coming about; and there are further promising 
indications in countries that have heretofore been given 
to piratical practices. For instance, in Japan, where the 
Patent Appeals Bureau recently decided in favor of the 
Eastman Kodak Company against a native who had 
registered “Eastman” as a trade mark for photographic 
articles. 

Conditions Must Be Bettered Soon. 

But these slowly progressive measures are not enough. 
There should be swiftly brought about better conditions. 
The manufacturer who widely advertises his goods under 
his trade mark to create a demand for them should not 
be robbed of the fruits of his efforts by unscrupulous 
traders who foresee the results of this advertising and 
take advantage of the laws in certain countries to appro- 
priate to themselves the benefit of the manufacturer’s 
enterprise, or to extort from him a large sum of money 
in exchange for the registration of his mark which they 
have effected; nor should a manufacturer while he is at- 
tempting to create a demand for his goods be compelled 
to expend before the demand actually exists large sums 
of money in trade mark registrations all over the world, 
for these practices exist in Europe as well as in South 
America, to enable him to obtain what is rightfully his. 
Nor when his trade mark is a composite one should he 
be compelled as now, in order to protect himself from 
pirates, to register in some countries many variations of 
it. Therefore, in all fairness it may be asked, by what 
right should anybody be allowed in any country to regis- 
ter a mark that he has not originated and actually com- 
mercially used? 

The abuses that exist in respect to trade marks in for- 
eign countries are an anachronism, and should be swiftl 
relegated to ancient history. They are in keeping with 
the closed door of ancient China. 

In addition to the trade mark abuses, inequalities in the 
Patent Laws now also invite our attention. 


Foreign Laws Burden Americans. 

The restrictions and burdens placed upon a patentee in 
many of the important commercial countries of the world 
are to the American manufacturer, whose own patent 
laws treat not only him but the foreigner so liberally, a 
real and serious hardship. 

The United States under its patent laws exacts no trib- 
ute from the patentee aside from the two comparatively 
small fees that he must pay before he obtains his patent; 
but in foreign countries the United States patentee must 
pay annually a tax during the life of the patent, and not 
only that, but, in some countries, a tax that each year 
increases materially. Furthermore, this tax, in a great 
many countries runs, after a patent has been granted, 
from the date of the filing of the application so that a 
patentee finds, if his application has been pending several 
years, that at the time of its grant, two or three years’ 
taxes have then accumulated which he must then pay: 
and, since the United States exacts nothing of that kind 
from the foreigner, the American has sufficient ground to 
feel that he is not beihg treated fairly. 


United States Liberal to Foreigners. 


The United States grants to the foreigner a monopoly 
of his invention for seventeen years, permits him to de- 
velop it commercially, and manufacture when and where 
he will; and, when he manufactures, shovid he do so 
outside of the United States territory, he may import 
extensively into the United States and avail himselt of 
the market which our vast and prosperous population 
affords. He is not threatened with the loss of protection 

(Continued on Page 141.) 
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New MACHINES 
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A New Adding Machine. 


for the market in 1914 





A machine which was ready 
when the war broke out is now announced. It is known 
as the Duco adding machine. The Duco Company was 
organized to produce this machine and all development 
work and a full set of dies, tools, jigs, fixtures, etc., had 
been completed; but on the outbreak of the war the com- 
pany became engaged in war work and efforts to manu- 
facture the machine were suspended for the duration of 
the war. The factory now, however, is in full operation 
and expects to devote its entire attention to the produc- 
tion of adding machines. 

The new machine can be split in each column by simply 
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THE DUCO ADDING MACHINE. 

pressing a key. Therefore records of a large number of 
items can be made showing sales, costs and credits, list- 
ing separately the sales of each department, etc., etc. At 
the pull of the handle all the totals are simultaneously 
printed in red figures. A machine is also provided to 
handle fractions. 

On the Duco machine the figures are all brought to a 
straight line in plain view before the addition is made. 
A special error key is provided for each column so that 
only the figure to be corrected need be considered. To 
view the work on the paper roll a small lever just below 
the adding lever is provided which instantly brings the 
work directly before the eyes of the operator. 

The Duco adding machine weighs thirty-five pounds 
and has a two-color ribbon, printing the items in blue 
and the totals in red, while all the work is in plain view 
at all times. It contains nine columns and ten adding 
wheels and has a capacity of ten figures. It has a short 
handle pull and because totals are printed in a different 
color, it is unnecessary to space before printing. 

The Duco Adding Machine Company is located at 1900 
Morgan street, St. Louis, Mo. Herbert Elder is president 
and general manager: A. J. Meier is vice-president and 
John E. Bishop is secretary and treasurer. The manager 
is A. H. Sawyer who has had many years’ experience in 
the adding machine business. He was with the Burroughs 
Adding Machine Company as early as 1907 as salesman 





APPLIANCES August, 1919. 
and later became district sales manager in Indiana. In 
1911 he associated himself with the Wales Adding Ma- 
chine Company and was general sales manager that 
company until May, 1918. 
A New Check Protector. 
The Acme-Rite is the name of a new check protector 


having a keyboard similar to that of an adding machine 
The figure 1 is placed at the top of the keyboard and the 
9 at the bottom. The keyboard is so arranged that if the 





wrong key is depressed and the mistake is caught by the 

operator before printing it may be automatically corrected 
THE ACME-RITE CHECK PROTECTOR 

by pressing the correct key in the same column. When 

the repeat key is depressed the same amount may be 


impritted on as many checks as desired. After the neces- 
sary keys have been depressed to indicate the correct 
amount of the checks in dollars and cents, a pull on the 
lever imprints the amount in full on the check. A wave 
action matrix makes it unnecessary to exert hard pressure, 
taking care of the perforating without the exertion of 
force by the operator. The same machine is used for 
vouchers, as well as for checks of any width. Pulling a 
small trigger releases the guide that governs the place 
of printing. There are two of these guides, ome for checks 
and the other for vouchers. The type is so constructed 
that ink is forced into the fiber of the paper so that acids 
or erasers cannot remove it without leaving evidence of 
tampering. 

This machine is sturdily built and in operation speedy 
and accurate. After the amount of the check is set up it 
is visible to the operator who can tell instantly if a mistake 
has been made. If an error is discovered before pulling 
the operating lever, it is easily corrected by depressing the 
proper keys. A release key restores all keys, if desired. 

This check protector is made by the Acme Appliance 
Company of Chicago, Ill—112 North Jefferson street. The 
inventor is Ivan Engstrom, who claims to be the inventor 
of the exact amount check protection. E. F. O Donnell is 
the company’s sales manager. He was formerly with the 
Hedman Manufacturing Company. 





Effective Desk Calendar and Daily Reminder. 

Calendar pads showing three months are embodied in 
the Peerless upright desk calendar and daily reminder. 
it shows the month past, the current month, and the 
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PEERLESS DESK CALENDAR REMINDER 

next month. The Telefo Desk Company are the manufac- 
turers of this device, 219 South Dearborn street, Chicago. 
It is made from cold-rolled steel. Several finishes are 
supplied. Pads can be removed or renewed in five sec- 
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(Continued on Page 125.) 
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A New College of Secretarial Science 


HE secretarial training department at Boston Uni- 
T versity, already described in past issues of Office 

Appliances, has had many opportunities for develop- 
ment and service during the war. That it has met them 
will be fully realized in the announcement that the for- 
mer Department of Secretarial Science, in the College of 
3usiness Administration, has now been established as a 
University department to be known as the College of 
Secretarial Science. The new college will be housed in 
a four-story brick building of its own, including ample 
facilities for class and assembly rooms, offices, library, 
secretarial laboratory, and so forth. The faculty, still 
in process of formation, will include experienced business 
men and women as well as the regular professors and 
instructors at the University. 

The plan for the college appealed so strongly to busi- 
ness executives that a group of over one hundred men 
and women offered to become guarantors and assume the 
financial risk which would be involved in launching a 
plan of such magnitude. From the Board an Advisory 
Committee is chosen to co-operate in planning courses, 
devising practical service methods, etc. 

The new degree of B. S. S. (Bachelor of Secretarial 
Science), will be granted upon the completion of a four- 
year course of study, which is planned to train the student 
for such positions as executive secretaries in business 
organizations or educational institutions, social secre- 
taries, editorial assistants, secretaries to professional men 
or women, Civil Service secretaries, office managers, and 
teachers of commercial science. As indicated by the ap- 
plications received, the two-year course, leading to a cer- 





TRAINING CLASS FOR 


RED CROSS SECRETARIES, 


By Ralph L. Power, Formerly Editor of Spe- 


cial Libraries. 


tificate, has made a strong appeal to the young women 
of New England. A one-year intensive course 1s offered 
for graduates of approved colleges, 

Evening classes will be opened in September for young 
men and women who are employed by day. 

It is interesting to note the wide scope of courses of- 


fered. Among them are business correspondence, .copy- 
editing anc proofreading, English writing, secretarial 
English and social correspondence, graphics, mathe- 
matics of business, secretarial accounting, statistical 


methods, catalogue making, filing, finger-print reading, 
indexing, office systems and library methods, business 
ethics, civics, current history, commercial law, hygiene, 
investments, physical education, secretarial ethics, sources 
of information, women in gainful occupations, laboratory 
courses in drawing, lettering and penmanship, machine 
calculations, office appliance operation, secretarial prac- 
tice and typewriting; and a score of other courses equally 
as interesting as well as instructive. 

Director T. Lawrence Davis of the College knew, from 
a thorough investigation, that there is a very definite and 
constantly increasing demand for secretarial courses of 
college grade. Prof. Davis organized the original depart- 
ment of secretarial studies at the University three years 
ago, and was the man whose plans made possible the es- 
tablishment at the new College this year. Under his di- 
rectorship came also the Boston University War Emer- 
gency Courses for Women, which trained hundreds of 
women to take the places temporarily of men called from 
offices to the colors. General and special courses were 


(Continued on Page 106.) 
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Note—For some reason our regular London letter failed 
to arrive this month. Ile sincerely hope that it will come as 
usual next month. 


Office Equipment in Dutch East Indies. 


The Dutch East Indies offer one of the best markets in 
the world for cheap manufactures of every description. 
Since the signing of the armistice and the great increase 
in the number of bottoms that are plying the Pacific, 
there has been a vast improvement in the trade between 
this country and those of the Far East, but exporters 
who are familiar with the situation in the Dutch East 
Indies and adjacent countries declare that this trade is 
onty a slight indication of what will follow during the next 
twelve months. 

The greatest demand at the present time is for office 
equipment, such as typewriting and adding machines, 
motor trucks, automobiles, auto accessories, sewing ma- 
chines, clay working machinery and household utensils. 
There is also a good demand for bicycles and dry goods. 
One of the most important features of our trade with 
these Far Eastern countries and colonies is that there is 
practically no market for expensive essential luxuries. 
For example, there is a good market for automobiles, but 
there is no call at all for machines that cost over $1,200 
delivered. 

The demand for typewriters and adding machines and 
other articles of office equipment has shown an upward 
trend ever since the signing of the armistice. In this field, 
as in all others, however, the exporter must remember 
that it is the cheap machines that sell most readily. Also 
there is no call for dictographs or other labor-saving 
devices of that sort because of the fact that labor is very 
cheap in the Dutch East Indies. For about thirty dollars 
a month capable help can be secured in almost any line, 
and therefore there is small demand for expensive Amer- 
ican machinery that has been designed chiefly for saving 
time and cutting down office expense. 

Generally speaking, then, there is a large and varied 
market for the cheap manufactures of this country in the 
Dutch East Indies. Owing to customs that grew up be- 
fore the war, when England, Holland and Germany were 
supplying almost all the wants of the East Indies, the 
merchants all ask for from sixty to ninety-day credits. 
Those who have been doing a considerable business in the 
markets in this part of the world report that the mer- 
chants are honest and reliable and report that they are 
having no difficulties in collecting their bills. 

Now that the shipping situation has eased up and the 
exporters are having no difficulty to obtain space to and 
from the Far East, quantities of tea, spices, hides, skins. 
rice, copra, cocoanut oil and rubber are being shipped 
to this country from Borneo, Sumatra, Straits Settlement. 
and the other islands of the group. Freight rates now 
are about $25 a ton on shipments to the East Indies and 
there is no difficulty in space, a condition that has not 
existed since 1915. 

The outlook for trade in this section of the world is 
better than it has been at any time in the history of our 
foreign commerce. American merchants are in the field 
ready to do business, and if they will study the markets 
closely there is no reason why our trade with the Dutch 
East Indies should not show an enormous increase.—New 
York Evening Post. July 5. (Copyright.) 


Britain. Extending One Year Credits to Italy. 

The American: Chatither- of Commerce in London states 
that the British Treasury will now permit three renewals 
of ninety-day bills granted in payment of British mer- 
chandise paid for export to Italy—in other words. one 
vear’s credit. British business, says the American Cham- 
ber, looks upon this decision of the Treasury as of the 
greatest importance at the present time when the United 
States traders are offering Italian buvers special induce- 
ments to purchase American goods. Hitherto credits for 











British purchases could only be obtained by [talian im- 
porters from the Italian National Institute of Exchange, 
which is reported to have been always difficult and often 


impossible. The American Chamber understands that it 
is not so much the question of the actual need for long 
time credits such as these for Italian buyers as it is to 
enable them to hold over their payments until such time 
as the exchange value of the lire rises sufficiently to make 
it advantageous to them to pay at that moment. 


The “Thunderer” Produces American Number. 

The issue of the London Times of Friday, July 4th, 
was an American number out of compliment to the United 
States and in recognition of the services performed by 
Americans in the great war. The paper contains a large 
number of advertisements of American concerns. The 
leading editorial is entitled “Anglo-American Relations,” 
in which the editor asserts that out of the war has grown 
a new relation between the United States and the British 
Empire based on new responsibilities which have been 
laid upon both peoples. That responsibility, in the editor’s 
opinion, is nothing less than the preservation of the 
peace of the world. With or without the League of Na- 
tions there is no ignoring the fact that it is upon the 
growth of the English-speaking peoples, also strengthened 
by the association of France, that the maintenance of the 
peace of the world chiefly rests. The editor voices the 
fear that the Irish question may prove to be an irritant 
which may affect the cordial relations between Britain and 
the United States. He refers to prohibition of the liquor 
traffic as an experiment of the greatest interest. 

Continuing, the editor refers to various articles published 
in this number by such men 4s Secretary Houston of the 
Department of Agriculture; President Clarkson of the 
Council of National Defense; Franklin Roosevelt, Assist- 
ant Secretary of the United States Navy; General Seely: 
Sir Douglas Haig; Admiral Beatty; former President Taft; 
Viscount Bryce; Franklyn K. Lane, Secretary of the In- 
terior; Paul Cravath and others. 

The editorial page contains some messages of greeting 
and good will from those whose names have been men- 
tioned. We might add that there are some messages 
presented from Earl Reading; Harry Pratt Judson, presi- 
dent of the University of Chicago, and Samuel Gompers, 
president of the American Federation of Labor. 

It is impossible for one to scan the American number 
of the London Times without admiring the abilitv and 
the careful discrimination which the editorial staff has 
shown in the selection of articles and writers. We notice 
an article “Our Fourth of July,” by Owen Wister, the 
famous author of the “Virginian” and also one on “Big 
Businesses” by J. Ogden Armour. Dr. Albert Shaw con- 
tributed two columns or more on “The Peace of the 
World, the Monroe Doctrine and Sea Power.’ Then 
there is an interesting article on “America Revisited”—a 
study in exaltation by the Times’ special correspondent in 
the United States. A British correspondent has also paid 
a fine tribute to the work of the American Navy in the 
war, while there is an interesting, not to say exciting. 
article on “Secret Service Work in New York,” telling 
how German spies were trapped. Among the longer arti- 
cles are “American Finance in the War,” “American Aid to 
the Allies,” “Lessons in American Policy,” referring to 
financial policy, “American Activities in Bread Saving,” 
“Labor in America,” “American Merchant Shipping,” 
“American Industries in the War,” etc. 

We shall probably reprint extracts from a number of 
these articles. 








Lower British Shipping Freights to Stay. 
British export trade is greatly encouraged by the con- 
tinuance of reduced freight charges on several shipping 
rates. says the American Chamber of Commerce in Lon- 
don. Freight rates were reduced on many routes at the 
first of the year and were to be continued at least until 
(Continued on Page 91.) 
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Meetings and Dinners 





New York Golfers Enjoy Holyoke. 

About forty New York stationers enjoyed the hospital- 
ity of the Mount Tom Golf Club, week-end guests of J. L. 
Wyckoff, president of the White & Wyckoff Manufactur- 
ing Company, New York, N. Y. Many of the guests mo- 
tored over. A golf tournament on the links of the Mount 
Tom Golf Club, near Holyoke, Mass., was held Saturday, 
July 12. The entertainment of guests included a buffet 
luncheon at noon, and a dinner at the Nonotuck Hotel. 
Eberhard Faber was toastmaster, Many the guests 
remained over Sunday as the privileges of the Mount 
Tom Golf Club and the Country Club at Springfield had 
been extended to them. 

The Trophy Winners. 


The trophies contested for, and the names of the win- 


of 


ners are: , 
To Arthur Staveley, of the Carter’s Ink Company, 
the White & Wyckoff Manufacturing Company trophy 


(silver tray) for best 36-hole —_ play handicap. 

To T. R. Grimler, Sr., the J. L. Wyckoff trophy (cane) 
for runner-up 36-hole medal playhandic ap. 

To Eberhard Faber, the Autocrat medal, 
36-hole medal play handicap. 

To Stanley Horn, the White & Wyckoff Manufacturing 
Company trophy (silver plate) for lowest gross score, 36 
holes. 


third prize, 


To Wm. Horn, the E. N. White trophy (umbrella) for 
runner-up, lowest gross score, 36 holes. 

To Roger McCorkindale, the Holyoke medal, third 
prize, lowest gross score, 36 holes. 

To Fred Burkhardt, the J. R. Brundage trophy (cup) 
for the morning event, match play handicap, Par, 18 
holes. 

To Al. Williams, the Parsons Paper Company, trophy 


(cup) for the afternoon event, match play handicap, vs. 


Par, 18 holes. 
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FRED BURKHARDT, OF THE 
TER. DIRECTLY BEHIND HIM 
COMPANY, AND TO MR. FABER’S RIGHT IS J. 
& WYCKOFF MANUFACTURING COMPANY 
ARE THE MEN, STARTING AT THE TOP, 
MER, A. P. CONKLIN, C. E. WEYAND, R. W. 
NEXT ROW: H. W. COWAN, E. E. BAAB, BE. 
SR., T. R. GRIMLER, JR., H. HAUPT. NEXT 
STAVELY, G. R. BURKHARDT, R. 
GRANT, G. E. RUFF. M. POPPER, W. F. 
MAC MURRAY, A. L. REED, J. L 
SAMPSON. 


WYCKOFF, 


AND 
READING LEFT TO RIGHT: J 
GRIFFIN, 
P. BAGG, 
ROW 
McCORKINDALE. 
GILLETTE. 
E. FABER, 


.? 





PARSONS PAPER COMPANY, 
IS EBERHARD FABER, 


L. WYCKOFF, 
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To E. E. Babb, the 
selected gross score. 
lo S. Clayton, the Riverside medal for the highest gross 


Mt, Tom medal for the best 18-hole 


score, 36 holes. 

To R. E. Springer, the G. R. Burkhardt trophy (cup) 
for the Kicker’s event, 36-hole medal play handicap. 

To A. P. Conklin, the C. J. Grant trophy (silver sugar 


and creamer) for the best 18-hole medal play handicap 
in afternoon round. 
New Yorkers Present. 


Among the guests from New York were: > tae 
of the MacMillan Loose Leaf Company; E. P.B 
the Parsons Paper Company; A. P. Conklin, of the lees 


R. Brundage, New York manager for 
the White & Wyckoff Manufacturing Company; W. S. 
Donnelley, of Geyer’s Stationer; Eberhard Faber, presi- 
dent of the Eberhardt Faber Company; C. J. Grant, man- 
ager of the Marcus Ward Company; Chas. C. Walden, Jr., 
of Walden’s stationer; C. E, Weyand, of the C, E. Wey” 
frederick MacMurray, of Frederick Loeser 


Paper Company; J. 


and Company; 


& Co.; Harry Haupt, of Kimpton, Haupt & Co.; Guy 
Hamlin, sales manager, MacMillan Loose Leaf Com vw dl 
T. R. Grimler, Sr., and T. R. Grimler, Jr., of the Audu 

Art Shops; D. i. Jonas, president, and R. M. Grithe 
manager Tower Manufacturing Company; Morris Pop- 
per, of the Stationers’ Board of Trade; Stanley Horn 
and Wm. Horn, of W. C. Horn Bros. & Co.; L. H. 


Isern, of the Isern Engraving Company; Arthur Jackson, 
president, Solidhead Thumb Tack Company; R, A. Ken- 
nedy, of the Eagle Pencil Company; H. Tompkins, New 
York salesman for White & Wyckoff Manufacturing Com- 
pany; Herman Price, manager, pencil department, Jos. 
Dixon Crucible Company; R. E. Springer and Arthur 
Stavely, of Carter’s Ink Company; Al. W. Williams, sales 
manager, Eberhard Faber Company; A. C. Bainbridge, of 
the H. B. Bainbridge Company; Fred Burkhardt and 
Roger McCorkindale, of the Parsons Paper Company; 
Geo. Savoy, of the National Blank Book Company; also 
Mrs. A. P. Conklin, Mrs. T. R. Grimler, Sr., and Mrs. 
J. R. Brundage 

Guests from Elsewhere. 
euests from cities other than New York 

(Continued on Page 101.) 
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The NES OB re Stationers Golf Association 


and Invited 
atthe Mt.Tom Golf Club, Holyoke, Mass. 
12,1919 


Quetes: oF J.L WyckofFf, Pres, Whited Wyckoff Mfg. Co. 


uests 


IS SITTING ON GROUND IN CEN- 
OF THBDSEBERHARD FABER 
PRESIDENT OF THE 


PRESIDENT 
HOST, 


PRESIDENT OF THE MT. TOM GOLF CLUB. HERE 


R. BRUNDAGE, H. B. EL- 
W. S. DONNELLEY. 
H. ISERN, T. wht GRIMLER, 
STARTING CENTER: A. W. LLIAMS, A. 
R. E SPRINGER, G. SAVOY. NEXT ROW: C. J. 
FRONT ROW: C. WALDEN, R. A. KENNEDY, F’ 
D. H. JONES, H. PRICE, A. JACKSON, ys” a 


G. HAMLIN, 8S. HORN, 


WM. HORN, L. 
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News .” Miscellany 
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PRESENTING THE IMPORTANT NEWS OF THE MONTH 
WITH AN INTERESTING REPORT OF THE NOTABLE 


ACTIVITIES IN EVERY 





Chicago Stationers Inaugurate New Idea. 





slugust 4 to 9 Appointed as Week in Which Everyone Tried 
to Avoid Mistakes. 

The Chicago Stationers’ Association, through its chair- 
man, John W. Ogren, appointed the week of August 4th 
to 9th as a Mistake-less Week during which time every 
energy was directed to the elimination of mistakes. The 
following circular, No. 68, was sent to all executive mem- 
bers: 

“Grass profit” is the difference between what you pay 
for your goods and what you sell them for. It is really 
unfortunate that the word “profit” should have been used 
in this connection, because often it is not profit at all. It 
is merely your “receipts.” Out of these receipts you must 
pay certain unavoidable disbursements, such as salaries of 
salesmen and other employes, rent, taxes, insurance, light, 
heat, telephone, delivery, wrapping materials, repairs, 
alterations, depreciation of building and equipment, etc., 
etc. 

But that is not all; you must also pay certain avoidable 
disbursements that by reason of their frequency have 
come to be looked upon as unavoidable and legitimate 
expenses, such as breakage, spoilage, depreciation of mer- 
chandise, stolen goods, waste of supplies, mistakes of vari- 
ous kinds and a score of other leaks that are largely, if not 
entirely, avoidable and that form a very large part of your 
inventory shrinkage, and consequently must go down as 
disbursements, to the detriment of your real profit at the 
end of the year. 

Careful investigations show that the real net profit on 
most goods is very small after all of these disbursements 
have been made. But these disbursements must be paid 
before there can be any profit. Consequently, if anything 
can be done to reduce your avoidable disbursements, it is 
evident that you will thereby increase your profits. 

Efficiency is a common word in business today. Efh- 
ciency concerns itself largely with stopping avoidable 
leaks. 

Your chairman wishes to call particular attention, from 
time to time, to some of these leaks and to suggest some 
measures for their correction, which can be carried out 
with your cooperation. 

First let us consider Mistakes and Errors, a most com- 
mon cause of losses in a retail store. 

Among the common errors that are avoided by careful 
salesmen are the following: 

1. Penmanship so poor that time is lost in reading it. 

2. Writing down wrong addresses when deliveries are 
to be made 

3. Making change incorrectly. 

4. Failing to list all the items purchased. 

5. Mistakes in addition or computation (common but 
easy to remedy, if the salesman will take time to add cor- 
rectly). 

6. Failure to charge the sale if made on account. 

7. Selling goods at wrong prices, such as a larger 
article at the price of a smaller size; wrong computation 
of quantity discounts, etc. 

To concentrate the thought of every member of your 
organization upon these mistakes and their avoidance, it 
has been suggested that the week of August 4th to Au- 
gust 9th be set aside as a Mistake-less Week, directing 
every energy to have your store go through that entire 
week without a sinele mistake. 
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Public Conference to Standardize Invoices. 


Vational Association of Purchasing Agents 
to Adopt a Standard Invoice Form. 

Sales manager, auditors, systematizers, credit men, and 
purchasing agents are interested in the movement on the 
part of the National Association of Purchasing Agents, 
through its Standardization Committee, to adopt stan- 
dard forms for invoices, purchase orders, acknowledg- 
ments and notices of shipment. 

This association through the same committee last year 
adopted a standard catalogue size. This catalogue size 
is to be pushed by the association through the use of mil- 
lions of poster stamps and printed matter. 

The size of the catalogue was arrived at after consul- 
tation with representatives of twenty-three associations 
of industry and trades. The committee now has called 
a conference of individuals and representatives of asso- 
ciations to meet at the Bellevue-Stratford hotel, Philadel- 
phia, Saturday, September 20th, at 10 a. m., to consider 
the subject of standardization of forms for invoices and 
related documents, 

The purchasing agents are vitally interested in the sizes 
of invoices and other papers in order that they may be 
filed conveniently. They are also interested in having 
certain information blanks printed on the forms. They 
desire this information to appear always in the same place 
on each form. 

There are many problems that affect the accounting 
side of business which must be taken into account, which 
problems have a direct bearing on the size and arrange- 
ment of these forms. The committee is seeking the co- 
Operation of everyone who can. supply information which 
will aid in selecting the most practicable size and ar- 
rangement. The committee feels that representatives of 
associations can render service both to the business world 
and to the members of their organizations by attending 
this conference to see that the needs of the particular in- 
dustry they represent may be properly looked after. 

The Standardization Committee of the National Asso- 
ciation of purchasing agents is composed of the follow- 
ing members: 

W. L. Chandler, chairman, Dodge Sales and Engineer- 
ing Company, Mishawaka, Ind.; W. V. C. Bulkeley, Liberty 
Steel Products Company, Woolworth Building, New York 
City; H. H. Meehan, A. B. Dick Company, Chicago, III; 
A. Lockwood, Lumen Bearing Company, Buffalo, N. Y.; 
I’. L. Kulow, Willard Storage Battery Company, Cleve- 
land, Ohio. 


Charter for New Firm. 


The Struve & Giles Company of Clarksburg, W. Va., 
is a new star in the business firmament, having just been 
incorporated under the laws of West Virginia for $25,000, 
handling blank books, office supplies and office furni- 
ture. 

This enterprising firm recently bought a hardware 
store on Main street that they might have a larger floor 
space than their former location on Pike street. They 
closed out the hardware stock at a fraction of its real 
value that they might have the room more quickly for 
the display of desks and other office furniture. Both 
young men were only recently released from the army. 
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Andrew Geyer Passes Away. 





Pioneer Publisher Dies at Summer Home 
on July 28. 





Stationers throughout the United States and, indeed, 
many in other countries as well, will learn with profound 
sorrow of the death of Andrew Geyer, founder and pub- 
lisher of Geyer’s Stationer, on Monday morning, July 28th. 
Mr. Geyer passed away on that date at his summer home, 
Belmar, New Jersey, his death being caused by an attack 
of acute indigestion followed by heart failure. 

Mr. Geyer had been in poor health for a couple of years, 
but recently he seemed to improve. A few weeks ago he 
went to Belmar to spend the summer vacation, planning 
to remain there about two months. He felt that he was 
steadily improving and about a week prior to his death 
he visited his publishing office and seemed to be in ex- 
cellent condition. He conferred earnestly and interestedly 
with his staff upon plans for the future. His sudden 
passing away could not have been in any way foreseen 
and came as a great shock to his friends. In the death of 
Andrew Geyer the stationery trade has lost one of its 
most upright and vigorous personalities. Although Mr. 
Geyer’s years were past three score and ten, he was 
still a power in the field he has served so faithfully and 
so long. 

We take the liberty of reprinting a portion of the sketch 
of Mr. Geyer’s career published in Geyer’s Stationer of 
July 3lst: 

Mr. Geyer was born in Boston, November 25, 1842, and 
was consequently nearly 77 years old at the time of his 
death. He came of old New England stock, and through- 
out his lifetime held the scenes of his birthplace and early 
childhood in deep affection. 

His first entry to the stationery field was made about 
sixty years ago, when he entered the employ of Henry F. 
Marsh, a prominent wholesale stationer on Cornhill, in 
his native city. 

Thus started the stationery carer of Andrew Geyer—a 
career that was destined to bring him into closest asso- 
ciation with members of the trade, and to give him the 
opportunity for the service and devotion which he always 
wholeheartedly gave to the industry. 

Mr. Geyer’s first position with Mr. Marsh was that of 
errand boy. From this humble start he pushed his way 
up to the rank of traveling representative. He began his 
career as a commercial traveler for this house in 1862, 
covering the territory from Bangor, Maine, to St. Paul, 
Minn. He had to go by boat on the. Mississippi from 
La Crosse to get to St. Paul, and brought customers over 
from Minneapolis in a buggy to see his lines. Mr. Geyer 
was one of the first travelers to show goods by means of 
photographs, and it is said that he was really the man 
who introduced the present method of showing books 
and Bibles; that is to say, by taking the covers and about 
two pages of text. 

Seeking a broader field for his activity than that offered 
by the Boston stationer, Mr. Geyer came to New York 
and entered the stationery department of the publishing 
house of D. Appleton & Co., then located at Grand and 
Mercer streets. 

In the early seventies he withdrew from D. Appleton & 
Co. to become resident buyer for several large Western 
jobbing houses. In 1872 he joined the staff of the Paper 
Trade Journal, taking charge of the stationery department. 
In 1874 this department was made into a separate journal 
—The American Stationer. Mr. Geyer became one of its 
editors and proprietors, and so continued until 1877, when 
he started Geyer’s Stationer. ‘His death thus occurs in 
the forty-seventh year of his activities in the stationery 
publishing field—nearly half a century of continued service 
in the business he was so devoted to. 

In writing of Mr. Geyer’s services to the stationery trade 
it is only natural that his activities in association work be 
given first place. 

Realizing his responsibilities as a trade paper publisher, 
Mr. Geyer took a leading part in the organization of 
several of the trade associations now flourishing. He was 
one of the organizers and was the first secretary of the 
Stationers and Publishers Board of Trade. 

On the death of Willy Wallach, first president of the 
Board of Trade, Mr. Geyer inaugurated the pleasing 
custom of hanging the framed portraits of past presidents 
in the directors’ room of the Board. He solicited the 
necessary funds and attended to the details of having the 
crayon portrait of Mr. Wallach made, and when finished 
he presented it to the Board of Directors in the name of 
the subscribers. For this service Mr. Geyer received 
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from the Board a set of handsomely engrossed resolutions. 

Mr. Geyer also was at one time the secretary of the 
Booksellers and Stationers Provident Association. When 
he resigned that ofhce, after five years’ incumbency, he 
was presented at the annual meeting of the association 
with a beautifully engrossed set of resolutions thanking 
him for his efficient and faithful services. 

Mr. Geyer organized the Stationers Association of New 
York and always took the keenest interest in the career of 
that organization. He was one year its secretary, and 
at the sixth annual meeting of the association he was 
elected an honorary member. In 1908 at the annual 
dinner of the National Association of Stationers and 
Manufacturers, at the Boston convention, Mr. Geyer, in 
recognition of his distinguished services to the trade, was 
presented with a silver loving cup by the New York 
association. 

He also was a close follower of the fortunes of the 
National Association of Stationers and Manufacturers. 

Mr. Geyer was a member of the Free Masons for fi 
years, having been raised in Atlantic Lodge, of Portland, 
Me., in 1867. Later he became affiliated with York Lodge 
in New York City, and going through the various orders 
of the fraternity he finally becathe member 1,836 of Mecca 
Temple of the Order of the Mystic Shrine. 

Mr. Geyer was twice married. In 1872 he was married 
to Miss Marilla Shirley, who died in 1896. Six years later 
Mr. Geyer married Mary E. McAllister, who survives him. 

Funeral services were held at the Funeral Church, Sixty- 
sixth street and Broadway, New York, on Wednesday 
evening of this week, and interment took place at Port- 
land, Me. ; 


Burwell S. Cutler Leaves Commerce Bureau. 


Pressure of business has led Burwell S. Cutler to relin- 
quish his position as director of the Bureau of Foreign 
and Domestic Commerce. For a long while he had wished 
to give up the duties which he undertook during the war 
period. Mr. Cutler sailed for Europe in July to make a 
special investization for the Bureau of Commerce. It had 
been planned to appoint an assistant director to act in the 
interim, but Mr. Cutler preferred to resign his position 
before starting on his trip. Upon his return he will re- 
sume his work with the Cutler Desk Company, of Buffalo, 
New York. 

Mr. Cutler's itinerary during his course of investigations 
includes visits in Great Britain, France, Italy, Spain and 
Belgium. A visit to Germany is considered, and it is un- 
derstood that Secretary Redfield, of the Department of 
Commerce,and Labor, will not send any commercial agents 
to Germany until he has received Mr. Cutler’s report on 
the situation there, 

The resignation of Mr. Cutler has made several new 
appointments necessary. Philip B. Kennedy succeeds Mr. 
Cutler as director of the Bureau of Foreign and Domestic 
Commerce; R. S. MacElwee becomes assistant director; 
and Herman G. Brock second assistant director. 


Our Guest Book. 


Among those who registered in our Guest Book during the 
past month are the following: 

F. W. Heythekker, on the way home*to Amsterdam, Hol- 
land, from a trip to the Orient; Frank E. Tupper, Annual 
Business Show Company, New York; Major C. I. Wagner, 
S. P. D., Q. M. C.,, Washington, D. C.; O. J. Timberman, 
Boorum & Pease Company, New York; E. J. Neuman, Billings 
Stationery & Office Supply Company, Billings, Mont.; Geo. 
W. Marsh, St. Louis, Mo.; E. P. Gold, Charles R. 
Company, Los Angeles, Calif.; H. J. Ginsberg, D. B. Mar- 
tin, and W. E. Rau. Elliott-Fisher Company, Des Moines, 
Ia.; T. J. Georgi, Wales Adding Machine —— Ft. 





Wayne, Ind.; Chas. E. Moyer, Moyer Stationery , 
Omaha, Neb.; J. B. Irving, Irving-Pitt Manufacturing - 
pany, Kansas City, Mo.; Geo. H. Wolcott, Irving-Pitt Manu- 
facturing Company, Kansas City, Mo.; James F. Tate, An- 
nual Business Show Company, New York; Walter B. Pea- 
body, Boston Index Card Company, Boston, Mass.; H. C. 
Converse, The Converse Company, Inc., Seattle, Wash.; C. 
C. Cobb. Conklin Pen Manufacturing Company, T i 
Chas. H. Hyatt, American Clip Company San Francisco, 
Calif.; W. N. Stewart, Stewart Office Supply Company, 
Dallas, Tex.; J. G. Fleenor, Office Furniture & Equipment 
Company, Minneapolis; L. D. Stocking, Chas. Gordon, Inc., 
Milwaukee; C. H. Ames, Ames Supply Company, New York. 





The total exports from the United States in 1918 were 
$6,150,000,000—an increase of $83,000,000 over 1917, despite 
the shortage of shipping and drastic export regulations. 
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Site Acquired for Loose Leaf Plant. 
Wilson-Jones Loose Leaf Company Pur- 
chases Large Tract of Ground for Their 
f Factory. 


New 


The Wilson-Jones Loose Leaf Company have purchased 
the entire block bounded by Franklin boulevard, Spaulding 
avenue, Ohio street and Homan avenue, Chic:ryo. 

This is the largest single piece of vacant property lo- 
cated between the loop and Garfield Park and is considered 
an exceedingly choice location. 

The frontage is 600 feet on Franklin: boulevard, with a 
depth of 500 feet. 

Plans are being completed for the erection of a modern, 
two-floor factory, 275 feet wide and 450 feet deep, with 
separate buildings for garage and power plant. This will 
approximate five acres of floor space. 

The buildings will be of concrete and embody the most 
advanced standards in factory construction. For the con- 
venience and comfort of the employes there will be in- 
stalled rest rooms, library, restaurant and shower baths. 

Ground will be broken at once and all buildings rushed 
to completion 
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Company, is in charge of the arrangements for the tour- 
nament. 
Chicago golfers in the stationery field had been invited 


to tourney July 22, but as this was the hottest day of the 
year, but few players essayed the course. 


Diebold Salesmen in Convention. 


Salesmen of the Diebold Safe & Lock Company met 
in convention at Canton, Ohio, May 8, 9 and 10 to dis 
cuss the year’s selling conditions, and to review the ac 
complishments of the past. The program was arranged 
by J. L. Criswell, general sales manager, and bristled with 
interesting and important discussions. 

A discussion on selling filing safes was given by J]. A 
Mittnacht, manager at New York. He was followed by 
\. N. Scott, second vice president and factory manager, 
who went into the complete details of the fireproof con- 
struction of the filing safe. 

F. S. McNamara, Boston manager, was 
subject of safes. A. J. Roos, treasurer, imparted a « 
prehensive idea of the cost of repairs and shop expense 
Manganese steel safe and vault work was | 


covered Vv 
W. J. Harrison, St. Paul manager. Store management 


the 


om- 


assigned 


AND LOCK COMPANY. 


Sitting, from left to right—L. S. Smith, Cleveland manager; A. J. Roos, secretary and 


treasurer; J. L. Criswell, 
S. McNamara, Boston manager; J. A. 
Standing, left to right—E. W. 


general sales manager; 
Mitinacht, 
Nelson, advertising 


Paul 


Hicks, 


. Harrison, St. 
New York manager. 
manager; Geo. E. 


manager; 4. 


special 


vault representative; A. N. Scott, factory manager and second vice president; H. L. Deright, 


Chicago manager. 


Death of Ralph Rebora. 

(Translated from Corriere della Sera of Milan, Italy, July 10.) 

After a serious illness, Ralph Rebora of the Royal Navy 
passed out serenely on the evening of the 8th in Spezia, 
with all the benefits of religion and surrounded by his 
loved ones. The parents, Ricardo and Matilde, and sisters, 
Carle and Margherita, and all his most adoring relatives 
make this sad announcement. The civil and religious 
funeral took place in Spezia on the morning of the 9th at 
8 o'clock, going from the Naval Hospital. 


Chicago Stationers Golf August 19. 


An all-day tournament will be held at the Ridge Goli 
Club by the Chicago Stationers’ Golf Association Tues- 
day, August 19. This is to be the big event of the year 
among Chicago’s golf stationers, and a large field is 
expected. A special invitation is extended to traveling 
men in the stationery and allied lines. It is hoped that 
salesmen who are headed for Chicago will make plans to 
spend the day at the Ridge Golf Club, as a good turnout 
is desired. Charles Hamburger, of Cameron, Amberg & 





was the topic of L. S. Smith, Cleveland His 
familiarity on the subject is based on thirty-five years of 
experience in managing the Cleveland establishment 

Construction and selling methods of vault work 
thoroughly discussed by J. L. Criswell, his assistant, W 


Inanage! 


were 


C. Miller, and A. N. Scott. A. J. Roos discussed collec 
tions from the standpoint of the financial man. Adver 
tising was handled by E. W. Nelson, advertising manager 


The conventional dinner was wholly unconventional 


in the talks which followed. The toastmaster, J. L. Cris 
well, saw to it that every man present responded, and the 
various speakers outdid themselves in elaborating on their 
pet specialties. 

An incident of the dinner was the statement of L. S. 
Smith, Cleveland, manager who admitted that his health 


was not what it had been, and that some time in the dim 
and distant future he would retire. Mr. Criswell re 
sponded that when the time came and Mr. Smith felt it 
necessary to retire, he would be given an active man and 
become manager emeritus. This pretty piece of sentiment 
moved more than the two men in the dialogue 
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GROUP PICTURE OF ENTIRE 


ELLIOTT-FISHER ORGANIZATION BEFORE 


THE FACTORY AT HARRISBURG. 


Elliott-Fisher Company Holds Sales 


Convention 


IUAROUTAEAHY J IMU 


HE sales convention of the, Elliott-Fisher Company 
T was held at the factory and home office, Harrisburg, 

Penna., July 21 to 26, inclusive. The headquarters 
were at the Penn-Harris hotel. The sessions of the con- 
vention were held in the ball room, which was decorated 
beautifully, the walls having numerous signs, many of 
which are worthy of mention. One of these was, “The 
company is known by the salesmen it keeps.” Another 
sign read, “This convention costs $30.25 per minute. Talk 
to the point.” This sign had a clock in the center of it to 
emphasize the statement—a real clock, by the way, which 
marked the time. Over the chair of the presiding officer 
was a large sign with the word, “Think,” and underneath 
this, enlarged, was a reprint of the Elliott-Fisher trade 
mark with which the readers of Office Appliances are 
familiar. The flags of the Allied Nations were the chief 
feature of the side-wall decorations and were artistically 
arranged. The annual dinner was held on Friday night 
where one of the most interesting features was the show- 
ing of moving pictures which had been taken during the 














THE ABOVE ILLUSTRATIONS SHOW THE WORKING 


ORDER PINK GOATS THAT WAS CREATED DURING THE 
Kaiser, 





MEMBERS OF 
ELLIOTT-FISHER CONVENTICN.—Picture No. 1, top row, T QO. 


Big Harrisburg Concern Gives Salespeople Enter- 
taining and Profitable Time at Harrisburg. 


weck. The movie man was on the job every day, even 
taking the trains as they came to the depot, catching the 
men as they went from the trains to the stztion, from 
the station to the hotel, from the hotel to the special cars, 
their arrival at the factory, reception at the factory and 
individu il pictures of many of the prominent men in the 
organization. These were all put together and run in 
regular sequence during the dinner, provoking great in- 
terest and enthusiasm. A jazz band helped keep ¢ ings 
lively during the meal, while the hotel orchestra did its 
share in entertaining the guests. 

President Wagoner acted as toastmaster and called up 
different men, the guests, members of the board, and sa 
men, for little talks on whatever they wanted to speak 
about. The order of the calling of the men of the organ- 
ization was arranged according to their quota standing. 

What one might almost callea dramatic incident oc- 
curred in the response of Mr. Hunter of Flint, Mich., who 
topped the list of prize winners. Mr. Hunter is quite a 
young man. He, nevertheless, has been quick to see the 


THE INTERNATIONAL ASSOCIATION ANCIENT 


Bottom row—Smitz (Chicago) 
All rigged up as 


Richwine, Wright, Tussey. 


Coffman (San FY 





rancisco) right. 


Grisell, D. J. Crowley, Shade, Phillips. Middle row—Lippy, 
“Big Bill’’ Thomson, Hokes. No. 2. Brooks of Philadelphia at left: 
No. 3. H.C. Lane at left (Dayton), R. E. Richwine, Memphis, at right 
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opportunity of making the installation which brought him 
the credit of being head man. In thanking the company 
for their recognition of what he had done he explained 
that he was not going to do as some of the men had 
asked him—buy an automobile or indulge in many of the 
exploits which we call splurges, but he told of his father 
having denied himself many things that he, the son, might 
have an education and now the money he had made was 
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probably the one man to whom the Elliott-Fisher Com- 
pany owed the most for its success. He saic that the 
existence of the company today is to be attributed to the 
vision and courage of Grant B. Schley. F. W. Tedder, 
district manager for England, expressed his gratification 
at the reception given him. He spoke of his intense in- 
terest in comparing American methods with English meth- 
ods and of the stimulus it had been to him to have had 
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SOME GROUPS PHOTOGRAPHED AT THE ELLIOTT-FISH ER CONVENTION.—Upper left-hand picture, twenty of twenty- 
four salesmen present at the convention receiving prizes in the “9 to 5” sales contest. Upper right-hand picture, Atlantic District 
Sales Force, O. L. Gagg, Manager, New York. Middle left-hand picture, Pacific District Sales Force, F. E. Wright, Manager, San 
Francisco. Middle right picture, Central District Sales Force, M. S. Roosevelt, Manager, Detroit. Lower left-hand picture, West- 
ern District Salesmen, R. B. Buswell, Chicago, Manager. Lower right-hand picture, Southern District Sales Force, R. E. Richwine, 


Memphis, Manager. 


to go to clear off a mortgage on his father’s home place. 
The gathering was already keyed to the top notch and 
Mr. Hunter’s statement made a profound-impression. The 
president expressed pride in being able to have a part in 
such an action even though indirectly. Reeve Schley, 
speaking for the board of directors, paid a high compli- 
ment to the exccutive head of the company and a beau- 
tifnl tribute to Grant B. Schley who, before his death, was 


a part in the proceedings of the week. He told of the 
activities in the English field in rebuilding business after 
the war. He admitted it was a task of no small magni- 
tude, but he also assured the audience that it was a task 
which Britons would not fear. Lieutenant Giavonni Negri, 
Italian representative of the Elliott-Fisher Company, was 
also called upon. He explained his regret that his limited 
command of English did not permit him to express all he 
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A FEW SNAP SHOTS OF GROUPS AND EVENTS AT THe BIG ELL aver a R CONVENTION AT HARRISBURG LAST 
MONTH. THE DESCRIPTION OF THE PICTURES IS AS FOLL OWS: No. 1. P. D. Wagoner, president Blliott-Fisher Com y. 
Snap shot taken at the plant Monday. No. 2. Left to right—R. E. Weaver, Ge neral; F. F. Wright, San Francisco; W. H. PP, 
Baltimore: H. C. Lane, Dayton. No. 3. Left to right—G. W. Spahr, G. S. M.; H. A. Foothorap, mache = meee Oo. L. Gage, 
Atlantic Manager: V. H. Taggart, General Office; T. O. Grisell, General Office. No. 4 Left to right— t, San Fran- 
cisco; T. O. Grisell, General Office; H. A. Foothorap, Factory Manager; R. E. Weaver, General Office; G. we ‘ane "osama 8 
Manager: M. A. Seely, General Office. No. 5. F. T. Dunlap’ shooting the movie on at Elliot- Fisher lant No. 6. “Jimmy” 


Fitzpatrick and V. K. Newswanger, General Office, Cheer Leaders in action on factory town. No. 7. ig Bill” Thomson selling 
papers at factory. Money taken in was given to ‘“‘newsie.’”’ No. 8. Mr. and Mrs. W. J. Crowley of ianwaalees He is high quota 
man of the Elliott-Fisher organization. Always “gets there’’ ard says he always will 
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felt, but he said he was 
proud to be present; that 
he had secured a great in- 
spiration from the meeting 
and would leave his prom- 
ise to do his best to put the 
Italian business on a stand- 
ing that would make the 
company proud of it. H. 
A. Foothorap, factory man- 
ager, told of some of the 
plans for increasing pro- 
duction. In spite of the 
work during the conven- 
tion week, the factory in- 
creased its output during 
that period 18 per cent and 
expected that the salesmen, 
with the help the meeting 
had given-them, would pro- 
duce a volume of business 
which would make neces- 
sary a factory four to five 
times the present size in 
the near future. Mr. Julihn 
referred to his remarks 
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there. Ss. H. Busser, VICE 
president of the Geo. Bat 
ten Company, and ¢ H 
Everly of ()tnce Appli 
ances, were als ‘alled 
upon during the evening 
and made brief remarks 
Mr. Everly presel ted an 
interesting history of the 


office appliances bi 
He said in part ‘You 
represent the ere 
appliance industry, the big 
gest thing in the world, as 
important in war as in 
times of peace. There is a 


great purpose back of this 
gathering Much has been 
learned hers Yo must 
ask for orders Che world 
will never give you what 
you want unless you know 
definitely what to ask for 
You must go after repeat 
orders. I want to leave a 





earlier in the week regard- 
ing the activities of the 
company and the machine 
being the ideal one for the 
purpose intended. He 
spoke of the benefit to each 


DENT OF 
APPLIANCES 
COMPANY. 


and all flowing from the 
present intercourse during the ‘week, declared that 
more sales would be produced and assured the sales- 


men that the ambition of the general office force was to help 
them to help themselves and that the tield force should 
be on its toes helping the other fellow to help himself. 
Mr. Julihn paid a tribute to the memory of Grant B. 
Schley and concluded by expressing his belief in the high 
future of the company. 

At the conclusion of the speechmaking, President Wag- 
oner turned the meeting over to Mr. Spahr, general sales 
manager, who thanked the president, the board of direc- 
tors, and his own men on his own behalf and for those 
present, for making the meeting possible. The conven- 
tion then closed with the singing of Auld Lang Syne, 
during which the delegates marched in single file past the 
head table, each one shaking hands with those seated 








CONVENTION 


ELLIOTT-FISHER COMPANY: 


ee final thought to carry with 
LEFT TO RIGHT. F. W. TEDDER. LONDON MANAGER, YOu—What you do not 
S. H BUSSER, VICE-PRESI- use, you loss 
THE GEO BATTEN COMPANY, NEW YORK: As a result of the cor 
CHAS. H. EVERLY, ADVERTISING MANAGER FOR OFFICE vention it was predicted 
NEW YORK, AND LIEUTENANT GIOVANNI : : | cteG 
NEGRI, ITALIAN REPRESENTATIVE OF ELLIOTT-FISHER that the big plant in South 
Cameror street would be 


enlarged. 

One ‘of the interesting features of the convention in a 
lighter vein was creation and establishment of the Inte1 
national Order of Pink Goats. The idea of this organiza 
tion had its incéption after the convention opened, and 
work was immediately started on a fine, imposing ritual 
consisting of an opening ceremonial in which the Grand 


He Goat commends the Beloved Pink Goat Getters for 
the sales work done from 9 to 5 and now thet the 555’s 
have been turned over to the office nanny the goats are 
free to “gamble” on the green and wander over the dump 
in search of tender morsels like “old tin cans and fire 


men’s shirts, last year’s corsets and discarded skirts.” 
Following the singing of an appropriate song the goat’s 
prayer was recited, which mecludes some of the familiar 
advantages of the proof sheet, fiat platen, et 
Follows then the rest of the initiation of n¢ members 





IN SESSION AT ELLIOTT-FISHER FACTORY. 
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We invite criticism of our Superb Line of Type- 
writer Ribbons and Carbon Papers. These Goods 


of Our Manufacture are Representative of the 
Highest Perfection Attainable. 


“EUREKA” 
Typewriter Ribbons 


(Again Improved) 
The Ideal of Ribbon Creation 


Unique in itself, it possesses certain Qualities 
hitherto deemed impossible. 


TYPEWRITER See 
CARBON PAPERS ““M. & V.”’ Standard 


Yellow Box 





INS VOUER inc. P 
ST eel 





TA ROUMEs 


Our Carbons are absolutely free from smut- 


ting, smearing or crocking, and particularly ; - 

o p 5. 5 - ha : generally excellent in all respects. It is 
noted for their remarkable durability and the peer of any ribbon sold at a moder- 
strength of copy. ate price 


A Reliable and Trustworthy Ribbon, 





In the days of the Ancients records were carved and preserved on stone. 
Nowadays they are written on the typewriter; therefore, careful selection 
should be made of both the Typewriter Ribbon and Carbon Paper.. Those 
letters vou are writing may be wanted years from now. Impressions from 
the M. & V. Typewriter Ribbons last forever. Copies made with the M. & 
\. Carbon Papers endure through all ages. 


M. & V. Lines 
give the service 
that satisfies 


The trade-mark 
that makes “‘come 
back’ customers 





We suit every purpose. We fill every requirement. 


MITTAG & VOLGER, Inc. 


Principal Office and Factory: PARK RIDGE, N. J., U.S. A. 





BRANCHES 
NEW YORK CHICAGO ST. LOUIS BOSTON | 
261 Broadway 295 W. Monroe Street Merchants Laclede Building 160 Congress Street 
CLEVELAND LONDON SAN FRANCISCO 
326 Erie Building 7 and 8 Dyers Bidg., Holborn, E. C. 35 Mentgomery Street 


Agencies All Over the World / 














OFFICE APPLIANCES August, 1919. 




















Vic \W/ 
y lL 





DEALERS 


Unless there is good team- 
work between the dealer and 
manufacturer there is sure to 
be more or less missing of 


orders. 


Our business has been built up 
on this theory and we are al- 
ways prepared to do our full 


share. 


Manifold Supplies Company 
Brooklyn, N. Y. 



































In the first lodge Bill Thompson was Outer Angora who 
appears with candidate. Cook was the Inner Angora. The 
Grand He Goat was Crowley, who obligated the candi- 
dates, who subscribed to the creed. 

The Grand He Goat next addresses the fraternity with 
an eloquent speech and directs the candidate to the throne 
of the next officer (Little Willie Goat), who administers 
the solemn oath of the glorious order of Glorious Goats. 

The candidate is next conducted to the Chief Billy Goat, 
who warns him of the dire fate that awaits traitors to the 
Glorious Order of Goats. Follows the chorus and the 
closing ceremonial in which the following characters ap- 
pear: Chief Bleater, Mr. Shade; Grand He Goat, Crowley; 
Little Willie Goat, Mr. Phillips; Chief Bell Goat, Mr. 
Grisell; Bell Goat, Mr. Ellingsworth; closing at nine 

The Convention. 

Two hundred and fifty persons attended the conven- 
tion, which opened at the Penn-Harris Hotel on July 21st 
at 9a.m. The meeting opened to the strains of America. 
It is noticeable that this was the first convention of the 
field forces of the Elliott-Fisher Company. There would 
have been 252 delegates present at the opening session if 
H. A. Fox of New Zealand and W. E. Tedder of London 
had arrived. Mr. Fox found it impossible to attend and 
Mr. Tedder arrived Wednesday night, as did Lieutenant 
Giovanni Negri, the company’s Italian representative. 
President P. D. Wagoner was received with prolonged 
cheers as he rose to greet the delegates. He gave them 
a cordial welcome and was followed by G. W. Spahr, gen- 
eral sales manager and general chairman of the conven- 
tion. After Mr. Spahr’s address, the roll cal! was re- 
sponded to and the delegates identified and registered. 
This took up most of the morning, until about 11:30, 
when luncheon was served. Special trolley cars were taken 
for the plant of the company in South Cameron street, 
and as the delegates stepped from the cars moving pic- 
tures were taken and a band played a welcome In the 
evening a smoker was held in the grill room of the hotel. 

The first large contingent to arrive for the convention 
came from the Pacific Coast. Most of these men had been 
on the way four days. Then came the men from the 
South, the Middle West and East on special cars attached 
to the regular trains. The first man to arrive was G. F. 
Barker of Vancouver. Other Canadian representatives 
followed shortly afterward. Before the morning session 
of the first day concluded, orders for $50,000 worth of 
business were turned over to Sales Manager Spahr by 
members of the sales force. These orders had been 
obtained practically on the way to Harrisburg. A Chicago 
salesman brought an order for approximately $23,000 from 
the Commonwealth Edison Company of that city. G. F. 
Carter, who has been with the company twenty-five years, 
and has the distinction of having sold the first Fisher 
model machine, was among the delegates whe received 
warm greetings from his fellows after the roll had been 
called. 

Second Day’s Session. 

The sessions of the second day began at 8:30 a. m. 
The lectures and talks of the day were on accounting sub- 
jects and were freely illustrated by lantern slides of 
charts and actual bookkeeping forms selected from those 
of the users of the Elliott-Fisher machines. From these 
talks salesmen obtained a great deal of practical knowl- 
edge about the application of their product in various 
lines.. The program of the morning began with a roll call 
which was followed by the reading of a paper by L. G. 
Julihn, former president of the company, now of Wash- 
ington, D. C., on the history of the Elliott-Fisher Com- 
pany, setting forth its progress over a period of thirty 
years. R. B. Buswell, vice-president, presented a paper on 
the development of sales to small concerns. 

O. L. Gagg, of New York, spoke on “Daily Call Reports 
—Their Use and Value,” being followed in turn by the 
following speakers and their topics: “Public Service Pos- 
sibilities,” R. E. Weaver, of Harrisburg; “Electric Com- 
panies,” H. L. Bryer, Detroit; “Gas Companies,” E. S. 
Ross, Hartford, Conn.; “Water Companies,” G. W. Bar- 
ker, Vancouver, B. C.; “Railread Interline Abstracting,” 
W. E. Phillips, New York; “Railroad Payroll Records,” 
John Lyons, Baltimore; “Hotel Registration Cards,” F. G. 
W. Bush, Buffalo; “Hotel Guest Accounts,” C. H. Bolton, 
San Francisco; “Co-operation Between Offices,” F. L. 
Benedict, Philadelphia. 

At the conclusion of the reading of the papers, which 
bore evidence of careful preparation, the delegates went 
to the grill room for luncheon. 

The afternoon session began at 2 o'clock. There were 
seven speakers on the program. The first speaker, R. 

(Continued on Page 137.) 


n 


ll 
ol 
* 
ni- 
ty 
yn 


lusust, 191 OFFICE APPLIANCES 


Importation Policy on German Dyestuffs. 

The War Trade Board Section of the Department of 
State has received from the Advisory Committee on Dyes 
(see W. T. B. R. 745, May 20, 1919) a recommendation 
that, for the purpose of answering numerous inquiries 
from persons interested in the dye trade and of clarifying 
the present situation with respect to the importation of 
German dyestuffs, there should be issued by the War 
Trade Board Section a public statement of the policy un- 
derlying the present temporary control which is being 
exercised over the importation of these commodities. 

Acting upon this recommendation, the War Trade 
Board Section announces that, for the present, no licenses 
whatsoever are being issued for the importation of any 
dyestuffs produced or manufactured in Germany. The 
adoption of a permanent policy affecting the importation 
of dyestuffs is now being considered by Congress. 

Licenses are being issued freely for the importation of 

all dyestuffs produced or manufactured in non-enemy 
countries, especially Great Britain and Switzerland. Fur- 
thermore, under the provisions of Annex VI of Part VIII 
ot the Treaty of Peace with Germany, which is now be- 
fore the Senate, upon the coming into force of the treaty, 
German dyestuffs will become immediately available to 
American consumers in quantities sufficient to meet the 
domestic requirements of this country and at prices to be 
fixed by the Reparation Commission. As the result of a 
careful survey of the present situation in the dye consum- 
ing industries and the unanimous opinion of the Advisory 
Committee on Dyes, and having due regard to all existing 
conditions, there appears to be no such need for German 
dyestuffs in the United States as to warrant the issuance 
of licenses for the importation of any of these articles. 

In view of the many requests for information in the 

premises, the War Trade Board Section takes this occa- 
sion, for the convenience of those interested, to quote the 
above mentioned provisions of the Treaty of Peace: 
“ANNEX VI.” 
3 

“Germany accords to the Reparation Commission 
an option to require as part of reparation the delivery 
by Germany of such quantities and kinds of dyestuffs 
and chemical drugs as the Commission may desig- 
nate, not exceeding 50 per cent of the total stock of 
each and every kind of dyestuff and chemical drug 
in Germany or under German control at the date of 
the coming into force of the present Treaty. 

“This option shall be exercised within sixty days of 
the receipt by the Commission of such particulars as 
to stocks as may be considered necessary by the Com- 
mission. 

2. 

“Germany further accords to the Reparation Com- 
mission an option to require delivery during the pe- 
riod from the date of the coming into force of the 
present Treaty until January 1, 1920, and during each 
period of six months thereafter until January 1, 1925, 
of any specified kind of dyestuff and chemical drug 
up to an amount not exceeding 25 per cent of the 
German production of such dyestuffs and chemical 
drugs during the previous six months’ period. If in 
any casg the production during such previous six 
months was, in the opinion of the Commission, less 
than normal, the amount required may be 25 per cent 
of the normal production. 

“Such option shall be exercised within four weeks 
after the receipt of such particulars as to production 
and in such form as may be considered necessary by 
the Commission; these particulars shall be furnished 
by the German Government immediately after the 
expiration of each six months’ period. 

3: 

“For dyestuffs and chemical drugs delivered under 
paragraph 1, the price shall be fixed by the Commis- 
sion having regard to pre-war net export prices and 
to subsequent increases of cost. 

“For dyestuffs and chemical drugs delivered under 
paragraph 2, the price shall be fixed by the Commis- 
sion having regard to pre-war net export prices and 
subsequent variations of cost, or the lowest net selling 
price of similar dyestuffs and chemical drugs to any 
other purchaser 

4. 

“All details, including mode and times of exercising 
the options, and making delivery, and all other ques- 
tions arising under this arrangement, shall be deter- 
mined by the Reparation Commission; the German 

















PANAMA 


Carbon Papers and 
Typewriter Ribbons 


**The line that can’t be matched” 


The Panama line is clearly dis- 
tinctive. There is a grade 
made to satisfy every require- 


ment. 


Manifold Supplies Company 
Brooklyn, N. Y. 
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Government will furnish to the Commission all neces- 
STATEMENTS CATALOGS, POST sary information and other assistance which it may 
1ST CLASS ADVERTISING CARDS require, 


MATTER i 5 
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Stamps All Mail 
Quickly 


Speed—saving time—doing the necessary 
things quicker and with less help — this 
service is eagerly sought by business men 
today more than ever. 





Multipost Stamping Equipment renders 
this service in a most efficient and econom- 
ical way. It does more. It not only Saves 
Time but it also Protects Postage — saves 
money by eliminating losses through the lax 
handling of stamps. 


DEALERS are offered an unusual and 


most attractive proposition for representing 


MULTIPOST 


Postage Stamping Equipment 


The Plan enables the Dealer to sell the 
oldest and leading equipment on the market, 
made by the largest concern of its kind, 
without risking or tying up a cent. 


The equipment is such as to suit the re- 
quirements of the smallest and the largest 
postage users. It is flexible, so that it can 
grow with the needs of a business. 


Multipost is Nationally Advertised in 
Literary Digest, American, System, etc. 
Machines are offered on absolutely Free 
Trial. A Service Department is maintained 
to make certain that the guarantee is ful- 
filled and that every machine is proving 
highly satisfactory. 


Write for our Dealer 
Proposition. 


MULTIPOST COMPANY 


Rochester, N. Y. 





| 
| 





“The above expression ‘dyestuffs and chemical 
drugs’ includes all synthetic dyes and drugs and in- 
termediate or other products used in connection with 
dyeing, so far as they are manufactured for sale. The 
present arrangement shall also apply to cinchona 
bark and salts of quinine.” 


Office Appliances on the Farm. 

There is a growing recognition by publications out- 
side the ofhce appliances field of the practicability of 
using typewriters and other labor-saving machines and 
devices on the farm. If anything, the farmer needs labor 
saving appliances more than his city brother, for the op- 
portunity of conducting the business end of the farm is 
slight, and must usually be accomplished after the farm 
work and chores are done for the day. Then speed is 
the order of the minute, else the systematic farmer will 
have difficulty in finishing his work before the sun of the 
next day reddens the East. 

So we find in many cases where salesmen of type- 
writers, adding machines, loose leaf devices, office fur- 
niture and a host of stationery articles have used their 
time to advantage by visiting the farmer and explaining 
their mechanisms to him. We have alluded to these in 
stances from time to time in the past. 

\n advertisement of Farm and Fireside, “The National 
Farm Magazine,” takes its text from this tendency of the 
farmer to modernize his business methods as well as his 
producing routine, and argues that this progressive move- 
ment by the farmer shows that he is susceptible to the 
adoption of other means of bettering his farm and home 
methods. A few paragraphs are quoted from the adver 
tisement. 

A new type of farmer is definitely developing 
an executive who is employing labor to run his 
machines and devoting his time to directing his 
business. 

A farmer who has an office desk with a tele 
phone at his elbow. Fourteen styles of office 
desks are now listed in the catalogs of one of the 
houses selling to farmers. 

A farmer who is beginning to see the need of a 
typewriter and an adding machine as a part of his 
equipment. “We receive very good returns from 
our advertisements in farm papers,” states the 
vice-president of a well-known typewriter com 
pany. And the manufacturer of a famous adding 
machine reports considerable sales of a_ small 
model to farmers. 

A farmer who is looking into questions of mar- 
keting and merchandising. Five per cent of all 
the labels registered at the United States patent 
office last year were taken out by farmers for 
raw food products. 

A farmer who is studying cost problems. The 
hue and cry raised by farmers against the Depart 
ment of Agriculture for failing to publish thei: 
cost of production figures shows how important 
he considers them. 

The tools of business are becoming the new 
farm implements. 

Along the same lines is an article in Printers’ Ink 
under the heading, “The Farm as a Market for ‘City-Bred’ 
Merchandise.” This shows how the farmer and his fam 
ily have adopted the modern toilet and household con- 
veniences, sanitation, electric light, motor trucks, and 
other necessaries which we city folks have thought con 
fined to uses for our own convenience and economy 

Some instances: A number of scientific farmers have 
seen the advantage of turning out more business-like and 
legible letters, as well as the value of keeping their trans 
actions recorded neatly. One Vermont farmer who spe- 
cializes on fruit raising uses a typewriter entirely in his 
correspondence and making out his bills. Another, who 
gathers quantities of maple sugar, is circularizing the 
New York market with a typewritten sales letter on his 
own letterhead. These men have learned the lesson that 
business took unto itself years ago that a typewritten 
business letter makes a good impression and creates a 
prestige that his own handwriting would not give 

Another angle: Some farmers believe that they get 
better service from the business houses with which they 
deal if their letters are typewritten. A wholesale and 
retail dealer confirms this. He remarked: “I think it 
would be a fine thing for the farmers to use typewriters 
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AN EXCEPTIONAL 
SALES OPPORTUNITY 


The immediate response of nu- 
merous progressive office supply 
dealers to the national advertis- 
ing campaign on The Ault & 
Wiborg Typewriter Ribbon — of 
Silk—and our superior carbon 
papers, verifies the confidence 
with which we launched this, the 
largest compaign of its kind. 


lor we knew, as these dealers 
have now proved, that consumer 
advertising plus a prestige and 
reputation for quality products 
could not fail to appeal to those 
lesirous of increasing their profits 
on a dependable, quality line of 
products. 


To those dealers who have not 
yet taken advantage of the op- 
portunity of “cashing in” on this 
national campaign, we suggest 
they write us now, that we may 
place before them full details of 
our dealer proposition. 


(Our third full page Saturday Evening 


Post Advertisement appears August 23.) 
I 


he AULT &} 
WIBORG Company) 


CINCINNATI, OHIO, U. 
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or instance : 








Physicians and - 
gists praise the new 
label holder supplied 
with 





CORONA 
The Personal - 
Writing Machine 


-- see one! 











Where There’s No “Steno” 


Hundreds of professional and business men 
don’t employ stenographers. They worry 
along with pen and ink and old fashioned tis- 
sue books for copying—largely from habit. 
They simply don’t realize the convenience of 
a Corona. 

\ splendid Corona market. Be a missionary 
to these men and show them, for your own 
profit, how unobtrusively useful they will find 
“The Personal Writing Machine.” 

Plan your windows with this in mind, Show 
the old-fashioned, cumbersome tissue book in 
contrast with neat, easily filed carbons. Sell 
them the simplicity of Corona operation— 

And — sell them Corona’s convenience — its 
portability, compactness, light weight and in- 
stant accessibility. 


o—~ CORONA TYPEWRITER CoO., INC. 
Ss GROTON, N. Y. 


Lonpon OFFice: 30 OLD Bonp St. 
Agencies Throughout the World 


» CORONA 


The Personal ‘Writing Machine 
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SUPPLIES 
BICCO 


Guides, Index Cards, Folders 


AMERICA’S 
BEST 


BICCO SUPPLIES OUTSELL AND 
EXCEL ALL OTHERS— POPULAR 
FROM COAST TO COAST—SEND FOR 
OUR PRICE LIST No. 24, COVERING 
CARDS, GUIDES, FOLDERS AND ALL 
FILING SUPPLIES. 


IT PAYS OTHERS 
IT WILL PAY YOU 


The Rea:on— 


Every index card, guide and folder cut absolutely accurate. 
Every ruled card ruled absolctely to register. 


Folders do not split or crack—put them to the hardest 
test and see for yourself. 


WE GUARANTEE OUR GOODS 

















OUTSELL EXCEL 





REG. U. 8 PAT. OFF. 


WALTER B. PEABODY 
MIDDLE WEST REPRESENTATIVE 
CHARLES E. DAVIS 
EMPIRE BLDG... SEATTLE, WASH., PACIFIC COAST REPRESENTATIVE 


V. I. MARTIN 
412 PALACE BLDG., MINNEAPOLIS, MINN. 
REPRESENTATIVE FOR MINNESOTA, NORTH AND SOUTH DAKOTA 
IOWA AND WISCONSIN (EXCEPTION OF RACINE AND MILWAUKEE., 
MINNEAPOLIS AND ST. PAUL) 


GEORGE H. PEABODY 
149 CHURCH ST., NEW YORK CITY, SOUTHERN REPRESENTATIVE 
AND TRAVELING REPRESENTATIVE FOR MIDDLE WEST 


BOSTON INDEX CARD COMPANY 


BICCO BUILDING 
113-115 PURCHASE STREET 


BOSTON, MASSACHUSETTS 
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because when we get a letter from one of them which is 
typewritten we notice it especially and assume that he 
is a business man and put more confidence in him. That 
:s, we feel that if he offers to deliver a certain amount ot 
grain, being a business man, he will feel some sort of 
responsibility and will make good on his word. On the 
other hand, if we get a poorly written letter from a farmer 
we do not place much confidence in him. I think the 
farmers could get a little more from the various whole 
sale houses by corresponding on the typewriter, and 
writing a good letter.” 

These expressions sound a great deal like the primary 
educational work done by typewriter salesmen years ago 
among the business men of the cities. The old argu 
ments are good, being worked in a virgin field. The in 
stances cited should suggest to hustling machine sales 
men that there are possibilities for business among the 
up-to-date farmers in their territories which are worth 
investigation. 


May Exports of Adding-Calculating Machines. 
United States exports of adding and calculating ma 
chins, by countries, during May, 1919. By the Division 
of Statistics, Department of Commerce and Labor 
Adding and Calculating Machines 


Countries. Number. Dollars. 
Azores and Madeira Islands...... 2 $ 163 
II SS UE de a couie ae ee aah 21 3.389 
ES SRS eS ae ee 140 19,955 
IN fe St I oN So oo gi la | 25 100 
IE, Gi ee ata oe a SS ge wee 11 1.950 
git i Ra ore a clang fo Si leerm we GM ; 60 10,500 
ONIN rea oiling S%s diclnie dca ee 24 3,344 
CN Beni a hecn Cinch & maaan 10 9,900 
ae eee oe ni ene tcas , 23 3,750 
ENS ek PELE PERT EET "“s 36 7,127 
Switzerland ........ . Ceuta eel eee 51,972 
OS ESAS ee rere eee as 132,033 
British Honduras ...... ae aa l 150 
SS Se ree Os 1 ah ks ts Geek aah 168 20,439 
pponduras ....... Bs i ws diate Sets 4 543 
SEE ee Ee 2 455 
eS a) bale «ane acted 10 1,166 
I is oh pw tale ieia ig 5 554 
ON GEERE  RRC TORE Oe tO mar 30 3,127 
Newfoundland and Labrador..... 2 333 
Other British West Indies....... l 80 
SO rere ee rer Fe es a lak 37,200 
Dominican Republic ones 3 304) 
Acpentingn 5 iii... WG ee wide 126 5,030 
OS Be Se ee are ee ee 97 17,545 
pe gee OF eR eee eg : 25 3,538 
Colombia ...... tre aoe 14 1,843 
British Guiiana 3 vs Gas | 463 
OE Se are eee 7 1,080 
Venezuela 2 Ee ee l 343 
ee ee eee ee. Soe 24 3.655 
British India ........  ahccgack thas ates l 300) 
Dutch East Indies..... eee 14 3,441 
SRE PET eee 2 372 
NON Sag pis ys ed ae Swe e eae 6 a i03 10 1,980 
GE OO PAGIR oo kc cs ce see awe l 240) 
BE EE OEE ee ee ne ae ] 18 
Philippine Islands ........... 14 1,425 
British South Africa............ 344 13,303 

ge ee ee ae $363,106 


May Exports of Typewriters. 
United States exports of typewriters by countries, dur- 
ine May, 1919. By the Division of Statistics, Department 
of Commerce 


Typewriter Typewriter 
Countries. Machines. Countries Machines 
Azores and Made- Dominican Repub 
ria Islands ..... $ 75 he Se 3772 
OSE Ar 23,310 Argentina .. 2.824 
ee eee 49.461 Bolivia ..... 7.992 
.,.. a aes 1,772 Brazil .... 63.907 
ge Pere 206,425 Chile .... 7,325 
fre 740 Colombia .... 8,524 
ee ee 8.324 Ecuador ... 3,822 
DE Gdoaeibeeces 69,082 British Guiana 200 
Netherlands ...... 16,724 Dutch Guiana 175 
a 25,693 French Guiana ; 105 
Portugal ......... 125. Peru 3,702 
Serbia, Montene- Uruguay .. 31,798 


| rer 200 Venezuela .. 6,957 
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| Cutting O ‘Time W 
utting Out “Ze Lime Waste 

3 HOW THE REMINGTON SALESMAN CAN TRANSLATE ‘ 

: 


“TIME LOST” INTO “DOLLARS SAVED” 


that we had been wasting untold hours of working time. Such waste 
had flourished conspicuously in clerical office work. 








4 SHE WAR served as a national alarm-clock. We awakened to the fact 


— 


The work of the Remington salesman is to point out ways and means of 
saving office time. He brings to everyone the forward thought in typing—now 
welcomed by so many leaders in business. He comes equipped to discuss 
Remington Typewriters and their relation to profits. He will discuss the cus- 
tomer’s needs first and 47s machines second. 


D ) mame | 4 


J¢ 


He recommends only typewriters which specifically fit proven needs, And 
he has machines to fi¢ any need. 


ak 


To illustrate: 


; RE | 


JU 


THE SELF-STARTING REMINGTON. _ Essentially a correspondence 
machine whose dividends can be measured each day in added letters written in 
the same typing time. 


THE KEY SET TABULATING 
REMINGTON. _ Designed especially for 
een time-saving in the typing of business 

usINess forms. Its economy of typing. salaries 
Gave Z; ) yping 
“SO 2.9 will delight any eagle-eyed treasurer. 





d( 


REMINGTON 


J¢ 


THE REMINGTON ACCOUNT- 
ING MACHINE (Wahl Mechanism) 
which makes bookkeeping error-proof 
and saves in one year twice its cost in 
clerical hire alone—and repeats the sav- 
ing every year it is used. 


ihcates 


pie 


Business houses with leadership in 
hand or in mind may miss rea/ help 
unless they call the Remington salesman. 
In 177 American cities he is as near as 
your telephone. 


JC 


J¢ 
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REMINGTON TYPEWRITER COMPANY 


7 374 BROADWAY NEW YORK 
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The Berger “600” Line 


Standardized to meet Modern Requirements 


A strong, handsome, practical letter file, that answers every 
purpose—supplies every real need, that enables you to offer your 
customers the best value in Filing Cases on the market today. 


Recent slight modifications preserve the 
appearance and utility of the ‘‘600’’ Line 
while offering distinct advantages. 


**600’’ Line Cases can now be used alone or 
in batteries as preferred. They are complete 
either way. The drawer has an easy roller 
bearing suspension that brings it clear out 
of the case making every inch of filing space 
readily accessible. 


This Case is very rigid and firm—will stand 
hard knocks and hard usage. 


The U. S. Government has been a large 
user of ‘‘600’’ Line Cases and many concerns 
have standardized on this line. 








! You should have full information on this 


These popular cases come in three : : : . 
aa aiten 6 Mier tebher. line. Get in touch with your nearest 


4 drawer cap and 3 drawer letter Berger Branch. 
with 2 double compartments, 5x3 
or 6x4 card index drawers. 


The Berger Mfs. Co., Canton, Ohio 


Branches: Boston New York Philadelphia Chicago St. Louis Kansas City 
Minneapolis San Francisco 


Export Dept.: Berger Bldg., New York City, U.S. A. 











BERGER > 


STEEL FILING CASES--LOCKERS STORAGE BINS AND SHELVING 


cours 


Ames ON 
THe aRMoR/</ (3) \2\\ MODERN 








| PLATE OF |" <3)” BUSINESS | 


\\ (BERGER) /Z 
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ts 
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ee rere ; 45,740 
Sweden . ‘ ‘ 13,087 
Switzerland . . 108,008 
England ......... 107,600 
Scotland .. on 773 
re 155 
Bermuda .«cecess 50 
British Honduras. 312 
Canada ...... .ee- 101,459 
Costa Rica ...... 499 
Guatemala .. 1,604 
Honduras . ' 824 
Nicaragua ... 179 
Panaina rr ‘ 4,313 
nS ree 707 
err ree 65,664 
Newfoundland and 
Labrador .... 500 
Barbados . Be 140 
pS ree eee 653 
Trinidad and To 
rere 502 
Other British West 
DO 0 8 5d Bis se 32 
NE Sect cles « 43,275 
Danish West In- 
Dutch West Indies 50 
Franch West In- 
dies eshe bee on 425 
RN Satin 5. a anators 566 


OF Fit 


China Pree 
Japanese China 
Peet Oe 
British India ... 
Straits Settlements 
Other British East 


E APPLIANCES 


49 898 
1,236 
361 
83,213 
7,885 


get Ree 100 
Dutch East Indies 8,869 
French East Indies 410 
Hongkong 3,686 
Japan ns 6% 14,118 
Russia in Asia.... 24,142 
Siam 375 
Australia .. 58,213 
New Zealand 1,985 
Other British Oce 

anica ere, 4G 120 
French Oceanica. 200 
German Oceanica 63 
Philippine Islands. 37,808 
Belgian Kongo... 1,021 
British W. Africa. 1,558 
sritish S. Africa.. 41,998 
British E. Africa. 1,208 
Canary Islands... 450 
French Africa .... 3,344 
Madagascar 1,078 
Morocco oeee 534 
Portuguese Africa 225 
Egypt 85 

Total .......$1,385,046 


Domestic Exports to Non-Contiguous Territory, 


Non-contiguous 
Territory. 


CO er eee eee ee 


Porto Rico ....... 


POOR os hic vole dese e<s dave 


: i eee eee 


May Exports of M 


Typewriter 


Machines. 
.. $1,753 
ree aS ee awe eee 4,736 
00] 


$7,390 


etal Office Furniture. 


United States exports of metal office furniture by coun- 


tries, during May, 1919. 
Department of Commerce: 


Metal 
Office 
Countries. Furniture. 
Denmark ...ccccccsee See 
Pe to 5 ie atdckenee 352 
ee eda Fn 1,755 
Iceland and Faroe 
SSIGMGS oan cakes ; 182 
CO Eee ae 132 
es a 900 
England ...... wwe Se 
British Honduras... 7 
A ee 12,231 
Nicaraugua ........ 69 
el ee 735 
Salvador ors 4a 221 
Mexico eoteseceoenese 3,575 
Newfoundland and 
Labrador ........ 491 
ee 80 
Trinidad and Tobago 353 
Oo eee oe 
POR ee 546 
Dominican Republic 2,607 
APOPCNTING 600s ccc ecc 278 


3y the Division of Stat 


Countries. Furt 
ee RAPP OR 
a 
fe ee ae 
Colombia 
Peru eee ane 
VOMOZUGIA ccicccsace 
Sr rere 
Or PP errr rT 
3ritish India bias 
Other British East 


ee eee 
Dutch East Indies.. 
Japan cad 
Russia in Asia.... 
oy) 


French Oceanica.. 
Philippine Islands... 
sritish South Africa 
Madagascar 
Morocco 


BOE seen oceanic 


istics, 


Metal 
Office 
1iture. 


424 


1,359 
2,629 

9 
3,143 


232 
417 
1,835 
284 
139 
100 
6,915 
4,541 
100 
233 


66,840 


May Exports of Cash Registers and Parts. 
United States exports ot cash registers and parts, dur- 
ing May, 1919. By the Division of Statistics, Department 


of Commerce and Labor: 


Parts of 


—Cash Registers.— Regi 

Countries Number. Dollars. Dx 
eee eet 17 $ 2,847 

Denmark 258 103,263 $ 
yy Re ee oe. 32 9,795 
ar eer 23 7,544 
| eer ere 7 305 
Ln eS ee errr ae 31 10,522 
Sweden 210 85,922 
SWIEMOPINNG . nc once asses 21 6.555 
Canada 28 1,725 


Honduras 


] 430 


Cash 
sters. 
yllars. 

936 
"180 

1,405 

1,333 
21,058 


IN THE 
OFFICE 


They perform as 
well and as speed- 
ily as $100 Ma- 
chines, and attain 
the ideal of per- 
fect, speedy work 








National Combination Type- 
writers Give Double Service 





IN THE 
HOME 


The National 
Combination 
Typewriter halves 
the overtime ef- 
fort, and lessens 
the work of keep- 
ing up correspon- 
dence. 


‘GUARANTEED FOR ONE YEAR 


in addition. 





The National Combination 
affords dual service, because in it we have 
condensed the operating qualities of the big 
machines, and made it light enough to carry 
around (weight without case, 91%4 pounds). 
We have stripped the typewriter of all un- 
essential weight and mechanism—all with- 
out sacrificing durability or workmanship. 
We have reduced typewriter selling to an 
easy, effective Ten-Minute Sales Demon- 
stration which really sells machines. 





Typewriter 


Dealers can add a typewriter department 
to their stocks, and find a profitable line of 
business that brings trade in office supplies 


Write for full details and 
our Dealers Agreement 


For Europe, address 
all correspondence to 


our E Direc- 
corel Sales: 
M. Piero Castelli 
della Vinca, 


Quercianelia, 
(Liverno) Italy 


ational Typewriter Company 


ond du Lac 


Wisconsin 














ARPEN CHAIRS 
Have Preference 
W here Quality Prevails 


Show Karpen Office Chairs first 
when you know that the buyer 
prizes correct design, appropri- 
That 
is the direct way to help the cus- 


ate finish and durability. 
tomer make his choice. It saves 
time, and makes a favorable im- 


pression at once. 


Whatever the customer’s choice 
of desk style and finish, there is 
a Karpen Chair to harmonize. 


Let us send you our catalog. 


S. Karpen & Brothers 


Chicago Michigan City New York 


APE LIANCES 
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ee ee ree Ry 5 1,994 2 

EN a re oman ] 65 

Salvador 3 1,618 

eS eee 21 3,330 ae 

SF ae 9] 15,648 538 

eae oes 2 792 180 

SY lx aia arn ee dc a oo 61 23,078 

Chile NE eG en Oe l 42 

British Guiana ....... oe 2 102 

2 Pas a | ore 12 

ee cen aes 4 1,470 

Straits Settlements ....... ] 195 

Dutch East Indies........ 3 1,762 ac 

OE Se. 2 eer 3,928 20 

ES SET Ore 43 21,280 190 

Philippine Islands .. 36 3,641 98 

Belgian Kongo ........... 3 799 ele 

sritish South Africa...... 5 2,878 260 
WO iccas scr cacdsee Se $311,530 $26,212 


May Exports of Carbon Paper and Ribbons. 
United States exports of carbon paper and typewriter 
ribbons by countries during May, 1919. By the Division 
ot Statistics, Department of Commerce and Labor 
Carbon lypewriter 


Countries. Paper. Ribbons. 


Azores and Madeira Islands........ x 25 
OE er eee ere Te 613 gir 
Denmark + : 112 $ 294 
ED ere Re ore ea 6,275 Saris 
I OO Oe Ce ee 1,060 
Iceland and Faroe Islands.......... 12 -¢ 
BR ae Ce Re ee ree 3,804 1,698 
Se PR ee ee ere 320 ; 
Switzerland 3,300 
England 4 373 12,278 
OS” Eee Ree Ss pee 851 eis 
Reeeetet BROMGUTAS ..k on cc cscccc cee. 13 8 
EN EES SOE POSER OES TCR ee 3,013 1,740 
ES i oid ee Secs ies cua iw Ka 72 172 
Guatemala ..... Le ee ee Pe te ded 67 
ae ae ik tere sd 1] 39 
Nicaragua eee bad atheaes 94 61 
NEL «sale awe acs. no eee 539 32 
Se ee ae 74 8&3 
ENE ee ern er eee 2,464 1,182 
Newfoundland and Labrador....... 77 1 
Rs oe ae i ol a alk cea eo oe 44 
ENN dial Sf hatu Be a baw od 4 ws 0in ass « 101 
Trinidad and Tobago............... 57 157 
Other British West Indies.......... 50 5 
ON Elie 2 RE SEG li Ae 4,790 9 926 
tee te Ts CLS. Se Re a ae EO 20 120 
Dominican Republic ............... 453 253 
PPE re ee Tee 3,208 10,038 
EIS eee CO ee 48 aki 
EERE SSS ee ay ae 3,459 11,835 
SO ae a eee aa ae ee 4.385 2,076 
ERIE EE EEO Oe 164 1,769 
NS EOE OT ee 312 ] 
RR Se dae ee au wa ke ROS Seat 30 
BES Ae O62 aaa ee ne ee 489 532 
Uruguay ; 1,009 
EDS Oa eS a ney 45 58 
RSE SECO eee 2,666 608 
NI ENTE, 8 so 6 Sal a Ke es Be poses 600 
ORE a a ge Se ae 8 
British India ........ i ee ae 4 941 
SPIED TOURIOUNOMES 5 once c wc ceccncecs 270 
Other British East Indies.......... 12 399 
ee eS) ee, rr oe. 1,065 
Preemie Meet BUCS ok ccc ce cc aesss ; 262 ae 
Hongkong ree Oe pee 707 951 
PE ies nae is ee latusanadinta kt ote 
Russia in Asia....... fiat os abana a soe 
es tind ews ole ARON rahe 75 
Australia Pee here, Su tan eed at 2,191 1,701 
TEE NER oe eset cco nee 45 75 
eS eer eer rere 5,637 3,62€ 
Bentsen. Soute Afvica............... 1/748 
I TE ken e ince ses bewe 210 
ge ere rer ree rere 50 ieee 
WOME EAS etiepwdsicee. ; . .$67,776 $70,887 


Remington Export Manager Returns to Europe. 

William T. Humes, who supervises the European busi- 
ness of the Remington Typewriter Company, returned to 
Europe July 12. He had been visiting the home offices 
of the company for two months. 
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Why Successful Dealers Carry Cutler Desks 


UCCESSFUL dealers who have 

learned to recognize lines that 

have the quickest turn-over, see 
in Cutler Desk Quality and Cutler Na- 
tional Advertising, the earmarks of a 
quick-turning line. They protect 
their desk profits by installing it. 


Cutler Quality is a well-established 
fact. It is today the result of half a 
century’s effort to make the most per- 
fect desk possible from the standpoint 
of appearance and of efficiency. 

This Quality is backed up 
with the most powerful na- 
tional advertising campaign 
ever used to sell desks. And 
every Cutler Dealer is given 
valuable free help in impress- 
ing his public that he is the 
man who can supply them with 
Cutler Desks, 


N “ This is the banker’s own, massive 
o. 161 of cabi- 


model in which every detail 

net work and finish is exquisitely performed. As 
this desk is finished to match the table No. 196 
and flat top desk No. 163, you can furnish all 
the desks in the —. so they will be of a stand- 
ard, harmonious desig The Cutler line includes 
stenographer’s desks ‘that also match. No. 161 
is 66” long, 38” deep and 44%” high. The draw- 
ers are panelled-in 3-ply bottoms and fancy 
wood sides, all varnish-rubbed. Interiors par- 
titioned for 3x5 and 4x6 cards. Three drawers 
of left pedestal and top drawer at right meas- 
ure 4%” deep inside; lower drawer at right, 10%” 
deep; all five drawers, 28%” long, 12%4” wide. 


196 


you turn over fastest: 





Desks 
“They Express Success’ 





You know, man to man, that the 
lines that make the most money for 
and that the 
fastest turning lines are those backed 
by national advertising. Cutler Desk 
is that kind of aline. Itis the kind of 
a line there’s good profit in pushing. 
We want to get in touch with you and 
give you our whole proposition. 


Why not get our proposition anyway so 
that if it turns out that we can do business 
together, you'll be all ready for the fall 
trade. Our national adv ertising for Septem- 
ber will feature Cutler Desks 
for banks. Also, one of the free 
circulars which we supply in 
quantity for dealers to mail to 
customers, features Cutler 
Desks for banks, and illustrates 
the two desks and the table as 
shown below. Just look into 
this and write to us tonight. 


aan 


No 163 The length of this Cutler Desk is 

’ 66”, depth, 38” and height, 31”. It is 
made of Quartered White Oak or South Afri- 
can Striped Mahogany; fancy grade and per- 
fectly matched. Writing bed of 5-ply stock, 1% 
inches thick. Legs, 214” thick. Panels, 5-ply 
built up, 1” thick. It is finished in light Golden 
Oak or Mahogany; every surface hand-rubbed 
on successive coats of varnish; the trimmings 
are solid, cast brass of exclusive design. It is 
a desk that truly expresses success. It is every 
inch a desk that successful men like to have in 
their offices. Get our catalog and price list and 
ask to have a salesman call and go over our 
proposition with you. 


No 196 No finer table of plain and massive 
4 design can be found for the direct- 
or’s room of a bank. It is 96” long and 40” wide. 
It is made of Quartered White Oak or Mahogany, 
carefully and beautifully matched. The top is 1%” 
thick; legs, 334” square, of built-up construction, 
with slight taper at ends. It is finished in light 
Golden Oak or Mahogany. The drawers have 
solid brass handles of exclusive design. On the 
legs are brass leg caps, 1%” high, set flush with 
face of leg. It is shipped knocked down for 
compact shipment and easy assembling. 


CUTLER DESK COMPANY 


20-64 Churchill Street 


Buffalo, New York 























The Noisless_lypewnter 


100% 





Sales Offices 
in America: 
Albany 
Baltimore 
Boston 
Buffalo 
Chicago 
Cleveland 
Columbus 
Dayton 
Denver 

Des Moines 
Detroit 
Indianapolis 
Los Angeles 
Minneapolis 
Montreal 
New Orleans 
Ottawa 
Philadelphia 
Pittsburgh 
Portland 
SanFrancisco 
Seattle 
Toronto 
Washington 
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O THE OFFICE APPLIANCE 


trade it can now be said with conf- 
dence that The Noiseless Typewriter is 
no longer a theory or a dream but that it 
has become a fact. The proof of this 
statement is to be found in: 


1. An extraordinary expansion of busi- 
ness. 


2. The adoption of The Noiseless by 


many Companies which possess 
national and international standing. 


As regards to the establishment of agen- 
cies those interested should communicate 
with us before what is left of the more 
valuable territory has been allotted. 


The Noiseless I ypewriter 


GENERAL SALES OFFICES: 
253 Broadway, New York, N. Y. 


iugust, IOr 








Sales Offices 
Abroad: 


Australia 

Brazil 

China 

Denmark 

Dutch East 
Indies 

France 

Great Britain 

Honolulu 

Holland 

Italy 

Japan 

Malay States & 
Strait Settle- 
ments 

New Zealand 

Norway 

Philippine 
Islands 

Panama and 
Central 
America 

Siam 

Spain 

Switzerland 

Sweden 








Company 


FACTORY: 
Middletown, Conn. 
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Some Statistics on German Trade. 

\ recent statement by the National City Bank, of New 
York, covers trade conditions incident to the signing of 
the treaty of peace. History shows that the resumption 
of commercial relations after a war usually involves an 
increased interchange of commodities. 

* * x 

The active preparation for a resumption of trade be- 
tween the countries recently at war is not a matter of 
surprise. The pre-war trade between the Central Powers 
and the Allies and their assocates amounted to nearly 
$3,000,000,000 a year, which of itself would suggest a rea- 
sonably prompt return to former relations, while the his- 
tory of all wars of the commercial period—1850-1919— 
shows in every instance not only a prompt return to 
trading relations but an increase of trade between coun- 
tries only a moment earlier at war. 


Trade Increased After Franco-Prussian War. 

Trade between France and Germany following their war 
of 1870-71 was not only promptly resumed but promptly 
increased. The imports of France from Germany in the 
year before that war, 1869, were $50,000,000 and in 1872, 
the year following the war, were approximately $70,000,000 
and aggregated $66,000,000 a year during the five years fol- 
lowing the war. Germany imported from France in 1869 
$60,000,000 worth of merchandise and in the five years fol- 
lowing the war her imports from France averaged $83,- 
000,000 a year. 

Another striking example of trade resumption closely 
following war relations is found in the figures of our 
own trade with Spain prior to and following our war with 
that country. The imports of the United States from 
Spain in 1897, the year prior to that war, were in round 
terms $4,000,000, and in the five years following that war 
averaged $6,000,000 per annum, while our exports to that 
country, which were $11,000,000 a year preceding the war, 
advanced to an average of $14,000,000 a year in the five 
vears which followed it. In the case of the Russo-Japan- 
ese War, the exports of Japan to Russia in the five years 
following that struggle averaged twice as much per annum 
as in the year preceding that war. 

Trade Before the War. 

The volume of the pre-war commerce between the 
Central Powers and the Allies and their associates was 
very large, larger perhaps than is usually realized, and 
aggregated nearly $3,000,000,000 a year. Our own trade 
with Germany, Austria-Hungary and Turkey aggregated 
nearly $600,000,000 in our fiscal year 1914, all of which 
preceded the war, and more than $500,000,000 of this was 
with Germany alone, about $50,000,000 with Austria-Hun- 
gary, and $25,000,000 with Turkey. Our exports to Ger- 
many in the year preceding the war amounted to $330,- 
000,000, to Austria-Hungary $23,000,000, and to Turkey 
about $5,000,000, while from Germany our imports were 
$190,000.000, Austria-Hungary $20,000,000, and Turkey over 
$20,000,000. 

Huge Volume of Commerce. 

Great Britain sold to the Central Powers in the year 
prior to the war about $400,000,000 worth of merchandise 
and bought from them another $400,000,000 worth; France 
sold to Germany, Austria-Hungary and Turkey about 
$200,000,000 worth of merchandise per annum prior to 
the war, and took from them about $250,000,000 worth. 
Italy’s sales to the Central Powers aggregated about 
$125,000,000 a year and her purchases from them $175,000,- 
000. while Belgium’s imports from them were about $160.- 
000,000 per annum and her sales to them $220,000,000. 

In fact, the Allies and their associates, Great Britain, 
France, Italy, Belgium, the United States, Japan, Canada, 
Australia and British India, bought from Germany in 1913 
more than $1,000,000,000 of merchandise and sold to her 
nearly $1,500,000,G00 worth, while from Austria they 
bought about $150,000,000 worth and sold her $200,000,000 
worth, making the total of pre-war trade between the two 
great groups of nations recently at war fully $3,000,000,000 
per annum. 


Our Apologies to the Royal Organization. 

The article on page 37 of the July issue relative to 
changes in the organization of the Royal Typewriter Com- 
pany contained inaccuracies in spelling which demand 
correction. The name of the new treasurer is “E. C. 
Faustmann.” and the initials of the retiring treasurer are 
H. G. Lindner, instead of “H. C.” as stated. The errors 
ire especially aggravating to the staff of Office Appli- 
ances as we worked from printed copy, and thus the mis- 
takes are particularly inexcusable. 
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“MONOGRAM” 

CARBON PAPER 

and TYPEWRITER 
RIBBONS 


Our Monogram carbon paper in the 
three weights, 7, 5 and 4 lb., represents 
the very best carbon paper that can be 
made. Now, what does “the best” mean? 
The most important from the users’ 
standpoint is durability. This grade pos- 
sesses durability to an exceptional de- 
gree. It is non-smutting, therefore leav- 
ing your carbon copies clean, clear and 
distinct. There are so many carbon pa- 
pers on the market that we do not blame 
the dealer for being disinterested as long 
as he has been handling a line which has 
been giving him satisfaction. However, 
by not giving “Monogram” carbon a trial 
you are denying yourself the advantage 
of selling what we will guarantee to be 
the most satisfactory carbon paper made, 
and if you see such a sheet you will ap- 
preciate that your sales are going to in- 
crease considerably. 

Our “Monogram” typewriter ribbons 
represent the highest possible production 
in a typewriter ribbon. On a wear-down 
test with any other ribbon we can show 
to you that we have the right to adver- 
tise and claim that in this ribbon we have 
something which has no competitor, for 
we have convinced ourselves and can also 
convince you that in a competitive wear- 
down there is no other ribbon in its class. 


We offer the dealer an unusually at- 
tractive line and wish you would write 
us for our catalog. We believe we can 
show you the way to make more money 
and build up a better business for you in 
typewriter ribbons and carbon papers, 
and it will be the kind of business that 
sticks. 


NEIDICH PROCESS CO. 
BURLINGTON NEW JERSEY 
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AXIOM—ror 


Typewriter Dealers 


Furnish your customer with what HE 
needs; not what YOU think he needs. 
If you have not MULTIPLEX HAM- 
MOND representation then you will 
camouflage many important uses for a 


typewriter. 
The only ‘WRITING MACHINE”’ in the world. 


Let us tell you why. 


Multiplex Hammond 


‘‘Writing Machine’’ 
The Multitblex is the ideal 
machine for the Business Ex- 
ecutive, Clergyman, Physi- 
cian, Scientist, 
AUTHOR, Linguist, Professor 
and Student, and fw dociat 
Correspondence and decretar- 


cat work. 








Librarian, 


LATEST 
MODELS 


To Meet the Demands 
of Every Dealer 


Meets the special require- 


Regular Multiplex: 
ments of executives, authors, clergymen, physi- 
cians, druggists, professors and students. 


Writes all the characters re- 
All other type shuttles 


Mathematical: 
quired for Mathematics. 
usable on this model. 
Reversible: For writing Oriental as well as 
Occidental languages; from right to left, or 
from left to right. 

Variable Type Spacing: The only typewriter 
made having variable type spacing. Condenses 
typewriting from % to % space usually occu- 
pied for loose-leaf manual sheets, index cards, 
records, etc. 

Multiplex Copywriter: Variable spacing model 
for writing advertising copy. All sizes of type 
from 6 point to 24 point, “Display” type, with 
spacing to suit each. 


Portable—Condensed—Aluminum 





for the traveler and home, weigh- 
ing but 11 pounds. Carrying case 
included. Has full capacity of 
regular Multiplex. 


DEALERS IN TYPEWRITERS 


No Dealer can meet all demands without Multiplex 
Hammond because of its many exclusive features. It 
cannot interfere with any other make of machine which 
may be handled. 

Let us send you free our interesting booklet, fully de- 
scribing the unique features of this extraordinary ma- 
chine. Write your name, address and occupation on 
margin of this page and mail to 


Hammond Typewriter Co. 
69th St. at East River New York, N. Y. 


REPRESENTATIVES FOR THE BRITISH ISLES 


The Hammond Typewriter Company, Ltd. 
75 Queen Victoria St., London, England 
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When Are Prices Going Down? 


(From “The Skyscraper,” published by The 
Shaw-Walker Company.) 


The following vital facts are the outstanding points of 
an interview with L. H. Walker, who directs the purchas- 
ing for the Shaw-Walker Company: 

“When are high prices going down? Are they ever 
going down? Or are they going to continue their upward 
trend?” 

“You may expect that, for at least a year ahead, prices 
will not go down, but probably will continue gradually 
to rise. 

“Perhaps the rise may continue two years, o1 
No one can say just when it will turn. 

“Consider these facts: High prices were started by the 
war. It was common belief then that the end of the war 
would bring a rapid readjustment to lower costs. As we 
all know, such has not been the case, for various reasons. 

“One of these reasons is high-priced wheat and cotton, 
and the heavy foreign call for our foodstuffs, raw mate- 
rials and manufactured products, with a resultant shortage 
for home use. Another reason is that labor demands 
have grown and the working man is getting more money 
than ever before. As you know, labor is the largest item 
in the cost of our materials—so more pay must mean 
more cost. 

“Then there are many other reasons why prices are high 
today—but the point is that they are high, despite the 
ending of the world war.” 

“What of the future?” 

“Labor, the large item in costs, is not likely to lower 
soon. Foreign demands for American products probably 
will increase. Home consumption certainly is greater than 
ever before—cveryone has money and almost everyone 
is spending it and will continue to spend.” 

“Can you predict how long these conditions will con- 
tinue?” 

“No, nor can anyone else; but as stated before, I can 
see no change for at least a year. 

“Let us get down to our own business. 

“In a steel file, every item has increased in price since 
the armistice, with the single exception of sheet steel, 
which took a drop and now threatens to rebound to a 
higher level. Channel steel, cast bronze hardware, nickels, 
varnishes and oils all are ascending, 

“Quarter sawed oak for our wood files is worth today 
three times its cost armistice day. 

“Even at that, the lumbering industry seems unable to 
supply the demand. Some large mills are actually declin- 
ing further orders at present until they ‘catch up.’ 

“Paper stocks are much higher and I have no doubt 
that they will increase still more. At any rate, there 
surely will be no lowering in price. 

“All this whilé. we must remember that there are many 
phases of the situation. A labor tie-up, trouble with Mex- 
ico, a marked change in Russian affairs, a new outbreak in 
Europe, a foreign embargo against American products, a 
crop failure—any one of a thousand contingencies may 
upset our finest calculations, and send prices down some— 
or up a great deal. 

“It is our best judgment that purchasing should not be 
delayed in the hope of lower prices soon. Let there be 
‘Business as Usual.’” 


hive years, 


Movie Men Help Solve Unemployment Problem. 


Continuing the splendid work of the moving pieture in- 
dustry of the United States during the war, it is now an- 
nounced that most of the big exhibitors will co-operate 
with the War Department in its effort to obtain immediate 
and suitable employment for discharged service men. 

As a result of a request from Colonel Arthur Woods, 
it is estimated that slides will be thrown on the screen 
before audiences aggregating 20,000,000 people weekly, ex- 
plaining the problem of employment for soldiers and 
sailors, and inviting the co-operation of the public. 


Spanish Dealer Visits America. 


Ricardo Gomez, of Malaga, Spain, visited in New York 
early in July, making arrangements for lines additional 
to those he has carried in the past. He has represented 
American typewriters and carbon papers for some time, 
and has met a large measure of success in his dealings. 
Mr. Gomez is especially keen on typewriter design 
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tton, Conceding that a mechanically correct calculating machine is in- 
ae fallible, its human operator is not. So, it isn’t enough that only 
ands he be satisfied as to the correctness of a result. Others concerned 
oney in the work want to be sure, too. But how? By each checking 
item the operation? Wasteful repetition! 
nean 
With the Barrett Portable every calculation is not only automatic- 
—_ ally proved, but the proof is preserved. It does not disappear when : 
the machine is cleared. Because the Barrett Portable PRINTS 
the proof. It is the only real calculating machine that does this. 
wer Wherein it embodies the greatest, most vital single element of use- 
7 fulness a calculating machine can have. 
yone And yet, ‘“‘Printed Proof’’ is only one of a number of extraordinary 
cnet features of the Barrett. It has 
practical portability, for one. It 
can weighs only 24 pounds. Carry 
it anywhere—keep it going! 
me Capacity 9,999,999,999.99. Desk 
Pag space only 9”x12”. Visible 
kels, printing. Self-correcting 
keyboard. All keys with- , 
day 7 CULO ee Oe in control of right 
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ioe 2 i 77) Hay / , Would ycu like to handle so wonderful a’ calculating 
| machine as the Barrett Portable? We still have some 
| be desirable territory open (domestic and foreign), in which reliable 
_ be cffice specialty dealers and qqensien can coin money with the 
Barrett Portable. Responsibility and an aggressive policy are 
requisites. WRITE. 
BARRETT ADDING MACHINE CO. 
a Philadelphia, U. S. A. 
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The st Method 
Filing 3 in the World 





Are you getting your share of 
Shannon Profits? 


Thousands of @ Shannon Files are sold every day. Unlike many articles 
that you handle, the market is not limited to one class or size of business. 
Every one uses @ Shannon Files; manufacturers, wholesalers, retailers, in- 
surance men, doctors, lawyers, and the thousand and one small business 
concerns with which every city block is filled. @ Shannon supplies are the 
only genuine—boards, arches, perforators, indexes, transfer cases, etc. 
Their quality is attested by the fact that there are, in active use today, many 
@ Shannon Files which were made thirty years or more ago. 

We will gladly furnish sales helps and suggestions and material for win 
dow displays to help increase your business on Shannon goods. Catalogs 
and prices on request. 


YAWMAN AD FRBE MFG.@. 


855 St. Paul St. Rochester, New York 


Export Department: 360 Broadway, New York City 
In Canada: The Office Specialty Mfg. Co., Ltd.. Newmarket, Ont. 
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“America’s Munitions’—A Record of Loyal 
Accomplishment. 


\ 


Vew Har Department Book Narrates the 
Accomplishments of American Manufacturers 
Iho Backed Up Pershing’s “Push.” 


HAT American manufacturers did to meet the de- 
WV mands of the Army in providing munitions and 

war supplies is detailed in a 500-page volume re- 
cently issued by the Government Printing Office. It indi- 
cates that all the sacrifices of the war were not made by 
the men who were in service. Factories which normally 
produced goods foreign to the arts of war devoted all or 
a large part of their productive space to the needs of the 
Government. For the while the manufacturer's trade mark 
was relegated to inaction, and Uncle Sam’s trade mark 
identified the output: this frequently meant disrupting 
the manufacturer's organization, installing new machines 
or methods, and training the workmen to operations for- 
eign to the regular production. 

The book is inspiring in that it is a recital of the patri- 
otic efforts of American producers to undertake new lines 
of operation at the behest of a national need. It meant 
not only disrupting the factory organization, but neglect- 
ing, or abandoning, markets which had been built up after 
years of sales effort and pioneering. The results of these 
efforts were visible early in the war. In some cases Gov- 
ernment orders were placed so late that the armistice was 
upon manufacturers before they had completed the adap- 
tation of their plants to Government work, but the sacri- 
fice of normal prqduction had been made, and the “readi- 
ness to serve” had been demonstrated. 

It seems strange that nowhere in the book is mentioned 
the whole-hearted devotion of American manufacturers of 
typewriters, office equipment and furniture to the exclu- 
sive manufacture of their regular products for Govern- 
ment use. However, this field will recall how numerous 
manufacturers were obliged to refuse orders, or request 
long shipping dates, because Uncle Sam’s work had 
right-of-way in their shops. The book is largely a nar- 
ration of the unusual accomplishments of American in- 
dustry in serving the country’s war needs, so the omission 
inay be condoned on this account. 

\ number of concerns in the office appliance field are 
cited in “America’s Munitions” as having devoted their 
plants to the production of Government supplies. Among 
them may ke mentioned: 

National Cash Register Company, Dayton, Ohio—Fire 
control instrument parts, and automatic revolver parts. 

Recording & Computing Machine Company, Dayton, 
Ohio—Gun sights. 

Van Dorn Iron Works Company, Cleveland, Ohio— 
Tank assembly. 

Burroughs Adding Machine Company, Detroit, Mich.— 
Automatic revolver parts. 

American Can Company, Lowell, Mass.—Firing mech- 
anisms. 

Goodyear Tire & Rubber Company, Akron, Ohio— 
Observation balloons. 

Edison Phonograph Company, Orange, N. J.—Bombing 
sights and shear wire pistols for Livens projectors. 

Ireland & Matthews Company, Detroit, Mich.—Shell 
bodies and Toxi-gas-set cylinders. 

Japan Paper Company, New York, N. Y.—Paper para- 
chutes. 

B. F. Goodrich Company, Akron Ohio—Observation 
balloons. 

Hammond Typewriter Company, New York, N. Y.— 
Pistols. 

S. Karpen & Bros. Company, Chicago—Spare parts for 
horse-drawn vehicles. 

Firestone Tire & Rubber Company, Akron, Ohio—Ob- 
servation balloons. 

It will be noted that the work cited was for the Army 
only. The office appliance industry did its full share of 
production for the Navy also, and when that activity re- 
ports its accomplishments with the aid of American in- 
dustry, our manufacturers’ names will be well in the 
forefront 


Educational Director Finishes Tour. 

D. N. Steible, educational director in charge of the sales 
school of the Dalton Adding Machine Company, recently 
finished a tour of the Offices of the United Typewriter 
Company, the Canadian representative of the Dalton 
Company, spending a week in each of the following cities: 
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VICTOR STANDARD 
TYPEWRITER 





“The World’s Best Writing Machine” 


Not because of age, name-plate, 
or wealth, but because of superior 
merit, the Victor Standard Type- 
writer occupies its position as the 
best of all visible writing machines. 


In every vital part the Victor is 
not only ‘‘as good”’ but better. 


It has the best and most simple 
escapement. 


The best and most easily. oper- 
ated variable line spacer. 


The best and only properly 
located back spacer. 


The best and only typebar that 
will give and maintain alignment. 


The only bichrome ribbon mech- 
anism that will not blend colors. 


The best and least tiresome key 
action. 


The machine you will certainly 
buy if merit is the deciding factor. 


Victor Typewriter Company 


General Offices and Factory 
Wyoming and Poplar Avenues 


SCRANTON, PA., U.S.A. 
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“Y and E” Advertising is 
covering the Country 
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One Store of Representa oad Comoe 
Makers of “Y and E” Filing Equipment and System Supplies 





The “Y and E” Sales Message is abroad in your 
city. Are you cooperating with this 
unique campaign? 
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FIRE-WALL Steel 
Filing Cabinets 


USINESS men have awakened 

to the fact that filing cabinets 

with plain steel walls conduct 
heat to the very papers which they 
are expected to protect. 


Your customers dre being told, 
through monthly magazines, weekly 
papers, newspapers, business and 
trade journals, about the superior ad- 
vantages of “Y and E” Fire-Wall 
Steel Filing Cabinets. 

These better cabinets are built with 
asbestos lining between double walls 
of steel and this exclusive construc- 
tion goes all around—at top, bottom, 
front, sides and back. 

By actual test this construction pro- 
tects the contents of Fire-Wall Cabi- 
nets three times longer than if filed 
in plain-walled cabinets. And you 
can sell “Y and E” Fire-Wall Cabi- 
nets at the same price as the ordinary 
kind. We ourselves make plain- 
walled steel cabinets, but only for use 
where the fire risk is absent. 

Now is the time to get behind the sale 
of “Y and E” products—now is the 
time to cash in on this forceful cam2 
paign of advertising education which 
is reaching the buyers of office equip- 
ment in your city. 


YAWMAN 4» FRBE MFc.(0. 
855 St. Paul St. Rochester, N. Y. 


Makers of “Y and E” Filing Equipment and 
System Supplies 


4,000 ‘“‘Y and E’’ Products 


Filing System Supplies 
Card Record Systems 
Record Filing Safes 
Blueprint Files 
Steel Shelving 
Shannon Arch Files Transfer Cases 
Export Department: 360 Broadway, New York City 
In Canada: The Office Specialty Mfg. Co., Newmarket, Ont. 
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**Stands for Quality’’ 


CARD INDEX AND 
VERTICAL FILE SUPPLIES 

















Wake Up to the Value 


of purchasing supplies with your business card printed tpon them 
See cut above. 
This means any size order, large or small; it also mans either 
guides or folders. 
That’s the way we help build up 
the business for our dealers. 
We make no charge for this privilege— 
Your business card tells vour customer where to go for another 


quantity of supplies— 


You are not advertising the manufacturer’s trademark instead of 


your own business— 


No competitor can take your business from you should you make 
a change to some other source. You save the thousands of dollars 
and effort it may have cost you to build this business up— 
writing us for further information as to how we 
in building up your business. 


Investigate by 
can be of great help to you 


We a full 


Patented November 6, 


line of cards, guides and folders 
1917—No. 1,245,645 


manufacture 





All guides tabbed, printed, imprinted and assembled by patented 


process. 


WE ALSO MANUFACTURE A FULL LINE OF 


WOOD FILING CABINETS 


CONSISTING OF 


Check File Cabinets 
Mercantile Report Files 
Small Card Trays 


Vertical Letter Files 
Sectional Filing Devices 
Solid Card Index Cabinets 


titdt44 


a 





We will be pleased to «send you Catalogues with 
prices and sampl-s of our product upon request. 


Wagemaker Company 


GRAND RAPIDS, MICH., U. S. A. 


| 
| 
| 
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APPLIANCES 


Toronto, Ont.; Hamilton, Ont.; London, Ont.; Kitchener, 


Onrt.; Ottawa, Ont.; Montreal, Que.; Quebec, Que.; St. 
Johns, N. B.; Halifax, N. S.; Winnipeg, Man.; Regina, 
Sask.; Saskatoon, Sask.; Edmonton, Alta.; Calgary, Alta.; 


Vancouver, B. C.; Victoria, B. C. 

Mr. Steible says that while business in Winnipeg has 
been paralyzed since the general strike which began there 
about May 10, the various offices have been busy every 
minute and only a failure to receive express shipments 
of machines has prevented June from being the biggest 
month in the history of the various branches In each 
city Mr. Steible has trained a representative who will 
devote his full time to the adding machine branch of the 
business. In Toronto and Montreal a number of sales 
The machine 


men have been placed in the field. was 
also introduced to various business colleges and othe: 
educational institutions. 

A two weeks’ school session in Seattle was followed 


by a visit to Dalton offices in Portland, Sacramento and 


San Francisco, where a class will be held; Los Angeles 
Phoenix, Albuquerque, Mexico City, El Paso, San An 
tonio, Dallas, Fort Worth, where a class will be held, 


Memphis, St. Louis and other cities on the way back to 
Cincinnati where Mr. Steible expects to Septen 
ber 


arrive 


The Light in the East. 

With the signing of the treaty of peace reign trade 
has boomed. The United States has been signally. favored 
during the war with export business, which was placed 
with our manufacturers and exporters because this coun 
try was in many cases the sole available source of supply 
Now hundreds of American manufacturers are looking 
forward to the intensive cultivation of foreign fields, to 
set American standards against the competition of pro 
ducing nations who are veterans in the cultivation of th« 
foreign buyer. 

Sage, venerable business men who heeded and pros 
pered by Horace Greeley’s advice: “Young Man—Go 
West,” are now turning the tables on the far-sighted 
Horace. The new slogan of opportunity has become 
“Young America—Go East.” 

At the Sixth National Foreign Trade Convention held 
in Chicago recently, great interest was manifested in trade 
conditions in the Far East. Exporters and prospective 
exporters wanted to know many things. They asked 
questions—they brought up export problems—they wer: 


lectured and advised, and yet their desire for definite 
solid information was not fully satisfied. 
And now, “The Far Eastern Review,” the foremost 


engineering, finance and commerce publication of the Far 
East, has offered a real service to American business me! 
by placing at their disposal a special review of trade con 
ditions in the Orient. 

This trade review is a remarkable 264-page book, dedi 
cated to “The Ports of the Orient.” It is just what Ame1 
ican exporters and prospective exporters have been wait 
ing for and it should prove invaluable to every executive 
who has anything to do with Far Eastern trade. 

In “The Ports of the Orient” number, the publishers 
have produced an issue crammed with information. Special 
articles deal with subjects of immediate interest, and a de 
scription, with facts and figures, is given of each trading 
port. 

Here are a few of the authoritative articles 
comprehensive data and comment on Far 
conditions: 

“Influence of Port Development Upon Commercial and 
Industrial Progress;” “The Need for System in the Ds 
velopment of Chinese Communications on Land and 
Water;” “Railways Serving the Ports of China;” “Prac 
tical Notes on the Financing of Import and Export Trade 
with China;” “China’s Taxation of Imports and Exports;” 
“Hints to Foreign Merchants on Trade with China;” “The 
Chinese Market for Machinery.” 

Of the 224 pages of “The Ports of the Orient” number 
160 pages are devoted to a discussion of the railways 


that 
Eastern 


Rive 
trade 


finances, tariffs, resources, customs, Post Office system 
and industries of China. 
In addition, the book contains complete data and i1 


Indo-Chin: 
Philippines 


formation concerning Japan, Korea, Siam 
Straits Settlement, Dutch East Indies, th 
Borneo, the Celebes and Hawaii. 

“The Ports of the Orient” number is profusely illus 
trated with photographs, diagrams and maps. Two full 
pages of railway maps show the railroads in operation 
February, 1919, and the projected extensions of Chinese 
roads. The article on the Philippines contains a pano 
ramic view of the harbor of Manila. 


in 
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With ROYAL Jnbuilt Card Devices 
the Typist CanWrite on a Postage Stamp 


The three inbuilt card devices of the 
‘“‘Royal’’—the Overhead Card Holder, Sta- 
tionary Center Scale, and Twin Aligning 
Scales—assure the neatest and most exact 
typing on the smallest cards, envelopes, 
labels. And the typist can do this as quickly 
and easily as she handles correspondence. 
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‘‘Royal” construction enables the typist to 
feed and guide any form of material simply, 
swiftly. “Royal” ribbon spool guards do 
away with the soiling of the fingers in re- 
placing ribbons; ‘‘Royal’’ geared carriage 
tracks insure perpetually perfect alignment. 


ROYAL TYPEWRITER COMPANY, Inc. 
Royal Typewriter Building, 364-366 Broadway, N. Y. 


Branches and Agencies the World Over 
Chief European Office, 75 Queen Victoria Sireet, London, E. C. 
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Statements in the Mail by 
Noon of the First—Complete to 
the End of the Month; Books 
Balanced the Night of the First. 





Those are the results brought about by the Elliott- 
Fisher Flat-Bed System of accounting and bookkeeping. 
Elliott-Fisher gives the greatest known speed, accuracy 
and convenience in handling accounts receivable. 

Yesterday’s charges are posted today, and the 
entries proved. Every account is balanced every time 
it is posted—the Elliott-Fisher machine computes 
balances automatically. On the morning of the first all 
that remains to do is to write the charges for the last 
day of the past month and mail the statements. The 
books are balanced for the month the same day. 

The Elliott-Fisher Proof-Sheet or continuous journal 
is made at one operation with the statement. Ledger 
division tota!s of charges, credits and balances appear- 
ing on the Proof Sheet must check with independent 
control figures made up by a supervisor. 

Each day’s business is a unit by itself; books can be 
balanced any time in two or three hours; work is always 
up to date; comptrollers and auditors keep in instant 
touch with every account. Elliott-Fisher means better 
satisfied customers, greater office efficiency, quicker 
turn-over. 

A phone call or letter will bring a representative from 


our nearest branch office to analyze YOUR !system and 
show how the Elliott-Fisher Flat-Bed System will fit into it. 


ELLIOTT-FISHER CO., Harrisburg, Pa. 


Branches in 100 Cities 


ott-Fisher 


Plat-Bed System of Accounting - Bookkeeping -Billing-Recording 
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American business men who have been seeking informa- 
tion concerning the Far East will welcome “The Ports of 
the Orient” number as an invaluable source of authentic 
facts of immense practical value. It should prove an in- 
dispensable guide and reference book for all interested in 
exporting to the Orient. Copies may be obtained from 
J. Roland Kay Co., who have a small quantity available 
for distribution at a nominal price among American busi- 
ness men. 


A Useful Chart. 

L. V. Estes of L, V. Estes, Incorporated, industrial en- 
gineers of Chicago, is the author of a series of articles on 
“Managing for Maximum Production” now appearing 
serially in “Industrial Management.” The subject is one 
of peculiar importance on account of the serious labor 
shortage and the keen competition now facing our indus- 
tries. In Mr. Estes’ articles there appears a chart en- 
titled “What to Do in Managing for Maximum Produc- 
tion.” This chart is divided into four sections under the 
titles “Organization,” “Design,” “Labor” and “Produc- 
tion.” Under Organization the following six paragraphs 
of advice are given: 

1. Study and record the conditions that exist. 

Analyze and determine what changes are to be made. 
Plan these changes in detail. 

4. Make written record of required organization, plans 
and policies. 

5. Carry these plans into effect. 

6. Provide for their being continued in effect until su- 
perseded by other and better plans. 

Under “Design” are the following six paragraphs: 

1. Study material as to 

(a) Quality. 
(b) Quantity. 

2. Study for changes to effect economy in producing. 

3. Record existing conditions with notes for improve- 
ment. 

4. Plan details of improvements and record such plans. 

5. Carry plans into effect, being sure each step is perma- 
nent. 

6. Provide for further study and improvement as to 
design. 

The following eight paragraphs of advice are given 
under “Labor”: 

1. Study relation of management and workers. 

2. Develop spirit of democracy in dealing with workers. 

3. Study and classify trades employed and positions to 
be filled. 

4. Determine just base rates for each position. 

5. Select workers on basis of task to be performed. 

. Develop and install methods for training workers. 

7. Apply wage-payment method based on effort and to 
represent market rate “plus”. 

8. Maintain time standards and rates to insure workers’ 
confidence. 

Under “Production” appear the following nine para- 
graphs on advice: 

1. Analyze the production problem as a whole. 
Determine quantities of each product to be made. 
Determine methods, machines and tools to be used. 
Determine time for each operation. 

Supply schedules to the factory. 

6. Start the work and record its progress and cost. 

7. Provide for exceptions to schedule being brought to 
attention at once. 

8. Record all standards for reference. 

9 Provide for changes and improvements necessary for 
“higher efficiency”. 
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Insurance Against Labor Shortage. 

The greatest modern pitfall of the employer is the al- 
lowable practice of using his unorganized labor for over- 
time work. The economy of asking willing assistants to 
do extended unrecognized labor is doubtful. It does save 
money, since the employer is saved from employing extra 
hands. But it is dangerous to the employer. It leaves 
those employes dissatisfied, restless, and often over- 
worked. It detracts from their sense of loyalty, And it 
results in a body of workers who will leave at the first 
opportunity. A labor shortage is coming. Employers 
would be wise to insure themselves against .the shortage. 

Employers who are not now trying to. imbue_ their 
workers with a spirit of loyalty, based on a sense of the 
fairness of returns on effort exerted, are short-sighted, 
indeed. To overwork their men now, while there is a 
brief period of over-supply of labor is a dangerous and 
unwise policy. 
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ENGLEWOOD DESKS 


Just use common sense when 
you stock up on office desks. 
The logical line for the dealer 
who has a. market for medium- 
priced, substantial, durable desks 
is Englewood Desks. 


Shall we send our catalog? 


Englewood Desk Co. 


58th and Lowe Avenue 


CHICAGO, ILL. . 
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Takes large Official No. 10 Envelope 
Light, Quick Action. It’s Easy to Operate 


Don’t Weigh the FOX 
Portable alone—weigh its 
sales possibilities aswell. 





Fox Portable Type Bar Action 


gG A real typewriter, built throughout on 
the most approved typewriter principles. 


qG The most complete, practical and 
durable portable machine ever built. 


q Some excellent territory still open. 
Write for complete information. 


@ Built by the makers of the famous 
“LiGHT RUNNING Fox’ the Stand- 
ard Office Machine which hag been 


known the world over for twenty Years. 


TYPEWRITER CO. 
NY. Offices Factory 6Genl. Offices. 
2 East 234. St. Grand Rapids.Mich. | 
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There is an over-supply of labor now. But there will 
not be in a few months time hence. Col. Arthur Woods, 
assistant to the Secretary of War, at the head of a vast 
committee of workers to speed along the employment of 
the 10,000 soldiers who are being discharged trom the 
army daily, predicts that in a short time there will be a 
serious shortage of labor. The country has not yet for- 
gotten what that means. 

Therefore it behooves every man and every industry to 
endear to himself as much labor as he can 

If a plant has emergency periods where men are forced 
to do overtime work, that plant is pursuing a_ short- 
sighted policy. It would be economically wiser to em- 
ploy extra help from the number of soldiers, strong, 
physically and mentally more fit than ever before, and 
newly ambitious. Rather let part of the payroll be idle 
a small part of the time, than endanger the support of the 
Jarge part of the payroll. The wise executive is ensuring 
himselt against an approaching scarcity of good labor, by 
employing good labor to his full capacity now 

Users of European Stationery in Tsingtau. 

Consul Willys R. Peck, at Tsingtau, China, submitted 
the following report to the Department of Foreign and 
Domestic Commerce covering the uses of stationery in 
that vicinity: 


The local demand for European stationery is limited to 
the European population of 500 persons and a small per- 
centage of the Japanese and’ Chinese populations. In ad- 
dition to the requirements of social correspondence there 
are commercial! requirements created by a dozen European 
and American business and official offices. The business 
firms, banks, and so forth, are generally supplied with 
letterhead paper and forms by their head offices. Japanese 


firms generally use Japanese unsized paper. Carbon 
copies are made by placing two sheets of this thin paper 
with a double-faced carbon between on a hard plate. A 


stylus is used in writing, the copy on the upper sheet 
showing through from the underside. Although there are 
2,000 Japanese school children in the city there is not a 
large demand for cheap tablets, copy books, and so forth, 
because slates and Japanese writing materials are largely 
used. 

The European population finds it difficult to secure note 
and letter paper, which cannot be procured locally. It is 
believed that iocal residents would welcome the oppor- 
tunity to purchase their letter paper, typewriter supplies, 
and so forth, locally, and if it became known that the 
stock was maintained, foreign residents in the interior 
would undoubtedly supply their wants here instead of in 
Shanghai or Japan. The market would call for high 
grade heavy stock, such as is in’use for social corre 
spondence in the United States, and for tablets of larger 
size and thinner stock for overseas correspondence. In 
the latter case, the envelopes should be opaque 

Owing to the comparatively small use of telephones in 
residences in all the foreign communities on the China 
coast and in the interior the custom is general to substi 
tute for telephone conversations the use of chits. Chit 
coolies are a common sight in all foreign concessions, 
and the number of such missives received and sent per 
person is approximately equivalent to twice the number 
of telephone conversations conducted in a similar com- 
munity in the United States. As a rule, gummed sheets 
in tablets are used, although envelopes are likewise em 
ployed. In Tsingtau tablets of this type, measuring four 
inches by seven inches, containing 100 gummed sheets 
ready tor folding and sealing, sell for about fifty cents 
American currency. The paper is ordinary correspond- 
ence paper of medium quality. 

lor office use manifolding paper now sells for about 
$4 per ream, paper being very high in price at present 
There are local printing establishments that do good 
work, and it is probable that all local firms would have 
their stationery printed in Tsingstau if the proper paper 
were procurable. There is slight prospect of an exten 
sion of the use of foreign glazed paper among the Chi 
nese generally, because it is difficult to write Chinese with 
a steel. pen, and Chinese hair pens require unsized paper 
that is slightly absorbent. 

It is estimated that there are about 300 typewriters in 
use in Tsingtau, some equipped with Japanese type. On 
the latter Japanese paper is used. The import duty on 
paper varies according to nature, but is roughly 5 per cent 
ad valorem. 


The Illinois Trust and Savings Bank, Chicago, has 
installed a machine bookkeeping system 
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i The sale of a safe represents something 
e more than a mere exchange of dollars for 
: merchandise. 
As in the case of insurance or of profes- 
; sional services, a moral obligation is involved. 
in When a man buys a safe of you he expects _ 
to get adequate and efficient housing for his - 
rs records, of course, but pre-eminently he ex- _ 
re pects protection for his valuable papers on ~ 
ss the day when fire comes. 
= He may choose to disregard your advice as 
4 ” to the degree of record protection he needs— 
eet ie he may claim that he needs only second or 
a third rate record protection. Should he lose 
ely his records by fire, however, you. would be 
«x blamed for not having sold him first rate pro- 
or- tection against his opposition. 
ve It is good business to sell the leading article 
igh of its kind. In the case of the man who sells 
one protection for the vital records of business 
- there is a moral satisfaction in so doing that 
Roe is not to be found in the sale of anything else. 
sti- 
mg Those who market THE SAFE-CABINET, 
tal “The World’s Safest Safe,” can face their 
and customers with confidence on the “Day After 
= Ly the Fire.” 
ents : 
ond- - 
pout : 
ood THE SAFE-CABINET COMPANY 
_ Originators and Sole Manufacturers of 
: THE SAFE-CABINET 
aper 
_ ‘“‘The World’s Safest Safe”’ | 
‘cent 146 Green Street Marietta, Ohio oo 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Association of Stationers and Manufacturers from Month to Month 








OFFICERS: 


President, WILLIAM HENRY BROOKS, Philadelphia, Pa.; First Vice-President, WILLIAM PITT, Kansas City, Mo.; Second Vice-President, 

WILLIAM G. WHITTEMORE, New York, N. Y.; Third Vice-President, R. S. BAUER, Lynn, Mass.; Treasurer, HENRY W. ROGERS, New 

York, N. Y.; Auditor, J. OGDEN PIERSON, New Orleans, La.; Secretary, MORTIMER W. BYERS, New York, N. Y.; Chairman Catalogue 
Commission, FLETCHER B. GIBBS, Chicago, Ili. 


DIRECTORS—STATIONERS 
Charles M. Marshall, Ae. Ga. Uri Doolittle, Syracuse. N. Y. 
W. P. Waddy. ny .W. n, Chicago, III 
Henry W. Stacy, Los le. Cal. no P. Black, Baltimore, Md. 
C. L. Mitchell, Topeka. Pettus, St. Louis, Mo. 
C. A. H. Thom, Detroit. Mich. Jno. F. Gilmartin, San Francisco, Cal. 


DIRECTORS—MANUFACTURERS 


Charles C. Davis, New York, N. Y. Wm. H. Redington, Chicago, Ill. 
Eberhard Faber. New York, N. Y. ag S.D Fra Mass 
William Pitt, Kansas City, Mo. —_ O. Day, Springfield, — 

Chas. S. Brewer, Herkimer, N. Y. Geo. E Parmenter, Waltham, Mass. 
Carl J. Weissbrod, Greenfield, Mass. Edwin C. Ryals, Richmond, Va. 





Time and Place of Next Mceting—Richmond, Va., Oct. 13-17, 1919 


SECRETARY'S OFFICE—4I Park Row, New York. INFORMATION BUREAU—411 Olive Street, St. Louis, Mo. 
Manager of Information Bureau—W. D. PITTMAN 


Richmend Convention Committees Announced 


The local committees in charge of arrangements for 
the forthcoming convention of the National Association of 
Stationers and Manufacturers have been announced. The 
convention takes place at Richmond, Va., October 13 to 
16 inclusive. The personnel of the committees comprises: 

Executive Committee: Woodson P. Waddey, vice-pres- 
ident Everett Waddey Company, chairman convention and 
reception committees; Samuel S. Rosendorf, proprietor 
Southern Stamp & Stationery Company, chairman pro- 
gram committee; Samuel Iseman, secretary Virginia Sta- 
tionery Company, chairman hotel committee; Albert Y. 
Waddey, president Everett Waddey Co., chairman golf 
committee; W. L. Goodwyn, sales manager Richmond 
Paper Manufacturing Company, chairman traveling men’s 
night committee; Wm. H. Adams, president Virginia Sta- 
tionery Company, chairman finance committee; James 
F. Ryland, secretary-treasurer Standard Paper Manufac- 
turing Company, chairman automobile committee; Aubrey 
H. Reinach, president Reinach & Schwartz, Inc., chair- 
man publicity committee; Albert A. Schwartz, treasurer 
Reinach & Schwartz, Inc., chairman dinner committee. 

Program Committee: Samuel S. Rosendorf, chairman, 
preprietor Southern Stamp & Stationery Company; Rob- 
ert S. Crump, president Standard Paper Manufacturing 
Company; Wm. H. Adams, president Virginia Stationery 
Company: James S. Francis, president Baughman Station- 
ery Company: H. W. Ellerson, president, Albermarle 
Paper Manufacturing Company. 

Traveling Mens Night Committee: W. L. Goodwyn, 
chairman, sales manager Richmond Paper Manufacturing 
Company; W. Red Davis, Conklin Pen Manufacturing 
Company; C. C. Gee, Virginia Stationery Company. 

Finance Committee: Wm. H. Adams, chairman, presi- 
dent Virginia Stationery Company; Henry W. Ellerson, 
president Albemarle Paper Manufacturing Company; R. O. 
Bell, president Bell Book & Stationery Company. 

Hotel Committee: Samuel Iseman, chairman, secretary 
Virginia Stationery Company; Bernard W. Lipscomb, 
president Richmond Paper Company; H. S. Barton, Vir- 
ginia Stationery Company. 

Golf Committee: Albert Y. Waddey, chairman, presi- 
dent Everett Waddey Co.; J. Allen Belvin, secretary Vir- 
giria Schoo! Supply Company; Aubrey H. Reinach, presi- 
dent Reinach & Schwartz, Inc. 

Publicity Committee: Aubrey H. Reinach, chairman, 
president Reinach & Schwartz, Inc.; Edmund G. Massie, 
secretary-treasurer Garrett & Massie, Inc.; Frank L. Scho- 
field, secretary-treasurer Hunter & Company. 

Dinner Committee: Albert A. Schwartz, chairman, 
treasurer Reinach & Schwartz, Inc.; Fred B. Bates, The 
Baughman Stationery Company; Benjamin V. Cole, sales 
manager Bell Book & Stationery Co.; John C. Robertson, 
president Southern Paper Company. 

Automobile Committee: James F. Ryland, chairman, 
secretary-treasurer Standard Paper Manufacturing Com- 
pany; Benjamin W. Wilson, president B. W. Wilson Paper 
Company; George T. Smith, sales manager Richmond 
Paper Company: Arthur F. Robertson, secretary-treasurer 
The Albemarle Paper Manufacturing Company; R. A. Cau- 
thorne, president R. A. Cauthorne Paper Company: Archer 
G. Jones, president Duplex Envelope Company: Isaac L. 
Rheutan, secretary-treasurer Union Envelope Company; 





James T. Francis, president Baughman Sationery Com- 
pany. 

Men’s Reception Committee: a etoen P, Waddey, 
chairman, vice-president Everett Waddey Company; Sam- 
uel S. Rosendorf, proprietor Southern Stamp & Stationery 
Company; Samuel Iseman, secretary Virginia Stationery 
Company; Albert Y. Waddey, president Everett W addey 
Company; Fred B. Bates, The Baughman Stationery Com- 
pany; R. O. Bell, president Bell Book & Stationery Com- 
pany; Frank L. Schofield, secretary-treasurer Hunter & 
Company; Albert A. Schwartz, treasurer Reinach & 
Schwartz, Inc.; Wm. H. Adams, president Virginia Sta- 
tionery Company; Aubrey H. Reinach, president Reinach 
& Schwartz, Inc.; Benjamin V. Cole, sales manager Bell 
300k & Stationery Company; T. A. Daffron, representing 
Marble & Shattuck Chair Company; Benjamin W. Wilson, 
president B. W. Wilson Paper Company; Bernard W. 
Lipscomb, president Richmond Paper Company; Robert 
S. Crump, president Standard Paper Manufacturing Com- 
pany; E. G. Massie, president Garrett & Massie, Inc 
James F. Ryland, secretary-treasurer Standard Paper Man- 
ufacturing Company; Robert G. Thornton, president Vir 
ginia Paper Company; W. L. Goodwyn, sales manager 
Standard Paper Manufacturing Company; L. G. Chelf, 
vice-president Wortendyke Manufacturing Company; 
Isaac L. Rhevtan, secretary-treasurer Union Envelope 
Company; John C. Robertson, president Southern Paper 
Company; R. A. Cauthorne, president R. A. Cauthorne 
Paper Company; Arthur R. Robertson, secretary-treasurer 
The Albemarle Paper Manufacturing Company; Archer 
G. Jones, president Duplex Envelope Company; H. K. 
Eyre, Denrison Manufacturing Company; J. Allan Belvin, 
secretary Virginia School Supply Company; Henry W. 
Ellerson, president Albemarle Paper Manufacturing Com 
pany; William H. Palmer, Jr., president Union Envelope 
Company; George T. Smith, sales manager Richmond 
Paper Company; W. Red Davis, Conklin Pen Manufac- 
turing Company; John M. Morton, Elliott-Fisher Com 
pany; Morton Myers, Myers Book Store; Harry Rein- 
hardt, National Seal Works; Harry Levy; L. P. Levy & 
Company; Carl C. Whitaker, Whitaker Paper Company; 
H. H. Blackwell, Wales Adding Machine Company; N. C. 
Leffler, Dalton Adding Machine Company; H. W. Shelton, 
Jr., Burroughs Adding Machine Company. 

Ladies’ Reception Committee: Mrs. Woodson P. Wad- 
dey, chairman; Mrs. Samuel S. Rosendorf, Mrs. Samuel 
Iseman, Mrs. Wm. H. Adams, Mrs. R. O. Bell, Mrs. Frank 
L. Schofield, Mrs. Albert A. Schwartz, Mrs. Aubrey H 
Reinach, Mrs. Benjamin V. Cole, Mrs. Stacy F. Garrett, 
Mrs. B. W. Wilson, Mrs. Bernard W. Lipscomb, Mrs. 
Robert S. Crump, Mrs. Edmund G. Massie, Mrs. James 
F. Ryland, Mrs. Robert G. Thornton, Mrs. W. L. Good- 
wyn, Mrs. L. G. Chelf, Mrs. I. L. Rheutan, Mrs. John C. 
Robertson, Mrs. R. A. Cauthorne, Mrs. Archer G. Jones, 
Mrs. H. K. Eyre, Mrs. J. Allen Belvin, Mrs. Wm. H. 
Palmer, Jr.. Mrs. George T. Smith, Mrs. James S. Francis, 
Mrs. Arthur F. Robertson, Mrs. W. Red. Davis, Mrs. John 
M. Morton, Mrs. Harry Reinhardt, Mrs. Carl C. Whita- 
ker, Mrs. H. H. Blackwell, Mrs. N. C. Leffler, Mrs. H. W. 
Shelton, Jr. 

The following are members of the Richmond Station- 
ers’ Association: The Baughman Stationery Company, 
Southern Stamp & Stationery Company, Virginia Station- 
ery Company, Bell Book & Stationery Company, Rein- 
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The Monarch as a 


Typewriter Lnvestment 


TT /723 








HERE is no lighter touch than the 
Monarch touch. The response of the 


machine is instantaneous. 


This light touch makes the purchase 
of a Monarch the highest yielding type- 
writer investment. Light touch means 
greater speed, and that means a bigger and 
better day s work. It also means less jar 
and friction and that means longer life for 


the typewriter. 


The Monarch lasts longer — so does 
the loyalty of Monarch operators. 





The Monarch I ypewriter Company, Ltd. 


165 QUEEN VICTORIA ST.., LONDON, N. C., ENGLAND 


HUNUUUNONAQOUONEOOQQOUOOOOOUUOOONSOOUUNOOOOOOUONGOOOUOOUO0G00UNOG4000U00000000U000000000000000U0000000000S00000U0N00000000U00000U0000000000U00N0000OUUNNOOOOUUUUOOGOOOUUUOGGOOOUUOOOOOQOUUUOOONOGUOUOOOOOOUUOOOOOOOUUOONOONNNUEOUNS 


/ 


SQ MMULLTTAUTTAUOOUAAEAETAUEUOAGAAAUOUEAAAAA AAU OAG AAO AAEAEAOOOAEUA AOA ENO HOU AOOOO OO ANEAOOUPUNNNNNAGOOONNGOOOOOUUUUUNOUOOGOOOUUOGESQOUOUOODUGOOOGOuUUqOOOGOOOqqUqOONNNNINE 


ZAM OULU LOLOL TTT TTT 





O/T LLLLLLLLLLLLLLLLLLLLCLULLLCLLUCLLLCLLLLCLL LU bbb bbb bbb bb bb hhh 


August, 1019 OFFICE APPLIANCES 


ach & Schwartz, Inc., Everett Waddey Company, Hunter 
& Company. B. W. Wilson Paper Company, Richmond 
Paper Company, Virginia Paper Company, Wortendyke 
Manufacturing Company, Union Envelope Company, 
Southern Paper Company, R. A. Cauthorne Paper Com- 
pany, Albemarle Paper Company, Standard Paper Manu- 
tacturing Company, Dennison Manufacturing Company, 
Duplex Envelope Company, Virginia School Supply 
Company, Garrett & Massie, Inc., Elliott-Fisher Com- 
pany, Whitaker Paper Company, Conklin Pen Manufac- 
turing Company, National Seal Works, L. P. Levy & 
Company, Myers’ Book Store, Wales Adding Machine 
Company, Burroughs Adding Machine Company, Dalton 
\dding Machine Company. 


New Members Join National Association. 

The following new members have joined the National 
\ssociation of Stationers and Manufacturers since the 
publication of the previous list: 

Eagle Book Store, 542 Penn street, Reading, Penna.; 
Robt. D. Patterson, The McMillan Company, Syracuse, 
N. Y.: Royal Card Company, 541 Pearl street, New York 
City; Stearns & Beale, 237 Lafayette Square, New York 
City; Hoskins Stationery Company, 209 4th street, Bis- 
marck, N. D.; Temple & Carroll, 136 East Main street, 
Galesburg, T1l.; Omaha School Supply Company, 613 
South 13th street, Omaha, Nebr.; Minot H. Beacham, 
Dennison Manufacturing Company, 709 Niagara Life 
building, Buffalo, N. Y.; Colorado Stationers’ Association, 
Geo. Matheson, chairman, 301 Colorado National Bank 
building, Denver, Colo.; Kramer & Warner, 692 Chapel 
street, New Haven, Conn.; Western Bank Supply Com- 
pany, 4th & Boston streets, Tulsa, Okla.; Keystone Index 
Card Company, 1202 Walnut street, Philadelphia, Penna.; 
Economy Ink Company, 648 McMillan street, Cincinnati, 
Ohio; Edgewater Paper Company, 306 Garfield street, 
Menasha, Wis.; Riveto Manufacturing Company, Orange, 
Mass.: Engel, Bernhardt & Turner, Inc., 686 Main street, 
Buffalo, N. Y.; Geo. W. Harper Company, 133 North 
Pearl street, Albany, N. Y.; Ross-Gould List & Letter 
Company, 309 North 10th street, St. Louis, Mo.; The 
Smith Printing Company, 503 Main street, Pine Bluff, 
Ark.: McQuiddy Printing Company, 317 Fifth avenue, 
North Nashville, Tenn. 

Richmond Stationers Plan for Convention. 

The regular monthly meeting of the Richmond Sta- 
tioners’ Association was held Wednesday, July 9th, 
representatives of all the members being present. Wood- 
son P. Waddy gave a brief description of his visit to 
Chicago, where he attended a meeting of the presidents 
and chairmen of the local organizations together with 
the executive committee of the national association. Plans 
for the convention at Richmond next October were dis- 
cussed. It was announced that Miller & Rhodes, one of 
the largest department stores in the South, have offered 
their tea room to take care of the ladies at five o'clock tea. 








Important Union of Swedish Stationers. 


\ union of a number of Swedish stationers of impor- 
tance has recently been formed. The name of the com- 
pany is Swedish Stationers’ Trading Co. (Svenska Pap- 
pershandlares Handels Aktiebolag), which has its head- 
quarters in Stockholm. 

We understand the concern is desirous of getting in 
touch with manufacturers of and wholesale dealers in 
stationer’s supplies—a fact, which the American manu- 
facturers in this line ought to remember. 

The company will sell anything found in a well fur- 
nished stationer’s shop—writing and art materials, all 
kinds of outfits for the writing desk and also office ma- 
chines and typewriters. 


New Officers of British Association. 

The first meeting of the new Council of the Stationers’ 
\ssociation of the United Kingdom of Great Britain was 
held June 17, at which the following officers were elected 
by unanimous action: Percy Barringer (John Walker & 
Company, Ltd.), president of the association; T. W. 
Thornton (Breckenham), chairman of council; Clifton 
Tollit (Tollit & Harvey), deputy chairman of council; 
Sydney C. Simmons (J. Simmons & Company, Ltd.), hon- 
orary treasurer: W. B. Warren (Burge, Warren & Ridg- 


ley, Ltd.). chairman of membership committee; F. P. 
Dorizzi (George Rowney & Co.). chairman of advisory 
committee. The membership list was enriched by the 


addition of fifty-one new members 
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Rising Costs 
Dependable Quality 


Your one recourse when an in- 
tending buyer hesitates because 
of prices is to talk quality— 
Conrades Quality. That will 
win. The consumers’ little old 
dollar has shrunk under eco- 


nomic pressure, yet Conrades 
quality has not suffered. 


























Conrades Chairs 


continue to embody that honest qual- 
ity, skilled workmanship and dura- 
bility that has always been recognized 
by office men. 


To be successful these days a chair 
department must have a good reason 
for its beinge—Conrades’ Chairs have 
such a reason. Send for information 
which will prove this. 


Conrades Mfg. Company 


1942 North Second Street, St. Louis, Mo. 
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Efficiency 
Safes 


afford large capacity and 
adequate protection 
against fire and water. 
Contrasted with iron 
safes of like exterior di- 
mensions they are far 
lighter,and can be placed 
where convenient, in- 
stead of where the floor 
can best carry the load, 
as in the case of heavier 


safes. 


The doors swing back against the sides of the 
safe, saving valuable floorspace. Any arrange- 
ment of document files, contracts, books, etc., 
is easily devised Each Efficiency Safe is 
practically two steel cases, one within the 
other, with two walls of sheec asbestos and 
dead air space insulation between. The doors 
are constructed on the same principle. Yale 
& Towne combination locks are fitted to 
Efficiency Safes. 

There is more safe business in the average 

city than stationers and cffice equipment 

concerns realize. Get Catalog No. 106 and 

prepare to develop this line of business. 


Watson Manufacturing Company 


Jamestown New York 




















Not a “Lawing” People. 

Evidently the average American is not accustomed to 
being served with legal documents, according to a story 
coming from the Bureau of War Risk Insurance Its 
correspondence has developed that “John Doe” appears to 
be a mysterious character whose name is badly mixed up 
with that of former soldiers and sailors who served 
Uncle Sam during the world war. 

The Bureau has sent thousands of specimen insurance 
policies to returned service men to show just what bene 
fits and advantages Uncle Sam provides for them in rex 
ognition of the services they rendered their country 
These policies are filled in as a matter of form with the 
time-honored name “John Doe.” 

Scores of these policies have been returned to the 
Bureau by anxious service men who fear that an error 
has been made and that one of their pals is being dis 
commoded because of the fact that his insurance policy is 
in their hands, being unaware, evidently, that “John Doe” 
is a name which has been used in legal parlance to desig 
nate an unknown party since the days of Blackstone. 

“Am returning policy addressed to me, that you may 
rectify the mistake,” said one of these letters, “and delive: 
it to the proper party. The name of the man to whom 
the policy is made out is not my name.’ 


Salt of the Earth. 
A man we like 
Is Adolph Wrenn; 
He lost our quart- 
Er fountain pen. 
—Macon Telegraph, 
A man we like 
Is William Grubbs; 
He takes away 
Our pencil stubs. 
Birmingham Age-Herald 
A man we like 
Is Geoffrey Mitre; 
He smashed our ob- 
Solete typewriter. 


Judge 
A man we like 
Is August Blyter: 
He hired our poor- 
Est copy writer. 
Advertising and Selling 


A man we like 

Is Sidney Ruff; 
He tells us that 

He likes our stuff. 

—Better Advertising. 

A man we like 

Is Tony Castro; 
He buys our worn-out, 

Used electros. 


A man we like 

Is Peter Dink: 
He took away 

Our “perfect” ink. 


A man we like 

Is Albert Camp; 
He takes away 

Old rubber stamps 


Pothooks Gone Wrong. 

Some time ago a stenographer was taking dictation, in 
which the expression that a certain transaction had “a 
badge of fraud.on its face” was used. 

The stenographer, in transcribing her notes, must have 
been puzzled by the intricacies of legal expression, for 
she wrote it thus: “This transaction had a bag of frogs 
on its face.”—West’s Docket. 
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Why the Elliott Addressing System 


is bought by business men who already own other addressing equipment 





Light Weight and Compactness 


The Elliott Steel Filing 
Tray is only 13 inches 
long, and when filled 
with 250 address cards 
it weighs less than 2 
pounds. Other address- 
ing systems use address 
plates which are three 
times as bulky and weigh 
seven times as much as 
Elliott address cards. 





Unevenly Impressed Elliott Addresses are Impossible 





The soft rubber printing roll on the Elliott Addressing 
Machine flattens out, putting an equal pressure on all portions 
of the address. ‘* Other ”’ addressing machines use a 
flat, unyielding printing head, which accounts for the unevenly 
impressed addresses which you frequently see 





You Can Stencil Elliott Address Cards on Any Typewriter 


Just remove the 
ribbon from any 
typewriter and insert 
an Elliott address 
card, and stencil the 
address intoit. Any 
stenographer or typ- 
ist can do it. This 
will appeal to address- 
ing machine owners 
who are now sending 
their addresses away 
to have the address 
plates embossed. 




















Elliott Addressing Machines “ Print in Sight ”’ 





Notice that when you remove the addressed envelope from 
the Elliott Addressing Machine it is “face up ‘ address 
in sight.’’ With other addressing machines the addressed en- 
velope is removed “‘ face down,” so you have to turn each en- 
velope over in order to inspect each address. 








Index Cards 














Since Elliott address cards are made of fiber, you can print 
and write on their frames. Elliott address cards are also fur- 
nished in eight different colors, so lend themselves to “ colored 
edge "’ classification which is impossible with any other addressing 
system. Any Elliott address card becomes a “‘ tab”’ card by 
simply inverting it in the tray. 


Elliott Addressing Machines are Faster Than Others 





The Elliott Addressing Machine is the only addressing ma- 
chine that prints from above. So the Elliott Addressing Machine 
is the only addressing machine which permits you to insert ten 
to twenty forms at a time and then simply remove the top form 
as it is addressed. With other addressing machines you have to 
insert the forms one at a time. 





The Elliott Inking Device is Clean and Controllable 


Some _ addressing 
machines use liquid ink 
which is very hard to 
control. Other ad- 
dressing machines uce 
ink pads or ink ribbons 
which wear unevenly 
and therefore produce 
unevenly inked ad- 
dresses. 

Elliott Ink comes 
in collapsible tubes, 
and is squeezed right 
into the end of the 
Elliott ink reservoir 
(like tooth paste). The 
Elliott Inker is the only clean, controllable and uniform inking 
device on the market. 





Simplicity — Reliability — Durability and Economy 







The Elliott has no adjustments to 
go wrong. 

Elliott address cards don’t get 
stuck in the runways” of the ad- 
dressing machine. 

The Elliott doesn’t print the top 
line of the address heavy and the bot- 
tom line dimly. 

You will never 
need a repairman if 
you install an 
Elliott Addressing 
Machine. 

Any Elliott ad- 
dress card will print 
ten thousand ad- 
dresses. 


‘“ 


Write for Our Interesting Booklet on ‘‘ Mechanical Addressing’ 


THE ELLIOTT ADDRESSING MACHINE CO. 


CAMBRIDGE, MASS., U.S. A. 
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It’s Easier to Make Friends 
Than to Keep Them 


Some people attract friends easily 
and lose them quickly. It’s the same with 
typewriters. Some look attractive but 
they don’t wear. 


The L. C. Smith & Bros. Typewriter 


binds its friends by chains of service. It 
gives lasting satisfaction and makes last- 
ing friends. 


Send for free illustrated catalogue. 


L. C. Smith & Bros. Typewriter Co. 


Home Office and Factory 
SYRACUSE, N. Y. 


Branches in All Principal Cities 
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Every Day Americanization. WITHOUT THE 

Do you think of your Italian acquaintance as a “Dago”? 
Marconi is of the same race. Do you refer to your Polish TELEPHONE! 
neighbor as a “Polak”? Paderewski is a Pole. Are your ° 
Scandinavian fellow-workers ‘“square-heads” in your 
mind? The inventors of dynamite and the armored battle- lo eliminate the tele- 


ship were men of that stock. And this argument applies phone today from. social 
to every race that has found a home in America. It is - 





: wrong thinking to use slurring names, even in your mind, and business life would 
7 about the men of another race. Think straight, and revolutionize the whole 
judge a man by his character, not by his birthplace. -The system of living. And who 
Webster Wa) ve would wish to do without 
Hard to Explain. this great convenience? 
Typewriter to the Pencils said, iy 

“Now will you tell me, please, With the telephone oc- 

Why, when | have no doors nor locks, cupying such an important 

| have so many keys? position, it is plainly evi- 

“We do not know,” the Pencils said; dent that any means of 

“It’s queer as quadrupeds! adding to its practicability 


> “an P . » ’ , " or x - Sane . 

But can you tell us why we weat and securing highest de- 

Our rubbers on our heads? ons ° cc: ee aes 
oe ; gree of efficiency can not 

Clara Odell Lyon, in Graphite, of the Joseph Dixon be overrated 

Crucible Company. ¢ 


Overtime. 


| say,” said the office boy to the cashier, “I think the 
guv ner ought to give me a dollar extra this week, but | 
suppose he won't.” 

‘What for?” asked the cashier. 

‘For overtime. I wtz dreamin’ about my work last 
night."—Boston Transcript. 


VOTTETPOT EE 


















The Creed of the Disabled Soldier. ADJUSTABLE BRACKETS 


Once more to be useful—to see pity in the eyes of my 
friends replaced with commendation—to work, produce, Add so materially to the 
provide, and to feel that I have a place in the world— 


: Anil: > : ' convenience, speed and 
seeking no favors and giving none—a Man among Men 








in spite of this physical handicap.—General Fireproofing. utility of the telephone 
= — ——— that no progressive busi- 
E Mebbeso. ness organization or indi- 
= [ had occasion recently to dictate a letter concerning vidual can overlook their 


two litigants whom | considered equally at fault, and I value and the necessity 
used the familiar expression, “both tarred with the same ae eg: ‘ 
stick.” The stenographer wrote it, “both tired of the for installing at once. 
same steak.””—West's Docket. 


Letter Perfect. 


Eimployer—Do you understand the duties of an office 
boy? 


J 
Applicant—Yes. sir. You wake up the bookkeeper when i MANUFACTURER 


you hear the boss coming.—Milestones. Jp + Electric (o 7 


Quit Kicking on High Costs. CHICAGO, U. S. A. 


Listen, brother, when you complain about the high rates 
for railroad and telephone service, the steep price of 
half tones, or the enormous cost of golf balls, just think 
how much worse it was for Ben Franklin and Gutenberg, 
who could not obtain these things at any price.—The 
\merican Printer. 


Recognize this need among your trade. Se- 
cure the business with a profit. 


ADJUSTABLE 
Right! 

\ Jersey City, N. J., counselor asked his new stenog- 
rapher to address a letter to the “Commissioner of In- 
ternal Revenue, Washington, D. C.,” with this result: 
“Commissioner of Eternal Revenue, Washington, D. C.”— 


West’s Docke t. 


Indeed, It Might. 
Employer (to boy)—“File these, please.” 
New Office Boy—“But, sir, wouldn’t it be better to cut 
them with a pair of scissors?”—Wroe’s Writings 


New Sales Point. 
his typewriter, as you perceive, has many keys.” 
“Show me the key to success,” said the prospective pur- 
ser, eagerly \dvertising and Selling. 
_ The total earning assets of the Federal Reserve System 
in 1918 were $2,318,170,000. The total gold holdings were 
increased from $319,170.000 to $2,090,.200,000—two-thirds 
of the stock of gold in the United States. 
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| HIS is the 

Machine 
the Govern- 
ment bought 
for the Pay- 








Navy. 





: (American 
Multiplying 
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AUTON 


Model) : 


_ American Can Company 


Typewriter and Adding Machine Division = 


1230 Monroe Bldg. Chicago, III. 
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of working area. Another very desirable building located 
on the corner of one of the best business streets rents 
for $36,000 annually. This building is possibly one 
the best available buildings for a furniture business in 
the city. This building is five stories high and has a 


(Contiued from «page 


or 


total floor space of 15,000 square feet. There are other 
locations in the retail district which pay even a higher 
rental, and a very few can be obtained for less. The 


renter usually must stand the expense of any changes 
that may be needed, and as but very few of the buildings 
are modern and suitable for up-to-date business methods, 
considerable remodeling is necessary. 


There are many expenses other than that of rent which 
will cause the overhead charges to be heavy One of 
these is the “patents” or license to carry on trade. There 
are two kinds, one for Buenos Aires and another for the 
province in which the city is located. In addition to these 


two, every other province throughout the country has a 
separate annual charge ranging from $42 to $756. gold. 
If a merchant sends his representatives into the interior 
of the country he must pay the necessary license 

The amount charged for the “patents” in Buenos Aires 
is very arbitrary. It depends largely upon the opinion of 
the city inspector who is sent to examine the establish- 
ment and make a report. His recommendations may call 
for anything from 200 to 10,000 pesos, $84 to $4,200 gold, 
per annum, depending upon his ideas of the importance 
of the business. 

Municipal charges are comparatively high, amounting 
to approximately six per cent of the rent paid. Of this 
amount 2.5 per cent is paid on the property and 3.3 per 
cent on the business. It may be interesting to know that 
in most cases the renter pays both these taxes. The 
money obtained in this way is expended for street light- 


ing, cleaning, inspection and vigilance. There are other 
expense items to be considered. Interior lighting amounts 
to approximately $0.08, gold, per kilowatt hour, while a 


in 
on 


certain amount must be paid to the city annually 
taxes on signs, awnings, lettering on windows and 
many other small things too numerous to mention 
In connection with the cost of maintaining a business it 
may be stated that the services of an accountant or book- 
keeper may be secured for $210 to $250 per month. Sten- 
ographers who use both the English and Spanish lan- 
guages receive from $126 to $168, while salesmen are paid 
from $85 to $250, according to their experience and train- 
ing. Cabinet makers and finishers may be had for $2.50 
to $4.00 per day, while common laborers, such porters, 
janitors and watchmen may be hired for $40 to $50 per 


as 


month. The above figures represent United States 
currency. 

Buenos Aires, with a population of almost one and 
three-quarter million inhabitants, is the metropolis of 


consider that the 
possibly 


South America and manufacturers may 
expense of maintaining a business in that city 
will equal that necessary for a similar establishment in 
the better retail centers of cities like St. Louis, Chicago, 
Philadelphia, Boston and even in New York outside of a 
few certain strategic trade centers. 

An excellent trade in American furniture, both house 
and office, may be created in the Argentine if the United 
States manufacturers will give more attention to the 
development of that market. Whether or not they estab- 
lish a business of considerable importance will depend 
largely upon their readiness to invest the energy and cap- 
ital necessary properly to place in that market a product 
which will meet the approval of discriminating buyers, as 
well as upon their willingness to fulfill certain trade re- 
quirements in order to meet the competition of European 
manufacturers. They must expect to offer every advan- 
tage provided by foreign competitors if they hope to ob- 


tain and hold an increasing business in that country A 
broad understanding of market conditions and require- 
ments is absolutely necessary and can be secured only 
through business experience in the Argentine. The de- 
sired results can be most quickly obtained through a well- 
directed organization composed of the furniture manu- 


facturers interested in foreign trade. 


American Crayon Company at Bush Terminal. 

The office and warehouse of the American Crayon Com- 
pany at Waltham, Mass.. has been discontinued. The 
eastern stock of crayons. pencils and water colors will 
be carried at the Bush Terminal Model Loft Building, 20 
41st 3rooklyn, N. Y. 


avenue, 
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The DICTAPHONE 
for Hot Weather Letters 


At this time of the year, red-blooded office man- 
agers don't stay indoors from‘choice, but because their 
work—the pivot around which the whole office 
swings—must carry on. Yet right methods will lift 
the burden of work a whole lot. For instance, The 
Dictaphone method of handling mail. 





Its ever-ready, time-saving convenience certainly 
clears your desk hours earlier in the day. After that 
it’s up to you whether you spend those extra hours 
indoors thinking and planning, or outdoors laying in 
a new stock of vitality. Use The Dictaphone to cut 
out overtime work during the hot months. 


Phone or write nearest branch office for 15-minute 
demonstration in your office, on your work. 


NIC TAPAVNE 


Registered in the U.S. and Foreign Countries 


Dept. 119H, Woolworth Building, New York City 


Branches Everywhere Write for Booklet, ‘‘The Man at the Desk’’ 
There is but one Dictaphone, trade-marked ‘‘The Dictaphone,”’ made and merchandised by the Columbia Graphophone Company 


THE 
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Quality—or Bulk? 


Conservation—or Waste? 


Expense—or Economy? 


August 


VERY buyer of Card Index and Vertical File Supplies should 
approach the deadline between waste and economy with an 


open mind. Decision as to the “best buy” 


should be influ- 


enced by the specific needs of the filing requirements of the busi- 
ness and only then, after quality and service comparisons have 


been made. 


In buying supplies of this character, as in nearly everything else, 
there is a time when mere bu/k ceases to be a deciding factor; w hen 
the cost and soilage waste of Cards and Guides sold in the old 


fashioned way actually becomes more expensive than 
supplies—made and sold in the modern ‘‘B-M”’ 


way. 


“B-M” Quality 


Card Index and Vertical File Supplies 
for Long-Time Service—Cheapest in the End 


They cost no more than 
perfect supplies of this 
kind ought to cost. By 
honest comparison, they 
represent a superior value, 
give better and more sat- 
isfactory service. They 
eliminate waste and dis- 
appointment due to soiled, 
“dog-eared” discards 
Furthermore — they are 
never sold in bulk. 


Your regular supply dealet 
will deliver all ‘“B-M”’ 
supplies (any size, style 
or character of Card, 
Guide or Folder) in the 
original bindery package, 


inspected, protected 
against dust and _ too- 
much-handling, sealed 


and guaranteed perfect. 





Sold only in This 
Original Bindery 
Package, Soil 
Proof, Clean, 
Perfect Stock. 
Fall Count. 


3 
package- 


No technical knowledge 
of grade, texture, finish 
or weight is 
Simply 
cepted standard ‘‘B-M”’ 
Quality Grade, in original 


“B-M” 


required. 
specify the ac- 


sealed bindery 
and be sure of 
the satisfaction and long- 
time service you pay for 


Complete catalog of every 
wanted size, style and 
kind of Card Index Guide, 
Card, Form or Folder, 
fully described, illustrated 
in color, will be promptly 
furnished upon request 
Address: 


Browne-Morse Company 


Makers of Quality Filing Equipment 
18 McKinney Avenue 


343 Broadway, New York City 
905 Liberty Avenue, Pittsburgh 





BRANCHES: 


iii A 00) i= 


Muskegon, Michigan 


109 N. Frederick St., Baltimore 
193 E. Jefferson Avenue, Detroit 


“Quality” 
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Ennis to Manage Eastern Office of Kolhaas. 


Erwin Ennis, who for many years has been indirectly 
associated with the Kolhaas Company and has been dt 
rectly associated with the company for several years, has 
become the eastern manager of their business and has 
established his office at 70 Fifth avenue, New York. He 


will have charge of the entire eastern field. 


New House in Charlotte, N. C. 
Brown & Page is the name of a new firm recently or- 
ganized at Charlotte, North Carolina, for the purpose ot 


loing a retail business in phonographs, typewriters, office 
furniture, files and office machinery. The firm consists o! 
H. S. Brown and R. H. Page. 


New York Concern Enlarges Factory. 

Salz Bros., of 109 West Broadway, New York City, 
have leased additional space to ensure increased produc- 
tion of the Sta-Sharp pencil. They have installed a quan 
tity of improved machinery. 


An Effective Window Display. 
lhe Springfield Office Supply Company, Springfield, 
recently had a pen display in its window which 
attracted considerable attention. In addition to the dis- 


Mass., 


play material furnished by the manufacturer, the window 














SPRINGFIELD OFFICE SUPPLY COMPANY WINDOW 


} 


also showed somé¢ 
eyes of the passing crowd. 


war trophies, which helped to catch the 
Reflections in the upper part 


of the window glass marred the effect of part of the 
display 
Statistics of German Trade. 
The Bureau of Foreign and Domestic Commerce has 


da report, indicating the exact nature and extent of 
Germany’s foreign trade before the war. The tables are 
designed for easy reference and the German trade with 
each country is listed separately and shown in considerable 
detail so that the goods ordinarily in demand in the vari- 
ous markets can be ascertained conveniently. “Statistics 
of German Trade, 1909-1913,” is Miscellaneous Series No 
5, and can be obtained at ten cents each from the Su- 
perintendent of Documénts, Government Printing Office, 
Washington, D. ¢ 


issu¢ 


/ 


LL. J. Peabody, a dealer in office equipment at 146 Con 
street, Boston, Mass., desires to know the where- 
abouts of Royal Standard Typewriter Model 1, No. 23349. 
He will appreciate any information which will enable him 
to locate this machine. 


gress 


New York Man Takes Pacific Coast Place. 

Charles H. Hyatt. who has just received his discharge 
‘rom the navy, will represent the American Clip Com 
pany and the Defiance Manufacturing Company in the 
West. He will cover the field west of Denver, including 
British Columbia and Alberta, with headquarters at San 
Francisco, Calif. He is well-known in the field, having 
worked for fifteen years for the International Stationery 
Company, and other like concerns. He left New York 
to take up his new work on July 28 
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There’s Stability in 
2 & 
Typorium Rebuilts 
Our thorough methods are recognized 
by ofhce managers as resulting in able, 
durable typewriters, that turn out 
clean, neat work, and afford long, con- 


tinuous service. There is a steady 
and growing demand for rebuilt type- 
writers which you can readily meet, 
and add profits from a’ new source. 
Send us the coupon and we will 
explain our proposition, and show 
you how to get reliable rebuilt type- 
writers. 


Typorium Rebuilts 


are stripped to the frame in our shop, 
and worn parts replaced. If a part 
shows any signs of wear, it is unhesi- 
tatingly discarded, and a new part 
substituted. All type, type bars and 
important bright work are renickeled. 
The frames are restriped, re-enameled 
and relettered. Typorium Rebuilts 
have the looks and operating qualities 
of new machines. Our guarantee 
covers the quality as well as the price. 
So send us the coupon today, and get 
the facts in complete detail. 








sp ceummh celui mnsiun Game Gas deus Came cemsss came Geumh dein umes eueuie) San ue 
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Typewriter Emporium, 
34-36 W. Lake St., Chicago, Ill. 
Send me at once a copy of your Confidential Price List 


No. 1 to dealers, describing and pricing your Typorium 
Rebuilt Underwoods 


Name 
Street Number . 


City. 


Mn a ss asi nn 
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Announcement 
to the Trade 





The Thaddeus Davids Ink 


Company, Incorporated, 







REGO us pat orf 


EVERYWHERE 


COMMERCIAL LINE 


| 
} 
. . . | 
Fine quartered oak exterior. Framed-in panel con- | 
{ 





are not the least disturbed 


struction. Laminated drawer fronts. Cast brass 
hardware. Wood drawer bodies; steel roller bearing i 
suspension slides. Complete line of drawer changes ||), 
for cards, documents, checks, legal blanks and i} 
storage. Catalog CL219. 


The Macey Company, Grand Rapids, Mich. 


Manufactured in Canada by the Canada Furni- 
ture Manufacturers, Ltd., Woodstock, Ontario. 


by the suit entered August 


fifth claiming infringe- 





ment of patent on 








pour outs for ink bottles. 





We do not believe this 
patent has been infringed. 


We have been involved in 





patent and trade mark 
litigation in other in- 
= stances and have always 
won our case. The trade 
need have no fear of the 
action in this case result- 
ing in damage to their 
trade or themselves. We 
maintain our right to 
manufacture and sell our 
no drip pour out and we 
stand behind every cus- 


tomer of our company. 


Thaddeus Davids Ink Company, Inc. 


95 Vandam Street 
NEW YORK,N. Y. 
J. W. R MERCKLE, President 
CHICAGO TORONTO 





August, 1910 OFFICE APPLIANCES 7i 


4 ag VATA 
Space iariia eae cess Mia Hl ital ence 
8, «° At) 


’ risen t 
ae 
“was ~ j 
% 
we Se 
Ky 4 
ewe 
aor 
Ping rity 
“ Wer dics 
A a . 
oN o (ie 


e Th o¥ “3 


OF , co . te 


Phy y 
Ww Wy, ay 


at ue 
GFR i Al 
‘{ 4 ao. 
5 ’ a “ 

o 

~ Ope 















Make nothing but 
National Cash Registers 


HEY work with the best materials that we can buy. 
They are well organized. They are carefully trained. 


Their working conditions are good. 


They are making a machine that is the result of 35 years 
of study. Into this machine we have put thousands of’ 
suggestions from merchants all over the world. 


These 6,800 workmen are doing their work so well that 
we are making and selling more than 325 registers a day. 


The National Cash Register Company 
Dayton, Ohio 
Offices in all the principal cities of the world 
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most widely used 
steel files in the world 








“700 line” 
steel files 
build profits 















HE first sale of a ‘700 —_— 

line” steel file brings the PAYS 
chance of many repeat orders, || ——- 
because in their 82 inter- |bes a 
changeable styles there is a Ss 






file for every filing need. 
700 line”’ files sell easily be- 


cause of these features: 







Automatic locks. 


Loaded or empty, every 
drawer glides easily. 


Units rigidly interlock, 
making one solid stack. 





Look for Solid, one-piece welding. 


the Trade Mark 


Protection from fire, dust 
and vermin. 
Perfect Art Metal finishes. 


It pays to be the Art Metal agent in 
your city. 


ART METAL CONSTRUCTION CO 


| 
| 
JAMESTOWN" - NEW YORK | 


Branch offices and agents in 


all principal cities el ws 




















Art Metal 


=e 
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Reorganize Harrisburg Business. 


[he business of David B. Cottrel, Harrisburg, Pa., 
which has been operated for many years at 9 North Mar- 
ket square, has been taken over by the Cottrel-Ebner Com- 
pany. Mr. Cottrel retains an interest in the business, but 
active participation will be in the hands of: Wm. F. Las- 
kowski, president; George F. Ebner, Jr., vice-president; 
William J. Evert, Jr., secretary-treasurer, The new mem 
bers of the company have been active in the office equip- 
ment field for years. Mr. Ebner was in business in Har- 
risburg for himself for some years; prior to that time he 


was with the Tower Manufacturing & Novelty Company. 
Mr. Evert was purchasing agent of the Elliott-Fisher 
Company. Mr. Laskowski was a field representative of 
the Carter’s Ink Company, Boston. The company is in- 


corporated with capital stock of $50,000 


Stamps Not Allowed on Parcel Post Losses. 


The Merchants’ Association of New York reports a 
case in which a member shipped an insured parcel bv 
parcel post, valued at $50.00. Stamps valued at $1.00 were 
necessary for postage and insurance. The claim was 


submitted to the Post Office Department, and elicited the 
following response: 

“In answer to your communication of June 5, 1919, 
vhich the Postmaster General has referred to me, you are 
informed that the matter of payéng indemnity to cover 
postage and fee paid on insured and C. O. D. parcels was 
presented to the Comptroller of the Treasury for decision, 
ind it was held by him that the charges for postage and 
insurance or C. O. D- fee do not constitue a part of the 
value of an article, and that, as indemnity is paid covering 
only the market value of lost articles, the indemnity 
appropriation could not be taxed with these items.” 


Ocean Traffic Service Agency. 

The Canadian Pacific Ocean Services, Ltd., has recently 
opened an office in Chicago for the booking of export and 
import traffic from and to Chicago and territory. It has 
a large fleet of vessels plying between the ports of 
Montreal, Quebec, arid London, Liverpool, Avonmouth, 
Glasgow, Antwerp and Rotterdam on the Atlantic, and 
another fleet plying between the ports of Vancouver, B. C., 
and Yokohama, Kobe, Nagasaki, Shanghai, Manila and 
Hong Kong. 

All the company’s steamers are classified with Lloyd’s 
as 100-Al1. 

\ list of exporters and importers who are interested 
in current rates and sailings from and to the United 
States and ports in the United Kingdom and Continent 
and Asiatic ports is now being compiled. 

Offices have been established at 209 South La Salle 
street, Chicago 


Trenton Companies Combine. 

The Sarco Company of New Jersey is the result of a 
combination of several concerns in allied lines, bringing a 
multitude of functions under one management. The com- 
pany is incorporated with a capital stock of $125,000, and 
will conduct a stationery store, printing and engraving 


plant, die-making, stamp and stencil-making, advertising, 
law reporting, public stenography, typewriting, multi- 
graphing, addressing and mailing. The general offices of 


the company are at 19-21 East State street; the print shop 
at 227 East State street. 

The interests represented by the consolidation are the 
Stenography & Reporting Company, the Modern Print 
Shop and the Horace E. Fine Company 

The officers of the Sarco Company are: Marvin A. 
Riley, president; Mrs. Thomas B. Usher, treasurer and 
general manager; Dr. Alton S. Fell, assistant treasurer; 
Charles E. Milum, secretary; A. W. Gill, vice-president 
and assistant manager. In addition to the officers, other 
stockholders are Charles W. Van Buskirk, print shon 
superintendent; Miller M. Farr. store manager; Gustaf B. 
Mellin, shop superintendent; Edgar W. Geoghegan, su 
perintendent of jewelry engraving department. 


Export Documerts for South American Trade. 

In its capacity as foreign freight contractor the Amer 
ican Express Company brings to the assistance of Amer 
ican exporters a wide experience in entering merchandise 
ior shipment to South America, Central America and the 
West Indies. The company undertakes at a nominal cost 
to prepare bills of lading and to file export declarations. 


t 

















You Can Win New Business 


by displaying the Furnas Line of 
Auxiliary Office Furniture. It 
is designed for special purposes, 
and has a place in every office. 


Go over the list of customers 
who have bought desks and 
chairs, and note how many of 
them can use articles from 








THE 


| FURNAS 
‘LINE 








to good advantage. They need 
Accounting Machine Desks, 
Wardrobes, Stationery Supply 
Cabinets, Costumers, Waste 


Baskets, Umbrella Stands and 
Telephone Tables. . 


Make a campaign along this line and 
see how much business you can pick 
up. Our new catalog will help you. 
Write for it. 


Furnas Office Furniture Company 
Indianapolis, Indiana 
Chicago Display: 511-15 So. Wabash Avenue 
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Good Advertising for the U. S. A. 

The American manufacturer knows that, other things 
being equal, if he can once introduce his products into a 
foreign country he can hoid the market. We have sold 
goods all over the world, but nearly everywhere we have 
had to compete with the prejudice in favor of the pioneer 


trading nations. We have had to demonstrate to foreign- 
ers that they were not taking a chance in trading with 
America. 
From a Paris dispatch it appears that one of the inci 
a ‘HAN : dental results of the war will be to scatter approximately 
wa — a billion dollars’ worth of American products, tractors, 
typewriters, locomotives, plows, safety pins, etc., all over 
Europe and even into Africa and Asia. These goods are 
the surplus supplies which the American army found on 
its hands when the armistice was signed. The French 


have accepted our terms of sale, and will distribute or 
resell this enormous accumulation of American products 
as seems most profitable or expedient. 

These goods being made for the army, ought to repre 


_ 
Announcing sent our best workmanship. It is conceivable that they 


will open up new markets.—Editorial in the Chicago Trib- 
| ey ? une, July 30, 1919. 
: Davids 
a 
No-Drip Pour-Out 





{HILL 


Swords Forged Into Ploughshares. 


Hand grenades, originally made to punctuate the can 
nonades of Mars, have been diverted to the arts of peace, 
and now are teaching thrift to American youth. Under 
the plan of the war savings organization the banks will 
“lend” a grenade bank to any child under 17 years old 
who applies for it. To secure ownership of the grenade 





Wh Wit 
{HNNUTUUUUUALE 


Our new No-Drip Pour- 


THAT 


= out is perfect in action, : bank the child will be required to earn enough money to 
clean and _ economical. = purchase one War Savings Stamp, if under 10 years, and 

: 2 r : two if older, and take the money to the institution where 
Permits a perfect flow = the grenade bank was secured and buy a War Savings 


Stamp there. 

i The children will be allowed the remainder of the 
drop. Keeps the hands Summer to do the work and they will be required to sur 
and bottle clean. render the grenade bank unless they purevhase a War Savy 

= = ings Stamp before October 1. This plan has the advantage 

, of allowing the child the use of the grenade bank to save 


=f without the least drip or 


HUH 


rhe accompanying illus- = his pennies and dimes, while he is accumulating enough 
tration shows the No- = to buy his War Savings Stamps. 

: After the reopening of school and after all the qualify 

Drip attachment on the = ing children ae on supplied, the hand salidalas will 

: bottle. : = be given to persons over 17 years who purchase three or 

= more W. S. S. a 

[he simple instructions : New Company Formed at Hagerstown, Maryland. 

for its use are stamped T. L. Brodie announced July 25 that he had on that 

= . date severed his connection with the Hagerstown Book- 

= on the Pour-out. = binding & Printing Company and connected himself with 

the Office Equipment Company, Inc., 41-43 West Frank- 

To open turn to the left. lin street, Hagerstown, Maryland, of which company Mr. 

Brodie is the president. The other officers are EG 


To close and stop the 
flow instantly turn to the 


Cottrill, vice-president, and G. E. Slaybaugh, secretary. 
The officers are the directors of the company for the 
first year. The store will carry a complete line of office 


it 


= right. = furniture and equipment and opens for business about 
= - . Bh , = August Ist. 
= Che No-Drip Pour-out 1s = Mr. Brodie has been in the office equipment business 


= on all our quart, pint and = for about twelve years, having for the last four years 
ae . : been connected with the Hagerstown Bookbinding & 

half-pint bottles. Printing Company. Mr. Cottrill is a resident of Williams- 
port and owner and manager of the Potomac Broom 
Company. 

The Office Equipment Company was incorporated on 
July 17th with a capital stock of $20,000. 
Canadian Government Installs Indexing System. 

The Board of Pensions of Ottawa, Canada, recently 
installed the Russell Definite Indexing system. The in 
stallation was made by the systematizers of the Boston 
Index Card Company under the direction of T. Clifton 
Nutting. The work accomplished was in connection with 
the paying of pensions to disabled Canadian soldiers, the 
magnitude of the work demanding the highest degree of 
efficiency in its conduct. 


“The No-Drip Pour-out 
adds the crowning seal to 
Davids’ Quality Inks.” 


‘ny 
HN 











Thaddeus Davids Ink Co., Inc. 
95 Van Dam Street New York, N. Y. 


J. W. R. Merckle, President 
CHICAGO TORONTO 








Automobile Service for Carbon Paper Company. 

Having been successful in making the Pacific Coast 
territory by motor, R. A. Beck, general sales agent of th: 
Keystone Carbon Paper Manufacturing Company of Chi 
cago has initiated a trip from Chicago to the Coast and 
return by automobile, going by the Middle and returning 
by the Northern route, making all the larger cities. M1 
Beck left in June, and does not expect to get back to 
Chicago for two or three months. 
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Features That Attract New and 


Permanent Customers 
To the 


Security Steel Line 


There is Security 
Steel for every 
business use 


Ofttimes dealers find in 


these individual and 





: Nests of Safety Deposit Boxes. 
less expensive products A big seller among banks and 


trust companies 





an opening which later 


A Sample Case in the ° ° P 
"900" ‘Line Sectional leads to big business in 
Cabinets : A 
Security Steel Office 

Furniture. 





This Bond Box finds Card Drawer Cabinets; 
A Steel Waste Basket an ever increasing made also in one and 
. bd . 
has special advantages market two drawer sizes 





STEEL EQUIPMENT CORPORATION 


AVENEL, NEW JERSEY 
New York Branch: 25 West 45th Street 


Makers of the Complete Line of Security Steel Business Equipment 


























76 OFFICE APPLIANCES 


What GOOD is 
LOOGOD WILL ? 


There’s been a flood of slush and rant about 
Good Will Publicity—as if a business could be built on 
simply good intentions. Publicity brings wealth only to those 
who “make good” every minute—it’s no “cure all’’ for those 


August, 191¢ 













































The public has its fingers 


crossed on every advertiser. 
It takes his word for what it’s worth 
and then makes him prove it. 


You say you learned this 
long ago? You didn’t—if you 
are still allowing obsolete, inefficient 
or slow follow-up to lose customers 
for you—and how do you know 
you’re not? 


Do you know who writes 
the letters that go out of your 


office to customers, prospects, cred- 
itors, debtors and in answer to com- 
plaints? Do you read them yourself? 


Do you know that form- 
letters produced on the Multi- 


graph could take care of an immense 
volume of this correspondence 


better than most personally dic- 
tated letters? That they can be pro- 
duced more quickly and at less cost, that 
they are always on time, that they fore- 
stall complaints, land orders, answer 
questions, check-mate competitors and 
speed up collections. 


tf 








who think they can live on reputation. 


And Multigraph printing 
—do you really know anything 
about it? Do you know that it has 
taken over the follow-up and direct-mail ad 
vertising of hundreds of businesses, put new 
life into dealers and salesmen and saved 
25% to 75% of printing bills. 


Do you know how the 
Multigraph has helped Liberty 


Loan and Red Cross Drives, in polit- 
ical campaigns, in raising money for schools 
and churches? 


Turning good will into 
cash means keeping at it—it 
means speed. You can’t sit with 
your feet on the desk and leave the good 
will of your business to incompetent subor- 
dinates and printers’ delays. It is the speed, 
economy, convenience and high-class work of 
the Multigraph that makes it today one of 
the foremost aids in creating good will, keep- 
ing good will and cashing in on good will 


Any Multigraph represent- 


ative can tell you how to prove 


that what we have said here is tame 
and commonplace besides many of the things 
actually done by the Multigraph. We'll 
gladly help you to prove or disprove your 
own need of one—for 


You Can’t Buy a Multigraph 


Unless You Need It 




















Make it PA YVwith the 


MULIILHAP/7 


THE AMERICAN MULTIGRAPH SALES CO., Cleveland, Ohio 


Offices in principal cities 


THE INTERNATIONAL MULTIGRAPH CO., London, 59 Holburn Viaduct; Paris, 24 Boulevard des Capucines 





The Multigraph 
1830 E. 40th St., Cleveland, Ohio 


If I’m in the dark, tell me more Name————_______..— 


about creating good will with the 


Multigraph. Street Address—___-_ > 


Ss ae ae 


___ Our line is—__— 


______—Official Position ee hd 


id 


State Off. Ap —Aug 
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Big Company Awards Prizes to Salesmen. 


Twenty-four members of Elliott-Fisher Company's field 
force received telegrams last month notifying them that 
they had won their choice of ninety different articles of 
jewelry, sterlingware, luggage, furniture and sporting 
goods. The prizes are extra rewards for selling records 
in excess of 105 per cent of each salesman’s particular 
quota for six months fixed by the sales manager. 

Photographs of the prizes were sent to the salesmen 
and their wives some time ago. The following letter 
from Sales Manager G. W. Spahr accompanied the pho- 
tographs of the prizes which were sent to the salesmen’s 
wives: 

“Did it ever occur to you that Elliott-Fisher Company 
considers you an active member of its sales organization? 
Yes, it does. I think about you a great deal because 
wives can help salesmen increase their earnings. 

“Just to show you that I mean that, I am sending you 
the enclosed special 9 to 5 contest edition of the sales 
record. These prizes will be won by early morning starts 
and hard all-day plugging. The more time a salesman 
spends in the presence of prospective customers the more 
commissions he will make. 

“Perhaps you will be interested in prizes.” 

The wives were particularly interested in the contest 
because the prizes included mahogany tables and beds, 
talking machines, overstuffed tapestry davenports and 
chairs, diamond necklaces, brooches, gold _ bracelets, 
watches, hall clocks, floor lamps, sterling tableware, din- 
ner sets, refrigerators, Persian rugs and other articles 
dear to the hearts of women. 

One of the prize winners was a woman, Mrs. F. M. 
Nafus. She is the only woman field representative on 
the Elliott-Fisher force. Since she was employed and 
assigned to a territory, she has sold and installed more 
bookkeeping and accounting machines than many of the 
male members of the force. 

The prizes are classified into four groups—105 per cent 
of quota, 125 per cent, 150 per cent, and 175 per cent and 
over. Several of the salesmen exceeded the 175 per cent 
mark. A Flint, Mich., representative made 2,767 per cent 
of his May quota with one sale of bookkeeping machines 
to the Buick Motor Car Company. A Chicago salesman 
earned 262 per cent of his quota on a single sale to a large 
public service company. 

On June 30, the last day of the prize contest, a Wash- 
ington representative sent in an order for forty-five book- 
keeping machines for keeping stock records in govern- 
ment navy yards. This order reached the factory just in 
time to put this salesman among the prize-winners. An- 
other order from the Government for one hundred ma- 
chines for writing income tax bills and taxpayers’ ledger 
accounts helped several salesmen to qualify for prizes. 


Mitchell Heads Stationery Section of Rotarians. 


At the International Convention of Rotary Clubs at 
Salt Lake City, Charles L. Mitchell, secretary and sales 
manager of Crane & Company, Topeka, Kansas, was re- 
elected chairman of one of the largest vocational sections 
of International Rotary—the Books, Stationery and Office 
Outfitters’ Vocational Section. 

Mr. Mitchell was elected chairman of this vocational 
section at the convention held in Kansas City a year ago, 
and was re-elected to the same position at the Salt Lake 
convention. 

Mr. Mitchell is working out a plan whereby the mem- 
bers of his division will be able to be of constructive help 
to one another, and a column in the Rotary magazine will 
be devoted to “Helpful Suggestions” and advices of over- 
stock, and “dead stock,” with the idea that stationers in 
different sections of the country may help one another 
in moving “overstock” and “dead stock,” giving also other 
helpful and instructive suggestions from different mem- 
bers of this business men’s organization. 

This section includes all the members belonging to 
International Rotary under the following classifications: 

Stationery; books, manifolding and sales; books, school 
and text; books, miscellaneous; graphite products; glue; 
office equipment, duplicating machines; office equipment, 
tabulating machines; office equipment, dictating ma- 
chines; office equipment, general: office supplies, envel- 
opes and containers; office supplies, rubber stamps; of- 
fice supplies, general; locks; safes and vaults. 

\ careful study of this list will show that it is “some 
vocational section.” 
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Modernized Chair Comfort 


The latest “U-Need-Me” achievement 


in 


making office workers comfortable is the 


‘*U-Need-Me’”’ 
Ventilated Cushion 








It is especially appreciated by fleshy per- 


sons. 


The deep tufting is held by eyelets 


lg in. in diameter, which allows air to cir- 


culate. 


assures all-the-year-round comfort, 
added luxuriousness dur- 










ing the 


time. 


It is an ideal Summer cushion—it 
with 


hot months. 


idea, an 


The “U-Need-Me” Ven- 
tilated Cushion is 
brand new 


a 
d 


gives the dealer a selling 


point that wins every 








TAI. 


“TT- NEED-MB” 
Felt Chair 
Pads sell stead- 
ily to that large 
class of office 
men and women 
who take pride 
in their personal 
appearance, Tt 
prevents “chair 
shine” and pre- 
serves the 
clothes. Our 
trade mark ig on 
the straps, 80 
you can prove 
that you sell the 
genuine “U- 
Need-Me” Felt 
Chair Pads. 


HAHN 








Write for our profit-assuiing 
proposition to hustling dealers 


Geo. E. Fox & Co. 


33 West Kinzie Street, Chicago, U. S. A. 
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For “big business” 
and “big” little businesses, 
Van Dorn Steel. 


PHLELELEUT EET 






To express your 
own faith 


in the permanence, progress and pros- 
perity of your business—and to es- 
tablish that confidence in the 
minds of those with whom you 
deal-—there is no Substitute com- 
parable to the master craftsmanship 
of Van Dorn Steel. 

From desk to letter file, from waste- 


basket to safe, your office becomes an im- 
pressive harmenious unit. 


THE VAN DORN IRON WORKS COMPANY 
CLEVELAND, U. &. A. 














The tanks in the 
Victory Loan 
Campaign are 
*Renault"® French 
2-man 6-ton 
tanks, Van Dorn 
built. 


From The Literary Digest May #7, 19/9 


TE 








S 
S 

> 

‘ 


TLL EEE 


PLIRPRRMAERRRAAAEERASAAAEREL 













HERE is something 
mere steel and brassy 
chandise—and we sai 
deeper, more app 







ese million minds 
Van Dorn name 
steel 


the 
the mastery of 
ication. 


This advertisement can prove di- 
rectly profitable to you. It can help 
you make more sales, larger sales and 
easier sales because your list of ‘Pre- 
ferred Customers” and “Select Pros- 
pects” is largely inthis chosenaudience. 














9. August, 1919 OFFICE APPLIANCES 79 











hh 








2 A revelation in modern office furnishing _ 
‘tas SQ isa visit to a Van Dorn display floor. 

a | (The illustration is reproduced from 
| artist’s sketch of New York diaplay 










































VA DORN name on a piece esac eS Ba, & 
bifice equipment not only Maes 
“ER ‘ = 4 ; ba : 
er the finest details of Cabinet Work in Steel | 
gakes the initial pur- 
‘a 2 ” “ m 
for a complete HE phrase “Cabinet Work” brings in A 
2 mel of the same : by old-time 
4 al ra pga to a Chippendale or Adam 
ice ; ; esign. z 
Seeley a et " é re 
b ia r ’ } Working in the more difficult material, 
that Ph nha ciel ; ag ays steel, _ mgm —— are a masterpieces which 
e re : ie are just as truly cabinet-work, even though elaborate mae 
a be filled immediately fro ck line. ornamentation is replaced by dignified simplicity. | 
nas , ss : Through their skilled efforts harmonious offices in steel, - 
This wide range makes sale un- & : . hai oe aa 
ame limited. A Van Dorn dealer can se ses 900 pray it “8g a Berane. pov 5 Lots 
teel and counter height cases to banks, locker s Van Dorn Cabinet-Work-in-Steel in your office proves Ure. 
= clubs, adjustable shelving to factories and . your pride and confidence in your business. ss be Hs 
ouses, in addition to handling the regular office trad®uy THE VAN DORN IRON WORKS CO., CLEVELAND ~~ es 4 
di- And every sale made opens a permanent account be- New Yeuk Bteplay Rosas, 000 aa ae eenst 








cause the satisfied purchaser returns to his Van Dorn he a 
help merchant to fill the filing needs of his expanding es. 7 
and business. 0a ae sigs MOO 
Pee Your territory may be open for ; 
| Van Dorn representation. Write. a Ghat 
ros- Ponti 28. 4 se F 


nce. THE VAN DORN IRON WORKS CO. 


Established 1865 Cleveland CABINET WORK oes, a aes" 
Steel Files, Safes and Desks P. IN STEEL OFFICE EQUIPMENT 















= a 
HE craft-spirit of ‘Van Dorn’”’ is 7 surer A.d, 190% 
expressed in the marking of this P ptm s 
memorial raised by the founder of PETER & 
the Van Dorn institution to his par- in APPR 
ents. The same spirit is expressed mis ee 
today in the form of endaring cabi- TOONG, 
net-work-in-steel. > 
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@ The ACCO Folder @ 


It is impossible to misplace or lose a letter from the Acco Folder 
regardless of how frequently or carelessly the files are referred to. 





Errors in filing slow down and hamper The Acco Folder is inexpensive because it 
executive action. A lost or misplaced paper can be used over and over; it is the only 
sometimes means a heavy loss of time and folder in which papers are bound in book- 
money. form, and from which contents can be removed 

The Acco Folder is positive insurance against intact securely held together with the Acco Fast- 
loss or misplacement of correspondence because ener, described on opposite page. Acco filed letters 
papers cannot be wrongly replaced after being are not held by the prongs of the folder, but are 
once filed in an Acco Folder. Every paper is bound in place by the washer of the Acco Fastener. 


chronologically bound in its original place. Valu- 
able filing space is saved by the papers being held 


compactly. “Security of papers helps security of business.” 





emer 5 en ap mat cy 
ston ; 


wt eh 
> oe ee ae 
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Acco Folder in use, closed. Note book- Acco Folder in use, open. Contents safe; convenient and 
ke appearance. quick reference. 


Acco Folders are made of heavy red pressboard in stock sizes to fit all 
standard filing cabinets; also furnished with any cut of tab without 
extra charge. Each Acco Folder is complete with one Acco Fastener. 


CIRCULAR UPON REQUEST 


“(W THE AMERICAN CLIP COMPANY (( 


Beebe Ave. and William St., L. I. C. 
NEW YORK, N. Y. 
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Steel Furniture Successfully Resists Fire. 

The illustration here shown pictures the ruins of the 
plant of the Chicago Flag and Decorating Company, 
whose building and entire stock were recently destroyed 
by fire. This company presented its acknowledgments to 
the Yawman and Erbe Manufacturing Company of Roch- 
ester, N. Y., for the performance of their asbestos lined, 
double walled, steel letter files. Part of the letter to the 
Y and E company is quoted herewith: 

“Our plant at 1345 and 1347 Wabash avenue was totally 
destroyed by fire on September 13, 1918, and we take 
pleasure in testifying that some valuable records con- 
tained in your double walled, asbestos lined, steel letter 
files, as well as the letters in the Y and E record safes, 
came through the fire, which was a fierce one, undam- 
aged.” 

The walls of the record safes referred to are made of 
two heavy sheets of steel separated by a sheet of corru- 
gated. asbestos and dead air chambers 2% inches thick. 
The walls are fused by thorough welding and all seams 
have overlapping joints. The door of the safe fits into the 
frame with an S design, thus shutting out water as well 
as fire. The interior arrangement of the shelves and par- 
titions varies with the user’s requirements. The steel 
files mentioned in the letter are the Y and E firewall steel 


SAFE AS IT APPEARED AFTER GOING 
THROUGH THE CHICAGO FLAG AND DECORAT- 
ING COMPANY’S FIRE. 


“y AND BE” 


uprights. Their construction is similar to that of the 
record safes. These cabinets have automatic drawer- 
latches which kee; » the drawers closed in case of tipping 
or falling. 

Shipments to Germany Sanctioned. 

The War Trade Section of the Department of State has 
announced that shipments to certain parts of Germany 
are permitted in Special Export License R. C.-77 recently 
amended. The exceptions as to commodities do not affect 
the office appliances field. The license also permits ship- 
ments to any country in the Western hemisphere, any 
country in Africa, any country in Asia or Oceania except 
Turkey in Asia, and the following countries in Europe: 
United Kingdom, France, Italy and that territory included 
in the line set out in Article 3 of the Military Clause of 
the Armistice Protocol of November 3, 1918, Belgium, 
Greece, Spain, Portugal, or their possessions in Europe, 
Iceland, Faroe Islands, Serbia, Roumania, Norway, Swe- 
den, Denmark, Holland, Switzerland, and Germany (in- 
cluding that territory on the left bank of the Rhine occu- 
pied by the forces of the Associated Governments). 


An Advance in Leather Goods. 

The Cleveland Leather Goods Company announces the 
withdrawal of their prices in catalog No. 29 of portfolio 
and brief cases. Dating from July 22nd the list prices on 
these goods will be subject to 15 per cent discount. Terms 
are 2 per cent off 10 days or 30 days net to persons of 
satisfactory rating. These terms are made necessary by 
the marked increase in the price of all raw material and 
the increased cost of labor. The company states that 
there seems to be no likelihood of any reductions in cost 


in the near future but, in fact, there is every indication of 


further advances. 
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The ACCO Fastener 


=< with the Prong Shield Washer == 


indispensable for binding 
any number, any size, and 
any kind of papers securely 
permanently or temporarily. 


It fits flat and is a perfect, in- 
expensive loose leaf transfer. 








Made in all sizes to fit all 
standard gauges of punching. 


The Prong Shield Washer is fur- 
nished only with the Acco Fastener. 
The Prong Shield Washer makes this 
type of fastener practicable, because it 
allows the prongs to bend inwardly over 
the washer and to be fastened, which 
prevents fastener from being forced 
open.—also holds the prongs perfectly 
flat and out of the way. Its effective- 
ness, simplicity and neatness make it 
the only practical fastener for any kind 
of a file. 








The ACCO FASTENER binds thin tissue pa- 
per as tightly as heavy bond or ledger, and a 
narrow sheet is held on one prong as securely 
as when two prongs are used. It fits perfectly 
flat on papers and takes up no room in files. 
Sheets are easily added or removed from any 
part of the ACCO. 


Samples and Circular on request. 
ACCO FOLDERS, as illustrated on 
opposite page, are equipped with 
ACCO FASTENERS. 
We also make a full line of Paper 
Clips and Fasteners. 


American Clip Company 


Beebe Ave. & William St, NEW YORK, N. Y. 














L.1.¢ ( U.S.A. 
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This 
Month is 
Transfer 
> —= 
Are You 
Prepared? 





As usual your customers will expect you 
to have Steel Transfer Cases in stock 
when they want them. 


Unquestionably there will be a greater 
demand this year than ever before. 


You want Satisfied Customers. 
Then sell them—————— 


Aurora 
Steel 
Transfer 
Cases 





Rigid 
Strong 
Durable 
Practical 
Adaptable 
Accessible 
Convenient 
Economical 
Inexpensive 


They last a business 
lifetime without re- 
pairs and are unaffected by climatic changes. 
No matter how heavily the drawers are loaded, 
or how high the cases are stacked, the drawers 
operate smoothly and easily. They give max- 
imum filing capacity and occupy minimum 
space. And naturally we can sell them for less 
money than others as we concentrate on just 
three items: 


Transfer Cases, Uprights and Card Cabinets 


Write for illustrations, descriptions and latest prices 








NEW YORK SALESROOM: 368 BROADWAY 





Another Shield to be Authorized for Service Flag. 


The publication of the following statement issued by 
Grosvenor B. Clarkson, director of the United States 
Council of National Defense. is authorized by the Coun- 
cil: “The War and Navy Departments having issued a 
citation to employers who give assurance that they will 
gladly take back their old employes who have served in 
the armed forces of the United States, it seems fitting that 
some symbol representing this attitude on their part 
should be placed upon the service flag. 

“The United States Council of National Defense, there- 
fore, endorses the placing of the United States shield upon 
the red border, but no names of individuals or business 
firms shall appear anywhere upon the flag. Any employer 
who sends the required assurance to the War and Navy 
Departments through Colonel Arthur Woods, chairman 
of the Council’s Emergency Employment Committee for 
Soldiers and Sailors, Washington, D. C., can receive the 
citation, and as soon as the citation is received such em 
ployer is entitled to put the shield upon his flag 

“The shield should appear upon the service flag in th: 
foilowing manner: If the service flag hangs downward, as 
in a window, the shield should be at the top; if the flag 
flies from a mast the shield should be placed on the border 
nearest the mast. In both cases the shield shall be right 
side up.” 


Pen Points of Progress. 

“Pen Points of Progress” is the title of an instructive 
and entertaining one-reel film which is now being shown 
in the theatres throughout the United States under the 
auspices of the Pathe Exchanges. 

The picture takes about seventeen minutes to project 
upon the screen, and shows the various stages in the evo- 
lution of writing; the first pictures depicting the stone 
age, then on to the use of the goose quill, the steel pen, 
and concluding with the present fountain pen way of 
writing. 

Many interesting scenes are shown in the actual manu- 
facture of the pen, from the rubber forests in Brazil to 
the making of the gold pens themselves, their assembling 
and testing. 

The conclusion of the picture shows the signing of the 
peace treaty at Versailles, in which the fountain pen 
plays a prominent part. 

It is not what one might term an advertising picture 
It was gotten up from an educational and industrial 
angle, and it is just brimful of human interest that will 
hold the audience from start to finish. The company has 
already received reports from hundreds of theatres 
throughout the country who have run this picture, and 
the consensus of opinion is that it is one of the finest 
industrial films ever produced. 

Arrangements have been made with the branch offices 
of the Pathe Exchanges to collaborate with Waterman 
dealers throughout the United States to secure one or 
more bookings in his territory. The Pathe booking or 
ganization will not make any charge to the dealer for 
their services. 


Michigan State Stationery Supply Awards. 


The Board of State Auditors, Lansing, Mich., has 
awarded contracts for stationery supplies for the ensuing 
two-year period. Stationery requirements will be sup 
plied by the following: Kee-Lox Manufacturing Com- 
pany, Detroit, Mich.; Dudley Paper Company, Lansing, 
Mich.; Ihling Brothers & Eberhard, Kalamazoo, Mich.; 
Allen & DeKleine, Lansing, Mich.; Gregory, Mayer & 
Thom, Detroit, Mich. The last-named contractor will 
also supply engraving work. 

Paper requirements will be supplied by: Dudley Paper 
Company, Lansing, Mich.; Ihling Brothers & Eberhard, 
Kalamazoo, Mich.; Gregory, Mayer & Thon Detroit, 
Mich.; Seaman-Patrick Paper Company, Detroit, Mich.; 
Beecher, Peck & Lewis, Detroit, Mich. 


Card Record Samples Easily Carried. 

The Yawman and Erbe Manufacturing Company, Roch- 
ester, N. Y., has devised a novel plan to simplify carry 
ing samples of card index cards by salesmen. Thre 
pockets are arranged in a YawmanotE folder, cap size. 
These accommodate 5x3, 6x4 and 8x5 cards, keeping the 
different sizes separate. When a salesman wishes to 
show a specific sample he has but to remove those cards 
of the size desired, and run through them to find the card 
wanted. 
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WANTED 
100 Service Men 


We require 100 additional Service Men for terri- 
tory east of the Mississippi River. 


Remuneration 1s on the basis of salary and cash 
bonus. 


The positions offer opportunities for rapid advance- 
ment in our District offices. 


Applications will be considered from Service Men 
now in the employ of adding machine companies and 
from Typewriter Service Men. 


Applicants should state age, nationality, whether 
married or single, length of time in employ of present 
company, salary (exclusive of bonus) desired, city 
where applicant desires to locate, also three character 
references. Address: 


Federal Adding Machine Corporation 


Service Department, 251 Fourth Avenue, New York 


Our machines are manufactured, in the western hemisphere, 
by the Colt’s Patent Fire Arms Company of Hartford, 
Connecticut, and in the eastern hemisphere by Vickers, Ltd., 
of London, England—reputed to be the largest manufac- 
turers of munitions in the world. 
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§ The ALLSTEEL Agent Has Clients In ¥ 
% The gent Has Clients n| { 
i very Line of Business { 
4 | y Y 7 
Wherever business is transacted, the ALLSTEEL Agent has oppor- V7 
AK tunities for service which build sales. Banking, Insurance and _ Public U7 
17, Service Corporations, as well as Manufacturers, Retailers and Profess- y 
y j ional Men are his clients. 
7 GF ALLSTEEL Filing Equipment and Office Furniture can bring 
4 you into closest contact with all the business institutions of your com- | 
Z 7 munity, and your whole business will benefit. y 
y 4 Write us today about terms to GF Agents. If your territory is not 
NV now covered, we have a most interesting proposition which will surely v7 
y appeal to you. 47 
ah Write Today HH 
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Modern Office Devices. 


In the window of a large stationery house I saw, the 
other day, a sign reading, “Work is easier and happier in 
the spring with modern office devices.” 

Not only in the spring, but through the entire year mod- 
ern office devices make work “easier and happier.” 

What are modern office devices? 

They are the result of efforts of those who are in the 
business to minimize the labor and chances for error in 
ordinary office work. Wherever this can be done, work is 
done easier, and with greater accuracy. 

It 1s much better to use a numbering machine than to 
endeavor to carry forward the proper numbers by pen. It 
is quicker, and besides being more speedy it is much more 
certain to be correct, as such machines do not skip, and 
the use of them renders the work especially accurate. 

Adding machines are much more certain than the hu- 
man mind, no matter how well trained it may be. They 
do not tire and do not become stale with use. 

Carefully selected office furniture gives everyone in the 
office an opportunity to bring their efficiency up to 100 
per cent, while inappropriate furnishings entail much more 
labor without producing as good results. 

Properly arranged books are very easy to keep. Many 
times after an accountant has introduced the proper sys- 
tem into any business a mediocre bookkeeper can keep it, 
because it is outlined right; while without this proper 
start, everything would be chaos and in a short time 
accounts would be in such a mess that it would require 
the services of an expert to untangle it. 

No mechanic will endeavor to complete a difficult job 
without the proper tools. Many a bookkeeper not only 
starts in, but continues to work, when he or she feels that 
the tools are inadequate and really in some cases improper. 

This being the case, it is up to the bookkeeper to de- 
mand such mechanical aids as are necessary in his busi- 
ness, and if he does this in the proper way, by showing 
(and proving if necessary) that such improvements will 
be an actual benefit and in the end labor-saving and result- 
producing, he will find no difficulty in getting such im- 
provements in his office. Very few employers are ob- 
durate when they are convinced. 

Modern office methods have done more to cut down 
office work, and bring it nearer to 100 per cent efficiency, 
than have all the labors of teachers for a hundred years. 
We all work better if we have the proper tools.—Book- 
keeper and Accountant. 


Correspondence Filing by the Blind. 


In our July issue mention was made of a blind stenog- 
rapher employed by the Crocker-Wheeler Company, Am- 
pere, N. J., who also does filing work. Particulars regard- 
ing her practice have been furnished by the Double Duty 
Finger Guild, which is operated as a part of the Crocker- 
Wheeler Company. It was established by Dr. Schuyler 
Skaats Wheeler, president of the company. 

In preparing incoming letters for filing the stenographer 
notes on a Braille machine the name and date. This in- 
formation is dictated to her. When writing letters the 
stenographer notes the name and date on the carbons in 
Braille. The two are pinned together. The index labels 
on the filing drawers are lettered in typewriter and in 
Braille, thus being accessible to the blind as well as those 
with sight. Upon locating the proper file drawer the 
stenographer finds the desired guide, which is identified 
by printed and Brailled labels. A conception of the volume 
of filing is given by the range of subjects covered by the 
files: General, commissions, associations, blind, manufac- 
turers, interdepartmental, receipts and reports. 

The Double Duty Finger Guild, 30 Park Avenue, Am- 
pere, N. J., publishes a paper, The Finger Industry News, 
which depicts the work which the Guild has accomplished 
in educating the blind to become self-supporting. Owing 
to the character of the industry which supports the Guild, 
much of the work for which the blind are trained is in the 
manufacture of armature and field coils for electric mo- 
tors. This is work requiring deft fingers, and Nature’s 
compensation for the blind includes unusual dexterity and 
nimbleness of the fingers. However, the list of operations 
to which the blind are assigned includes operating ma- 
chines of various sorts, including punching machines and 
notching machines. These work on sheet metal, and are, 
of course, so arranged that there is no possibility of in- 
jury to the operator through impact from the punches or 
dies. This fact suggests the possibilities of extending the 
work of the Double Duty Finger Guild into the manufac- 
turing end of the stationery and loose leaf business. 
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Ravenswood 


Glass Desk Pads 
Widen Your Sales Field 








Ravenswood Glass Desk Pad 


Highly-polished plate glass mounted on a base of 
heavy, well-seasoned board. The glass is retained in 
place by four ornamental, brushed brass corners. Look 
for the finger hole (patented) which makes it easy 
to insert or remove memos under the glass. Furnished 
with felt backs as an extra. 


You can sell them to practi- 
cally every user of office sup- 
plies. If you handle desks, 
you should be able to sell a 
glass desk pad with every 
desk. Thus you have a chance 
to sell an auxiliary that brings 
a good profit. 


Look for the 
Finger Hole 


Ravenswood Glass Desk Pads 
have a finger hole (patented) 
located in the front edge. The 
finger hole makes it easy to 
raise the glass without injury 
to finger nails, in order to slip 
memos under it—exclusive to 
our product. “s 


Get our printed matter, and 
prepare to carry these quick 
sellers. 


Ravenswood Office Specialties Co. 


Originators of Glass Desk Pads 
1800-2 Newport Avenue CHICAGO 
We also Manufacture Rosco Glass Desk Pads 
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_USDEST sutery Globe*Wernicke Trines 235% 22 


THE MOST COMPREHENSIVE VARIETY OF FILING DEVICES IN THE WORLD 








Letter Cap Bill ~ — — FIL = Check Doc- Special Wardrobe Electro- Cupboard Roller ue Siz 


Size Size Size ument types 


“Globe “Wernicke 


“7000” Line of STEEL Uprights. 28 Inches Deep 


HE most recent developments in Globe-Wernicke Equipment mean 
the last word in filing cabinet efficiency, and these new Globe-Wer- 
nicke “7000” Steel Upright Filing Cabinets represent the pinnacle of 

improved filing equipment design and quality construction. All parts en- 

tering into these cabinets—as in all Globe-Wernicke equipment—are made 









in the great Globe-Wernicke plant, of materials made especially to our and 
rigid quality specifications. Of a uniform depth of 28 inches, these cab 
inets possess the greatest filing capacity of any on the market. All 











49 Upright Check MECHANICAL IMPROVEMENTS 
The P. ! Ends sho optior ° ° aa 5%. e ie 
‘ ane! nds shown are opt vas Drawers run on the smoothest-working side-extension slide ever devised, 
GlobeWernicke also manufactures index consisting of heavy steel channels and solid steel roller bearings, cut from 
cards, folders, and all supplies for use c . F a # 5 2 ¢ - 
with Globe-Wernicke Filing Cabinets. bars of solid steel. Extension slides allow free 


access to fuli depth of drawer 

Sides of units are closed in, so that the draw- 
ers and their contents are protected on all sides, 
front and back, even when panel ends are not 
in place. Therefore, double-wall protection is 
secured when panel ends are used. 








The uniform depth and height of the 
cabinets give perfect alignment whena 
number of units are fastened together 
by wing nuts. No tools are necessary 
for setting up a battery, and one pair 
of end panels to finish off the outfit 
does for a single cabinet or an entire battery. 
The end panels are attached by winged bolts 
from the inside, leaving a smooth, flawless 
surface. 
BEAUTY OF FINISH 

All hardware trim is of solid cast brass in a rich dull 
tone. Dark Olive Green is the standard enamel finish, 
or finishes of Oak or Mahogany graining can be sup- 
plied promptly. To appreciate fully the extent of this 


‘ nege “ge . 7141 V.L. Upright (Letter Siz« 

line you must have complete Filing Cabinet Catalog. The Pomel fete on aotional ofl 

e ss priced parately Globe- 
The new perfected, smooth, swiftly gliding, frictionless, steel side extension slides eliminate all of eve 


141 Letter Size Upright without 
Panels. The Panels are optional. 


The GlobeWernicke Co. 


waste of the office man’s time and energy when using the files. So smooth-running is the 
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Letter Letter Cap ( and CARD INDEX FI LES Ronen Check Wardrob Robles Electro- Cupboard 


Size and C. I Size Lega PBI ank «= 4x5 4x6 Sh types 


Globe Wer S11) ae 
“2000” Line of WOOD Uprights. 28 Inches Deep 


A square edge design—side suspension slides—horizontal pulls 
made both with solid sides and with open sides for attachable panels. 


f [70 “2000” Wood Line of Upright Cabinets is identical with the 


re 


7000” Steel Line, except for materials and that the Wood Line has 
open sides. These Cabinets combine every mechanical improvement 
and structural feature that distinguish the “7000” Line. 
i STANDARD FEATURES 
All Units are 28 inches deep. The fronts are five-ply construction—the 
handles are secured by counter-sunk bolts. 
Follower blocks are steel, with roller bearing 





spring adjustable grip riding on flush bottom 2142 Vertical Cap Size Upright 
track and operating independently of rods— 
that is, the follower block can be removed For index cards and other supplies for use with 
s : PS Aes : ‘ ees é these and all Globe-Wernicke Equipment, — : 
without removing the rod. Drawers operate for our Catalog of Supplies and Stationer 
Goods, 


on the Globe-Wernicke Steel Side Extension 
Slides. All rollers are encased in steel chan- 
nels, giving the greatest possible strength 
and durability, with frictionless and noiseless 
operation. As the rollers are loose, there are 
no axles to wear out. There is not a single 
delicate part. There is nothing to wear out— 
built-to-endure. An extension suspension 
slide, as near perfection as human ingenuity 
can make it. One pair of end panels serves for 
one or a complete battery of files. 
FINISH. 

The standard finish is Quartered Oak, but 
Imitation Mahogany F inish will be furnished 
when specified. The Quartered Oak is carried 
in stock in the attractive Antique Dull Finish, 
and all orders can be filled promptly. 

The Imitation Mahogany finish is dull rubbed and 
furnished at the same price as the Quartered Oak. 





2050 Upright ‘ . . aoe 
Size) Dull Brass hardware trim is used with both finishes. 


onal am 


Globe-Wernicke file that you are unconscious of the act of operation. You are oblivious 
te all of everything except the papers you are consulting in the file, i. e., 100% Concentration. 


a CINCINNATI 


Agencies in over 2000 Cities. Branch Stores: 
ye 





New York, Chicago, Philadelphia, St. Louis, Boston, Washington, D. C. 2041 V. L. Upright (LetterSize) 
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OF THE OFFICE FURNITURE STOCK = 

Taylor Chairs provide an admirable counter- = 

balance to the stock of the office furniture dealer = 

—they keep the wheels moving—the stock turns = 

over quicker, for, not only does the graceful = 

design and roomy comfort of Taylor Chairs sell 2 

them readily, but they lend quality to kindred = 

No. 207034 lines byassociation. The sales making qualities of = 

The Masters Line = 

of Office Chairs = 

are too numerous to = 

From the first ideas of more than briefly men- = 
the Masters, Mr. Vin- “ten = 
cent A. Taylor and Mr. , = 
Abner L. Shattuck, to = 
the finishing touches of = 
the completed work, the = 
controlling idea has = 
been convenience, com- —— = 
fort and service for the a3 
user. On the premise that now more than ever = 
before, business men are demanding the best, = 
the designers considered that the genuine = 
satisfaction of the user would be the best sales = 
argument to the dealer, and results have 22 
proven their theory. = 
Another counter-balance—the most efficient = 
of its kind—is the Taylor Rotary Chair Iron. = 
Let us tell you about the smooth, silent opera- = 
tion and easy adjustments. = 
We want to connect with live, progressive == 
dealers, live ones only. There are several = 
good territories open to those who can do = 
justice to the line. Write us today. = 


Ii 


| 


The Taylor Chair Company 
Bedford Ohio 


Export Department: Chipman Limited,§10 Bridge St., New York 
Cable Address: Chipmunk 
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Branches: Sydney, Australia; Melbourne, Australia; Perth, 
Australia; Wellington, New Zealand; London, England; 
Havana, Cuba; Buenos Aires, Argentina; Santiago, Chile. No. 218314 
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Bureau of Standards Technical Bulletins. 


The Bureau of Standards, Washington, D. C., has made 
researches in various directions, many of them with spe- 
cial reference to the country’s war-time needs. The re- 
sults of these studies have been published in the Confi- 
dential Bulletin of the Bureau, and twenty-six numbers 
have been issued so far. The series is available to a 
limited number of industries, scientists and engineers, as 
well as scientific and engineering societies. 

One of the activities of the bureau was a study of ink 
tablets and powders. It was summarized as follows in 
Commerce Reports: 

“The demand for ink tablets and powders producing 
ink of the permanency desirable for important records is 
increasing on account of the safety and ease with which 
such ink can be shipped. The bureau has analyzed a large 
variety of these products and has been in a position to 
make valuable suggestions to manufacturers and to Gov- 
ernment agencies.” 





New Sales Manager for Benton Harbor House. 


On August 1 Harry I. Gillogly joined the home office 
force of the Baker-Vawter Company as sales manager. 
Mr. Gillogly has been in the service of that company for 
sixteen years, for the last three years of which period 
he has headed the Chicago district as manager, where he 
has made an enviable record, ending his term as district 
manager by winning the presidency of the Pioneers’ Club. 
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HARRY I. GILLOGLY 


Mr. Gillogly has climbed the ladder, beginning as a 
boy in the general office. Ability and industry procured 
for him a position in the sales organization. The ten 
years’ work he did in Northern Illinois proved his knowl- 
edge of specialty selling and accounting. He is a master 
in mechanical bookkeeping. 

Mr. Gillogly succeeds A. R. Kneibler, who resigned to 
take an important place with a prominent house in Phila- 
delphia. 

Readjustment Conditions of Various Lands. 

The Council of National Defense has issued a paper 
bound volume, “Readjustment and Reconstruction In- 
formation,” covering the conditions prevailing in foreign 
lands, both in the countries of the allies and of the late 
enemy. The sources of information include reports from 
United States consuls, extracts from official publications 
by foreign papers, and clippings from American and for- 
eign newspapers 

Because of the limited funds appropriated for the Coun- 
cil, the circulation of “Readjustment and Reconstruction 
Information” has been restricted to public libraries and 
chamber of commerce. 

















Move Your Store Into 


the National Magazines 
—Sell the Line That Sells Itself 


Many office equipment dealers are 
appropriating “Miss Comfort Wid- 
ney” national magazine space for 
their own business, which is just as 
we planned it. You are entitled to 
the circulation of these magazines in 
your home town—can practically 
plant your store sign in their adver- 
tising pages. 





HH 


Localize 
Widney 
Advertising 


and gather the 
Seatpad busi- 


ness of your 
city. We fur- 
nish the dis- 
play material 
which makes your window display a 
part of the magazine advertising. 
Every “Miss Comfort Widney” Felt 
Seat pad 
ad tf 
planned 
to bring 
c u stom- 
ers to 
your 
store — 
an invi- 
tation 
em p ha- . 
sized by 
‘“Miss 
Comfort 
Wid- 
” 


YOUR SILENT SALESMAN ney. 





Copyright 1918 
by The Widney Co. 
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Take advantage of this co-operative 
sales effort, and line up with the Wid- 
ney Dealers. 


The Widney Co. 


310 S. Jefferson St. Chicago, IIl., U. S. A. 
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Ube Villy verlandbompany , 
Salomobilas 
Sobede lhc 


July 29, 1919. 


A44ressograph Company, 
901 Best Van Buren St., 
Chicago, Illinois. 


Gentlemen: 


We wish to acknowledge by thie letter 
our appreciation of the a for what it 
has done during the five years it has been serving 
us. 
We would mot have the time to estimate 
the saving it has made in writing up our pay roll 
forms each week and in addressing our large mailing 
liste. Beside these two very important uses, we 
use it to Song advantage in many other ways such 
aes addreseing dividend checks, sending netices to 


stockholders, addressing shipping tegs, etc. 


The nnaneS Speed, accuracy 


and dependability has it ome of our most 


useful office appliances.’ 


Very truly yours, 


Office Managers — 
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These Advantages 
Should Be Yours 


Speed that’s 15 to 30 times faster 
than the most rapid penman or typist. 


Never failing accuracy when printing 
names, addresses, dates, symbols, etc 
(exactly like typewriting) on all forms 
—large or small. 


Indestructible Metal Plates for changes 
and additions to your list quickly made 


IN YOUR OFFICE by anyone 


Hand, Foot Lever or Motor Addresso- 
graphs used by thousands in 459 dif 
ferent lines. Why deny yourself 


? 


these advantages: 


raph. 


New York 
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(Continued from page 24.) 


June. The shipping companies have now decided to main- 
tain them indefinitely. The American Chamber of Com- 
merce points out that hitherto these lower rates have ap- 
plied only to cargo as it went forward for each individual 
steamer, but the shipping companies in the Indian trade 
are understood now to be ready to contract on the present 
basis for a period of three months. 

lt is possible that the shipping companies have been 
impelled to take this step because of the fact that many 
outbound steamers from Great Britain have left either in 
ballast or only partly filled, because of the small offerings 
of cargo under the higher rates. This lack of cargo has 
caused the outward voyages of many liners to show a 
debit balance. As a result of this, the American Chamber 
points out, the consumers in British overseas dominions 
and in foreign countries have really been receiving goods 
carried at a freight rate below the actual cost. 


Great Britain’s Exports and Imports Going Up. 


British exports for May amounted to £64,344,542 
(about $321,722,710), imports were £135,657,051 (about 
$678,285,255), re-exports were £11,485,422 (about $57,477,- 
210). 

The American Chamber of Commerce in London points 
out that compared with the preceding month April, which 
was three working days shorter, imports rose by over 
£23% millions (about $116,125,000); British exports by 
nearly £6,000,000 (about $30,000,000), while re-exports 
declined by nearly £2,000,000 (about $10,000,000). 

Imports of raw materials, says the American Chamber 
of Commerce, advanced by upwards of 22% million 
pounds. On the other hand, food and drink fell by nearly 
7% millions, and manufactured articles by nearly 5% mil- 
lions. The main increase in raw materials was in wool. 
Cotton and other textiles, wood, timber and hides and 
tobacco also rose. Grain and flour, wheat and non-dutiable 
food and drink fell. Dutiable food and drink, such as 
sugar, cocoa, coffee and wine, increased. 

In exports of the produce and manufactures of the 
United Kingdom, food, drink and tobacco advanced by 2 
million pounds, raw materials by 5% million and manu- 
factured articles by 12% million. Coal, coke and manu- 
factured fuel advanced in value by £8,000,000 (about $40,- 
000,000) with an increase of over a million tons in quan- 
tity. Iron and steel advanced by 2 millions, machinery by 
1 million, cottons by 1% millions, and woolens by 334 
millions. Cotton piece goods fell by 145 million yards in 
quantity, but only £266,000 (about $1,330,000) in value. 
Cotton yarn rose by 7 million pounds in quantity, and 
£1,106,000 (about $5,530,000) in value. Chemicals were 
higher by £542,000 (about $2,710,000). 


Development of British Commercial Education. 


The seriousness with which the future of British com- 
merce is being studied is indicated by the plans announced 
by the University of London for establishing degrees in 
commerce. 

The American Chamber of Commerce in London re- 
ports that it is proposed to institute a three-year course 
of study leading to the degree of Bachelor of Commerce. 
The addition of a minimum of two years’ practical experi- 
ence in the particular trade or industry taken up would 
qualify the candidate for the degree of Master of 
Commerce. 

The plan contemplates three examinations: 


1. Matriculation or some equivalent examination in 
order to prove the candidate’s general educa- 
tion. 

2. Intermediate. 

3. Final. 

The first year’s course will comprise the compulsory 


subjects of organization and industry, banking, trade and 
transport, elementary economic developments of the Brit 
ish Empire and the chief foreign countries, elementary 
commercial law and statistical methods. The second and 
third years will be devoted to specialization. 

The foundation and maintenance of this new course of 
studies 1s expected to entail an annual cost of about 
$100,000, necessitating the provision of a capital of about 
$2.000,000. 

The American Chamber in London reports that the 
scheme has the warm support of representative men in 
the world on British Imperial commerce and that busi- 
ness men are being urged to contribute liberally in order 
that this great advantage to the future of British com- 
merce may be secured without delay. 
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Sell 
Practical Iilinois 
Utility Desks 


They fit into an office organization like 
skilled workers, or up-to-date labor-saving 
machinery. Illinois Desks make for office 
efficiency because they are well planned, and 
designed to fit the human beings who use 
them. 


per 
For 








No. 225 z, 


Whatever the character of an office, regard- 
less of the physical build of the employees, 
there are Illinois Desks to suit every re- 
quirement. 


Send for 


Have you seen our new catalog? 
a copy. 


Illinois School Furniture Co. 
Rockford, Illinois 
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If They Are 
Good Enough 


for Uncle Sam, 


They Should 
Be Good En- 
ough for You 


The U. S. Government 1920 Contract on Safes and Equipment 
was awarded on Meilink Safes for all bad fire and thief risks. 

As this was a keen, hard fight in which all the questions of 
PROTECTION and SERVICE were raised, this Contract means more 
to you than any endorsement that has’ ever been placed on Meilink 
Safes. 

More than this, the Government has had one year’s experience 
with Meilink Safes and after all inquiries and all the possible objec- 
tions raised by our worthy competitors, the Government confirms 
their choice a second time. 

We have been telling you for a long time what Strength means 
in a Safe, — that heavy door plates, steel angular frames, strong bolt- 
work and a large lock are all necessary for STRENGTH, which 
means PROTECTION and gives SERVICE. 

Do you remember what we told you in the past years about the 
insulation of a Safe,—how it might disintegrate, cause corrosion, rust, 
swell,—how it might give off gas when exposed to bad fires and blow 
up the Safe? 

Your Government has investigated these points and_ the 
MEILINK stands approved. 

DEALERS: Meilink Agencies are becoming more valuable every 


day. Are you being taken care of? 


The Meilink Mfg. Company, Toledo, Ohio 
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Swedish Conditions Through American Eyes. 


Results, of the Monroe Calculating Machine Company, 
printed a letter from W. R. Cummings, who is circum 
navigating old Earth. He made the following comments 
regarding the present situation in Sweden 

“Sweden is now under rather pronounced business de- 
pression due to after-war conditions. Many plants are 
closed down, raw materials and labor are high, and de- 
mand for manufactured products is at a low ebb. Many 
fear a wave of Bolshevism, a word which suggests many 
difficulties in this part of the world. There seems to be 
plenty of money, but business is sitting back and waiting 
However, some business is being done, and the outlook 
for a recovery is encouraging. 

“Food is becoming more plentiful, though still under 
restrictions. I had to secure a bread card, without which 
it was impossible for me to secure the staff of life. Prices 
are very high. I stopped in a fruit store and found fancy 
pears sixty cents each and oranges $1.50 a dozen. Butter 
is served in limited quantities but at high prices. Milk is 
very scarce; to get a glass of it to drink is an unknown 
luxury. Traveling conditions are bad; few trains and 
crowded. Shortage of coal largely responsible, I guess. 
So be thankful that you are privileged to lead a simple, 
routine life in good old Jersey.” 


Leeds Market for Metal Furniture. 


A supplement to Commerce Reports recently printed a 
summary of the general conditions at Leeds, England 
Included was a statement on the prospective market for 
American metal office furniture. 

* 

Previous to the war American metal office furniture was 
sold in Leeds in limited quantities only. The manufac- 
ture of metal furniture here has been prevented by the 
scarcity of steel for other than war purposes. A local 
firm [whose name may be obtained from the Bureau of 
Foreign and Domestic Commerce or its district and co 
operative offices by referring to file No. 113,179] states 
that it sold American metal office furniture previous to the 
war and is ready to buy considerable quantities when 
deliveries can be made, if it is of the latest designs and 
improvements. In view of the practical monopoly of this 
class of furniture by American manufacturers and the 
depletion of the stocks on hand, there should be a good 
market for it all through Great Britain 

Generally speaking, as soon as the restrictions on im- 
ports are removed and freight rates reduced to reasonable 
proportions, there should be a considerable demand in this 
district for all classes of American goods 


British War Industries Turn to Peace Production. 


The American Chamber of Commerce in London calls 
attention to the sale and conversion of the British war- 
time national factories to peace pursuits under private 
enterprise. 

Among other particulars recently given by Mr. Kella 
way, Deputy Minister of Munitions in the Committee of 
Supply, House of Commons, it was stated that the national 
factory at Gateshead was being fitted out for the making 
of dog-chucks, a trade which up till the present is under 
stood to have been almost an American monopoly. 

The American Chamber further reports that the Liver 
pool national shell factory is to be used for repairing 
street cars; the Bootle national shell factory for the repair 
of lifeboats: the Bootle national gun factory for general 
engineering; the Workington national shell factory for the 
production of mechanical toys. The Bacup national shell 
factory has been converted from a 4.5-inch shell rectifica 
tion shop to a weaving shed; Trafford Park factory from 
billet-breaking to constructional engineering; the Brad- 
ford munitions factory from shell and fuse manufacture 
to dyeing and finishing processes. 


British Industries Go After World’s Markets. 

The Federation of British Industries, which is composed 
of over 900 of Britain’s biggest manufacturers and manu- 
facturing associations, has formulated plans for an over- 
seas organization which contemplates the appointment in 
every market of the world of a commissioner, assisted 
where advisable by expert advisers and subcommissioners. 
In this connection the American Chamber of Commerce 
in London advises that the Federation has issued a map 
of the world which has been divided into twenty-one 
areas. Several of the commissioners for these areas have 
already been appointed. 
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Specialties Bring Quick Profits 


because their novelty practically sells them. 
“Economy” Products sell quickly, as their 
merits need no demonstration. “Economy” 
Seat’ Pads and Cushions bring repeat or- 
ders. The first sale in an office demon- 


strates their value and convenience to the 


workers and visitors. Reorders follow. 





“Economy” 
All-Wool 
Felt Seat Pads 


The “Economy” 
Cushion 














“Economy” All-Wool are made in four standard 

Felt Seat Pads sizes, and three colors— 
maroon, green and_ rich 
Each is equipped with genuine leather 
straps. They prevent “clothes shine” and bring 
comfort to the user. 


brown. 


The “Economy” is soft and resilient, yielding 
with bodily movements, and 
prevents friction. Tops are 
felt, sides and bottoms artificial leathér. Edges 
are welted all around. Made in 15-in. and 18-in. 


Try Out “Economy” Products at}Our Risk 


We send samples of “Economy” Cushions and 
Pads on memorandum to responsible dealers, so 
they may become acquainted with our products. 
If they do not satisfy, we pay transportation 
both ways, upon their return to us. 


Cushion 


Send us your request today. 


Economy Seat Company 
3132-36 South Canal Street Chicago, U. S. A. 
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“Fulton Faultiess’’ 


a 


“Quality” “Service” 


O INSURE the 


trade a square 
deal and fullest sat- 


islaction,every pro- 












duct of our factory 





is rigidly inspected 





and is guaranteed 





against defective 





material and faulty 





workmanship. 





Manufacturers of Labor-Saving 
Office Necessities 


ELIZABETH, N. J. 


E. R. UNDERWOOD, Pres 


Rubber Type Business Outfits 
Self-inking Stamp Pads 
Non-Blurring Stamp Pads 
Elite(Wood Base) Stamp Pads 
Line Daters 

Band Numberers 

Sign Markers 



























Accompanying the map is a valuable analysis of the 
imports of the various commercial areas in 1913. The 
figures give the total imports and the amount of imports 
from the United Kingdom, thus showing clearly where 
British trade needs stimulating. It is the purpose of the 
Federation to explore all the possibilities of these mar- 
kets and to further British trade in all possible ways. 

The Oversea Trade Department of the Federation is a 
separate organization which is divided into e‘ght geo- 
graphical sections, organized as intelligence centers for 
the various territories. The purpose of this department 
is to provide a service run by manufacturers for manu- 
facturers, capable of giving assistance and information 
of every kind promptly and efficiently to every manufac- 
turer who desires to export his goods or import his raw 
material. 

The American Chamber of Commerce in London says 
that the Federation of British Industries is a very high 
class, powerful organization, and can be counted on as 
very likely to accomplish the objects it goes after. 


“Developing Executive Ability.” 

Enoch Burton Gowin has charted the way for a man to 
train himself for positions of responsibility in his “De- 
veloping Executive Ability,” published by the Ronald 
Press Company. While it addresses itself especially to 
the mental drill which fits a man to cope with big prob- 
lems, and organize his work to get direct results, the book 
also takes into consideration material things which con- 
tribute to personal efficiency. A helpful chapter on at- 
taining and preserving health is worth the careful study of 
every man, if he has attained the heights, or if he is still 
climbing. A chapter, “Office Equipment,” is a compli- 
ment to the entire office appliance industry, as it gives full 
credit to the devices of this field in enabling an executive 
to carry out his work with ease, through the assistance 
of correct furniture, filing devices and arrangements of 
work made possible through their use. 

In a few paragraphs Professor Gowin epitomizes the 
history of the ofhice desk from the viewpoint of the user. 
It merits reproduction here. 

“Several decades ago, as Harry A. Hoff tells us, it was 
the fashion to have an office desk of walnut or birdseye 
maple that stood five feet high, opened up like a safe, and 
had neat little boxes fitted in tiers of pigeonholes, not only 
in the desk itself but in either door. Filing cabinets were 
unknown and the worker at the desk had to keep within 
his immediate reach all the numerous letters, papers and 
records relating to his work. 

“After the invention of filing cabinets, the roll top desk 
came into vogue. It was an improvement on its archaic 
predecessor, but even the roll top desk was an unwieldy 
piece of furniture, which afforded too many opportunities 
for the storage of papers and records in its cavernous 
drawers. 

“Later came smaller desks with superstructures low 
enough to permit a clear view of other desks in the of- 
fice. In the meantime as filing cabinets were perfected, 
less need existed for utilizing the desk as a storage cab- 
inet. This consideration led finally to the modern flat 
top desk, a type which is widely used in the business 
world today.” 

The first paragraph suggests the reason why business 
did not grow to modern dimensions until modern of- 
fice equipment and organization made it possible to elim- 
inate the one-man factor in the conduct of business. 

Another quotation will be of interest. “Roll top desks 
and pigeonholes are the foes of efficiency according to 
Rear-Admiral McGowan, who is the business manager of 
our Navy. When he became paymaster-general the of- 
fices were full of roll top desks and he made a requisition 
for a new equipment of desks. When it was refused he 
sent for a carpenter and had him saw off the tops and 
pigeonholes.” 

“Developing Executive Ability” is well worth the study 
of every man who has to do with the outfitting of of- 
fices. It shows the relation of equipment to effective 
mental processes, and will suggest many novel avenues of 
approach in selling—even though it was not written from 
this angle. 


Eraser Man Back from Service. 


Walter F. De Groot has returned from eighteen months’ 
service in the United States Ambulance Corps, attached to 
the French army. He has returned to his o!d position 
with the Weldon Roberts Rubber Company, traveling 
the Southern territory. 
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“Built Like a 
Skyscraper” 
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What Is Your Reputation 
as a Dealer? 


T is precisely the same as the char- 
acter of the merchandise you sell. 








You may have never so considered 
it; yet you associate Jones the 
tailor with shoddy suits and 
Brown the piano man with 
high-class instruments. 





And the filing equipment you 
sell is either building your 
business reputation or belit- 
tling it. 





There is more than profit 
attached to the handling of the 
Shaw -Walker line. There is 
prestige 
The name stands for a quality conceded 
wherever office equipment is bought and 
sold. 
Reputation—and business, too—- built on 
Shaw-Walker equipment are built like the 
product—to endure. 
We are desirous of securing Shaw-Walker 
dealers of a type consistent with the char- 
acter of our product. This does not mean, 
necessarily, the largest dealer in a com- 
munity. Given the typical Shaw-Walker 
representative, the desired volume is soon 


forthcoming. 


THE SHAW-WALKER COMPANY 


Factory and Home Office: 

Muskegon, Michigan 

Chicago, Washington, St. Louis, 

Orleans, Pittsburgh, Minneapolis, 
London 


New York, 
Detroit, New 
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HAW-\WALKER 





STEEL LETTER FILES 








Everything in Filing Equipment 
Complete Lines in Steti, 
Wood and Supplies. 
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Announcing Our Improved Line 


OR more than a year our manufacturing and experi- 

_ mental departments have been at work upon a number 

of important improvements and additions to our line 
which will be announced to the trade in 


GENERAL CATALOG C-149 


to be issued about Septe mber Ist, and in a series of advertisements 
which will appear in the trade papers during the fall and winter 
months. Among the new lines which we believe will be of special 
interest are a complete line of Machine Posting Devices and Supplies 
Columnar Forms and Outfits, Celluloid Tabbed Indexes, many new 
Bank and Commercial Forms, new lines of Price Books and Mem > 
Books, new sizes of Junior Ledgers, Loose Leaf Scrap Books, etc 
Our Ledgers, Post Binders and Sheet Holders will appear in an 
entirely new dress, with many refinements which will stamp them at 
once as products of the highest quality. Look for your copy of the 
new catalog. ; ‘ 


IRVING-PITT MANUFACTURING CO. 


KANSAS CITY CHICAGO NEW YORK 
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Elixir of Pep. 

Following are some of the “wise saws and modern in 
stances” selected from the booklet “Elixir of Pep” written 
by Reginald Rosevear of the Oliver Typewriter Company, 
Philadelphia, Pa. This booklet is 6144x4% inches and con- 
tains 63 pages. It is printed on heavy gray stock with 
gray paper covers and is published by Thomas H. Russell, 
633 Plymouth Court, Chicago. Mr. Rosevear signs each 
little article “Rosey.” We take the liberty of appending a 
quotations from this book: 

Yes and No. 

Wuit Grieving, Old Top! 

Just because you landed the “noes” today, don’t think 
that you have run into a shoal of them. 

“No” 1s simply the opposite of “Yes,” and neither could 
exist without the other. It’s just another case of positive 
and negative and you didn’t contact, so don’t blame it all 
on the other chaj Look to your own battery. Have you 
got all your wires connected? Did you start out not fully 
informed? 

Have you any wires running to Baseball, Penuckle, or 
some Lady Fair—short-circuiting somewhere? 

Watch your spark, and you will soon find that “positive” 
attracts and “negative” repels. 

K oe 
Be Cheerful. 

\ salesman with a cheerful disposition increases his op- 
portunity 

Look as ii you had just taken a million-dollar order 

Create an atmosphere of Optimism. 

Many a growling purchaser may be soothed and tamed 
by a happy countenance. . 

The salesman who looks down in the mouth will fight a 
losing battle. 

Only a dentist can do that and get away with the money. 

\re you a salesman or a dentist? 

BE CHEERFUL. ACT CHEERFUL. LOOK CHEER- 
FUL 


few 


* * * 


Excuses. 

Ever see a down-and-outer that did not have some ex- 
cuse for his condition? 

I never have yet met a poor salesman who did not have 
some excuse to offer for his lack of success. He always 
puts the blame on his territory or his sales-manager, and 
never looks to himself for the cause. 

Excuses are not explanations. 

Excuses are the balms that soothe, but do not heal the 
hurt. If you don’t excuse yourself, you will never ask 
others to excuse you. 

Excuses are snipers on the salesmen’s battlefield. Lo- 
cate them and clean them out, and you will be able to take 
the first-line trench and capture the business, 


DOWN WITH EXCUSES, UP WITH RESULTS. 
a * * 


Backbone Versus Jawbone. 

Samson armed with a jawbone cleaned up a small army, 
according to the Good Book, but Samson was “trimmed” 
by a woman. 

Don’t try to clean up your territory with your jaw- 
bone. Jawbones are out of date as weapons, and a sales- 
man who relies on one will soon get his trimming. 

The real salesman needs backbone if he “Wills” to be 
successful. A good stiff backbone will keep kim upstand- 
ing and smiling, will help him “over the top” at zero hour 
with the speed and pep that will make Mr. Buyer throw 
up his hands and shout “Kamerad!” 

x x 
Steam Up. 

Ever watch the engine on an Overland Train? 

Notice how the steam forces out of the cylinders, how 
the fireman keeps shoveling on coal, keeping up the 
steam: 

Man, if you want to bring your train through. keep the 
steam up! Clean your firebox of all the clinkers of Pes- 
simism and Doubt—throw on'the coals of Confidence and 
Enthusiasm, watch your steam gauge, create live steam. 

[ remember down in Indiana a Railway where they 
used an old engine they called “Betsy Ann.” Every time 
they had to blow the whistle, the engine would stop. 

W hat steam are you producing, whistle or pulling power? 

Remember, too much whistling gets on people’s nerves. 
Watch your steam! 

a we a 
Grit. 

We admire the boys who, in the face of most horrible 
death, went “over the top.” 

Those boys believed in the invincibility of their arms, 
in their country and the righteousness of their cause. Be- 
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Get acquainted 
with the Profits 


St. Johns 


makes possible 
for you. 





St. Johns office 
tables have 
clean, business- 
like lines — ele- 
gance without 


frills. 


They arestrong, 
sturdy, rigid, 
They 
are made of per- 
fectly seasoned, 


durable. 


They are 
hard 


first-grade stock. 
finished to withstand 
usage They are guaranteed. 


They are made under the most 
advantageous conditions in the 
largest table factory in the 
world. 


There is a St. Johns table to 
fill every need; from the mail- 
ing room up to the kind for 
the ‘‘front office.” 


CATALOG ON REQUEST. 


ST. JOHNS 
TABLE COMPANY 


Cadillac Michigan 
Ge ee 























Nichols & Stone Chairs 
Talk Quality 


The prospective chair buyer needs no 
extended sales talk to convince him of 
the merit that lies in Nichols & Stone 
Office Chairs. Their value is self-evi- 
dent. Their comfort is readily dem- 
onstrated. 


We do not bewilder you with an end- 
less variety of styles when showing 
the Nichols & Stone Line. Each style 
has proven popular for the service for 
which it was designed. By limiting 
ourselves to good sellers, we reduce 
commercial costs, and stock up for 
quick shipment. 


Catalogue O-1 is off the press, and we de- 
sire to present you with a copy. It will be 
sent just as soon as we receive your name 


and address. 


Nichols & Stone Company 


Gardner, Mass. 











a 8 





OFFICE APPLIANCES August, 19709. 


lief filled them with grit. lf they had not had this belief, 
the Germans might not have been driven back over the 
Rhine. 

Grit is a mental quality—not physical. It is the force 
that makes a man stick to the job, no matter how great 
the odds appear. It is the force, Old Man, that helps you 
bring home the bacon. 

Cultivate your Grit! 

a oo * 
Honest Salesmanship. 

I have met salesmen who were trying to sell something 
in which they personally did not believe. Perhaps they 
did not appreciate the worth of the goods they were 
selling. Still they boosted its merits and sometimes were 
successful in landing the order, but they looked like a 
pawnbroker accepting a man’s overcoat on a cold day for 
a paltry loan. 

Fellows, you must believe in the goods you are selling, 
in the house you represent, and the value of your prod- 
uct to the customer. If you don’t every time you land 
an order you will feel like a burglar and he afraid to 
look your customer in the face. 

Sell yourself first—then sell Belief! 

* ok ok 
Be Courteous. 

When you go into an office: 

Take your hat off. 

Put away your cigar. 

Be ready with your “Good Morning.” 

Don’t be seated until you are invited. 

Don’t bluster. 

Dignified courtesy will help you when everything else 
seems dead against you. 

Ask permission to show your goods. 

Talk easily. 

Don’t pound the desk and try to bluff. 

Be a gentleman and you will find that even the so- 
called grouch will pull in his claws. 

Courtesy is the key that will unlock the coor of op- 
portunity for you. 

In the morning and the evening and all through the day, 
whether rain or shine—through good business or bad, 
keep ever with you that great key to success: 

COURTESY. 

e .6 .¢ 
Punctual Punch. 


“Better late than never” was a good proverb once. 

Today, Late is Never. 

That Old Bed does feel mighty comfortable on a cold 
morning. Gee, how we hate to get up—‘Perhaps the 
buyer won’t be ready to see me early anyway.” Let’s 
roll over and have another snooze. 

“Late! What? The buyer here and gone! 

Left the city, you say? 

Why, man alive, I came here especially to see him 

Waited for me, you say? Expected me first thing this 
morning? 

Well, I'll be ———_!” 

Yep, it happens every time, Old Man. 

Don’t trust old proverbs. 

You know the story of the Dog chasing the Rabbit, 
and what might have happened if the dog hadn’t stopped 

Be on the job early—IT PAYS. 








* k oy 
Canvass. 
You want to know how to sell more goods, 
You want to make your work pay, 
Well, its done by several ways and means, 
But you must Canvass Every Day. 


Be modest in manner and neat in dress, 
A smile will always pay; 

Be firm and confident in your address, 
And Canvass Every Day. 


Don’t talk about a competitor’s line, 
Knocking will never pay; 

But boast about the goods you sell, 
While you Canvass Every Day. 


Be sure of your line and never show fear 
No matter what people may say; 

Tell out your story straight and clear 
While you Canvass Every Day. 


Follow this path, ’tis the Road to Success, 
Let Courtesy point the way. 

I found it right and so will you 
If you Canvass Every Day. 
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28,000,000 people are being told why SHEAFFER PENS and 
SHEAFFER Sharp-Point PENCILS are the modern writing in- 
struments. 28,000,000 people are being told to go to you tofind out. 


This is a current advertisement from the Sheaffer National Adver- 
tising Campaign appearing before these 28,000,000 readers. 








; i. 
ee 


UF in the North World where primitive men 
once took what came —and weighed the price 
in gold—they’re getting “fussy-like” now. 
And why not? Civilization has long since come. 
Civilization and the SHEAFFER Pen. It’s kind o° 
fitting, too, Alaska’s the land of do things. The 
SHEAFFER'S the pen that does things. 
The SHEAFFER Pen always writes all ways so jf 
long as there’s a drop of ink inside. It does not leak # 
or blot, flood, sweat or skip. ' 
In Greenland—in Patagonia—wherever men make marks— 
someone has introduced the SHEAFFER—the world’s best pen. 
Its use is a happy habit. Sold by good dealers everywhere. 
W. A. SHEAFFER PEN COMPANY 
4 41C Sheaffer Building, Fort Madison, lowa 
S New York, 440-4 Canal St. l § Kansas City, Gateway Station 
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Chicago, 504 Consumers Bldg. | Service Stations: } San Francisco, Monadnock Bldg 








for $2.50 and u with new idea insimplicity—are —— from 
clip-cap $2.75 and up. No. $1 to $50. Illustrated is the 
5 illustrated above price $5.25. Turned design in silver filled $1. _ 


$9. 50 TheSHEAFFER Pensells ~ SHEAFFER Sharp-Point PENCILS—a 
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Cacc- PRONG BINDERS 
ARE BUILT THE BETTER WAY 


For an alphabetical or numerical arrange- that more Cesco Prong Binders are used 
ment requiring guick action in removing than all other makes combined? 

or inserting leaves from different parts 
of the book, the Prong Binder is still the 
favorite of many users 





Because we make them better —for 
instance—-Prongs in the Cesco Binders 
are machine riveted to steel angle plates. 


It is principally used for Tariffs, Letters, They can not loosen or pull out. The 


Invoices, Catalogs, Maps, and for similar hinge is reinforced in an exclusive 
purposes. Cesco way. 

Most stationers have sold Prong Binders Our prices are the same as you pay for 
of one make or another—but do you know the ordinary style. 


Are You a @C@CC Dealer? 


No other line offers the stationer as great an opportunity"for developing 
a Loose Leaf Department. 


No other manufacturer has studied the consumer’s requirements or 
devised such an extensive assortment of Accounting Forms and Devices. 
This assures a popular and salable line. 


We cannot begin to tell you here of all the Cesco features—space does 
not permit. But if you want to know what the Cesco Line really is, 
send for our Catalog and Dealers’ Proposition. 


THE C.E. SHEPPARD CO. | 


303-311 HUDSON STREET - : NEW YORK, N. Y. 
BRANCHES: CHICAGO PHILADELPHIA BOSTON ATLANTA 
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New York Golfers Enjoy Holyoke. 
(Continued from page 25.) 
were Geo. E. Ruff, ot Lipman, Wolfe & Company, Port- 
land, Me.; E, E. Babb and Mr. Marshall, of Boston. The 
representatives from the White & Wyckoff Manufacturing 
Company were J. L. Wyckoff, president; George H. Burk 
hardt, vice president; Herbert W. Cowan, superintendent; 
Albert H. Sampson, advertising manager; H. B. Elmer, 
director of the foreign service bureau; Wm. H. Lipmann, 
purchasing agent; W. F. Gillette, secretary. E. N. White, 
treasurer, waS not present, being in Maine on a vacation. 
New York Stationers’ Outing. 

The outing of the New York Stationers’ Association 
at Gedney Farms, White Plains, N. Y., June 26, brought 
out a large attendance and proved very enjoyable. The 
weather was threatening in the morning, but by mid- 
afternoon it cleared up, and the various field events were 
contested with spirit. The baseball game between the 
wholesalers and the retailers was exciting, and ran into 
five innings, when the retailers scored thirty to the whole- 
salers’ twelve. 

During the afternoon the New York Stationers’ Golf 
Association played a tournament. The visitors’ first prize 

a silver platter—was won by Walter Willoughby, of the 
San Francisco office of the Eaton, Crane & Pike Com- 
pany. The second prize went to Fred Burkhardt, of the 
Parsons Paper Company. Prizes for members of the 
Golf Association were awarded as follows: First, Walter 
McNeill; second, Mr. Conklin; third, C. A. Meyer. 

\ number of races and novelty events concluded the 
athletic program. 

A dinner was served at seven o'clock, followed by 
dancing. Musical numbers were presented by members 
of the party, including a solo by Mr. Stonehouse, of the 
Schaefer Pen Company, and one by J. T. Holwedel. 

Prizes were contributed by the following firms: L. E. 
Waterman Company; Wahl Company; Boorum & Pease 
Company; Irving-Pitt Manufacturing Company; Eberhard 
Faber; Dennison Manufacturing Company; Schaeffer Pen 
Company; Eaton, Crane & Pike Company; Kiggins & 
Tooker; White & Wykoff; George B. Hurd & Com- 
pany; Coyle & Gilmore Company; Whiting Paper Com- 
pany; Kimpton, Haupt Company. The American News 
Company presented the members of the winning ball team, 
and the official score keeper with jeweled American flags. 

Protectograph Premier Club Convention. 

‘he Premier Club of the Todd Protectograph Company 
held its first annual convention at Rochester July 29 to 
August 1. The membership is composed of salesmen who 
have won their 33d degree in the company’s Legion of 
Honor. At the time of going to press details of the meet- 
ing were not available, but it is understood that a full 
program of work and entertainment was provided for the 
hustlers who have worked their way to the top rank of 
the Protectograph sales organization. 








Chicago Stationers’ Annual Outing Aug. 16. 

The Chicago Stationers’ Association will hold its annual 
outing on August 16th at Fox River Grove, Aurora; IIl. 
The committee in charge consists of Geo. Ramskill, Wm. 
Matthews, Herbert Schnable and “Doc” Evans of the 
Sanford Manufacturing Company. 

\ special train will leave the Wells street terminal of 
the Aurora and Elgin railroad at 1 p. m. on the day of 
the picnic. 

The usual ball games, races, dancing and other 
amusements will fill the day. It is hoped that as many 
children as possible may be present, as many special 
events have been arranged for their benefit. 

It-is planned to return to Chicago about 8 p. m. 


California Stationers’ Annual Meeting. 

June 26 an enthusiastic annual meeting of the Stationers’ 
Association of California was held. The scene of the 
gathering, which took the form of a dinner, was the 
Italian room of the Hotel St. Francis, San Francisco. 
\bout thirty-five members were present, mostly of the 
local contingent. The entertainment program was the 
strong feature of the evening, as the committee, consisting 
of Edward and William Wobber and J. Patrick, went to 
special effort to supply the guests with many enjoyable 
surprises. Songs were rendered by members of the or- 
ganization as well as by professional entertainers. and at 
the conclusion of the social end of the gathering the busi- 
ness meeting was held. Henry Dimond presided. He was 
re-elected chairman for the coming term 
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O'— J Leneoot Sel 
Quality Pencil in 
the World 


ENUS 
PENCILS 


Quality counts; brings business; 
adds to prestige. VENUS Pancils 
are called for by customers who 
wan: the BEST in anything they 
buy. Their name, their trade- 
mark, their QUALITY, is known 
in every civilized country of the 
world. 



















Made in 
17 black degrees 
and 3 copying. 





Don’t let your stock of the famous 
VENUS Pencils get low. Every- 
body say this is going to be a big 
year for business—bigger than ever 
for quality lines. 

You want that business. 


American Lead Pencil Co. 
220 Fifth Avenue, New York 
Also Clapton, London, England 











Mr. Dimond and his assistant, A. Arthur Dunn, re- 
turned from the meeting of the executives of the various 
stationers’ organizations in Chicago just in time for the 
local meeting of the 26th and both these gentlemen spoke 
of the plans discussed for increasing the activities of the 
national body in co-operation with sectional associations. 


Philadelphia’s Convention Delegates. 


Gossip from Philadelphia’s stationery circles indicates 
that the delegation from that city attending the Richmond 
convention of the National Association of Stationers and 
Manufacturers will be headed by Harry A. Prizer, presi 
dent of the Philadelphia association. 


A New Kind of Speech. 


Early this year the Pittsburgh Booksellers’ & Station- 
ers’ Association held its annual dinner. This is one of 
the principal events of the year in the Pittsburgh organi- 
zation and, of course, the officers are obliged to make 
speeches. A brief report of this dinner was given in 
Office Appliances some months ago, but at that time we 
did not have an opportunity to present the original speech 
of the president, Charles H. Clough. We give it here 
because it is a different kind of speech. It is original, 
clever and tells some of the things that a man would like 
to say on such an occasion, but usually hasn’t the nerve: 

Perhaps vou think I am going to make a speech, but | 
am not. 

You think I am going to say “I’ve been too busy to pre- 
pare a speech,” but I shall not, although it would be the 
truth. 

You think I am going to say “I was not expecting to be 
called upon,” and then ramble along for three-quarters of 
an hour without saying anything. You are wrong again. 

I couldn’t make a speech if I tried, and sometimes | 
am glad of it, for if I could think on my feet I should 
probably talk entirely too much; but I will say this, no- 
body cares a rap how long we've been in business. Two 
firms represented here tonight can trace their genealogy 
back to 1797, but that does not count for anything these 
days. 

All the dear, good public wants to know is, Can we 
deliver the goods? 

What matters it to them if for 122 years our ancestors 
and ourselves have been cussed and complimented, lam 
pooned and lauded, persecuted and patronized? 

Because we have moss on our back and grass struggling 
under our feet is no reason why we should be respected 
or patronized if we haven’t the goods, the prices and the 
service. 

In a sense this is true of the various stationers’ associa- 
tions, and yet it is interesting to retrospect at times, and 
this is one of the times. 

The Pittsburgh association is the first one ever organ- 
ized for the regulation and maintenance of fair retail 
prices—equitable alike to purchaser and retailer. We 
were organized November 14, 1889, being antedated by 
only one other association, and that one did not deal 
with prices. 

When we organized there were no movies. Ladies wore 
bustles on their hips and rats in their hair. Nobody had 
appendicitis and operations were rare. Nobody wore 
white duck shoes. Nobody had heard of a “Tin Lizzie.” 
Nobody cared what gasoline cost—it was five cents a bot- 
tle whether a half pint or half gallon. Hired girls were 
paid $1.50 a week, and glad to get it. The butcher threw 
in a chunk of liver with your purchase. The only person 
who believed in the possibility of a submarine was Jules 
Verne, and our own Prof. S. P. Langley was about the 
only one who had faith in the “heavier than air” flying 
machine. Cannons didn’t shoot seventy-two miles and 
there were no human beings so utterly devoid of feeling, 
as to squirt liquid fire on their brothers, or to burn out 
their lungs with horrible gases. 

But reverting to pleasanter things and to make a long 
story short, our local association is doing a good work, 
but not enough of it. 

It has been proposed to admit all the newsdealers, type- 
writer agencies, rubber stamp manufacturers and every- 
body else who sells a pen or lead pencil. In my opinion 
this would simply make our association unwieldy and do 
no possible good. ne 

I have only one suggestion to make—and that is for us 
to meet regularly at least once a month and have every 
firm represented. 








ee ee 


Ae EN RE 





August, 1979. OFFICE APPLIANCES 





103 














N° OTHER filing device can ever take the place of a Scrap 
Book for permanent preservation and ready reference. “Past- 
ing in” keeps clippings from becoming lost or mutilated by repeated 
handling. Every customer of yours should use a Scrap Book to pre- 
vent the escape of valuable information and interesting items which 


cannot be carried around in the head or pocketbook. 


National Flat Back Scrap Books, with flat, unbreakable backs, 


strong manila paper, and canvas bindings, will give long and satis- 


factory service, and be in good condition to hand down to the next” 


generation. 

Scrap Books are only one of the many thousand Bound and 
Loose Leaf Blank Books made at Blank Book Headquarters in 
Holyoke—the paper city. Teach your customers to buy and rely on 


the National Eagle-marked Blank Books. 


Handsome new window cards of the National Flat 
Back Scrap Books are ready for distribution. Strik- 
ing in color and design. How many will you need? 


NATIONAL BLANK BOOK COMPANY 


HOLYOKE, MASSACHUSETTS 
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for the 
EBERHARD FABER 
Selling Surprise in the 
September Issue of this 


Paper. 


It will speak for 


itself, and in 
your language. 


EBERHARD FABER 


Oldest Pencil Factory in America 
Factories—Brooklyn, N, Y., and Newark, N. J. 


Offices— New York, Chicago, Boston, San Francisco 


























On mes mane mere 
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ForgOur Country 








A brief record of men from the field who 
have given Life or Time—which is the stuff 
Life is made of—to the glorious cause which 

Old Glory has ever typified 23 





Touch and See 


Meilicke Sight Systems make data 
instantly available for reference. A 
touch on the index tab, and the infor- 
mation lies open. Whether an active 
‘phone list compiled from the local tele- 
phone directory or one of our many 
prepared compilations, the information 
is at the user’s finger tips. 
































John W. Dels has returned from military service and 
has entered business again at 85 Worth street, New 
work, Nz 2. 

* * * 

After a year’s service in the army, Roy Speaker has 
returned to the assembling department of the Irving-Pitt 
Manufacturing Company. 

ok * cs 

Walter Erickson, of Stores “A,” Irving-Pitt Manufac- 
turing Company, Kansas City, Mo., was in Nevada with 
the Seventh Regiment 

* * * 

Charles H. Hyatt, recently released from the military 
service, will travel the territory west of Denver for the 
American Clip Company. 

x * * 

F. G. Farrell, who attained the rank of ensign in the 
Navy, has joined the sales force of the Whiting-Patterson 
Company, Philadelphia, Penna. 

* * ok 

Major Paul Welles, a director of the Monroe Calcu- 
lating Machine Company, has returned from France. He 
served in the Signal Corps since the Autumn of 1917. 

* * * 

After thirteen months abroad, Charles De Craft has 
resumed his old position as head of the shipping depart- 
ment of the William R. Gordon Company, 420-22 Market 
street, Philadelphia, Penna. 

ad * * 

Lieutenant J. K. Reckford, who served in the Navy 
Flying Corps, has returned to this country. He has 
resumed his position of assistant secretary of the Amer- 
ican Pencil Company, New York. 

oa * a 


C. L. Dougherty has returned to the United States 
after a kaiser-chasing sojourn in France. After a vaca- 
tion he will resume work with the Boston office of the 
Monroe Calculating Machine Company. 

x * * 


Harold T. Mintz, E. H. Patrick and Harry D. White, 
salesmen of the Thaddeus Davids Ink Company, incorpo- 
rated, of New York, have been released from military 
duty and are now on the road again selling the company’s 
products. 

x * * 

Lieutenant ©. A. Ridlon has returned to the M. L. 
Zercher Book & Stationery Company, Topeka, Kans.. 
having completed his tour of duty overseas. He served 
with the Thirty-fifth Division in many of the big engage- 
ments, including the battle of the Argonne Forest. 

* * * 

Two former salesmen of the Monroe Calculating Ma- 
chine Company have returned from army service, and are 
now connected with the Philadelphia territory. M. B. 
3arnes will resume in Philadelphia, while Allen G. Os- 
borne will have charge of the office at Wilmington, Del. 

* * * 

Robert Clarke, Jr., has been released from military serv- 
ice, after spending twenty months in the aviation branch 
of the army. He operated in Italy for twenty months. 
Prior to his entry into the service Mr. Clarke was con- 
nected with the sales department of the General Fireproof- 
ing Company, Youngstown, Ohio. He was recently ap- 





Me.ilicke. Sight Systems 








ee er Pay Roll 
0p eckers Calculators 
ictaforms Active ’Phone 
Lists 
Yard Goods 


Calculators 




















Meilicke Sight Systems are attractive as 
merchandise and effective as labor savers. 
A display frequently brings people into the 
store asking “How Much?” No sales 
effort is involved. 





Write for complete information, and sales 
proposition for live dealers. 


Meilicke. 


Calculator Company 


350 N. Clark St. Dept. O-8 Chicago, Ill. 
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comes up smiling 


N | xeocoun 


LINEN LEDGER 


DOES NOT WRINKLE OR TEAR 





Haste has no terrors 


for TYPOCOUNT 


PEED is the watchword of Amer- 
ican business today. To expe- 
dite your accounting you employ the 
finest machines and the most rapid 
operators obtainable. But are you 
right kind of ledger 


paper,—the paper that can keep up 


giving them the 


with the pace and stand the strain of 
being whipped in and out of the ma- 
chine day after day? 


TYPOCOUNT Linen edger Paper is 
a “speedy” worker. Jerks and hasty 
pulls are rendered harmless by its 
tough texture. Repeated erasures 
leave its surface smooth and firm, 
ready for clear type impressions. 
Typocount has a backbone that keeps 
it stiffly upright in the files, facilitat- 
ing rapid selection of the desired 
sheets. Made especially to meet the 
most exacting requirements of ma- 
chine bookkeeping, Typocount makes 
the best possible records in the least 
possible time. 


Typocount is a “live” line. 
May we send you a supply of 
test sheets for distribution? 


Byron Weston CoMPANY 
DALTON, MASSACHUSETTS 








pointed advertising manager of the Petroleum Iron Works 
of Sharon, Penna. 
* * * 

Service, of the Irving-Pitt Manufacturing Company, 
Kansas City, Mo., reports an extensive service record on 
the part of George Thomas, an employee. He spent four- 
teen years in the regular army, having been with General 
Custer in his last battle, serving also in the Philippines and 
Cuba during the Spanish-American war. His four sons 
were in the army during the recent war, and three saw 
active service; all have returned home unscathed. 

* * 

A number of the members of the staff of William F. 
Murphy’s Sons Company, Philadelphia, Penna., were in 
the country’s service during the war. Most of them have 
returned to work, and the rest are making their way 
through the mazes of demobilization. Miss Florence M. 
Fisher served as a yeowoman. Robert Dorman Brooks 
and William Henry Brooks, Jr., sons of the company’s 
president, were in the Navy. Raymond Fox, a member of 
a machine gun company, was wounded in the Argonne. 
Horace J. Walton was gassed, and recovered. George 
W. Nofer did his share. Franklin Tyson and Ernest 
McGee saw service, 

* * 1K 

Graphite. of the Joseph Dixon Crucible Company, re- 
ports the following service men who have returned to 
work, additional to those listed in recent numbers: B. C. 
Arey, Field Artillery, Boston district office; Louis Arnoid, 
113th Infantry, A. E. F., driver; Edward E. Backus, 335th 
Field Artillery, crucible factory office; G. H. Bowley, 
Naval Reserve, pencil department; Geo. E. Brown, 113th 
Infantry, crucible factory; C. A. Brunger, Ordnance Ser- 
geant, A. E. F., automobile lubrication sales department; 
William P. S. Burrell, Motor Transport Corps, advertising 
department; F. W. Cassey, Sergeant 104th Field Signal 
Battalion, A. E. F., accounting department; John Conklin, 
113th Infantry, A. E. F., driver; H. A. Cordes, 20th Engi- 
neers, A, E. F., crucible factory; John Fargo, 334th Field 
Artillery, pencil factory; Joseph Green, 18th Casual Air- 
craft Armor Company, machinist; H. L. Hewson, lieuten- 
ant, U. S. Navy, railroad department; Thomas A. Mc- 
Crystal, U. S. Navy, grease factory; William McFadden, 
104th Engineer Corps, crucible sales department; Edwin 
A. Sell, Sergeant. 33rd Engineers, A. E. F., pencil sales 
department; Wm. J. Ward, 113th Infantry, crucible fac- 
tory; Joseph Whitley, 113th Infantry, A. E. F., cost de- 
partment; David Young, Ordnance Department, cost 
department. 

A New College of Secretarial Science. 
(Continued from page 23.) 
given, including an intensive course for Red Cross secre- 
taries and a special course organized to train field secre- 
taries for the Thrift Department of the New England 
Liberty Loan Committee. 

Quoting from the first catalogue of the College of Sec 
retarial Science: “The secretarial programs include the 
cultural and technical subjects which are necessary to 
develop secretaries of broad vision—that is, technicians 
of the highest order: women conscious of their duties and 
opportunities as citizens of the state. members of the 
office organization, or administrators in the home.” 


A Correction. 

On page 169 of the June issue of Office Appliances ap- 
peared a report of the organization of the Los Angeles 
Office Equipment Association. In this report it was stated 
that W. E. Pierce of the Weber Show Case & Fixture 
Company was president. This statement was in error 
for, while there is a W. E. Pierce connected with the 
Weber Show Case & Fixture Company, the gentleman 
who was elected to the presidency of the new organiza- 
tion is Theodore Fiske Peirce, also a member of the 
Weber organization. Office Appliances presents its 
apologies. 





Thayer Brothers Dissolve Partnership. 


Thayer Bros., Brockton, Mass., have dissolved partner- 
ship after forty-two years’ business association. Frank 
H. Thayer is retiring from active business, and has not 
announced his plans for the future. William H. Thayer 
will continue the business, assisted by Andrew F. Leon- 
ard, who has been with the firm twenty-nine years. 

The Department of Commerce and Labor answers 
ee letters a week, replying to inquiries about foreign 
trade. 
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Are You Selling the Carbon Paper 
We Keep Fixed in People’s Minds? 


MultiKopy is the only carbon paper nationally 


uiriKoPy 


advertised. 


The Carbon Paper 
That Gives Satisfaction 





MultiKopy advertising in the Saturday Evening Post, 
Literary Digest and other magazines of nation-wide circula- 
tion, fixes and keeps it fixed in consumers’ minds. 

Thousands of people think MultiKopy when they think 
carbon paper. 

Yet a better reason: MultiKopy gives such complete satis- 
faction that users want it again. They will accept no other 
carbon paper. 

These selling-factors insure dealers a quick turnover in 
MultiKopy. 

It sells and repeats so steadily that we engage to take back 
after a specified time unsold stock—when there chances to be 
any. 

Our Definite Selling Plan will give you the full details. 
Send for it today. 





Star Brand Typewriter Ribbons 
Are Also Fixed in People’s Minds 
They are nationally advertised in every MultiKopy adver- 


tisement. They don’t fill, and they give such complete satis- 
faction that they also repeat. 


ge Rate F. S. Webster Co., 338 Congress Street, Boston, Mass. 


NEW YORK: 114-118 Liberty Street CHICAGO: 14 .N. Franklin Street 
* PHILADELPHIA: 908 Walnut Street PITTSBURGH, PA.: 830 Park Building 

















EE TT 
; : ‘ Ciel ‘ u : me seca” se” pee sas er" sma" mm smn Fe 














108 





OFFICE APPLIANCES August 








Have Us Send YOU 


























This “MAYVILLE” 
Service-Giving 
Folder 


You can buy folders that are 
lower priced than “MAYVILLE” 
FOLDERS. You can buy fold- 
ers that are higher priced. The 
higher priced folder is too costly 
for the average files, and the 
cheaply made folder is a decided 
expense. 

“MAYVILLE” Folders are neither 
high priced nor cheap—They are built 


for service to sell at an economy price. 


qmAYVILLE” Folders are sold by 
Send us the name of a dealer who 
ee “MAYVILLE” Folders and we 
will mail without cost, a medium and a 
heavy t “MAYVILLE” Folder. 
Made in uniform letter and legal size, medium 
weight and heavy weight, of uniform stock. 


Geo. W. Millar & Co. 
284-290 Lafayette St. New York 
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“MAYVILLE” 
FOLDERS 


Experienced merchants, shrewd buyers, know that it pays them 
to sell articles that customers come back for again and again, and 
ask for by name. You can build up a better folder business by 
selling the service-giving folder named “MAYVILLE.” 


We have carefully studied the needs and wishes of the great ma- 
jority of folder users and “MAYVILLE” FOLDERS are made to 
satisfy those needs. “MAYVILLE” FOLDERS are light, durable, 
of uniform size and made of uniform stock. They do not break in 
the fold or curl at the edges. 


The advertisement at the left, taken from “System” the Magazine 
of Business, shows how we are introducing “MAYVILLE” FOLD- 
ERS to the office managers and executives of the country who do 
the buying. Sell this nationally known folder and prove that 
“MAYVILLE” FOLDERS are Customer Holders and Good 
Will Builders. 


Made in letter or legal size, medium or heavy weight, natural, blue 
and salmon shades. 


Write for samples and prices. 


GEO. W. MILLAR & Co. 
284-290 Lafayette St., New York 


wouht MAYVILLE” FOLDER" “4 * MOP Also makers of standard quality ‘‘MAYVILLE”’ Die 
Nome Wiping Paper, Adding Machine Rolls and ‘‘MAY- 
= - VILLE” Treated Tympan and Offset Papers. 























The 
Store 
That 
Sells 
“MAYVILLE” 
Sells 


Service 
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PASSED AWAY | 





W. Herbert Blake. 

Wallace Herbert Blake, a few years ago a member of 
the editorial staff of Office Appliances, died Friday, August 
l, in the Oak Forest Tuberculosis Sanitarium, and was 
buried Sunday afternoon, August 3, in Rosehill Cemetery, 
Chicago 

Wallace Blake was born in 1879 in Evanston, Illinois, 
where he spent the years of his youth. Upon graduation 
at Northwestern University he chose newspaper work as 
his profession and served as reporter on the Chicago Trib- 
une, city editor of the Elgin Courter, telegraph editor of 
the St. Louis Star, and dramatic editor of the Los Angeles 
Herald. 

Growing restless in his newspaper work he turned to the 
field of advertising copy and in his connection with sev- 
eral agencies prepared some clever and unusual material. 
He left his agency work to join the staff of Office Appli- 
ances, where he divided his time between advertising copy 
and special articles. His best work on the journal was as 
a special writer at a second period of employment. 
Readers will recall the excellent articles which appeared 
under the name “The Passerby,” the capital series under 
the head “Brass Tacks,” and the splendid series under 
the head “Lay Sermons.” During his first period of as- 
sociation with the journal, an intention which had for a 
long time been uppermost in Blake’s mind, to become a 
priest of the Episcopalian church, crystallized into action. 
He gave up his work and arranged for the theological 
course in the Northwestern University. Throughout his 
years a student and a writer, Blake had laid a foundation 
for this work, with the result that in a single year he 
crowded in his receptive mind what would have taken the 
average student several terms to acquire. He was or- 
dained and sent to a church in a Colorado mountain town. 
Within three years he had served in three or four 
churches, and although the old desire did not forsake him 
he gave up his work in the church and returned to the 
advertising and newspaper field. 

Frail of body but strong of mind, Wallace Herbert 
Blake was a restless spirit. He was no waverer. He fol- 
lowed the gleam—the gleam of his own personality. He 
led his life. He laughed at conventions and sometimes 
laughed at himself. He was genuine through and through, 
pretending nothing he was not. He scoffed at sham and 
hurled invectives at sordidness. Like all of us he was 
not always sound nor always reasonable. He took no 
toll. He had a lively wit that softened his irony. In 
another age he had. been an itinerant philosopher who 
supped and talked with those who gave him shelter. 

A friend once introduced him by correspondence to 
another friend. In the letter was used this sentence— 
“Blake, Tom, is a priest of the Episcopalian church. That 
is neither for nor against him. He could no more help 
being a preacher than Ike Weir, the Belfast spider, could 
help being a fighter.” In acknowledging copy of the let- 
ter Blake wrote—‘I want that reference to the Belfast 
spider engraved on my tombstone.” The friend pledged 
himself to see that it was done if he were the survivor, 
but what, after all, does a tombstone inscription matter? 

Herbert Blake dared to do the things he wished to do 
in this imitation life we all live—some day, some day, will 
come the realization that it is but imitation; that the 
struggle and strife is useless and vain and, perceiving the 
truth, as we perceive the truth of the rising sun which 
does not rise, the imitation will fall away and we shall 
discover “at hand” that which we looked for, afar. 


Frank Kuhlman. 

The following memorial is presented by the Cincinnati 
Furniture Exchange 

Frank Kuhlman, born Dec. 26, 1878; died March 17, 1919. 

In the prime oi life and in the face of an exceedingly 
bright and promising future it has pleased the hand of 
Divine Providence to remove from our midst Frank 
Kuhlman, junior member of the Kuhlman Hardware 
Company 

Entering the employ of this company in 1895, through 
unusual ability, great energy and the highest integrity, 
his advancement was rapid, his induction as partner in 
the business resulting on January 1, 1910. 
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INTER ATIONAL 
Rubber Speed Keys 


Do you want to realize on an excep- 
tional opportunity to increase your 
list of satisfied customers and add to 
your profit in business? 


IMAI 


it 


If this interests you, let us tell you 
about our DEALER’S proposition 
and printed matter. You will find it a 
BIG MONEY MAKER. 


INTERNATIONAL RUBBER 
SPEED KEYS kill the glare and re- 
move eye strain. Prevent finger slip- 
= ping, increasing speed and accuracy. 
= Eliminate bruised fingers and broken 
nails. Reduce vibration and aid in 
many other ways. 


HH 


{UL AHHH 


Every person who uses a typewriter needs 
this wonderful help. 


= Will wear for years. 


= Made for both single and double keyboard 
machines; also for Comptometer Adding 
Machines and Burroughs Listing Machines. 
Anyone can attach them. 


International Manufacturing Co. 


now owned and operated by 


Munson Supply Co. 
23 City Hall Place New York City, U.S. A. 
EaMIlIH0V27) MERHMUNLIN IW LUNASt 4414140401414 (100TH SRA 
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Old Hampshire 
Typewriter Papers 
and 


Manuscript Covers 











A LINE of carefully selected 
“best sellers” comprising 
in addition to Old Hampshire 
Bond, other grades, weights 
and finishes of relatively high 
quality. 

To see is to believe. 


Send for samples. 





FINE STATIONERY DEPARTMENT 


Hampshire Paper Company 
SOUTH HADLEY FALLS 
MASSACHUSETTS 


Makers of 


Old Hampshire Bond Vellum Lawn 











As the representative of his company in the Cincinnati 
Fudniture Exchange he proved to be a worthy successor 
to his esteemed father, Mr. E. Kuhlman, Sr., whose re- 
tirement was greatly regretted by all the members. Dis- 
playing a keen interest in the affairs of the Exchange at 
all times, regularly atténding the meetings, ever ready 
and willing to give of his time and ability, the value of 
Frank Kuhlman to the Exchange was duly recognized by 
his repeated election as director, a position which he held 
at the time of his death, 

Of most kindly character, he made friends of everybody 
who came in contact with him, and the better he was 
known the more he was beloved. His death has cast a 
shadow of sorrow on the path of his associates and friends 
To his wife, who survives him, we extend our heartfelt 
sympathy in her bereavement. 

We recommend that this memorial be spread on the 
minutes of the Exchange and that an engrossed copy be 
transmitted to the family of the deceased. 

JOSEPH SCHEID, 
WM. J. SEXTRO, 
JOHN WOLF, 


Committee 
+ F +£ 
J. W. Curtin. 

J. W. Curtin, who represented the Wales Adding Ma 
chine Company in Milwaukee, Wis., passed away recently 
+’ - +F 
La Verne Noyes. 

La Verne Noyes, a prominent Chicago manufacturer, 
passed away July 24. His later fame was as philanthropist 
and president of the Aermotor Company, manufacturers 
of windmills. The foundation of his business activities 
was in the invention of a dictionary holder, which met 
with universal adoption. 

oy 


+ 
Gardner C. Hull. 

Gardner C. Hull, senior member of the wholesale sta- 
tionery firm of Hull & Deppisch, 108 Fulton street, New 
York, met a violent death July 19, at his place of 
business. While seated at his desk he was assaulted with 
a hammer and robbed of over $200. 

Two young men, employes of the firm, were suspected 
of the crime. 

+’ - + 


Levy J. Trousdale. 


The death of Levy J. Trousdale at Nashville, Tenn., re- 
moves from business activity a man who had been con- 
nected with the Burroughs Adding Machine Company for 
about nineteen years. Mr. Trousdale had been with 
Southern agencies of the Burroughs Company, and an 
agency manager at Nashville and Mobile. 

- - & 
Fred Flammger. 


Fred Flaminger, a pioneer bookbinder of Missouri, 
passed away June 29 after several months’ illness. He 
was president of the Flammger & Grahl Blank Book 
Company, St. Louis. He was a veteran of the Civil War 
After his return from service he established the Frey & 
Flammger Bookbinding Company, which was later 
changed to the Flammger & Grahl Bookbinding Com- 
pany. Mr. Flammger was 75 years old. 

' 
John Frederick Ogren. 

Members of the National Association of Stationers and 
Manufacturers will sympathize with their counsel, John 
W. Ogren, in the death of his father. John Frederick 
Ogren passed away July 31. Until recently he had been 
a resident of Minneapolis, Minn. Surviving are John W. 
Ogren, Emma Ogren, Mrs. Gustave Holmquist, of Chi- 
cago; Albert E. Ogren and Mrs. Hannah Thingvall, of 
Minneapolis. Interment was at Rosehill, Chicago. 

+ F * 
Wallace T. Wetherby. 


Of deep regret to all who knew him was the recent 
death of Wallace T. Wetherby, a co-worker with Angy B. 
Thomas, Western representative of the’ Eberhard Faber 
Company. Mr. Wetherby was taken suddenly ill June 27 
and passed away the following day at his home in San 
Francisco, 1011 Bush street. For more than twenty-five 
years Mr. Wetherby has been associated with the trade 
and was identified with the interests of the pencil com- 
pany for the past three years. He was about fifty years 
of age at the time of his death, and is survived by his 
widow, Mrs. Belle M. Wetherby 
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T HIS is the opening adver- 
tisement in the Carter 
Fall Campaign. It empha- 
sizes again the good, old 
Carter Blue, and we hope 
that it may serve as a re- 
minder to you that “the Car- 
ter Blue is an indication of 
the Carter Quality’’—a 
thought worth passing along 
to your good customers. 

You are just as safe in rec- 
ommending Carter’s Foun- 
tain Pen Ink on the same 
basis —two good inks that 
may be depended upon at all 
times. 


The CARTER’S INK COMPANY 


Manufacturing Chemists 


BOSTON NEWYORK MONTREAL CHICAGO 
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‘CARTERS 
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Writes a 
Strong, Rich Blue 


No straining of your eyes to read a 
thin, pale, watery drip from your pen. 
Therefore no discordant thoughts to 





J 
’ intrude upon your work. 
f 


A rich blue, stronger-than-before-the-war, that 
comes right up to meet you the moment it 
touches the paper. 


CARTER’S 
WRITING FLUID 


If you want a clear, snappy blue that flows freely 
from your pen, that makes writing a pleasure, then 
ask for Carter’s. Every bottle of Carter Inx is uni- 
form in strength. The intensity of the Carter Blue 
is an indication of the Carter Quality. 


THE CARTER’S INK COMPANY 


Manufacturing Chemists 


Boston New York Chicago 





CARTER INX PRODUCTS 


i Cico Paste 
Photolibrary Paste 
Cement 
Glue Pencils 
Great Stickist Mucilage 


+ Carbon Papers 
Copying Inks 
Drawing Inks 
indelible Inks 
Stamping Inks 


2 Typewriter Ribbons 
VelVet Showcard Colors 
White and Gold Inks 
Violet, Green and Blue Inks 
Numbering Machine Inke 


Writing Fluid 

3 Fountain Pen Inks 
Red Ink (Carmine) 
Realblack Ink 
Ink Eraser 
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‘Clears Your Desk for Action 


Every paper in its place 






A place for every paper 


A clean desk in- 
spires quick and 
efficient handling of 
work. It enables 
you to concentrate 
and think clearly 
on the one problem 
in hand. 


A Desk SYSTEM 
File will smooth out 
your troubles, caused 
by congestion of im- 
portant papers. It 
will save your time 
and temper. 


Increases your 
personal efficiency 


Lightens the burdens 
of your desk work 


What It Does 


Saves your time hunting misplaced papers. Cleans your desk and clears 
your thinking. Distributes all your papers—letters, bills, quotations, con- 
tracts, orders, statements, checks, inquiries, that are to go to bookkeeper, 
stenographer, salesman, foreman, shipping clerk. 


Adds to your efficiency—multiplies your convenience. 


What It Is 

The Desk System File is an office fixture made of a series of interlocking 
spring steel units or uprights joined together by a patent telescopic device. 
It provides vertical compartments in any number desired and any width 
from 1° to 134”. It is an absolutely elastic and flexible system for handling 
all the papers, letters, memos, that pass over your desk every day. Like a 
sectional file or card cabinet, this desk file grows as you need it. You begin 
with only as many compartments as you need, and add more any time you 
want them. 


Pri Black. Oak, Mahogany 
rices Enamel. or Green 
Basic File (4 compartments).................. $5.00 $7.50 
Additional units as needed, each.......... eo 2.25 


Holds your important papers ready 
for quick action 


Displaces paper weights, wire baskets, wooden trays 


Finished in fine Black 


Neat, Attractive, Efficient— sewed Enamel, hand grained 
An Ornament to your desk. quarter sawed Oak. beauti- 
pre the air of personal! Stem fully grained Mahogany 
‘fliciency. , , . 

, Pat. De eS k File or plain Olive Green 


A Great Profit-Maker for Dealers. 
A Great Time and Money Saver for Users. 


Tey te erellife — ie 





Ask for Booklet ‘‘How to Get Greater Desk Effictency” 
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Company Dinners and Conferences 


Waterman Company Holds Outing. 


An unique and enjoyable outing was given by the L. 
E. Waterman organization on Friday, July 18. This event 
this year became the annual outing of the old organiza- 
tion and also marked the fiftieth birthday anniversary 
of the company’s president, Frank D. Waterman. It 
happened that Mr. Waterman’s associate and London 
representative, L. G. Sloan, was in New York at this time. 
Mr. Sloan expressed the wish that he be permitted to 
act as host to the entire organization as a mark of his 
appreciation and an expression of his gratitude to his co- 
workers in America for their fine loyalty during the great 
war and as a further mark of his affectionate regard for 
his old friend and associate, Frank D. Waterman. 

The details were all carefully worked out and pursuant 
to the plans made, all of the employes from the executive 
offices in New York, the gold pen factory in New York 
and the rubber factory at Seymour, Connecticut, were 
brought together for a general good time and as a mark 
of the esteem in which F. B. Waterman is held by each 
employe. Invitations were sent to the Canadian repre- 
sentatives and other branch offices in Chicago, Boston 
and Montreal. The traveling representatives of the com- 
pany were called in from their respective territories with 
the result that some 1,500 people becamé Mr. Sloan’s 
guests for the day. 

\ special train was chartered on the New York, New 
Haven & Hartford railroad, leaving Seymour, Conn., at 
7:15 a. m. and arriving at the 125th street station at 9:25. 
From there the four hundred and fifty employes of the 
rubber factory, who attended the outing, were trans- 
ferred to the West 132nd street dock in special cars, 
which had been chartered for the purpose from the Third 
Avenue Railway Company, where they joined the main 
party on the Steamship Highlander, which had been en- 
gaged for the day. The employes from the New York 
office and factory, together with the invited guests, num- 
bering in all more than one thousand, had gone aboard 
the Highlander at the Battery at 9 o’clock. The trip up 
the river to Bear Mountain had many interesting and 


entertaining features. There was plenty of music, and 
with songs, dancing and the renewal of old acquaintances, 
the time passed most pleasantly. At Bear Mountain 


auto buses were in waiting to carry the people up to the 
3ear Mountain Inn, where a delicious chicken dinner was 
served. 

At the park all arrangements had been made whereby 
everything was free to the members of the Waterman 
organization. Boating on the lake, dancing at the pa- 
vilion, and athletic games filled in the time until the 
return of the party to New York. 

The Highlander left Bear Mountain at 6 o’clock, and 
arrived at the Battery again at 9:15. The Seymour party 
was again taken across to the Bowling Green station of 
the Interborough, where a special train had been en- 
gaged and was in waiting to transfer them to the Grand 
Central Station, where they again boarded the special 
train at 10 p. m., arriving home at 12:15. 

On the boat, both going up and returning, box lunches 
were served. 

On the return trip all hands and the cook gathered in 
the main salon of the Highlander, where L. G. Sloan 
made a brief address, expressing on behalf of himself and 
the members of the London organization their apprecia- 
tion for the splendid co-operation existing between the 
two offices. Mr. Sloan then introduced W. I. Ferris, 
who presented to Frank D. Waterman a beautifully em- 
bossed and engrossed testimonial, extending him con- 
gratulations on his fiftieth anniversary. This testimonial 
had been subscribed to, and signed by, every one of 
the associates, executives and employes of the several 
Waterman plants. Mr. Waterman made a happy re- 
sponse in which he paid graceful compliment to his 
mother, who had come especially from Florida to be 
present at this happy gathering. Mr. Sloan, on behalf 
of the London organization, stated that a portrait of F. 
D. Waterman would be done by one of our best portrait 
painters, and presented to Mr. Waterman as the gift of 
the London organization. 


Louisville Club Outing. 


The annual outing of the Louisville Stamp and Sta- 
tionery Club was held June 28. The entertainment in- 
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The ADCO A Flexion 


Expansion Binder 





The Stationer’s Supremacy 

in Loose Leaf Systems and 

Devices is Dependent Upon 
Individual Effort 


The first practical improvement in 
loose leaf binders in 20 years. The 
old three-piece back ledgers have gone 
into the discard. The Adco-flexion 
Expansion Binder is the improvement 
you have been looking for: 


PTL CU eRe 


Mechanically Perfect 


The mechanism of the ‘‘Adco-Flexion’”’ 
embodies new principles in steel con- 
struction with small minimum and 
large maximum expansion. The chain 
posts, a novel idea, are entirely hidden— 
are adapted to limitless contraction 
and expansion and have high tensile 
strength. The “Adco-Flexion” has 
very few parts—nothing to get out of 
order. Practically indestructible. 
Fully covered by patents. 


MR. DEALER HOOK UP WITH 
THIS WONDERFUL INVENTION. 
GET TO YOUR CUSTOMER FIRST. 








ADCO “A” FLEXION EXPANSION 
BINDER binds a few leaves or a thou- 
sand. The binder of highest efficiency, 











“ADC” Division 
ACCOUNTING DEVICES COMPANY 


564-570 West Monroe Street 
CHICAGO, U.S.A. 
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you place 
your next 
order for 


ADVERTIS- 
ING PENCILS 
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Be sure to get our 
samples and quo- 
tations. 


Our line has no equal for 
VARIETY —QUALITY— 
PRICE. 

In the manufacture of our 
Commercial and Advertis- 
ing pencils we use genuine 
Florida cedar exclusively. 

Your name on one good 
pencil is worth MORE 
THAN YOUR NAME ON 
A DOZEN POOR ONES. 

A good pencil is always 
“kept.” 

Distribute them amongst 
your customers through your 
salesmen, or send a few along 
with each shipment. “It Pays 
to Advertise.” 


Write now for samples 
and quotations 


PENCIL 
EXCHANGE 


INCORPORATED 
Manufacturers of Lead Pencils 


Jersey City, N. J. 


Factories: 
67-73 FLEET STREET 
106-108 HOPKINS AVE. 


cluded a ball game and dancing. Some 75 members and 
friends partook of a chicken dinner, 





Outing of Moore Push-Pin Company Employes. 
July 12 was a red letter day for the employes of the 
Moore-Push. Pin Company, Philadelphia, Pa. The annual 
picnic was held on that day on Neshaminy Creek, the 
party traveling in large auto trucks. A variety of field 
sports was indulged in, interdepartmental competitions 
enlivening the various events. A hot dinner was served 
by a caterer, gnd the evening meal was a cold picnic sup- 
per. From eight to ten in the evening dancing held 
sway. The arrangements for the outing were in the hands 
of W. P. Mills, president of the company; Miss Marie 
Grebe, office manager, and Ellis Thompson. 





Scrantom-Wetmore Anniversary Outing. 

Scrantom, Wetmore & Company, Rochester, N. Y., cele- 
brated the fiftieth anniversary of the concern at Newport 
June 27. The date fell last year, but the celebration was 
deferred on account of the war. The store closed at four 
in the afternoon, and employes were carried to the resort 
by automobiles. A ball game added to the zest of the 
occasion; as did a tug of war. A dinner was served at 
the Newport House, following which reminiscences of the 
beginnings of the business were made by Lansing G. 
Wetmore and Albert C. Walker. 

Irving-Pitt Picnic. 

The big Summer event for the workers of the Irving- 
Pitt Manufacturing Company, Kansas City, Mo., was a 
hasket picnic scheduled for August 9 at Fairmount Park. 
The picnickers were to report at the factory in the morn 
ing, where tickets for transportation and park admissions 
were received. An elaborate schedule of games and races 
was on the program, with liberal cash prizes for the win- 
ners. The picnic was given for all employees of the 
Irving-Pitt family. 





Stationers’ Joint Outing. 

Employees of the Springfield Office Supply Company, 
Springfield, Mass., and the Frost Office Appliances Com- 
pany, Worcester, Mass., joined forces in a picnic at Lake 
Wanchang. The parties motored to the lake, and spent 
the day in bathings, games and various sports. A clam- 
bake was served in the evening. 

Essex Press Club Entertained. 

Ralph S. Bauer, the Lynn stationer, entertained more 
than 200 members of the Essex Press Club at his summer 
home on Lake Attitash, Mass. His entertainment brought 
pleasure and relaxation to a group of men who deeply 
appreciated his attentions. 


A Valuable Booklet. 


The mutual interdependence of the United States and 
Latin America is emphasized in “Trade Thought of the 
Two Americas in 1919,” the sixth title in the Foreign 
Trade Series issued by the Irving National Bank. The 
pamphlet is a summary of the most significant viewpoints 
expressed at the second Pan-American Commercial Con- 
ference in Washington last month. The Conference was 
of more than ordinary interest and utility because so 
many of the speakers were Latin Americans and treated 
their subjects from the cross-Caribbean angle. 

Classified and focused upon commercial and diplomatic 
relations, on shipping conditions, on sales, advertising, 
transportation and credit problems, on the removal of 
trade barriers and on the need for stabilizing all con- 
ditions governing commercial transactions, the seventy 
odd excerpts bring out the main theme of the Conven- 
tion—the fuller development of Latin America as a mar- 
ket for our merchandise and a producer of the materials 
and foodstuffs we require. 





Brass Cuspidor Prices Withdrawn. 

The Ireland & Matthews Manufacturing Company. De 
troit, Mich., announces that effective July 25, 1919. all 
prices on brass cuspidors are withdrawn. There is no 
change in the price of steel cuspidors. 


Express Companies “Want Export Fee to Canada. 

An application filed by the American Railway Express 
is being considered by the Interstate Commerce Com 
mission, seeking an additional fee of eleven cents for cus- 
toms service. This is to cover shipments from the United 
States into Canada and Newfoundland. 


August, 1919. 
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BROWN’S 
Linen Ledger Papers 


- 


LLBROWS 5; 
A ANEECIBIALS 


<q 





It's Unanimous! 


VERYBODY who ever kept books on Brown's 
Linen Ledger is for it strong. There’s no 
other choice—and there are reasons: 


Brown’s 1s unparalleled for permanence, strength, 
and beauty of texture. It will not weaken with 
age. It cannot discolor because strong bleaching 
chemicals are not used in its manufacture. It is 
made of pure white rags. 


Brown's Linen Ledger Paper adds but a fraction to ao 

the cost of a ledger, but adds years to its life. 

Specify Brown’s when ordering ledger or record 3 
©. 


tooks for your customerss Look for the watermark. 


Write for sample boelks 


: a Established 
L. L. Brown Paper Company, Adams, Mass., U. S. A. 1850 
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Crescent-Filler 
Fountain Pen 
‘< . ° ” Cc 
Right—to the Point c 
: t 
t 
t 
7 e - / 
Cc 
Individualit 
d 
il 
The CONKLIN is the pen that is | . 
different. Its ‘‘Crescent-Filler’’ looks ch = 
. . . . . e 5 
different, is different—it is the filling 
device with individuality. ti 
te 
You can identify a CONKLIN easily by P P 
its “Crescent-Filler’—you can spot it clear i 
across the room. Therefore the CONKLINS 4 ; 
in your showcase advertise themselves to ev- C 
ery one who comes in your store. fi 
The “Crescent-Filler” is not only the original : \ 
self-filling device, but it has never been equalled in 7 It 
simplicity, strength and efficiency. No other foun- at 
tain pen has it—or can have it. Ask us for further 
information. ee? C 
ia as er 
THE CONKLIN PEN MFG. CO. |S ce 
Toledo, Ohio, U.S. A. aA Se 
BOSTON CHICAGO SAN FRANCISCO WINNIPEG, CAN. 2 ss s. su 
59Temple Pl. 1636 Lytton Bldg. 577 Market St. 246 Donald St. ie es ty 
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Antofagasta, Chile, 

J. H. Honig, Latorre 446-48, seeks the representation of 
American manufacturers desiring to introduce their prod- 
ucts into the North of Chile. He was until recently the 
manager of the Chile Trading Company, of this city. 

Genoa, Italy. 

Puccio & Roncali who are general agents for Italy for 
the Elliott addressing machine would be interested in one 
or two additional agencies for similar machines. Manu- 
facturers are requested to send literature and terms to 
Puccio & Roncali, Via Luccoli, 17, Genoa, Italy. 

Leicester, England. 

T. Inglesant & Sons, Ltd., Mansfield Street, Atlas 
House, wish to represent an American manufacturer of 
roll top desks. 

London, E. C., 1. 

Winter & Baldwin, import and export agents, Champion 
House, Aldersgate street, wish to form connections with 
two or three reliable concerns in the United States, acting 
as agents. References will be furnished. 

Malaga, Spain. 

Ricardo Gomez, who now represents two American 
concerns in the office specialty line, is desirous of taking 
on additional meritorious features. His relations with 
the American manufacturers have been satisfactory to 
them. 

Paris, France. 

Manufacturers of the lines made below are requested 
to send prices and literature to the Wintime Office, 5 and 
7, Rue De Chateaudun, Paris. The lines in which the 
company is interested are: the exclusive agency for a 
typewriter not yet represented in France; carbon paper 
delivered in boxes with the trade mark “Wintime” or 
in sheets without boxes; typewriter ribbons with the trade 
mark “Wintime” either on reels or spools, but without 
boxes; white typewriter paper bearing the watermark 
“Wintime”; and also the exclusive agency for envelope 
sealing machines, paper fastening devices, etc. 

Philadelphia, Penna. 

Office equipment manufacturers who desire representa 
tion in the Philadelphia territory will do well to get in 
touch with M. J. Ettinger, 125 South Twelfth street, an ex- 
perienced office equipment man. 

Portsmouth, Va. 

Stationery and office furniture dealers are requested to 
send catalogues and prices to the Portsmouth Stationery 
Company, P. O. Box 484. The Portsmouth Stationery 
Company is just starting in business. The principals in the 
firm are R. W. and L. G. White. 

San Francisco, Calif. 

Albright Brothers, manufacturers’ agents, 72-78 New 
Montgomery Street, have recently opened business here. 
It is the intention to make a specialty of office equipment 
and stationery features 

x * 

Karl Raentsch is inaugurating for the Edward Barry 
Company, San Francisco, a new department of business 
equipment and systems. Mr. Raentsch would like to re- 
ceive at 417 Montgomery street, San Francisco, Calif., 
catalogues and other literature pertaining to steel cabi- 
nets, high grade and medium grade office furniture, filing 
supplies, individual filing systems and articles of a specific 
type for office use. The firm desires exclusive representa- 
tion for the district north of the Tehachapi to the Oregon 
State line and intends to erect, step by step, its own of 
fices in the principal towns of this district. 

Stockholm, Sweden. 

\ number of important Swedish stationers have recently 
formed a union under the name Svenska Pappershandlares 
Handels Aktiebolag This translated means Swedish 
Stationers Trading Company. The headquarters of the 
new concern are in Stockholm. The company is desirous 
of getting in touch with manufacturers and wholesale 
dealers of stationers’ supplies. They will sell anything 
found in well furnished stationery stores including office 
machines and typewriters, as well as regular commercial 
stationery. 












BADGER 
Commercial Loose-Leaf Devices 


We make binders for every bookkeeping 
requirement ; stock sheets for standard and 
special accounting systems; special ruling 
for individual systems made to order. 


The Badger Line 
of Commercial 
Loose-Leaf De- 
vices includes 
Ledgers, Ring 
3inders, Post Bind- 
ers, Sheet Holders, 
Record Bo« ks, Price Books and Memo Books. 

We manufacture, in quantity, with the 
same care and scrupulous selection that your 
grandfather did, one by one, in the old blank 





book days. Traditions for quality and dura- 
bility in service are among the assets of 
our business. Our line is complete— 
Badger Qual- 
ity knows no 
superior. 


Send for the 
Badger Cata- 
log, in which 
quality is par- 
amount. 
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Milwaukee, Wis., U.S.A. 
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-The RIXON Line- 


No matter how big your cus- 
tomer may be; no matter how 
exacting he is as to quality; no 
matter how various, you are on 


safe ground when you offer him 


The pxrxor LINE 


This means that your stock of 


DIXON’S “ELDORADO”— The master 


drawing pencil 
DIXON’S “TICONDEROGA” 
DIXON’S “CABINET” 
DIXON’S “ANGLO SAXON”, round and 


hexagon 
DIXON’S “BEST” COLORED PENCILS 
DIXON’S “DUPLIGRAPH”, indelible 


copying 
DIXON’S LUMBER CRAYONS 
DIXON’S ERASIVE RUBBERS 


should be kept up to the mark at 


all times. 


Well - balanced, well - advertised, 


well- boxed and _ packed, the 
DIXON LINE maintains the effi- 


ciency of your service as a sta- 


tioner. Write for Circular No. 98-]. 








ncil Department --Jersey City, N. J. 









Tsingtau Prospects for Stationery. 

A list of firms in Tsingtau, China, likely to be in- 
terested in foreign stationery can be obtained from the 
Bureau of Foreign and Domestic Commerce, or its district 
or co-operative offices. Ask for File No. 117,089. 


Penang Consul Asks Catalogues. 


George L. Logan, United States Consul at Penang, 
Straits Settlement, offers to bring to the attention of 
import merchants such catalogues and descriptive litera- 
ture as may be sent him. 





Athens Compiling a Catalogue File. 


The Ministry of National Economy, Section of Interior 
Commerce, Athens, Greece, has inaugurated a catalogue 
file, open for reference by local merchants and dealers 
American catalogues and trade publications are requested 


Stationery Importers of Smyrna. 


A list of importers of stationery and office appliances 
in Smyrna is on file in the Bureau of Foreign and Do- 
mestic Commerce, Washington, D. C., and its district and 
co-operative offices. Ask tor File No, 40,419 


Catalogues Desired at Caracas. 


The Chamber of Commerce at Caracas, Venezuela, has 
opened catalogue rooms, and wishes to receive trade pub- 
lications covering a wide range of products. The cata- 
logues should preferably be in Spanish. The address is 
La Camara de Comercio de Caracas, Torre a Versoes, 
No. 6, Caracas Venezuela. 








Siberia Wants Office Supplies. 


In a statement of the character and range of the goods 
in demand in Siberia, Commerce Reports indicated that 
office stationery and office sundries were needed. 


qa 


Opportunities for Foreign Trade. 


The business tips which follow are collected from all 
points where the United States has commercial attaches 
and consular offices. If the reader wishes to follow any 
of the prospects, he can obtain the name and address. by 
requesting the information from the Department of Com- 
merce, Washington, D. C., mentioning the number which 
identifies each paragraph. 

Adding Machines. 


(See No. 30.023 under Furniture.) 
(See No, 29,781 under Typewriters.) 
Furniture. 

30,023.—The head of a firm in New Zealand is in this 
country to secure the agency for the sale of office furni- 
ture, file cabinets, adding and calculating machinery and 
efficiency supplies. References. 

29,769.—The managing director of a company in Wales 
is in this country for a short time for the purpose of pur- 
chasing and securing agencies from manufacturers only 
for the sale in Europe of boots and shoes, hardware, silks, 
belting, machinery, engineering equipment, contractors 
and builders’ supplies and materials, foodstuffs, steel fur- 
niture, wearing apparel, paper goods and general mer- 
chandise. Reference, 

29,870.—The purchase and agency is desired by a mer- 
chant in Belgium for the sale of instruments for the repro- 
duction of plans, scientific instruments, surveying instru- 
ments, transfer cloth and paper, articles for drawing, such 
as compasses, erasers, chemical inks, pencils, and drawing 
tables, and also office furniture. Quotations should be 
given c. i. f. Antwerp. Payment against documents on 


arrival of goods. Correspondence should be in French 
Reference. 
(See also No. 29,853 under Typewriters.) 
(See also No. 29,927 under Typewriters.) 
General. 
29,830.—Catalogues and price lists of all kinds of store 


and office furnishings are desired by a firm in South Africa 
that is about to erect a large store building. 

30,093.—A firm in Paraguay desires to purchase com- 
position blank books, drawing books, and music books. 
Samples and a full description of what is required may be 
obtained from the bureau or its district offices. (Refer to 
file No. 118,197.) Terms, cash against documents. Cor- 
respondence should be in Spanish. References. 

Other Machines. 

(See No. 29,781 under Typewriters.) 


a 











Auauet, 100. OFFICE APPLIANCES 119 

















OUR PATENT INFRINGED! 


TO THE TRADE: 


We have brought suit against the Thaddeus Davids 
Ink Company, Inc., for infringement of patent, our claim 


| 4 ~~ 1040 moe + ~ + <i. deme ‘ sein t —— An a 
being that the pour-out stopper now employed on the 


bottles of the defendant's ink is a clos imitation of 


those originated and used by us and covered by our U. S&S. 
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notify you that if we are successful in this suit, our 
‘igi against other infringers will t igorously 


against all infringers who receive this notice, 
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and that infringement consists in either manufacturing, 





selling or usit ga atent i article without the patentees 
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New York Toronto Chicage 


The Ink that absorbs 
moisture from the air 
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AN OPPORTUNITY TO STUDY THE 
LATEST BUSINESS ADMINISTRATIVE 
METHODS AND EQUIPMENT :: :: : 


Practical demonstrations of what can be accomplished by the 
use of modern administrative methods and equipment will be 
given at the National Business Shows in New York and Chicago 
this Fall. Many new devices—made available since the war— 
for minimizing time and labor required to handle office detail 
will be publicly exhibited for the first time at these Shows. 


A visit to the National Business Show entails no obligation of 
any kind. Leading manufacturers will have their most capable 
specialists there to render service—gratis. Their success de- 
pends entirely on their ability to satisfactorily solve your 
administration problems. 


The adoption of only one of the many new devices shown may 
result in a saving to you of thousands of dollars annually. 
Besides, you may learn of better applications for equipment 
you now have. 


—~THE NATIONAL BUSINESS SHOW WILL7_ 


BE HELD IN NEW YORK THE WEEK 
OF OCTOBER 20th, AND IN CHICAGO 


__THE WEEK OF NOVEMBER 17th__ 


Executives and department heads will benefit materially by 
visiting these Shows. Tickets of admission will gladly be sent 
without any obligation if stamped addressed envelope is sent to 


ANNUAL BUSINESS SHOW CO. 


FRANK E. TUPPER, President 
150 Nassau Street New York, N. Y. 
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TENSION 


Mail Containers 


are used in every line of business and 
they cover the mailing needs of any 
and all of your customers. 


6h. TENSION line includes open-end 


tension envelopes, double metal-clasp 
envelopes, single metal-clasp envelopes, 
metal-flap clasp envelopes, document envel- 
opes, photo-mailing envelopes, filing en- 
velopes, folders, mailing boxes, etc., etc. 


You will be especially interested, perhaps, in the Open-End 
Tension Envelope you've seen everywhere and the Metal- 
Clasp Envelopes, one type of which is illustrated. 


Our book, “Envelope Specialties,” is in itself an education in 
mailing containers. Send for the book. It's yours for the 
asking. 


THE TENSION ENVELOPE CO., Inc. 


33 to 87 34th Street 


Telephone SUNSET 6000 


| | 
if | 
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Brooklyn, New York 
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OU would not have a 

diamond set in brass, 
neither should the cor- 
respondence of a suc- 
cessful business organi- 
zation be subjected to the 
indignity of appearing 
on an inferior or care- 
— lessly chosen paper. 
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Most business men use 


BERKSHIRE 
TYPEWRITER 
PAPERS 
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because their wide variety of 
styles makes it possible to 
select a paper that will reflect 
the proper atmosphere for any 
commercial enterprise. 
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The Eaton, Crane & Pike Company 
Typewriter Paper Department 
PITTSFIELD, MASS. 
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Pens and Pencils. 

29,834.—A merchant in Switzerland wishes to secure an 
agency for the sale of fountain pens for American manu- 
facturers. References. 

29,892.—The purchase of slate pencils is desired by a 
firm in England. Quotations should be given c. i. f. Eng 
lish port or f. o. b. New York. Payment, cash agairst 
documents. Reference. 

29,838.—The purchase by a company in England of com- 
bined pencils and tassels for use with dance programs, 
cards, etc., is desired. The tassels must be in colors, pink, 
blue, white, etc., similar to the samples which were for 
warded and may be examined at the bureau or its district 
offices. (Refer to file No. 116,679.) Quotations should be 
given c. i. f. English port. Terms, cash against delivery. 
References. 

(See also No. 29,916 under Stationery.) 

(See also No. 29,907 under Typewriters.) 

(See also No. 29,870 under Furniture.) 

Stationery. 

29,805.—An importer of Australia is in this country and 
wishes to be placed in communication with exporters with 
a view to securing an agency for the sale of notions and 
novelties, stationery, toilet goods, and small goods usu 
ally sold in department stores. Reference. 

29,916.—Catalogues, price lists, and samples of musical in 
struments, cutlery, glassware, leather and celluloid novel- 
ties, pencils, and stationery are desired by a man in Por 
tugal. Payment cash. Correspondence should be in Por 
tuguese or French. Reference. 

30,013.—A firm in India wishes to purchase and to secure 
the agency for the sale of cotton-piece goods, voiles, 
sateens, drills, etc., dry goods, hosiery, haberdashery, mil- 
linery, stationery, hardware, and toilet requisites. Quo 
tations should be given c. i. f. Indian port. Payment in 
Indian currency at current rate of exchange against docu 
ments, D/P at first and D/A later. Correspondence may 
be in English. References. 

Typewriters. 

30,072.—A man from Gibraltar who is in this country for 
a short time desires to secure an agency for the sale oi 
food products, motor cars and trucks, hardware, tools, 
typewriters, and gasoline. References. 

30,029.—Glazed and unglazed printing papers of various 
colors, strawboards, printing machinery and materials, 
paints, oil, varnish, brick and tile machinery, typewriters, 
stoves, and other machinery are desired by a firm in India 
References. 

29,965.—The purchase of goods and agency for the sale 
of agricultural machinery, sewing and knitting machines, 
typewriters, and marine engines (Diesel type) are desired 
by a man in Greece. Payment, cash against documents. 
Correspondence should be in French. References. 

29,927 —A commercial agent in Belgium desires to pur 
chase typewriters of all makes, new or reconstructed, and 
all parts for repair; and office furniture and supplies. 
Quotations should be given c. i. f. Antwerp. Payment 
against documents. Correspondence and _ catalogues 
should be in French. Reference. 

29,910.—Arms and ammunition, bicycles, motorcycles, 
automobiles, sewing machines, typewriters, fishing tackle, 
sporting goods, photographic supplies, and specialties for 
travelers are required by a man in Portugal. Correspond- 
ence should be in Portuguese. Catalogues and price lists 
should be submitted. 

29,853.—The representative of a company in England 
who is in this country is interested in the immediate 
purchase of office furniture and appliances, trunks, enamel 
ware, kitchen and household utensils and appliances, toys 
and typewriters. Products slightly used by war indus 
tries are acceptable. Quotations should be given f. o. | 
New York. Reference. 

29,781.—A firm in Tunis desires to purchase calculating 
machines, typewriters for bookkeepers, cash registers, 
numbering machines, ordinary typewriters, typewriters 
with calculating attachments, machines to stamp and seal 
letters, and in general all machines for office use. Quota 
tions should be given f. o. b. American port. Correspond 
ence may be in English. Reference. 

29,907.—A firm in Italy wishes to purchase phonographs 
and accessories, such as movements, acoustic arms 
trumpets and diaphragms, and needles; typewriters and 
accessories; safety razors, stylographic pens, and articles 
in vulcanized fiber. Quotations should be given c. i. f 
Italian port. Payment in 30 days with 2 per cent discount 
or cash. Correspondence should be in Italian or French 
Reference. 
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IMPRESSIONS 


A Magazine for Progressive People 


wh [ERE is no magazine in the 
world just like Impressions. 
It treats business as the most im- 
portant thing in material life and 
shows in a fascinating manner 
how easy it is to get pleasure and 
a living at the same time. There 
are no technical articles in 
Impressions. The great subject 
of business is handled in a way 
which provides inspiration for all, 
whatever their profession or 
trade or calling. Impressions 
stands for better business and 
better living in the highest sense 
of the term. It is the monthly 
mentor of our biggest business 
men, and in its own circle, carries 
an influence more powerful than 
outsiders can understand. It is 
edited by G. E. Whitehouse, who, 
in a remarkably short time, has 
earned for himself an interna- 
tional reputation for being the 
most interesting, yet fearless, 
writer on business subjects. He 
writes a large part of the maga- 
zine each month; says what he 
thinks, and thinks so nearly right 
that big men believe in him and 
applaud his views. Impressions 
is a big magazine, 11x9¥ in., with 
96 pages, full of sound editorials 
and high grade advertising. If 
you believe in progress, you will 
like this magazine, though you 
inay not agree with everything 
it prints. 


FIVE DOLLARS A YEAR 


Send a five dollar bill—you will 


get it back right away if the 
first number fails to. satisfy. 


IMPRESSIONS PUBLISHING CO., LTD. 
76 Hanover Street, Edinburgh, Scotland 
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SURE SHOT 


Acme Paper Stapling Machines 


eliminate those filing room annoyances of 
pins, clips, mucilage pots, etc. Corre- 
spondence fastened with the Sure Shot 
Binder has no protuberances to catch on 
other papers and pull off or punch 
through the folders. For binding legal 
documents, cloth samples, photographs, 
etc., the Sure Shot is unexcelled. 

The Sure Shot Binder is an old, reliable 
machine which has maintained its popu- 
larity by means of its unfailing service, 
its wide range of adaptability and its low 
price. Its construction permits the omis- 
sion of the lifting spring on the head 
and makes only a light stroke necessary 
for driving the staple. It feeds the staples 
forward automatically, and has a remark- 
ably fast action. By means of an ad- 
justable stop the binding margin can be 
narrowed or broadened to suit the opera- 
tor and a very narrow binding margin 
is sufficient. 

DEALERS—Acme Stapling Machines pro- 
vide the best method for permanently fast- 
ening papers. The price permits a large sales 
volume and the sup- 
plies orders bring 


further profit. Write 
for particulars. 


The 
Acme 
Staple . 
Company 
Ltd. 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 


Canadian 
Representative: 
Ernest J, Seott & Co., 
59 St. Peter St., 
Montreal 


European Agents: 
Progress Type 


Supply Co. tae, 
8-9 ow Zealand ve., 
London, E. C. 
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MORE PROFIT TO YOU— 
‘SELL “MULBERRY BRAND” 


INDEX CARDS 


FULL WEIGHT PURE WHITE HORIZONTAL RULED 


We sell by mail only and advise imme- 
diate purchase at 


These Unbeatable Prices 


3x5  80c perM banded & boxed 
4x6 $1.20 perm « & “ 
5x8 $2.35 rerM “ & “ 


We accept orders for 25,000 or more, 
which may be assorted as desired, at 
these prices. For handling orders 
less than 25,000, we charge ten per 
cent additional. 


ORDER NOW BEFORE THE ADVANCE 


HANO-WEINKRANTZ CO., INC. 
133 Mulberry Street New York, N. Y. 


Manufacturers of Index Cards, Second Sheets, 
Folders, Guides. Loose Leaf Sheets, Binders, 
Manifolding Forms, Stock and Special Sizes. 


Ask About Our Special Lot of Ruled Pads 
UULEROLUROUUERGQEEROGEERUGEEEGEEGEUEEEOCEEREORRREEREOCEE RODE RECO REORDER 
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THE SEALER THAT ASSURES 
AND SECURES RESULTS 





Three models—hand power—electric, and automatic 
feed electric. Built for use. 


Double sealing rolls give double efficiency in seal- 
ing, and place the SEALOGRAPH in a class by 
itself—ALL PARTS GEAR-DRIVEN—no chains to 
work loose—no racking or reciprocating movements 
to get out of order. 


A perfect moistening device comprising a non- 
rustable metal disc, positively gear driven, puts 
exactly the right amount of water on every flap— 
no pads or wicks to get “gummy” or require chang- 
ing; made throughout of the best materials pro- 
curable. 


Write us for our proposition, and send for printed 
matter and dealers’ terms. 


SEALOGRAPH COMPANY 


1700 Brooklyn Avenue Kansas City, Mo. 











All prices on 
Brass Cuspidors 


are withdrawn 


July 25, 1919 


No change in price 
of Steel Cuspidors 


The Ireland & Matthews 
Mig. Company 


Detroit - Michigan 


BUXTON 


KEY KASE 


Oh man, how it sells! 
7 nS Saves the Pockets 


Fits vest or hip pocket without 
“bulging” — flat, smooth, neat. 
Keys easy on, easy off, easy to 
locate, even in the dark! Each 
hook holds two. Can’t get lost 


NATIONALLY 
ADVERTISED 
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in System, Current Opinion, In- 
dependent and other big maga- 
zines. Biggest seller in years—- 






wherever there’s a 
there’s a prospect! Made in all 
leathers, to retail from 25c to 
$1.50. Retail prices are: 


Genuine Cowhide 


pocket, 













Goat Morocco Lined 
LS adams. 60 66.00 046 .50c 
Dy. Sé6000e06 ee 75e 


Cee werner eee ae® 






OD > 





We want dealers. We fill 
direct orders only when we 
have to. So, we give deal- 
ers an extra good profit 


Write for Our Big 
Dealer Offer 


L. A. W. NOVELTY CO. 


Dept. P. Springfield, Mass. 










Retail Prices: 


25c to $1.50 


Made in all Leathers 
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(New Machines—Continued from page 22.) 


onds. It has high publicity value when used as an adver- 
tising specialty. The steel construction makes it less ex- 
pensive than cast iron stands. The construction and 
manipulation are so simple that the makers have a stand- 
ing reward of $1,000 for a suggestion that will enable them 
to simplify and make it better at the prices for which the 
Peerless is sold. The Peerless will not scratch or mar the 
desk. even after years of constant use. Three finishes are 
provided: brass, nickel, japan—complete with 1920 daily 
pac 
Typewriter Maintenance Outfit. 

Typewriter repairs and replacements are often required 
because the operator has not kept the machine in good 
running order. The Stenographer’s typewriter cleaning 
outfit has been devised to supply complete equipment for 
the correct maintenance of the typewriter. The outfit 








THE STENOGRAPHER’'S TYPEWRITER CLEANING OUTFIT. 


includes all the necessary brushes to clean the different 
parts of the typewriter, a bottle of typewriter oil with 
dropper, and a set of rubber platen twirlers. The outfit 
includes a complete set of instructions on cleaning the 
typewriter, where to oil, where not to oil—covering the 
different makes of typewriters. It is marketed by the 
La Fayette Typewriter Shop of La Fayette, ind. 


A New Typewriter Attachment. 


A new device which is attached to the bottom of the 
typewriter is known as the Type Release. It is manu- 
factured by the Type Release Company, of 350 Broad- 
way, New York. 

This device enables the typist to release jammed type 
bars without pulling them back with her fingers. Should 
the typist jam the keys of her machine a single depres- 
sion of the back-spacer not only brings the carriage back 
to the original writing point, but also causes the type 
bars to fall back to their normal position. 

The Type Release is extremely simple in construction, 
consisting of three parts only. It is made to fit on 
standard makes of typewriters and can be attached to the 
machine in less than two minutes without the use of 
screws. It is entirely out of sight when the machine is 
in operation. 


“Westab” Loose Leaf Copy Holder. 


Through inadvertance the item in our July issue re- 
garding the Westab loose leaf copy holder stated that it 
was manufactured by the Walbut Manufacturing Company, 
New York. The manufacturer of the “Westab” is the 
Western Tablet Company, St. Joseph, Mo. 


“Master” Concentrated Ink. 


Ink in concentrated form, known as “Master” ink, is 
being marketed by the La Pierre Manufacturing Com- 
pany, Newark, N. J. It is produced in black. blue and 
red, and packed in tubes of three sizes, producing respec- 
tively pints. quarts and gallons. Mixture with water is 
said to produce an ink that flows freely. 


Metal Christmas Seals. 

“Something distinctive” is the quest of the stationer 
in stocking up on Christmas seals. A novelty in this line 
is the metal Christmas seals produced by The Stanley 
Manufacturing Company, Dayton, Ohio. The seals are 
made of thin metal, embossed, and display attractive de- 
signs. The backs are gummed, and by this means the 
seals can be affixed to paper, cardboard, metal, wood, etc. 














PREPARE FOR FALL 
BUSINESS NOW 


WALBUT TRANSFER BINDING CASES with 
Arch or Posts are superior in many re- 
spects to similar styles now sold. They 
will move quickly when people see them 
in your store. The telescope case with 
the arch or posts attached in the inner 
box, provides a file that keeps the 
papers in order and free from dust. The 
cases are made of pulpboard—oak finish 
and easy to handle: THE PRICE IS 
ATTRACTIVE. Write for it and ous 
catalog, today. 

WALBUT MFG. COMPANY 

INCORPORATED 


230 Fifth Avenue New York, N. Y. 


- 

















Instant Reference Files 


for Letters, Back Orders, Invoices, Requisi- 
tions, and Current Matter of every nature. 








are equipped with sub- 
stantial guides, having clear, 
legible indices. The indexing scheme is simple. 
Our line inciudes Fortable Desk Files for ‘Ad. 
dresses, Daily Reminders, ’Phone Lists, and 
Card Systems for every business. 





Is the Kohlhaas literature in your catalog file 
up-to-date? If not, let us send you our recent 
matter. 


The Kohlhaas Company 
31 West Lake Street Chicago, IIl. 
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STEEL WASTE BASKET 


*‘with rubber cushion corners’’ 


Cannot Catch Fire 


{01 AGAMA 





= 


= Never Wears Out Z 
= Nothing Falls Threugh 2 
= The most satisfactory and practical waste- = 
= basket vou can furnish to your trade. It = 
= meets every requirement and sells at a price = 
2 that means a substantial profit for you. = 
2 3 
z = 

METAL OFFICE FURNITURE CO. — 

GRAND RAPIDS, MICHIGAN 4 
= ees = 
SAMHAIN R 














INKONOMY INKWELL 


—is perfectly airtight, preventing the evaporation 
of ink, thus saving ink—and money. It is also pos- 
sible to use the ink to the very last drop, which 
means further economy of ink. It not only saves 
money, but time in refilling inkwells, and it is ab- 
solutely “unupsettable” preventing damage to fur- 
niture and valuable papers. 


Special dealer offer on this 
attractive economical item 





We are also manufacturers of a complete line 
of leather hand-sewn and hand em- 
broidered. prices and information. 


HAROLD CHESSON & SON 


West Brookfield Massachusetts 


goods, 
Write for 











The Salesman Abroad. 


Five American salesmen were permitted to cross the 
Coblenz bridgehead, according to newspaper reports of 
July 28. They will have to compete with French, British 
and other European trade ambassadors in the*: efforts to 
secure business. 

One of the first utterances of Secretary Lansing upon 
his return from the peace conference was: “We are still 
at war with Germany and will be until the treaty of peace 
is ratified. The blockade on Germany has beer lifted by 
general agreement, but every person from the United 
States who goes into Germany until peace is declared nec 
essarily does so at his own risk.”’ 

Trading Licenses in Latin-America. 

Simplification of trading restrictions in South American 
and Central American countries is progressing. One of 
the difficulties of the commercial traveler in many of the 
countries of Latin-America has been the necessity of pro- 
curing licenses in every state of a country, and frequently 
in every city. This has greatly increased the expense of 
personal selling and has debarred many manufacturers 
and exporters from making an aggressive cainpaign for 
business. Early in July a treaty was signed with Venezuela. 
This provides that manufacturers, merchants and traders 
domiciled within that country or the United States may 


operate as commercial travelers, either personally or by 
agents, or employes on license, for a single fee, valid 
throughout Venezuela. A similar treaty is now in force 
in Guatemala. Similar arrangements have been made 
effective in Uruguay, San Salvador and Panama. Steps 


have been taken to make treaties with the remaining coun 
tries of South America and Central America. 
France Requires Registration Cards. 

Registration cards are now required of commercial 
travelers operating in France. These cards must show the 
name of the traveler, date and place of his birth, nationality 
and residence, and his profession. The traveler must also 
produce documentary evidence in support of the applica- 
tions, together with a written statement vised by the 
French consul in the town where the head office of the 
firm is located. In the case of foreign firms, which is the 
category under which American firms will, of course, fall, 
registration cards will be issued by the French consuls. 

Houses having branches in France or houses of French 
nationality must present with their applications statements 
from local chambers of commerce substantiating their 
statements. 

All cards must be renewed every year and will be sub- 
ject to an annual tax of ten francs. A delay of three 
months from the date of promulgation of the present law 
is granted to all commercial travelers in French territory 
in order to allow them to conform to the provisions of the 
act. 

An English Chamber of Commerce has been established 
at Cologne by representatives of thirty English firms. A 
bureau of information will be established. 

Introduction Cards for Visitors from Abroad. 


The American Manufacturers’ Export Association has 
made arrangements whereby introduction cards will be 
supplied to foreign buyers about to visit this country 
The plan will facilitate foreign purchasers getting in direct 
connection with their sources of supply in the United 


States. These cards, properly signed by representatives of 
the United States Government abroad, banks, chambers 
of commerce and the representatives of the Export Asso 
ciation in foreign lands, will serve to accredit visiting 
buyers to the New York office of the Export Association 


An Attractive Order. 

The W. D. Campbell Conrpany of Washington, D. C., 
has recently obtained from the United States Government 
a Jarge order for steel furniture—an order which is said 
to be one of the most extensive ever given by the Govern- 
ment for steel furniture. The equipment will be installed 
through the General Supply Committee. 

The W. D. Campbell Company represents th: 
Equipment Corporation of Adenel, New Jersey. 


Steel 








New Store in Indianapolis. 


Demberger and C. M. Wilson have opened a new 
Business 


J. A. 
establishment under the name of the “Better 
Appliance Company” at 31 North Pennsylvania street, In- 
dianapolis, Indiana. They will handle office equipment 
and specialties exclusively. Both men formerly called on 
the outside trade for the W. K. Stewart Company and 
until recently were with the A. B. Dick Company of Chi- 
cago in the local Indianapolis field. 
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There is a tremendous difference between 
“claiming” and “guaranteeing” the quality 
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= Every sheet perforated so that any one of a rebuilt typewriter. 
alsa av be detac : <. wae eet ; 
sheet may be detached without disturbing Many. typewriter dealers else 
others. : their product, but we back up our. claim 


In lots of 1,000 or more of the same size with a guarantee of the quality of, our 


and grade, we can make these pads with 


HVAULLLLNNULL4AQNUUEHAODULLLNOUULLAOO 


. . ° : . © . 
= your name instead of ours at a slight addi- Lincoln Rebuilt Typewriters 
= tional charge. 

: of All Makes 

For Pencil 72 Leaves For Ink 80 Leaves : 

= No. 2000 .........3 x 4% No. 1000 .........3 x 6% : These machines are covered by what is vir- 
= No. 2001 -........ 3%x 6% No. 1001 ......... 3%x 5% : tually a “double guarantee.” First, they are 
ie? Ghbletee. rd “a No. 1002 .........3%x 8% : guaranteed to be thoroughly rebuilt from 
= No. 2004 .........5 x 8% No 1008 ......... 4%x 6% : frame to type. Second, that they will give 
= No, 2006 .........8R 0%, BO 2008 o2.0-26008 2S : absolute satisfaction to both dealer and 
= No. 2006 ......... CURIS — MO FUP: «-.- «+s. SES ON : user. They bring the “long price” because 
| No. 2007 .........8%xll No. 1006 ......... 6%x11l% : of their handsome appearance and easy ac- 
= : tion. 
= We are equipped to manufacture all kinds ‘ 
= " 4 'PPS Pa : i Have you our “Lintypco Bulletin”? If not, 
= of memo pads—odd sizes, special stocks, or : why not write NOW? 
= anything that your particular trade requires. : j 
= Order Memo Pads by number. Write for Li ] - w . "bs 
= samples and prices. iIncoin YI riter Oo. 
= * 
= 298-B Broadway New York City 
= Rockwell-Barnes Company Lincoln Rebuilt Typewriters of All 
a s Makes Guarantee Satisfaction 
E 700 Munn Building, Chicago, Ill. 
"ABO WAU A? ANUSARA i LSA (400c 0A UbA AOA EAU tiniest * uous 0 NE ee ee 
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Typewriter Men] | 4.) ¢o, IWS 


can add substantially to their 


profits by selling 
SUPERIOR WRITING 
AZORA AIR CUSHIONS FLUID 


TYPEWRITER SUP- 

PLY AND REPAIR 
It has thatpleas- 
ing blue color 


MEN, in their calls 
upon the trade or 

you always 
liked so well. 


waiting upon custom- 
ers have many oppor- 
tunities of showing 

Changes to a 
dense black. 
Insist on 


these cushions to 
KELLER’S 


men who are real PAT. DECEMBER 21, 1915 
Made by 


prospects. 
The Robert Keller 


You can attach Azoras in a few seconds; while 
Ink Co. 


asking the customer whether he has ever used 
. 
Detroit, Mich. 











them. The beneficial effect is so immediately evi- 
dent that the rest is simple. 

Azora Air Cushions are built on the same success- 
ful principle as the automobile tire, a combination 
of air chamber and rubber—of the greatest 
resiliency. 

Azora Air Cushions would work in with your busi- 
ness excellently. We'll be glad to tell you more 
about their sales possibilities—their nerve-saving, 
typewriter-saving, sanitary features. 


Let Us Hear from You 


AZORA RUBBER COMPANY 
1945 South 54th Ave. CICERO, ILL. 
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Milwaukee Chairs 


Support your claims for selling office 
equipment of reliability, comfort and 
taste. 


We concentrate on designing and pro- 
ducing superior chairs. 

We specialize on chairs of sterling 
quality. 

You can find in the Milwaukee Line 
chairs to match the best desks you carry. 


We invite inquiries. 


Milwaukee Chair Company 


Milwaukee Chicago New York Seattle 








The Machine With a Future 


ICTOR 
Adding and Calculating Machine 


PRICE 










Offers bet- 
ter value for 
the price than 
any machine ever 
built. It is light, 

portable and compact, 
and is every inch an adding and calculating 
machine. Ask any user what they think of the 
Victor Adding and Calculating Machine 


We offer unusual opportunities 
to high class representatives. 


Victor Adding Machine Company 


817-825 W. Washington Blvd., Chicago, U.S. A. 














Adding Machine Rolls 


For Burroughs, Wales and 
Dalton Machines 


23 and 3% in. widths. Rolls 34 in. diam- 
eter. Wound on White Hardwood Spools. 


WE CAN MAKE PROMPT SHIPMENT 


Write for Prices 


Menasha Printing & Carton Co. 
MENASHA. WIS. 








Ribbons and Carbons 
of Quality 


We are supplying dealers the world 
over with goods which give perma- 
nent satisfaction. You can add con- 
siderably to your ribbon and carbon 
business by handling 


“XTRAGOOD” 
**“SUMMIT”’ 


brands of carbon paper and type- 
writer ribbons which are held in es- 
teem wherever ribbon and carbon 
qualities are understood. Give us a 
trial. Let us show you how our prod- 
ucts help to make more money 
something important in every busi- 
ness. 


UNION RIBBON & CARBON CO. 


Main Office and Factory: 
Front and Laurel Sts. Philadelphia, Pa. 


‘*APEX”’ 
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Pros and Cons of Sales Contests. 


(Continued from page 12.) 
as opportunity affords as a reward for their ability and 
application. 

The Most Valuable Salesman. 

It sometimes happens that the most valuable salesman 
to the house is not the one who gets the most business 
and earns the most money for himself, A salesman who 
goes out and adds to the prestige of his company and 
the product he sells, often is responsible for business that 
is not definitely traceable to his efforts. I know a sales 
man whose earnings are surpassed by a number of other 
salesmen; but this salesman is the most vaiuable one to 
the house. If he can turn a hand to help another sales- 
man make a sale he will do it wholeheartedly, although 
there is no financial gain to himself. 

Contests Afford Forced Results. 

Sales contests result in a campaign of forced selling, 
which on the buyer’s side amounts to forced buying, that 
does not have any good will or prestige value, a thing 
equally as important as the dollars and cents value of the 
sales made. 

Efficiency in salesmanship, like efficiency in production, 
is better attained by a well organized plan, definite stan- 
dards, and a normal amount of effort well maintained, than 
rushing, panicky, abnormal exertion which exhausts itself. 


Venus Pencils Under Fire. 
During the recent “unpleasantness,” when Zeppelins 
were almost a “habit” with London dwellers and business 
men, a bomb, dropped from one of them, struck the build- 
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THE TAG BEARS THE FOLLOWING INSCRIPTION 
“FRAGMENT OF SHRAPNEL PICKED UP ON ROOF OF 
AMERICAN LEAD PENCIL COMPANY’S LONDON (ENG.) 
FACTORY AFTER RAID OF SUNDAY NIGHT, MAY 19, 1918.’ 
ing which houses the factory and offices of the American 
Lead Pencil Company in London. 

In spite of explosions and aeroplane and Zeppelin raids 
the American Lead Pencil Company continued the un- 
even tenor of their way and continued the manufacture 
and sale of their products. 

Office Appliance Man Opens Store in Washington. 

Victor N. Houston, who is thoroughly posted on office 
appliance devices, has opened an office for the sale of 
specialties such as typewriters, adding machines, etc., in 
Washington, D. C 

Mr. Houston retains the ownership of the Chattanooga 
Typewriter Company of Chattanooga, Tenn., and has 
placed R. E. Curvin in charge of the business. 

Mr. Houston states that he desires catalogs and infor- 
mation regarding specialty lines above referred to. His 
present address is 1750 S street, Washington, D. C. 

Holyoke Concern Increases Warehouse Space. 

Work was started about the middle of July by the 
White & Wyckoff Manufacturing Company, Holyoke, 
Mass., on a two story addition to one of their warehouses. 
This addition will give the company 40,000 additional 
square feet of floor space, each one of the stories occupy- 
ing 100x200 feet. This is the sixth time in the history 
of the company that they have found it necessary to 
increase their capacity. This month the White & Wyckoff 
Manufacturing Company is thirty years old. With the 
completion of the new addition, the company will have 
250,000 square feet of manufacturing and storage space. 
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Ink plus Water—or 
Ink minus Water? 


Which Do You Buy? 


OTTLE ink is mostly water—paid for at a good 
B price. When you buy INKLETS, you add the 

water at no cost and have a clear, strong 
writing ink of perfect quality. INKLETS come in 
4 colors (blue-black, red, green, violet), in vest- i} 
pocket size in tin boxes, 32 in each. On request, we 
will send you free samples of 


The Perfect 

















Eclipse Pneumatic Inkwells 


give the right amount of 
ink at each did. Stop 
wasteful evaporation. 
Keep ink fresh and 
clean. Prevent spatter- 
ing. Aliglass. No 
plunger. Several sizes 
and kinds. 

Handsome! 











Eclipse Two-Well Set 


Catalog sent free on request 


General Eclipse Co., Dept. A, Danielson, Conn. 























Wire Baskets 


Waste Baskets 
Letter Trays 
‘“Built-Up” Trays 





The Barbee trade mark is the guar- 
antee of satisfaction to the user. 
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BARBEE WIRE & IRON WORKS 


174 Nerth Dearborn Stgecet 
CHICAGO 
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Sells on Its Merits 


“SATELLITE” 


Dealers find the ‘‘Sat- 
ellite’ typewriter 
stand a fast moving 
item of their office 
equipment stock. It 
grows in popular- 
ity with the con- 
sumer on its 
proved merits. 


Why “‘Satellite’’ is Best 


Because typewriters’ want it, 
and they know. Its adjustability 
in height and to any angle appeals 
to them. It enables them to do 
more work with less fatigue. 

Office managers like the “‘Satellite” be- 
cause it saves office space and is fireproof 
—being all metal except tov—and is 
easily moved on its casters from 
place to place. 


Write for Deal- 
ers’ Proposition. 















Where we are open 
for representation our 
agency proposition is an 
attractive one. 


ADJUSTABLE TABLE COMPANY 
Grand Rapids, Michigan 




















You Have the Call 
—Meet It 


Lawyers, File Clerks, Auditors, Con- 
tractors, Clergymen—persons in all busi- 
ness and professional activities need filing 
containers. They will call for 


“Paperoid” 


for that name assures them of exceptional 
durability and reliability. You can save time at 
the sales counter and assure clean profits by 
supplying Paperoid products. 
The complete line of Paperoid Filing 


Containers is listed in Price List No. 37. 
WRITE FOR A COPY 
Alvah Bushnell Company 
Durable Filing Containers 
925 Filbert St. Philadelphia, Penn a. 

























Providence Store Refitted. 

Office Appliance Company, 87 Dorrance street, Provi- 
dence, R. IL. has just renovated their store. James J. 
Sheehan is the manager.. The company is now in its third 
year as agent for a widely known steel furniture line, 
made at Youngstown, Ohio. 


Harry D. White Now with Thaddeus Davids Ink 
Company. 

Harry D. White, fresh from the battlefields of France, 

serving with the 112th Ammunition Train of .the 37th 

Division, made up of Ohio boys, is representing the Thad- 














deus Davids Ink Company in Indiana, Illinois (except 
Chicago), Wisconsin and Michigan. 
HARRY D. WHITE, OF THADDEUS DAVIDS INK COM- 


PANY, 


INC 


Mr. White has always been closely connected with the 
stationery field. For a number of years before his military 
experience he was the manager of the Springfield, Ohio, 
office of the Remington Typewriter Company. 

A thorough education in the ink and adhesive industry 
has equipped Mr. White to assist the stationers in his 
territory to increase their sales. 


To Advance American Office Equipment in India. 


T. H. Campbell-Howes, head of the T. H. Campbell 
Howes Publishing Company, Grand Hotel building, Cal- 
cutta, India, whose activities in the field of publishing and 
office equipment have been referred to Several times in 


Office Appliances, is sponsor for a somewhat ambitious, 


but, we believe, an entirely practical plan to awaken the 
business houses of the Orient to the advantages of Ameri- 
can office equipment. Mr. Howes publishes “Indian Busi- 
ness” and the “Indian Motorist,” both monthlies, and also 
“Indian Ink,” the Imperial War Fund annual 

in “Indian Business” for June he reproduced some of 


the principal articles which appeared in the first number 
of The Office Appliance Exporter. He called the June 
issue of his publication a special American number, intro- 
ducing modern office labor-saving machinery to his readers 


in the East, where he believes there is a wonderful field 
for such devices. 

This will be followed by a special office appliance num 
ber that is in preparation. The whole of the article on 
the “Office Equipment Field in America” will be repro- 


duced in this number and Mr. Howes is anxious to secure 


the co-operation of all American manufacturers of office 
labor saving machinery, whereby they will send him cuts 
to illustrate the articles. Cuts of every type of labor 
Saving appliances are required for this purpose. Any 
American manufacturer interested in this idea should cor- 
respond direct with the Roland Kay Company, Conway 


building, Chicago, who represent Mr. Howes in this 
try. 

Mr. Howes is also planning to open an exhibition for 
the display of office labor saving machinery in the Grand 
Hotel building. The particulars of this exhibition and 
how to forward exhibits can be obtained from the Roland 
Kay Company. 

It is suggested that American manufacturers of 


oun- 


office 
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Svenska Papershandlares 
Handelsaktiebolag 


Swedish Stationers Trading Company, Ltd. 
STOCKHOLM, SWEDEN 


We are desirous of entering into connection 
with American Manufacturers and Exporters 
of all sorts of office utensils, and should be 
pleased to get quotations for articles such as :— 

Writing and Printing Paper 
Envelopes 

Pens Paper Knives Inkstands 

Writing ink Letter-presses 
All sorts of cloth 
Tracing cloth Tracing paper 
Clips and Paper Fasteners 


Indian ink 


Pencils and pencil cases 

Pencil sharpeners 

Erasers and rubbers Coloured pencils 
Rubber bands 


Glassware 


Labels Fountain pens 
Colours Colour boxes 
Crayons Sealing wax 
Rulers Angles (Drawing) 
Squares Blotting presses 


Boxes for pens Drawing-scales 


Stencil-paper, etc. 


Ornaments for the writing table of all kinds 
and descriptions 














- just} pins! 
















Perfect pins that 
perform as they 
should—bank pins, 
cushion pins, pyr- 
amid pins—and a 
service behind them 
such as only good 
intent can make 
possible. 





Crescent Brass & Pin Company- 


DETROIT, MICHIGAN 
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do not exist for the printer who uses 
“K. B.” BLANKS, in the preparation of bonds and 
steck certificates, because “K. B.” BLANKS get the 


orders. They are steel-engraved like a bank 


note. 
They look like real money. That is why dealers and 
investors in securities prefer them to all others. They 
are irresistible. They have an order-compelling pew- 
er all their own. They are money-makers. Get busy. 


Get samples. Get business! 
KIHN BROTRE?S Bank NoTe ENGRAVERS AND IN(ZRS 


99-103 Beekman Street New York Clty 





Pen Department 


at 







least outlay. 


j Esterbrook Counter 

77, Display Case makes 

yourpen business profit- 

able and satisfactory. 
Write for information 


THE ESTERBROOK PEN MFG. CO. 


80-100 Delaware Avenue 
Camden, N. J. 


The Brown Bros. Limited, Canadian Agents 
Terente ,Can, 


dovbvook Pens 
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PAPER WEIGHY 
AND MEMO PAD _. 





Rolls for Adding Machines 


Three grades of white and one amber. A 
grade for every trade requirement. 


Office Conveniences 


We also manufacture a very complete line 


of Second Sheets, Mimeograph and Type- —Real ones! the kind that lessen your steps 
. . about the room—that make it easier to take 
writer Papers. We can give you SERVICE. telephone messages, to sign your letters, to 
Write now for prices of keep track of business prospects, or to keep 
your desk in order. They make the hot days 

“Preferred Paper Products” cooler for you and save time enough for a 


ball game once in a while. 

Write for our new catalog showing sev- 
eral articles recently brought out. Dealers, 
write for discounts. 


MANUFACTURING CO. 
P O L A kK 101-107 N. Marshall Street 
PHILADELPHIA - PA. 


Member of National Association of Stationers and Mfrs. 





MENASHA, WISCONSIN 














I 


The Chat 
Is a BIRD! 


Every Standard Pencil 
is a Bird! 


Made to please the popu- 
lar trade, put up one gross 
in a box, assorted colors, 
round shape, white eraser, 
nickel tip—a good all- 
round pencil. 






A STRONG, GOOD LOOK- 
ING WASTE BASKET 
AT A MODERATE PRICE 


VERY _ stationer 
and office out- 
fitter knows that 
there is a big 
demand for this 
kind of waste 
basket. And the 

NEMCO perfectly meets this 

need. 





We will tell you something 
interesting when you write 
us for quotations—a rea- 
son that will surely get 
your order! 


The NEMCO Expanded 
Metal Waste Basket will not 
bend. rust, or the bottom 
come loose _It is a one-piece 
steel basket made of expanded 


metal. beautifuily enameled 





in rich maroon, olive green or 
pure white. 

It is a big capacity basket, MAK 
fine enough for the finest office, AKK 


strong enough for factory use, 


and it is priced right. 
Write for circular quick 
ware an EXPANDED s 


METAL COMPANY 
983 Old Colony Bldg. . 
CHICAGO —~— 

















Standard Pencil Co. 


Manufacturers 
1822 Locust St. Saint Louis, U.S. A. 








TU 





Pd 
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equipment take up the matter at once, as Mr. Howes does 
not wish to delay his special number longer than neces- 


Sary. 9 
Mr. Howes’ company has recently taken the sole agency P E E { S 
: , s . - save ¢ : - 


in India, Burma and Ceylon for the American trade direc- 
tory known as “Thomas’ Register.” Mr. Howes earnestly 

desires the support and co-operation of all advertisers, Patent Improved 
manufacturers, merchants and agents in this territory for 


the new International Section of this Register. TRIANGLE PAPER CLIPS 


Two Successful Disciples of Isaac Walton. 


Below are three small pictures, the top one showing the In 
summer camp of J. B. Irving, president of the Irving-Pitt PA Law? 





Manufacturing Company of Kansas City. The lower pic- 

ture at the left shows Mr. Irving with a string of fish and 

the right hand picture shows Geo. Walcott, the Irving- HOLDS PAPERS SECURELY 
Pitt Company’s Pacific Coast traveler, also in the act of Patented May 22, 1917 
presenting a string of fish for the benefit of the camera 

man. 


Only after trying this new paper 
clip can you appreciate its superi- 
ority. It is so easy to slip on, and 
it holds the papers, etc., absolutely 
firm. The patented crimp does the 
work. It will be worth your while 
to send for samples and prices. 





If your stationer does not carry them, 
write us direct. 


PEET BROTHERS 


618-20 Cherry St., Phi‘ adelphia, Pa. 





















PUULELECEULEEELELIUEEELL I COTTE 


-°—=> on YOUR STOCK OF 
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IKE WALTONING IN WOODSY COMFORT. 


LUPRERRRRTRRRURERLTCTRTLS 


It is to be observed that there is no trick of the camera 
1ere, but that the fish appear in their natural size, whereas 
it would have been perfectly easy to have made them ap- 
pear very much larger than they actually were. It is also 
noticeable that there is good fishing at Mr. Irving’s camp 
at Gordon, on the St. Croix river. This camp, by the 
way, is called a camp, but it is in reality a comfortable log 
cottage. On the inside the logs are smoothed and var- 
nished and there is a big boulder fireplace in which wood 
can be burned to give out its genial warmth on chilly days. 
Mr. Irving and Mr. Walcott returned about two weeks 
ago from their trip. 

Those familiar with the incidents of previous trips will 
recall that on a former occasion a frenzied pickerel tore 
a sleeve out of Mr. Walcott’s shirt in its frantic attempts 
to get back into the water. This is an actual occurrence 
and for some time Mr. Walcott carried a scratched arm to 
prove the encounter. 











COOPEU DECC ORCODDELCCEOLCC CETTE ECO CU ELE OU COLES 


CO-OPERATION [ 


Elsinore ‘‘Economy Opportunities”’ E 
— mailed monthly — will keep you informed [— 
as to the prevailing prices and bring to your | 
attention many ‘‘Money Savers."’ 

If not receiving them, a request on your let- 
terhead is all that is necessary to place your 
name on our mailing list. 


TALOGVE AND DISCOVNTS ON REGQVE..Y 
Paper COMPANY, Inc. 


————= MANVFACTVRERS 


New Store at New Bedford. 


The Keystone Office Furniture Company of New Bed- 
ford have moved from their former location to 235 Union 
street and now have one of the best equipped steel office 
furniture display stores in that section. L. F. Kavanaugh, 
proprietor and manager, has represented a famous Youngs~ 13] Wi 245 New York,NY. 
town, O., Steel Furniture Company in New Bedford for EST TREET . 
the last four vears and is so enthusiastic over the line TITDTITITITINITITDDT TENT T TTT TT TTT 
that he talks it in his sleep. Ask Mrs. Kavanaugh. een 
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Typewriter Man Marries. 


93 

The wondertru/ Office Appliances extends best wishes and congratula- 
tions to Mr. and Mrs. Harrison Otis Blaisdell. We have 

: 4 received the announcement of their marriage on Thursday, 
July 3, at the Litthe Church Around the Corner, New York 
City. Mrs. Blaisdell was Miss Elsa Elizabeth Brendgen, 
daughter of Mr. and Mrs. Nicholas Stockhammer. Mr 
Blaisdell has been connected with the Underwood Type 
writer Company for many years. He was 2t one time 
the holder of the International championship trophy for 
speed and accuracy in typewriting. He is one of the best 
posted men in the country on typewriter mechanics and 


operation. 


Changes Name with Ownership. 

It is announced that the house of Weinberg & Beirach 
THE WASHBURNE ‘0.K." me RIES OK 'EiER opener Incorporated, manufacturers of stationery specialties New 

PAPER FASTENERS York, will hereafter be known as the Standard Office 
Equipment Company, Incorporated. Mitchell Cahn, for 
merly purchasing agent of the Alexander Haniilton Insti 
tute; Harold Tager, assistant treasurer of the Business 
Training Corporation. and Emil Schneider have purchased 
the controlling interest in the new company. 








THE SQUARE DEAL WINS: WE KNOW The new owners have made vital improvements in the 

IT. YOU'LL GET IT factory end of the business. New items have heen added 

; _THE SANITARY and others will rapidly be produced from time to time 

FROM US; AND YOU WILL KNOW IT EVERY “o.x.. enasen The new company has put on the market a number of 


specialties of interest to the stationery trade, including 
desk pads, boxes, cabinets, files, etc. 

William C. Stahle, the only member of the termer sales 
force now connected with the company, has sole chargé 
of the West and Pacific Coast territory. Herbert Singe: 
attends to the trade in New York City and New England, 
SQUARE PRICES, AND TO STAND BACK OF se parr sn ag casi the x soigee'g, hes i ape 

‘rank 10mpson will cover the states of New ork an¢ 
EVERYTHING WE MAKE. WE WANT YOUR New Jersey. The company has a new catalog in prepara 
TRADE — ORDER FROM YOUR JOBBER, OR DIRECT. tion. | : 


TIME YOU BUY AND SELL PRODUCTS OF 
OUR MANUFACTURE. 
IT IS QUALITY THAT COUNTS. IT IS 


OUR RULE TO GIVE STANDARD RELIABLE 
GOODS OF OUR MAKE AT LOW, FAIR, 





THE O.K. MANUFACTURING CO. Stationer’s Window Serves Uncle Sam. 
SYRACUSE, N.Y., U.S.A. It was not a publicity service, such as countless st ition 


ers’ windows accomplished during the war. The windoy 
helped nab two deserters from your Uncle Samuel’s Army 











A window was smashed in the stationery store of George 


SUOEUAUEEEEEODEOAURE RAGE ERER TAROT TA TEETER =| Cole & Company, Inc., Conway building, Chicago, in 


= the wee small hours, long before reveille, on an August 
THE ONLY ADJUSTABLE morning. To mix both anatomy and metaphor, the heavy 
POST BINDER 

ON THE MARKET 


hand of the law was within earshot, and a police depai 
Here’s a simple device that enables the office 


ment detective gathered two men unto him. They had 
just grabbed an electric fan that stood handy, and were 
boy to bind into book form “in a jiffy” any kind 


about to make their getaway. At the police station it was 
discovered that they were deserters from the Army, and 
they were turned over to the military. So this note 
really belongs in “For Our Country,” because the smashed 
window actually served Uncle Sam. 


of loose leaf records. To add to the irksomeness of the military service per 
“ ” formed by the window of George E. Cole & Company, 

The F-B Loose Leaf Holder Inc., there was a strike on in Chicago, and no one would 
set a new pane of glass. So the window was boarded up 


awaiting the return of labor to industry. 


Government Calls for Office Help. 

The offices of the Government at Washington ar 
the most urgent need of large numbers of stenographers 
typists and bookkeepers, both men and women Che 
Bureau of War Risk Insurance is one of the principal suf- 
ferers from the shortage. During this period of readjust 
ment the Civil Service Commission finds it impossible to 
meet the calls for workers of these classes through the 
means of publicity ordinarily at its command. Returning 
soldiers and sailors are given every opportunity to qualify 
but even this material is insufficient, 

The usual entrance salaries will be paid. These are as 
follows: For stenographers, $1,200; bookkeepers, $1,100 
and $1,200 a year, aside from any temporary bonuses al 
lowed; typists, $1,100 a year. For the benefit of its 
employes the Government maintains a list of available 
rooms in private houses and conducts attractive residence 
halls to accommodate a limited number. 








Pat. May 13, 1913 


= is adjustable to any distances between funch 
= holes ard to any size of paper. 

= Advantages acknowledged in numerous testimonials- 
= The retail price is $3.00 a dozen with liberal 
= discounts to dealers. 

= F. B. MANUFACTURING CO W. Mayhue Gillies’ Address Wanted. 

= e . . . - . 
= Office Appliances is interested in securing information 
= concerning the present address of W. Mayhue Gillies, a 
= stationery salesman, recently discharged from military 
= service. Will anyone. who knows Mr. Gillies’ where 
> abouts, please inform us? 


1228 Intervale Avenue NEW YORK, N. Y. 





(Chicago Office, Frank Z. Woods, Mgr., 180 No. Market St. 


QUUUROEOGURDOORUGOGORERUOUUDOUEOOEODOUGODDAOOEORODEAGROGUNCEEOEUOROTEGEOOOEOEOOGEO2 SUCUOOEOEEOEEOGNOEEODEEOEODEENE 
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Why Wabash “Better Grade” Alphabets Are Better 


Wabash heat process of celluloiding and colors Red, White and 
Green, make an almost indestructible and very attractive index. 


Better Grade Alphabets Make Better Satisfied Customers. 


Attaching celluloid to guides by heat and 
pressure makes the celluloid a part of the 
stock and is much more durable than by 
using cement. The use of three colors of 








ML 25 division Alphabet—Illus- 5 Se Sr ‘ 
: § 25d 
a trating the lettered tabs pro- celluloid simplifies a subdivided index and 
ee oer og celluloid front adds to its attractiveness. 
a 
a eet S| pee — 
Are you getting your share of this business? 
Line up with Wabash for a Better Fall business. 
We sell only thru the better class THE WABASH CABINET CO. Also manufacturers highest quality 
exclusive dealers and give them Main Salesrooms, Executive Offices and Factories Filing Cabinets, Systems, and Supplies 


Established 1883 WABASH, IND. for Filing Cabinets, 


protection. 





a. 


aoo_oewc[c(I i, iniiiitiieKN il 





Paper Fasteners and Punches 


We illustrate leading styles, which are recognized as the most practicable types of office devices. 
They save labor and do good work. 







The Samson The Ajax No. 1 Samson 
Eyelet Tool Eyelet Fastener Hand Punch 
For binding all cor- 
respondence, leg a l Will take inter- 
documents, etc It changeable 
punches a clean, ac- punches and dies 
curate hole and in sizes from 1/16 


in. to % in. diam- 
eter. Furnished 
vith 3/16” punch 
and die unless 


clinches the eyelet 
perfectly. 





Special 
Samson otherwise  speci- 
fied. 
AGvantages The new automatic eyeletting device 





which binds paper, cloth or leather, 
and has a thousand time-saving uses 
in office and factory. ’ 
Useful in any office 
Ajax Eyelets—Actual Size 





The patented 
spring collet 
prevents the 


eyelet slip- 
ing out of position The gauge fixes HE fi The No. 1 Samson Hand Punch is made of 
the margin exactly as desired. ' 7 drop forged steel, attractively nickel plated. 
2 . 
" Long x Medium 3 Shert 


Use Samson Zinc Eyelets for Samson 


Eyelet Tools. Rust-proof, made espe- Packed in Boxes of 500 


With one stroke of the lever, the Ajax 





cially for the Samson eyelet tool— . 
z punches the hole, inserts and clinches 
packed 500 to box (ten boxes to car- the eyelet. The Ajax Fastener takes 
sizes— Ss - t hree sizes of Ajax rust-proof eye- 

ton). Two sizes—long and short. Sam he three s rs) j Pp y Throat, 1% in. deep. Opent bet dies, 


. a , , lets shown without any adjustment. 
son Byeicts, with the Samsen Byetet Remember, Mr. Dealer, every machine % inch. Will punch sheet iron and soft 


Tool, assure best results—but any stock sold creates constant demand for Ajax steel up to 20 gauge, and paper, cardboard, 
eyelet can be used. Eyelets. leather, etc, up to % inch in thickness. 


Write for our complete catalogue at once 


Machine Appliance Corporation, 351 Jay Street, Brooklyn, N. Y. 


Canadian Representatives: Menzies & Co., Ltd., 439 King Street, West, Toronto, Canada. 
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DORNETTE DESKS 


Extremely 
Popular 
With 
Office 
Furniture 
Dealers 








Made as fine as 
the best kiln- 
dried hardwoods 
and skilled work- 
manship can make 
them. 





Write for 
Catalog 





Our Latest Sanitary 








tHe J. DORNETTE & BRO. CO. Cincinnati, Ohio 














Notice of Move to Larger Quarters 


We have moved our General Offices and Re-Manufacturing Plant from 
the old location where we have held forth for several years at 316 
Broadway, to the new location 


326-330 BROADWAY, NEW YORK CITY 


Here we will have more than double the floor space previously avail- 
able for turning out the famous 


Ramer Re-Manufactured Typewriters 


We fully appreciate the fact that the future will constantly demand 
more and more of typewriter rebuilders, and we are prepared to take 
care of the increased trade. Dealers are looking to us to supply them 
with machines in greater quantity, and we are making a heavy invest- 
ment in space and new equipment because we have complete faith in 
the business future. 

We invite you to visit our new place and we solicit your inquiries for 
prices. 


WHOLESALE TYPEWRITER COMPANY 
W. W. RAMER, President 
326 Broadway New York City, U. S. A. 
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The Elliott-Fisher Convention. 
(Continued from page 34.) 

Trego, explained “How to Cover a City Territory.” He 
was followed by C. W. Jones, who told his fellow dele- 
gates “How to Cover a Country Territory.” <A. C. 
Brownless read a paper on “Mapping Out~the Day’s 
Work,” E. W. Wilkinson advised of “Initiative in Selling,” 
two Elliott-Fisher experts, E. F. Mumm and H. B. Gil- 
more, spoke of “Selling High Priced Equipment,” and R. 
E. Richwine read a paper on “Meeting Objections,” con- 
cluding the afternoon program. 

At 4:30 in the afternoon the men took dinner at the 
hotel and boarded special cars for the Colonial Country 
Club, where they spent the evening playing golf, tennis, 
field sports and cards. After dark they were entertained 
by a colored jazz orchestra. 

Third Day. 

Commencing at 8:30 o’clock with the roll call, as usual, 
the third day’s session formally opened with an address 
by C. H. Reed, of New York. His subject was “Demon- 
stration.” He showed how and when to demonstrate the 
machine and when not to demonstrate. Then he told of 
many buyers who were after results and did not want 
to be bothered with a description of the mechanism. Oth- 
er talks of the day included_the following: 

C. J. Bryant, of Chicago, talked on “Comparative Speed 
and Accuracy.” Work of other machines was outlined 
by I. D. Tussey, Minneapolis; J. A. McCarthy, New York; 
W. E. Phillips, New York; A. A. Gordon, Newark, N. J., 
and P. T. Shade, of New York explained the many oppor- 
tunities for Elliott-Fisher salesmen. He is e new man 
and offered many good points to prove there is plenty of 
money for the man who sells these machines. 

F. W. Tedder, of London, England, who was to tell 
about conditions in England, did not reach Harrisburg in 
time to deliver his speech on the day scheduled. He gave 
an interesting talk later in the week. In the afternoon the 
following talks and subjects were presented: 

“Pulse of the Organization,” M. A. Seely, Harrisburg; 
“Review of Sales Records,” G. W. Spahr, Harrisburg; 
“Accounts Receivable,” R. D. McGuffin, Harrisburg; “Com- 
bined Billing and Bookkeeping,” W. B. Schiebel, Reading; 
“Sales Analysis,” M. V. Maloney, Chicago; “Closing the 
Sale,” W. J. Crowley, Milwaukee; “The Value of Service 
in Keeping the Customer,” F. F. Wright, San Francisco. 

Fourth Day. 

The program of Thursday, July 24th, was as follows: 
“Selling to the Government,” by J. H. Stange; “Cost Ac- 
counting,” by T. O, Grisell; “Compilation and Analysis of 
Payrolls,” by R. D. MacGuffin; “Stores Records,” by H. P. 
Zerbe; “The Wholesale Field,” by H. C. Rose; “Whole- 
sale Grocers,” by W. J. Crowley; “Wholesale Dry Goods,” 
by J. A. Garvey; “Wholesale Drugs and Cheniicals,” by 
L. W. Koss; “Co-operation with Public Accountants,” by 
C. J. Walker. Luncheon at 1:00 p. m. in the Penn-Harris 
grill room. 

The afternoon 
Banks,” by C. C. 
cett; “City Banks,” 


session commenced with “How to Sell 
Fitch; “Country Banks,” by G. W. Faw- 
by C. A. Teal; “Savings Banks,” by 
H. T. McBrien; “Trust Companies,” by M. V. Maloney; 
“Insurance,” by C. C. Fitch; “Home Offices,” by R. M. 
McCleary; “Agencies,” by C. C. Ebert; “The Factory,” 
by H. A. Foothorap; “Mechanical Service and the Prob- 
lem It Presents,” by L. E. Lantz; “The Proper Selection 
of Ribbons, Carbon Paper and Carbon Rolls,” by S. A. 
Neidich; “Selling Carbon Paper and Supplies,” by S. M. 
Meding. 
Final Session. 

Chairman G. W. Spahr was very anxious to clean up 
the calendar by 7:30 on Friday evening; therefore, the 
events of the final day were handled on schedule time. 
Friday morning, July 25th, after roll call, there was a 
talk by Mr. Wagoner. An address on “Department Stores” 
by J. O. Shepard was filed for record but not read. H. C. 
Rese presented an address on “Retail Accounting,” while 
T. O. Grisell spoke on “Accounts Payable and Distribu- 
tion.” The program included other addresses but in order 
to catch up with the work a number of them were omitted. 
The closing event of the day was the presenting of the 
“9 to 5” contest prizes by Sales Manager G. W. Spahr. 
Salesinen who made a record of 105 per cent over and 
above their six months’ quota up to 175 per cent were 
given recognition. Prizes were distributed by Mr. Spahr. 
In addition to these prizes six salesmen who joined the 
company too late for a half-year record up to June 30th 
each received a handsome diamond stickpin for their 
special work. Prize winners and awards and percentages 
attained follow: 
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Okerd Filing Supplies 





Everything in Filing Supplies 
is not just a slogan with us, but a plain state- 


ment of fact. 


We are specialists in filing supplies and as 
such we carry in stock 589 stock items 
and raw materials for any style of special 
supplies. 


We can serve you. Write for samples. 


Reesrd.89d.(-. 


541 Pearl St., New York, N. Y. 
— SS 6 


; ee a 
Philadelphia Office: Hartford Office: 
939 Drexel Building 720 Main Street 














TT 

















Vacation Time—Then What? 





Call on your business acquaintances wheg they retura 


from their vacations. 


Maay of them have visited in 


offices, have seen glass desk pads in use, and want to 


buy one for themselves. The 


Chicago Glass Desk Pad 


gives satisfaction because it is made from clear glass. 


placed on a stout back. Active memos can easil 


be 


placed under the glass where they are always in sight. 


Made in two sizes: 18x24 and 20x36. 


Chicago Glass are made to order, covering the entire 


Desk Tops = desk top. 
and grind and polish the edges. 
which does not tie your money up in stoc 

Write today for particulars and discounts. 


Chicago Mirror & Art Glass Co. 


Established 1890 


We use selected plate glass, 
Thisisa eos line, 





217 No. Clinton Street, CHICAGO, ILL. | 
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BEST BY EVERY TEST 


The “APSCO” Line of 
Pencil Sharpeners 


The ““DANDY’’ 


‘‘All the Name Implies” 
Automatic Feed, Twin Milling Cutter Type 





One of eleven quality pencil sharpeners of 
extraordinary merit and workmanship. 


Write for descriptive catalogue which contains 
articles of considerable interest. 


A Live Line for Live Wires 


AUTOMATIC PENCIL SHARPENER CO. 
1504 Garland Building CHICAGO, ILL. 











Nationally Advertised 


Half a Million Sold! 








Each 
Memo 
Separate 







Live Notes 
Only 


ROBINSON iREMINDER 


TEAR OUT WHEN ATTENDED TO 
When a memo is taken care of, it is torn out. The book 
No data lost among crossed- 
out notes; no 










is always “live’’ and clean 











Reminder with extra filler and handy .xeyse for for- 
pocket in cover. getting Used 

Retail Price List 3”°x5”" 3%"’x7" by half a mil- 
Handsome Black Leather....$1.00 $1.50 jjion people and 
Cowhide or India Calf........ 1.75 2.00 ; " 
Genuine Seal or Morocco..... 2.25 3.00 a. “gage yon ee 
In, Imitation Leather......... .50 Je =~ & : & 
In Cloth (without extra filler) .25 0 under way! 
Ladies’ Shopping Reminder, 2 3-4x3 3-4, Advertised in 
with pencil and extra filler, $1.00; in pat- Over a dozen 





big magazines. 
Good profits, 


ent leather, $1.25. 







Extra Fillers easy sales, 
Size 3 in. x 5 in. (4 coupons to a page), Plenty of store 
Tic per doz. Size 3% in. x 7 in. (6 cou- advertising. 






Write for 
“self - starter” 
offer! 


pons to a page), $1 per doz. Size 2% in. x 
3% in. (3 coupons to page), 70c per doz. 


Name in Gold on Cover, 25c extra. 


ROBINSON MFG. CO., 73 Elm St., Westfield, Mass. 






Prizes Awarded. 

175 Per Cent—W. W. Hunter, Flint, 550.8 per cent, dia- 
mond ring; H. P. Zerbe, Cleveland, 220.2 per cent, three- 
piece tapestry living room suite; H. F. Bowser, Boston, 
209.5 per cent, Aeolian Vocalian outfit; J. H. Stange, 
Washington, 182.2 per cent, three piece tapestry living 
room suit; H. B. Gilmore, Chicago, 176.1 per cent, three 
piece tapestry living room suit; F. X. Muckermann, St. 
Louis, 176 per cent 

150 Per Cent—J. M. 
tapestry davenport; L. W. 
Limoges china set. 

125 Per Cent—Mrs. M. F. Nofus, Toledo, 131.6 per cent, 
to be announced; M. V. Maloney, Chicago, 131.5 per cent, 


Morton, Richmond, 154.7 per cent, 
Koss, Boston, 154.5 per cent, 


platinum diamond-sapphire scarf pin; FE. W. Wilkinson, 
San Francisco, 126.6 per cent. watch. 
105 Per Cent—R. K. May, Pittsburgh, 124 per cent, 


watch; C. W. Jones, Joliet, 121.6 per cent, hand bag; F. 
W. Husted, Los Angeles, 120.2 per cent, kodak; S. W. 
Keenan, New Orleans, 116.1 per cent, tapestry rocker: 
F. G. Glassford, San Francisco, 116.9 per cent, diamond- 
amethyst ring; A. C. Brownlee, New York, 115.5 per cent, 
diamond lavaliere; J. B. Stader, Kansas City 111.3 per 
cent, tapestry chair; W. E. Phillips, New York, 111.1 per 
cent, diamond lavaliere; J]. A. Kaiser, New York, 110.2 
per cent, wrist watch; J. D. Oglesby, Birmingham, 109.1 
per cent, kodak; W. J. Crowley, Milwaukee, 108.2 per cent, 


refrigerator; E. M. Whitaker, St. Paul, 107.7 per cent, 
watch; L. F. Betts, New York, 106.8 per cent, watch. 
Speaker from London. 
One of the speakers on Thursday was E. W. Tedder, 


who arrived the previous day from London, England. He 
told of conditions in his country and of the large amount 
of business done during war times. Mr. Tedder was given 
a rousing welcome. 

C. H. Miller, treasurer of the company, was a special 
speaker on Friday, telling his views from a treasurer’s 
standpoint. He outlined plans to be followed which would 
bring about better results and urged greater co-operation. 
M. H. Dean, assistant secretary, gave a timely talk to the 
representatives. Other papers included: 

E. M. Whitaker, “Itemized Versus Skeleton Statement”; 
O. H. Cook, Dallas, Tex., “The Dual Plan”; F. W. Husted, 
Los Angeles, “Installment Accounts”; F. X. Muckerman, 
“Selling the Ice Plants”; and W. A. King, Detroit, “Elliott 
Fisher as a General Purpose Machine.” 

Afternoon Talks. 

Following an interesting and educational talk on “Pres- 
entation of Our Advertising Program,” by Starling H. 
Busser, vice-president of the George Batten Company, R 
R. Steel, of Harrisburg, told “How to Make Our Publicity 
Pay.” Mr. Busser’s talk was illustrated with the presen- 
tation of colored sheets showing various branches of ad- 
vertisements and folders of advertisements to appear in 
the near future. 

Mr. Steel touched on “Sales Records” and tcld of the 
value of magazine work, publicity in Ginger, and told of 
the value of magazine work, publicity in Ginger, and took 
up general publicity outside of space advertising He 
called attention to articles written in which the name of 
the company was not mentioned, and to valuable results 
that followed. His long experience in the publicity field 
gave him opportunity to explain many phases of publicity 


and results obtained and his talk was timely and inte1 
esting. Other speakers were: 

*. S. Vineyard on “Making the Sales Promotion De 
partment Your Assistant”; W. R. Busch, “The Necessity 
of Elliott-Fisher Training as Related to Sales and Ser- 


and M. S. Roosevelt on “The Influence ot the Oper- 
Future Sales.” 


vice”: 
ator on 
Southern Trade Mark Bureau Coming. 

It is expected that the international trade mark bureau, 
which will be established at Rio de Janeiro, wil! be ready 
for operation in the near future. This bureau will handle 
registrations for the countries in the lower part of South 
America just as that at Havana operates for the countries 
of Central America and ‘the northern states of South 
America. The plan assures uniform trade mark practice 
and makes it unnecessary for the owner of a trade mark 
to register it in each of the countries co-operating in the 
organization of the international trade mark bureau. 

Britain Admits Office Furniture Under Permit. 

British import restrictions permit the entrance of office 
and institution furniture. Licenses will be granted “only 
exceptionally as and when required.” This classification 
includes roll top desks, cabinets, etc., and chairs 
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HERE IT IS!! 


The ADDING and LIST- 
ING MACHINE you have 


been waiting for—at a 
price you are willing to pay 


THE DUCO 
${50-00 


DUCO Features: Adding capacity 99,999.999.99, “Clear” Signal. Red totals and sub-totals. Items indexed appear in a 
straight line exactly as they will be printed. Entire list instantly visible. Symbol printing non-add key. Split device for 
listing and adding twe columns (cost and selling price, etc.), simultaneously. Separate column correction buttons. Four- 
inch handle pull. Absolutely accurate. Well made and fully guaranteed. Quarter, eighth or twelfth fractions—$15.00 extra. 


CHOICE TERRITORY AVAILABLE. SALES AGENTS AND DEALERS HAVING 
SELLING ORGANIZATIONS WRITE OR WIRE 


THE DUCO ADDING MACHINE Co., ST. LOUIS, Mo. 





Mill 








Associate Endurance with Winnebago 


i We have perpetuated the virtues of those original Americans— 
the Winnebago Indians—in our name. The original Winnebagos 
led the neighboring tribes in industry, skill and endurance. 
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So we contrive shape and finish Winnebago Desks and Tahles so 
as to enhance the industry and skill of user, and the material and 
workmanship as a guarantee of endurance. Send fer our catalog. 


Winnebago Furniture Manufacturing Company 
Fond du Lac, Wis., U.S. A 
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HE wide variety of uses for columnar ruled 

pads places them foremost in the stationery 
field as one of the biggest, most salable and 
profitable items handled by the stationer. 


a z 


Accountants and Bookkeepers are large users of 


these pads, avhich are extremely useful in making 
statistical and analytical reports of all kinds. 


There are thousands of other uses for ruled 
pads, and-they are used in one form or another 
in every office, counting-room or shop. 





Made in two 
grades: 
“Manhattan 
Ledger” paper, 
white, and 
“CanaryBond” 
paper, yellow. 


BOORUM & PEASE Co. 


PU 





Rulings: 4, 
7, 11, 14, 18, 
21 and 25 
columns in 


both grades. 


For detailed description see page No. 137, catalogue No. 45. For prices, see price list No. 7 dated Nov. |, 19/8. 


NEW YORK, N. Y. 


Makers of Blank Books and Loose Leaf Devices 
EEE ee 
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B & P STANDARD COLUMNAR RULED PADS 
FOR ACCOUNTANTS AND BOOKKEEPERS 
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NAME PLATE DATER can also be fur- 
nished with Wheels for all languages. 
THE TRAUT & HINE M’F’G CO. also 
make thumb tacks, pencil clips and the 
well-known “Kon Kave Kut” Pencil 


Sharpener. 








Six Wheels 

















Our proposition for 
I to 999,999 dealers and agents in 
Three all countries of the 
pew te ANSW FR world is an attractive 
Repeat, ‘ ED one. Write for our 
Duplicate. JUL 15’20 illustrated catalog. 


Facsimile of lmprint = — 





THE TRAUT & HINE M’F’G. CO. 


1 UNION SQUARE, NEW YORK CITY, U.S.A. 


123456 FACTORY, NEW BRITAN, CONN., U.S. A. JUL 15°20 


Facsimile of Imprint Expert Department for Europe and the British Empire, 9 and 10 Cheapside, Lendon, E. C. 


THE CLIMAX LINE DATER and CLAY RANE PLATE ATER A SERIES of CLIMAXES 


Patents Pending 


The Greatest TIME SAVERS on the MARKET 


These Machines are ALL METAL (with the ex- 
ception of the Rosewood handle) with metal 
type and figures, giving neat, clear-cut impres- 
sions. They are self-inking, dust and rust 
proof, absolutely accurate, compact, neat and 
of exceptional appearance. The Climax ma- 
chines do identically the same work and in 
just as satisfactory a manner as the highest 
priced. Our guarantee is given with every 
machine. Prompt deliveries. 


CLIM4K LINE DATER 
Patented. other Patents Pending 

















Facsimile of Imprint 
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Inequalities in Trade Mark Laws. 

(Continued from Page 21.) 
of his business because he does not, early in the life of 
his patent, establish a manufacturing plant in the United 
States or because, after a time barely sufficient to create 
a demand for his product, he continues to import into 
the United States the article that is protected by the 
United States patent. Nor is he threatened with what 
may be a very material decrease in his business, 
because of a license to manufacture, that he may be com- 
pelled to grant under his patent to his competitors if he 
fails to manufacture within the United States; but all of 
these conditions the American manufacturer must endure 
when he attempts to enter the foreign markets with a 
patented article 

(Again, the American manufacturer has cause for com- 
plaint in the existence of inequalities due to the illiberal 
attitude of many of the patent offices of foreign coun- 
tries as compared with that of the United States in the 
matter of granting patents. In the United States the 
patent practice stimulates the inventor to press forward 
toward perfection by granting patents, subsequent to the 
grant of a broad basic patent, for improvements and re- 
‘inements of the original idea—but in some foreign coun- 
difficult indeed to obtain and is very often rejected on 
his own broad prior patent with the result that the 
American manufacturer finds that features of his product 
that are protected in the home market may be freely used 
by his competitors abroad, and, where the manufactured 
product lies within the field of a highly developed art, 
it may be very well that, as the years progress, it de- 
velops that such are the only features that would out- 
rival the product of his competitors. As is well known it 
takes many years for a manufacturer to standardize his 
product, and during this evolution it is imperative that 
his business should be protected by patents on the fea- 
tures that mark a legitimate advance in the art. 

Short Life of Foreign Patents. 

Furthermore, the term of protection that the American 
receives in many foreign countries is much shorter than 
that granted in his own country; in England, for instance, 
fourteen years, France, Germany and practically the rest 
of Europe, fifteen years. Here, the patent dates from the 
day of its issue and not the date of application—there, 
in many countries, it dates from the time the application 
is filed. For instance, the British patent is granted for 
a term of fourteen years from the date of application, 
but if an American has filed his application in his own 
country in advance of the British applicant and wishes to 
safeguard all his rights in Great Britain he must claim 
priority, under the International Convention, and the 
term of the British patent will then run from the date on 
which he filed his application in the United States, pos- 
sibly a vear earlier than he filed the British. It is not 
unusual for several years to elapse after the filing of an 
application for patent in the United States before the 
patent issues; and, if an inventor files his applications 
abroad, within the time allowed under the International 
Convention, i. e., one year from the date of filing in the 
home country several years of the term for which the pat- 
ents are granted will, in many countries, have elapsed by 
‘tthe time his United States patent issues; but the foreigner 
may file his application in the United States, and during 
its pendency, develop his invention commercially, and the 
term of his American grant will begin with his American 
patent issues, thus giving him a considerably longer pe- 
riod in which to introduce his patent and develop his 
enterprise within the United States than is accorded the 
American in the leading foreign countries. 

More Time Required for Filing Abroad. 

Furthermore, the time of one year now allowed under 
‘the International Convention for filing applications 
abroad is not sufficient. Three years should be the min- 
imum as it- reasonably requires that length of time for 
a manufacturer to try out and develop an invention, and 
to reach a position where he can decide what markets he 
wishes to enter, and, therefore, in what countries he de- 
sires protection by patent. 

With the time in which to apply for patents in foreign 
countries extended, and with the burden imposed by taxes 
lifted and the requirements for compulsory manufacture, 
compulsory license and compulsory prohibitions re- 
moved, together with a more liberal attitude in the grant- 
ing of patents, the American manufacturer would then 
feel that he was being treated more fairly—more nearly 
in accordance with the treatment of the foreign manu- 
facturer in the United States, under its patent laws; but 
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All Your Customers Need 
WORK-ORGANIZERS 


Strong appeal; sell easily; repeat great; liberal margin. 


Just Keep Them in 
Sight 

Dealers who keep 
WORK -ORGANIZ- 
ERS out where cus- 
tomers can see them 
find they sell out in 
no time; business 
men instantly see 
their value. 








Ten other styles. 


Make Good With Big Users 
Customers 3 
because they make Burroughs Adding 
xh tk Pe eae Machine, John Wana- 
desk organization Se cchade 


és , . maker, 
easy. Inexpensive; lie 


flat on desk or in 
drawer; organize the 
day’s work; keep all 
papers relating to one 
subject together—in- 
stantly findable. 


more. 


them. 


Work-Organizer Specialties Co. 
Detroit, Mich. 


87 Jefferson Ave. 





No. 730, 6 pkts. $1.00. Letter size, 


Faber and thousands 


Neither your stock 
nor your profits are 
complete without 

















There is a greater demand 
now for Fine Furniture than 
ever before :: 3 3 $3 








No. 1860F 








The resumption of business on a natural basis has 
resulted in many changes in methods of operation, some 
of which have extended the requirements of a business 
from mere necessities to desirable improveménts. Hun- 
dreds of concerns who have gotten along with ou‘ -of- 
date, ill during the war are now 
looking up new furniture 

We anticipate that Stew-Davis Matched Suites w‘!! 
have a larger sale the coming season than ever before; 
our capacity for made-to-order furniture has been ex- 
the supply will hardly equal the 


designed equipment 


tended, but even now 
demand 

Regardless of offered, however, we. shall 
maintain our usual high grade workmanship and care- 
ful, strict inspections. 

Get on the profitable side of the office furniture 
business Send for our catalog showing some of the 
made-to-order equipment produced by us. 


Stow-Davis Furniture Company 
80 Front Avenue Grand Rapids, Mich. 


business 
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A SAFE BEACON 


Star Manifold Linen wil! be purchased at 
sight by the buyer who selects his office equip- 
ment because he wants his business judged by 
the quality of his accessories. 


The lightness, crispness, strength. of Star 
Manifold Linen appeal to such a buyer. A 
glance conveys correct impressions of the 
neat files resulting from the use of it, the 
clean-cut, legible carbon copies Star Manifold 
Linen will produce. Why not stock this paper 
that finds such immediate favor? 


There are seven colors, sev- 
eral weights and finishes. Send 
for samples and list of prices. 





C. H. DEXTER & SONS, Inc. 


WINDSOR LOCKS, CONNECTICUT 
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RIBBONS AND CARBONS 


‘Symbols of Quality’’ 


The kind of quality that demonstrates itself 
in immediately increasing distribution is in 
these products, as proved » the continued 
and immense stimulus to their sales. We 
have more dealers today than ever before, and 
by our larger and better facilities are able to 
care for them more adequately. Careful pro- 
ductive methods assure satisfaction at all 
stages of the transaction. 


The call for BUCKI Ribbons 
and Carbons is unending. In 
a majority of heavy- 
buying territories 
all over America 
today our dealers 
are profiting by 
this demand. Write 
us now for the op- 
portunity in your 
field 


The Buckeye 
Ribbon & Carbon Co. 



























he now feels that the expense attached to the mainte- 
nance of patents in foreign countries bars him from pro- 
tecting his business fully and completely as he may do 
at home by patents; and that when he enters foreign 
fields he is forced to compete sometimes on an unfair 
basis with those whose competition is only made possible 
by his own enterprise in introducing the products of the 
inventive genius of his own countrymen, 
Patent Benefits Should Be Reciprocal. 

Nor can he understand why these burdens should be 
imposed upon him for, notwithstanding the liberality of 
its patent laws, the United States has not taken rank as 
one of the foremost manufacturing countries of the 
world. Has not the protection afforded the inventor 
stimulated to an unprecedented extent the inventive ge- 
nius of its citizens? Notwithstanding the few and com- 
paratively low fees exacted by the Patent Office, does not 
the latest report show that there has been left in the 
United States treasury, after deducting the appropriations 
of Congress for the maintenance of the Patent Office 
since its establishment, a surplus of over eight million 
doliars? Why, then, should not the American feel that 
his is the best patent system in the :vorld and desire that 
he, himself, shall receive at the hands of foreign countries 
at least approximately the same generous treatment the 
United States patent affords the foreigner? 


Propose Amendments to International Convention. 

It is generally conceded that the inventor is a world- 
wide benefactor, and it follows that his reward should 
also be world-wide; but he is deprived not only of that 
reward by the burdens and restrictions placed upon the 
patentee, but also of adequate patent protection for his 
business because of the inability of the manufacturer to 
carry a sufficient number of patents since each additional 
patent but increases the burdens upon him. 

Our own country can take the lead in bringing about 
more liberal conditions by proposing an amendment to 
the International Convention extending the time to two 
years instead of one, within which applications in for 
eign countries may be filed without loss of prior right 
and by exerting all its powerful influence to cause to bs 
lifted the burdens imposed by taxes, compulsory manu 
facture and compulsory license as well as importation 
prohibitions and to effect a more liberal attitude on the 
part of patent offices of foreign countries. 

The conclusion is, therefore, inevitable that the time 
is ripe for adoption generally at least of the liberal spirit 
of the patent laws of the United States whether or not 
the commercial world is yet ready for uniform patent 
laws. 


A Valuable Questionnaire. 
Erich W. Kath, secretary of the National Associatio1 
of Steel Furniture Manufacturers, Schofield Building 
Cleveland, Ohio, recently furnished a questionnaire for 


investigating cost methods. This questionnaire consists 
of sixty pages 8%4xl1l, containing 454 major and minor 
questions on the following subjects: Arrangement or 


Lay Out of Shop and Shop Management; Time Report 
ing System and Method of Paying Employes; Material— 
Stores Systems and Prices Used; Production and Plan- 
ning Department; Crating and Shipping Cost; Engineer- 
ing Cost; Power Cost and Method of Charging Into Cost: 
Orders for Work Chargeable to Equipment or Expense; 
Manufacturing Overhead Expense—Method Arrived At 
and Application to Cost; Administrative Overhead Ex- 
pense—Method Arrived At and Application to Cost; 
Selling Overhead Expense—Method Arrived At and Ap 
plication to Cost; Capital Charges; Depreciation; Taxes: 
Insurance; Interest on Investment; Perpetual Inventory 
of Plant and Equipment; Estimating Department; Closing 
Orders; Reports and Statistics. 

The object of this questionnaire is definitely to ascer- 
tain the methods in use in finding costs. ‘hose who 
answer the questions conscientiously will be able to detect 
the weak links in their business systems. 

Mr. Kath says in his opinion the reason why so many 
cost systems are looked upon as inefficient is because of 
the sometimes unnecessary changes made in these sys- 
tems arising from the lack of definite knowledge of what 
the present system consists of, and is capable of pro- 
ducing. Systems, he says, would be productive of the 
desired results if general managers, or the proper execu- 
tive, had on his desk a complete survey of just what his 
system consists in along the lines provided for by this 
questionnaire. 
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F course you can take a copy of your outgoing mail. That goes without saying. The machine 
was built for that purpose—and built intelligently, so that it does this work supremely well. 
It will give you a second copy, if you want it—or even a third or fourth. If it oceur to you 
to send a copy to an agent or to someone else, the extra copies are there in a moment. 


Stockbrokers write up their statements day by day 
and copy them at the month end with the Roneo. 
Fngineers and draftsmen take copies of their sketches and 
plans; advertising men of their lay-outs and texts. 





Things you can 
do with a 


RONEO 


ye 


One large firm of shipowners copies its vouchers on 
the Roneo. Another—colliery owners—take copies of 
their pay sheets. Still another—wholesale grocers—copy 
their salesmen’s incoming orders on the Roneo, saving 
themselves much time and trouble in this way. Bankers 
copy their adding machine lists and statements. A dry 
goods house notifies its agents daily of revised prices by 
Roneo copies. Eight are wanted for this purpose. 
originals are printed in copyable ink and are written up 
with pen. 











All these and a score of other particular purposes for which the Roneo is used are however 
subsidiary to its main one. Day by day, year in and year out, it is depended upon in thousands of 
offices throughout the land to give a clear copy of th: outgoing mail without hitch or fuss or undue 
trouble or expense. 


This it does. A Cleveland firm of engineers, asked if they liked th: Roneo, replied: “The 
Roneo? Like it? Here’s the answer in a nutshell: If we couldn’t buy another, we wouldn't part 
with ours at ten times the price.” , 


Write for our booklet, ‘‘Modern Methods.” 
RONEO COMPANY, Roneo Bidg., 117-119 Leonard St..New York,N.Y. 


PAT 
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4 The New Amfil | 
e 
: Non=-Blooming Platen & 
tr | Spier years ago we offered the dealers a 
S platen material which we guaranteed not | 
< to harden. | 
ra . - | 
te We are now ready to furnish not only a non-hardening 
i platen, but also the AMFIL Non-Blooming Platen, 
~o 
- 


which will go a long ways toward eliminating paper 


feed difficulties. It grips the paper. 


STAND FOR 


AW nN 


mM 


on) 


While the AMFIL platen has 
given good service, there has 
been a glazing feature that 
we have wanted to eliminate. 
Sulphur is the ingredient in 
all rubber compounds that 
blooms and sparkles and will 
turn the blackest and cheap- 
est compound into a new 
white rubber. 


the sulphur has also been the 
cause of glazing and con- 
sequent paper slipping .on 
many makes of typewriters. 
The newest AMPIL platen 
positively does not bloom. 
It has already been sold to 
dealers who have been quick 
to recognize the new feature 
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e This bloom of as a valuable improvement. 
S A Little Bit The house of AMES stands for quality, improvement 
= Added and service. We are located in four large centers for 
ci ed to convenience and prompt service to the trade. Let us 
s Our Tale serve you. 

=F 

oe 

$ Ames Supply Company 

- 607 So. Dearborn St., Chicago 82 Duane St., New York 
- 507 Mission St., San Francisco 1627 Champe St. Denver 
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Waste Baskets 


supply an important item in_ office 
equipment, acceptably meeting every 
requirement and never disappointing 
in the service they render. 

Pleasingly ornamental in design and 
finish; durable, fireproof and sanitary 
in construction, they are accorded 
preference wherever and whenever 
the best is sought. 

Made in two styles Round, and three 
in Square—with a wide choice of finishes. 
DAN-DEE products are a staple item 
with every dealer, affording quick 
turnover and liberal profit. Prices 
and discounts quoted upon request. If 
you aren’t handling the DAN-DEE, 
write today for descriptive literature. 


ERIE ART METAL COMPANY 


Erie, Pa. 






































’ Weighs 113 pounds 


Universal Keyboard 
90 Characters 
Ruling Device 

Easy Touch 
Durable—Strong 
Tabulator 

Back Spacer 

NO Paper Fingers 
Ball Bearing Shift-Carriage Action 














Excels All Others in Efficiency, Simplicity and Price 


Especially adapted for International Keyboard and other foreign 
languages. Foreign characters do not interfere with 
Standard Keyboard. 


MOLLE TYPEWRITER COMPANY 
OSHKOSH, WISCONSIN, U.S. A. 
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It may be added that one of the best features of this 
questionnaire consists in answering the questions it asks, 
for no man can answer fully the questions contained in it 
without arriving at a thoroughly accurate understanding 
of his business and of its weak points and strong points. 

We might almost say that Mr. Price has followed the 
Socratic method in his questionnaire, educating by ques- 
tions instead of by precept. In other words, drawing out 
information and by this process forcing the person 
answering to, perhaps, an unwonted exercise of his mental 
faculties. 


Returned Soldier Takes Important Position. 


Charles W. Everson, who has just returned from mili- 
tary service, has been appointed district sales manager 
for the Marchant Calculating Machine Company for the 
Ohio territory, with district office at 308 Leader News 
building, Cleveland, Ohio, and branch offices at 515 Mer- 
cantile Library building, Cincinnati, Ohio, and 760 Spitzer 
building, Toledo, Ohio. The Cincinnati office is in charge 
of R. J. Englebry, and the Toledo office is in charge of 
J. H. Moore. 

Mr. Everson is a graduate mechanical engineer, having 
graduated from Cornell University in 1904, and seven years 
prior to the war was vice-president of the Everson & Reed 


CHAS. W. EVERSON. 

Company of New York City. On account of illness in his 
family, B. V. Woods, former district sales manager of the 
Ohio territory, has transferred to the California 
territory. 


been 


Steel Company Builds Big Warehouse. 

In order to obtain sufficient storage space for a larger 
stock of office furniture and thus insure prompter de- 
liveries, the Steel Equipment Corporation of Avenel, New 
Jersey, is erecting a large warehouse which they call the 
Security service building. This warehouse will be in use 
by the end of the summer. It adjoins a railroad siding 
and is connected by platforms with the main factory. The 
construction is of steel, concrete and brick \ part of 
the first floor will be devoted to crating and shipping 
steel office equipment and the remaining space on this 
floor and the upper floor will be used for the storage of 
stock goods. 


Ribbon and Carbon Man in New Venture. 

Albert Ernst, one of the best known men in New York 
in the ribbon and carbon business, has established a new 
venture at 100 Grand $treet, where he is manufacturing 
ink ribbons and carbon paper for every purpose. Here 
Mr. Ernst has a good place with enough room and equip- 
ment to take care of such demand as will probably be 
made on him for some little time. His facilities are being 
developed and added to as ranidly as circumstances will 
permit. Old friends of Mr. Ernst. will be glad to know 
that he is thus established and will cordially wish him all 
success. 
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Service Predominates in 


the “2 in 1 Clemco 


It is an active piece of furniture, enabling a 
stenographer to do clerical work as well as her 
regular duties at the machine. The desk top is 
always free for clerical work. The typewriter is 
conveniently placed in the pedestal, out of the 
way, yet available at a touch. The “2 in 1” Clemco 
Desk lives up to its name. 

card or letter for complete in- 


Send a postal 


formation. 


THE CLEMETSEN COMPANY, 
2608 Flournoy Street, ‘ 
CHICAGO, ILL. 











000 


Gleich’s Ink 


for Permanence 


MTT 











oy oe can please profes- 
sional ‘‘pen pushers’’who 
know the technical points of 
gcod ink, as well as the 
occasional writer whose-sole 
concern is that the ink flow 
and be readable. The former 
knows why Gleich’s Ink is 
right. The occasional ink 
user may not realize just 
why Gleich’s Ink pleases 
him, but he is satisfied. So 
is the professional. 


Gleich’s Ink (Blue Black) writes 
a good blue, and later becomes a 
fast, permanent black. 


Gleich’s Ink — 


is put up in all 
sizes, from one 
and one-quarter 
ounce bottles to 
fifty gallon har- 
rels. 


UE 


Write for particulars. 


The Commercial Paste Co. 
COLUMBUS, OHIO, U.S.A. 
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Acquaint Yourself 


With Our Line of 


“ADVANCE” 


FILING CASES 
and SPECIALTIES 


In order to know 
what our line is 
order our sample 
assortment of good sellers specially se- 
lected so that you may have one each of 
many numbers and also a small stock to 
sellfrom. Write us about this assortment. 





Catalogue sent on request 





Co 


” 





Pine St. at 2ist, St. Louis, U.S. A. 


in replying kindly mention this ad. 











M°CM RING BOARDS 





Heavy Tar Board, covered with Artificial 
Leather, Black Cloth Back, Rings set 2} inches 
Centre to Centre, to fit Arch File Punching. 


Each 


Note, $1.15 
Letter, 1.25 
Cap, 1.35 


Special sizes 
to order 





Discount to 
the trade 


| 





McMillan Book Co. 


509-511-513-515 E. Water St., Syracuse, N. Y.,U.S.A 











A Message from the President. 
An Appeal to the Trade for Vigorous Membership Effori. 


William Henry Brooks, president of the National Asso- 
ciation, sends the following message to the members of 
the organization, through the National Association News 
of August Ist: 

The summer vacations are now in full swing and the 
usual let down at this season is in evidence both inside 
and outside of our stores and factories, so that we have 
a little time to look around and take account of things 
in general. 

The conditions in business are good and the prospects 
for fall business look very promising; as there is no evi- 
dence of any large stocks on hand and as the demand is 
good and bound to increase as the necessity demands, it 
looks as though those who are holding off in their pur- 
chasing, may have difficulty in supplying their needs when 
business gets in full swing in the fall; it therefore would 
seem wise to anticipate this situation and get the shelves 
refilled before the rush comes. 

In considering vacations, it would be well to think of 
the Convention in Richmond in October, which~promises 
to be one of the most interesting and profitable we have 
ever held, as many important matters are to come before 
the members. New by-laws are to be adopted; a broader 
plan for enlarging the activities of the Association is in 
contemplation and will be brought up for consideration, 
and, to many, the pleasure of renewing friendships and 
exchanging ideas after a lapse of two years, is going to 
be one of the most attractive of the features of this 
meeting. 

The Executive Committee, with the assistance of the 
Presidents and Chairmen of a number of local stationery 
associations from several cities, met in Chicago in June, 
and the results of their deliberations will be presented to 
you in the near future for your consideration and ap 
proval; the subjects considered and the policies to be sug 
gested, will greatly broaden the scope, the work and the 
benefits of the National Association, and will make the 
Association an even greater factor in our business than it 
has ever been. 

There is heard from time to time, the question, “What 
is the benefit of the Natfnal Association to me and what 
is it doing?”’ To answerrthis question in detail would take 
a great amount of space and a considerable amount of 
time, but a few answers to this question may be of interest 
to those who have any doubts about the value of this 
organization 

First—It has focused.the thoughts of a great many 
people on one idea—co-operation, and made concerted 
action possible: it has made a better understanding and 
knowledge of each other between the Retailer, Jobber and 
Manufacturer, by the personal contact and social inter- 
course at the conventions and elsewhere; it has remedied 
many trade abuses and customs, and has eliminated many 


other faults which an individual could not do; it has 
accomplished the standardization of many lines of goods 
as to size, etc.; it has eliminated unnecessary sizes, num- 


bers and colorings of goods, for which there was little 
call or where they were duplicates of other goods, and in 
this alone, saved the manufacturers and dealers an un 
necessary investment, and at the same time, gave our cus 
tomers just as good service. 

It has improved the packing of goods, by the s 
tions made by your different committees. 

It has educated the stationer in the cost of doing busi 
ness, and the Catalogue Commission has given the mem 
bers an intelligently worked-out recommended resale price 
list, based on the cost of doing business—“The Morale of 
the Stationer.”” Business has been wonderfully improved 
and many who were indifferent to their business, are now 
taking a renewed interest and pride in the success of their 
undertaking. 

There are many more things that the association has 
done, too numerous to take up in this short article; but 
there is one more thing that should be mentioned, as it is 
a great convenience, and is of considerable value to all 
of us, and that is. the “Who’s Who” directory of the 
association members, which is indispensable 

The increasing membership shows the appreciation of 
the trade in the value of the association. Won’t you make 
an effort to do some stationer who is not a member a 
good turn, by getting him to join, so that he may enjoy 
the benefits you are getting? 

Yours sincerely, WM. HENRY BROOKS 

Philadelphia, July 17, 1919 
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A Lucrative Line For You 
Costs Only 10 Cents Retail 


The New Modern Clutch Pencil is a favor- 
ite wherever stationery supplies are to be ob- 
tained. Neatly furnished in silver, nickelplat- 
ing, this compact and convenient little pencil 
combines all the features of the more expensive 
article. ; 


An important point is the extremely fine 
lead which can be used in the Modern. 


THE HOGE MFG. CO. 


45 JOHN ST., NEW YORK CITY, N. Y., U. S. A. 
























DIEBOLD SAFES 


have kept abreast of Uncle Sam’s 
war ships since 1859. 
Both represent protection!in the 
highest degree. 


Write for information on 


DIEBOLD’S FILING SAFE 
DIEBOLD SAFE LOCK CO., Caipiiel Ohio 
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BENTLEY-GERWIG DESKS 


are as important in an office organization 
‘as the skilled workers who use them. 
They are built for effective service. 


The Bentley-Gerwig Line of Office 
Desks is complete, and enables the dealer 
to meet all requirements. 





Write for particulars and printed matter. 


-BENTLEY & GERWIG FURNITURE CO., Parkersburg, W. Va. 
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Notice these New WATERMARKS 


Fidelity Onion Skin 


ESLEECK MFG. CO. 
The Value is in the paper, but the Watermark | 


Mlitis 








indicates the quality and guarantees it. 


CMCO Onion Skin 


ESLEECK MFG. CO. 
These and other ESLEECK PAPERS are just right 


for important uses in every business of fice. 
Sold by leading paper dealers. Ask Dept. O for Samples 


ESLEECK MFG. COMPANY 


TURNERS FALLS, MASS. 
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Checkmating the H. C. L. 

A few weeks ago the editor of Office Appliances received 
a postal card stating that a Kansas City printer, following 
well-known business practices, had taken the customs of 
his own business into the field of general provisions and 
had sent out letters asking for bids on various groceries 
and certain household supplies he needed. A few days 
after receipt of this postal card Charles L. Mitchell of 
Topeka dropped into the office and this matter was 
brought up, when we found that it was Mr. Mitchell who 
had sent out letters asking for bids. 

Mr. Mitchell said that every time any grocer or druggist 
or tailor wants $2.00 worth of printing they come to his 
store and go around to other stores and get competitive 
bids and for his part he couldn’t see why he couldn’t work 
the same plan when he was buying his groceries. 

Following is the circular that he sent out to the different 
grocers. A similar circular, by the way, went to dry goods 
dealers, furniture houses, haberdashers, and hardware 
merchants asking in each case for bids on certain ap- 
propriate necessities. 

“Owing to the fact that the grocers and the butchers and 
the clothiers and the druggists and the shoers and the fur- 
niturers and hardwarers and the drygoodsers keep two men in 
our plant busy making competitive bids, it has led us to won- 
der whether we are not on the wrong track in walking right 
into the different stores and saying, ‘gimme a pound of butter’ 
and handing: the clerk a hard-earned silver dollar, and putting 
the change in our pocket without looking it over to see what we 
got back. 

“Being as how we soon expect to be in the market for the 
following supplies, we would very much appreciate your mailing 
us your very best quotations on*the following list of articles 
which we are in the market for, and will appreciate your ad- 
vising whether your prices quoted are f. o. b. counter or f. o. b. 
house (house being at 1173 Fillmore St., which as we under- 
stand it, is in Zone No. 1): 

2 lbs. of cow’s butter for cooking, and bread and butter 
purposes, 

1 sack of salt (just an ordinary small sack such as you 
can carry in one hand), 

1 lb. of coffee (name your brand and advise whether 
ground or in ‘“‘colonels’’), 

1 doz. eggs (prefer the kind just recently laid), 

% Ib. of pepper (black pepper with considerable 
strength to it), 

1 25-lb. sack of flour (without ‘“‘weasels’’), 

1 Ib. box of rolled oats (be sure there are no little red 
ants in the box), 

1 lb. of Domino Sugar (without the spots), 

1 doz. thin-skinned oranges (full of juice), 

1 doz. oblong lemons (the sourest flavored preferred). 

‘We trust you will name us your very best prices. although 

we want you to make legitimate percentage of profit on this 

order, which will enable you to come to our factory to buy your 

printing You know, in our factory, we keep two people work- 


ing every day in the vear, doing nothing’ else but figuring our. 


costs of production, and that’s why we know that our prices 
are right. We are protecting you just as much as we intend to 
protect ourselves 

“Did it ever occur to you that your orders going through ua 
factory where about 100 tax-paving employes are working and 
know that you were a part of their meal ticket was a real 
zood advertisement? 

“Did it ever occur to you that you were entitled to have and 
we were entitled to expect just as much confidence as we have 
in vou? 

‘“‘We intend to make a legitimate percentage of profit on every 
order we take in. We have no ‘bargain sales’ or ‘favored list. 

“We hope sincerely that you land the order. 

“Kindly let us have your quotation by return mail, as we ar 
running low on some of the articles above mentioned.”’ 


State Purchasing Agents to Meet. 


Wisconsin has demonstrated that despite the fact prices 
on all commodities have soared to unheard of figures in 
the past four fiscal years, by the centralization of pur- 
chasing power and careful supervision of expenditures and 
buying, over one million and a quarter dollars could be 
saved, and has been saved, according to records on file 
in the office of M. F. Blumenfeld, superintendent of pub- 
lic property, who is also the state purchasing agent 

In 1914 the voters of Wisconsin elected Emanuel L. 
Philipp, one of the successful business men of Milwaukee, 
governor. His platform was for business administration 
and immediately upon his inauguration to office he put his 
business policies into practice. One of his first appoint- 
ments was that of M. F. Blumenfeld as superintendent of 
public property in January of 1915 and working under the 
direction of the Governor and bringing order out of chaos. 
Mr. Blumenfeld has worked his reforms thzt have at- 
tracted the attention of almost every State in the Union. 

The reforms in business administration have earned for 
the State an enviable reputation, and so frequent have 
been the inquiries from other commonwealths as to meth- 
ods used that a general invitation has been issued to the 
heads of the various states handling the purchasing of 
supplies, to meet in Madison on August 27 and 28 to dis- 
cuss means and methods. 
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The Handiest Filing Cabinet Ever Made and All That Its 


Name Implies— 


uUlo- 
OMPANION 


Most complete and compact de- 
vice ever made for office and de- 
partment managers, attorneys, 
bankers and others. 






















25% lower cost than any section- 
al cabinet of equal 
grade and capacity. 
Try One 30 Days 
FREE 


Catalog showiuag all 
kiads of filing de- 
vices, desks, special- 
ties and suppties sent 
on request. 


The Automatic 


File & Index Co. 
143-159 Pearl Street 


GREEN BAY, WIS. 














Leatherette Vertical Filing Pockets 


Just the thing for transferring large files, 
and temporary desk storage of related pa- 
pers The contents are securely and neatly 
preserved The flap permits easy reference 
to the papers in the pocket. 


Our Leatherette Vertical Filing 
Pockets are durable, and hold their 
shapes, even after much handling. 
Notations can be made in ink. The 
surface is smooth and does not 
readily snow handling. 


Dealers find Diemer Leatherette Filing 
Pockets lead to reorders, including the va- 
rious Envelopes, Pockets, Folders, etc., that 
we manufacture. 


Write for Booklet. 


JOHN F. DIEMER COMPANY 
107-109 Lafayette St. New York, N. Y. 
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of CARRIB DEALERS 


Sell clean, clear carbons that 
give the maximum of durability 
—make sharp and permanent 
impressions. 


Carrib Carbons 


Assure satisfaction to the trade 
and to the consumer. 


A Paper for Every Purpose 


Dealers’ prices on request 


Carrib Mfg. Corporation* 


CHICAGO, ILL. ROCHESTER, N. Y. 
202 S. State St. 46 Stone St. 


**Carrib means quality’’ 




















The “Samson” Trade Mark 


is Known as a Hall-Mark of Table Quality 


That has been emphasized by our con- 
sumer advertising and the satisfac- 
tory service our tables have given in 
office and weenie 

The “Samson” Line includes Tables 
for Office, Directors’ Rooms and Fac- 
tory. Sizes included run from 26x40 
to 48x144, finished in oak and 
mahogany. 


“Samson” Tables will help to build up 
your furniture business. 


Write for our complete proposition 
for dealers. 


MUTSCHLER BROTHERS COMPANY 
Nappanee, Ind., U. S. A. 
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Spanish Imports of Metallic Pen Points. 
Germany, France, Great Britain and Switzer- 
land Have Furnished Most of the Steel 
Pens Used in Spain. By Commercial 
Attache Chester Lloyd Jones, Madrid, in 

Commerce Reports. 


No separate classification of F the import of pens into 
Spain appears in the official publications previous to the 
year 1915, and that, by countries, has not yet been pub 
lished for the years 1917 and 1918, though a summary of 
the totals is available. 

American pens are already sold in Spain to a larger 
extent than is indicated by the customs returns. Before 
the war one German firm regularly bought pens in the 
United States for shipment to Germany, whence they 
were reshipped by post to Spanish customers. 

The first place in imports of pen points into Spain has 
heretofore been held by Great Britain which in 1915 fur 
nished approximately two-thirds of the total. France 
furnished about one-fifth and Germany less than one- 
tenth. These three countries thus practically monop 
lized the trade in this article. The divisions of the tariff 
in which pen points appear in previous years indicate 
that this was the case in times of peace also. 

In 1916, due to conditions created by the war, German 
trade disappeared from the returns, its place being taken 
by Switzerland, from which was imported substantially 
the same amount as had come from Germany the pre- 
vious year. The total amofint imported into Spain in 1916 
increased by over 100 per cent, the share of Great Britain 
rising to over 75 per cent, while that of France continued 
to be about one-fifth. 

30th before and after the outbreak of the European 
war, the share of the United States in the pen trade of 
Spain has been negligible. Its total value in no one 
of the years 1913 to 1916, inclusive, ever reached as much 
as $25. By far the larger part of the total trade in 1915 
and 1916 passed through Barcelona. 

Tariff Rates and Imports. 

Rates of tariff levied on imports of pens under the law 
of March 20, 1906, are equivalent to 75 cents a kilo 
(1 kilo=2.204 pounds) under the general tariff, and 58 
cents a kilo for the most-favored nations, among which 
are all the countries above mentioned. 

The total imports of pen points in 1915 amounted to 
9,345 pounds, valued at $17,716; in 1916, 20,224 pounds, 
valued at $38,341; the total imports of pen points in 1917 
amounted to 17, 927 pounds, valued at $33,987; while those 
of 1918 were 22,199 pounds, valued at $42,085. 


Methods of Handling the Trade. 


British and German firms before the war are reported 
to have sent shipments of pens to Spain by parcel post, 
billing the merchandise direct to retail merchants The 
period of payment granted was, as a rule, sixty or ninety 
days. This method of handling the trade is said to have 
seriously cut into the sales by wholesale jobbers in the 


larger centers. 

Another method of carrying on the business, which is 
recommended by local Spanish firms, is the appointment 
of an agent to whom a stock of the more popular styles 
is sent for supply of retail dealers who do not care to 
deal direct with the manufacturer. Such an agent should 
be selected among those who have a sales organization 
extending to the smaller cities, so that the less important 
dealers may be reached at short intervals. 


Intaglio Plate e Stamps in Use Again. 


One of the sacrifices of the war which didn’t hurt any 
one, except in an aesthetic sense, was the change in the 
printing of the United States postage stamps. Difhculties 
of obtaining suitable dyes, and the crowded condition of 
the Bureau of Printing and Engraving, made it necessary 
to run the stamps by the letter press rather than from 
intaglio plates. So our postage stamps lost that sharpness 
and clean color that had been characteristic. Now issues 
of stamps are printed from intaglio plates and the color 
has returned to the pre-war standard. 


Post Offices Flooded with Mail for Germany. 


The lid on mail for Germany was lifted July 16 and a 
flood of letters descended on the various post offices ot 
the country. Millions of marks were remitted to relatives 
and friends in Germany by men and women of German 
ancestry. International parcel post service has also been 
resumed, with a weight limit of eleven pounds. 
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Good Enough for Uncle Sam _ fimranb 


Sengbusch Office Specialties have been adopted by Gov- 
ernment Offices, State Capitols, Banks, and big Business 


Houses everywhere, because each one is a proved success— 


a money - saver, a time-saver, and a convenience. This 
makes them good sellers, therefore profitable for the dealer 
to always carry a full line. 


These specialties are sold strictly “on approval’”—and nO __ the Sengbusen seit- 

. ; ; ents kee 

returns from sincere buvers. Raiem Sika ie lis 
¥ ter which keeps well 

closed like a corked 


Get your supply of circular and display with your 1m- _ Pettle Fresh. clean 
. - use. Se 

- qumue» on a7 2) e . 
print—tree. MS thick, dirty ink, at 
The Ideal Sanitary Moistener is a The Sengbusch Self-Closing any time. Retails at 


er . . : 1.50 up. 
most efficient and sanitary means Mucilage Applier is the only . ° 


The IDEAL for moistening stamps, labels, en- safe and convenient method EN sc 
. se fingers etc nthe > ; ; 
SANITARY velope >» ne he care ete. Pure ever devised for using muci- 3 -_NGBU 
white porcelain, with polished nickel ner 
Ol ae POE lage. A hard rubber refillable 
bearings. Nothing to wear out, get , . d 
sour or gummed up. Its superiority receptacle, with nickel plate 
over the “just as good” kind is cap. Mucilage always fresh. 
demonstrated in practical use. Re- Can’t spill or dry up Retails 
tails at $1.50. at 50 cents. 


Sengbusch Self-Closing Inkstand Co. 


400 Stroh Bldg. Milwaukee, Wis., U.S.A. 











There is an Imperial Desk that fits in nicely, 
facilitating the work and helping toward effi- 
ciency on the part of the user. 


IMPERIAL DESKS 


are made with the skill 
and care that have es- 
tablished a reputation 
for them throughout 
the world. 










Catalog No. 18 contains 


information that will in- 
terest you. It will be 
ready for mailing this 





month. 


Imperial Desk Company 


Export Office: 25 Whitehall St. 
New York, N. Y. 


Florida and 


Main Office and Factory deen" &:. Evansville, Ind. 
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EN NSNAAQDENVALANPALG SDSL DSO AV ANDO, 


NOTHING EQUALS I 


GENERAL REBUILT 


Remington, L. C. Smith, Royal, Monarch, Smith Premier, Oliver, 


UNDERWOOD Typewriters 


At wholesale we furnish the quality, service and security you will eventually demand. 


GENERAL TYPEWRITER EXCHANGE, Inc. 


35 York Street, Brooklyn, N. Y., U.S. A. 





NNW 


FOREIGN AGENCIES: 
ENG rage Thorp & M artin Typewriter Co., FRANCE: Fré igy & Co. 
Queen St., London, E. C. 5 Rue des Filles St. Thom: Paris. 
HOLL AND: Ruys Handelsvereeniging, SWITZERL AND: Theo. Measii, 
Bahnhofstrasse 90, Zurich. 
ITALY: Cesare Dall’Orto, 
Via Roma 6, Genoa. 


Post Box 612, Rotterdam. 
BELGIUM: T. de Prins & Co., 








38, Rempart Ste. Catherine, Anvers. 
PHILIPPINES: Frank & Co., INDIA (East): British Typewriter Co., 
Manila. | 5 Old Court House St., Caicutta. 
SPAIN: P. R. Chown, AFRICA (BELGIAN CONGO): Barreira & Silva, 


id Vid Wid Vid Vid Vii Vi Vd Vid 


Balmes 12, Barcelona. Matadi j 
ate ter! (East): Karimjee Jivanjee Co., DOM. REP.: Jose Gabriel Aldebot, i 
Box 1%, Zanzibar. Duarte Num. 28, Esq. Libertad, Santiago. 


3 


Wholesale distributors in the above respective territories of 
GENERAL REBUILT TYPEWRITERS. 


AN 


fi\\ 
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Every Bank DI A MOND 


Ez 
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Every [heater 
Every Factory Pay Roll 
Every Bill Collector 


Is an opportunity for you to sell 


Dependable Merchandise 









Salable 
Packages 






Quality 
Products 








They save counting money, for the capac- 
ity in coins of certain denom nations is 
predetermined. The bags are stout and 


secure. 






New York Office: 
— W. Broadw ay 





Write for prices, catalog, and 
special information to dealers 








BEMIS BRO. BAG CO. 
Cupples Station St. Louis, Mo. 
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Welcome “Organisation et Outillage du Bureau.” 


A welcome addition to the field of office equipment and 
stationery papers is “Organisation et Outillage du Bureau” 
which takes up with the May, 1919, number the work which 
the demands of war caused to be suspended in August, 
1914. At that time the magazine was known as “La Revue 
Dactylographique et Mecanique.” 

In its new form the magazine is much larger than it 
ever was before the war. Indeed, it is as attractively 
gotten up as many of the best trade papers. It is printed 
carefully on a good quality of paper stock and contains 
several times more material than any previous number 
issued under the former name. 

In the editor’s foreword, the purposes and prospects of 
the magazine are given. The marked impetus which the 
war has given to plans and projects for commercial and 
industrial organization in France, as the editors point 
out, provides the publication with the most worthy mission 
—that of giving the French business man, no matter in 
what capacity, a close touch with what is being done in 
his country and other countries to preach the gospel of 
efficiency. 

The editor of the magazine, A. J. Navarre, who is among 
the best known men in the field of the typewriter and 
office equipment in the continent, has given the readers 
of this first number of the magazine in its new form a 
publication filled from cover to cover with the most in- 
teresting reading matter and illustrations. As a witness of 
this, we give the translations of the titles of some of the 
more important articles: “Post Bellum Organization and 
the Office Workers,” “The Historic Fountain Pen with 
Which the Peace Treaty Will Be Signed,” “Preparations 
for the Next Office Equipment and Efficiency Show in 
Paris,” “Will the State Manufacture Typewriters?” “Let 
Us Encourage Our Inventors,” “Soviet Industrial Organ- 
ization,” “The Manufacture of Drawing Instruments in 
France,” “Will the French Pencil Manufacturing Industry 
Be Developed?” “Graphite and Pencil Making,” “What the 
Employee Asks of His Office Workers,” “Mechanical 
Writing for the Blind,” “Esperanto and its Use in Com- 
mercial Expansion,” “Teaching Modern Languages with 
the Aid of the Talking Machine,” “A Monument to Be 
Raised to Latham Sholes, Inventor of the Typewriter.” 

Of the articles named above, two are particularly inter- 
esting. One is that entitled “Encourage Our Inventors,” 
which points out the great benefit which the French Gov- 
ernment derived from its “Bureau of Inventions,” and 
recommends that the functions of the bureau be continued 
in peace times under government direction, so that the 
nation may benefit from the fertile ideas which might 
otherwise never be brought to fruition. The greater part 
of the article is given to illustrations of the Slavic type- 
writer which was actually completed and operated by its 
inventor before the war at the cost of more than $14,000. 
The inventor put his last penny into the machine and 
was able to go no further. M. Navarre believes that the 
machine possesses merits and is worthy of further develop- 
ment. The other article is that entitled “Mechanical Writ- 
ing for the Blind.” This has a number of illustrations of 
the mechanical devices used in making records in the 
Braille system and the application of those records to the 
needs of the blind, particularly the three thousand French- 
men blinded on the field of battle whose number has been 
added to that of pre-war days. 

Office Appliances extends its sincere congratulations to 
those who have made “Organisation et Outillage du 
Bureau” the splendid magazine it is. 





Emergency Fleet Surplus Sales. 

Brief mention was made in the July issue of sales of 
stationery surpluses by the Emergency Fleet Corporation, 
329 South Broad street, Philadelphia, Penna. A list of the 
items offered for sale has reached us. The list represents 
the third sale organized by the corporation. It was dis- 
tributed broadcast to large consumers of stationery sup- 
plies, instead of being restricted to the stationery trade. 
The custom of the army has been to endeavor to return 
its surpluses through the usual distributing channels af- 
fected, instead of dumping them on the market without 
consideration of the general effect upon the retail trade. 

The list of stationery surplus stock offered by the 
Emergency Fleet Corporation comprises about 250 differ- 
ent items, many of which were on hand in sufficient quan- 
tity to have interested wholesalers. Because the list was 
directed to consumers, the units of sale were generally 
dozens, manufacturer’s packages or sets. Many items 
were sold singly, such as typewriter shock absorbers, 
swinging typewriter arms, loose leaf binders, account 


APPLIANCES 


153 











“ROBINSON” Card Cabinets 


The cheapest 
Index Card 
Cabinets on the 
market made in 
all sizes and 1,2, 
4 and 6 drawer 
cabinets, all quat- 
tered, oak and 


brass handles. 


Send for dealer’s 


price list. 


Immediate Deliveries 


LOOSE LEAF SPECIALTY CO. 


69 Canal Street 
BOSTON 


Export Trade Solicited 
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Sales Power 
Everlasting 


They are placed 
on a conspicuous part of the object to be sold and 
their alvertising value will live just as Jong as the 


is provided by Stanley Name Plates. 


object itself. Furthermore the appearance of the 
Name Plate upon an article is in itself a guarantee 
of integrity, uniformity and efficiency. No man is 
anxious to have his name appear on an inferior article 
and the public knews it. 


Write tor samples. We will show 
sketches of name plates to interested 
dealers aad manufacturers. We make 
them in two weights—thin, with 
gummed backs that stick to every- 
thing; thick and punched for brads. 


They will 


Have you seen Stanley Christmas Seals ? 
round out your line of Christmas novelties, 


The Stanley Mfg. Company 


OS Department Dayton, Ohio 
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Ribbons and Carbons 
EMBODY SUPREME QUALITY 


No sheet of carbon paper, not a 
typewriter ribbon can leave our 
plant until it has passed the most 
rigid inspection. We insist that our 
merchandise must have a Standard 
of Quality that brings repeat orders. 


To dealers in the United 
States and other countries 
who want a supreme line 
of Quality in Ribbons and 
Carbons, we are prepared 
to give full particulars. 
Write us at once. 


Old Town Ribbon & Carbon Co., Inc. 


Manufacturers of Old Town and Crowfoot Brands 
Ribbons and Carbons 








245-247-249 Centre St. New York City, U.S. A. 
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opies' 
Form@OG| 


Manufacturers, merchants, pro 
fessional men, you can print from 
20 to 1000 copies of any hand- 
written, typewritten or ruled 
form, quickly and perfectly with a 


OTOSPEED 
Prints on any size, weight 
or kind of ~qt-y a3 
x5 inch ruled index card 
to a 8} x 16 in. sheet. 
gent on free trial with 

complete equip- 

rear typewrtien 

y 

a and ruled 
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Bulletins 
Price Lists 
Illustrated 








One Mode! 
Low Factory Price ™.%ss** 


711 W.5th St., Dayton, Ohio 


To Dealers 


Advertisements like this and much larger appear in 
the national magazines right along—they bring thou- 
sands of inquiries to us from all over the country. 


You can fill the orders 


in your territory, with profit, and have continuous 

rofitable business on supplies—Easy to handle—Noth- 
ing complicated—Write for terms and exclusive terri- 
tory proposition. Do it now. 


The Rotospeed Co. 


711 W. 5th Street DAYTON, OHIO 


Foreign Correspondence Invited 
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books, telephone arms, filing cabinets, chairs, band daters, 
dictating machines, electric fans, stenographic notebook 
holders, drawing ink, inkwells, typewriter keys, number 
ing machines, envelope openers, jar paste, punches, pen 
racks, typewriter and adding machine ribbons, time 
stamps, tables, desk trays for letters and cards, typewrit- 


ers and adding machines (new and used), glass paper 
weights. 
While the effect of the sales by the Emergency Fleet 


Corporation was local, being confined to Philadelphia and 





vicinity, it unsettled business in the stationery lines, and 
was manifestly unjust to the retail trade. 
Form New Business in France. 
Machines a Calculer Arithmetic Company is the name 


of a new concern organized in Paris, France, recently by 
A. Roux and M. Deleamont. The company has opened 
offices at 80 Rue Taitbout, where it has the agency for the 
“Millionnaire” calculating machine and the calculating 
machine, “Madas.” Although-the company has been or 
ganized but comparatively a short time, Mr. Roux states 
that the sales have been extremely satisfactory, notwith 
standing the fact that he is able to import from Switzer- 
land but a limited number of machines. 

The Millionnaire calculating machine is manufactured by 
Mr. Egli at Zurich, Switzerland. The house of Egli enjoys 





| 
| 











ROUX, 


M. ANTONY 


the confidence of the French, having been admitted to the 
benefit of a certificate of nationality and authorized to do 
business with France, because it is basically Swiss in capi- 
tal, in plant and in personnei, and in raw materials used. 

A. Roux is well known in Paris office equipment circles. 
His partner, M. Deleamont, is distinguished as a man of 
ability in mechanics, particularly with reference to calcu- 
lating machines. 

The new company is interested in portable typewriters 
and will be glad to correspond with manufacturers in 
America. 


A New Company in St. Paul. 

The Business Furniture Company of St. Paul was re 
cently incorporated with a capital stock of $50,000 and has 
opened headquarters at 103 East Fifth street, where a four- 
story building has been leased and equipped for carrying 
on the business. The location is regarded as one of the 
best in St. Paul. The president of the new company is 
Eli S. Warner; vice-president is J. G. Fleenor: another 
vice-president is F. B. Aldous of Omaha. The company’s 
treasurer is A. J. Walker, who is also secretary of the 
Farnum Printing and Stationery Company of Minneapolis 
The secretary of the new company is L. H. D. Leach, and 
the store manager is E. Lyman Cathcart, who was, for a 
number of years, with the Brown, Blodgett & Sperry 
Company. 





Brazilian Annual Fair. 

Several expositions are planned for Rio de Janeiro, two 
devoted to the natural resources of Brazil. ‘The third, 
which opens September 20, will be operated under the 
auspices of the municipality of Rio de Janeiro, and will 
include exhibits of all sorts. 
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~ COUNTERSUNK ROTARY COVER FLUSH WITH 


TOP SURFACE OF THE INKSTAND 


Entirely New Idea 


Swings Easily to One Side to 
Open Dip Cup. 


a”, Has All Other Features of the 
ee Popular GEM Line. 


3x3x 1} in.—No. 5 


CUSHMAN & DENISON MFG. CO. : 240-242 West 23rd St.. NEW YORK 


Te i000 
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The universal use of large day books has 
created a demand for bookkeepers’ arm 
rests greater than that developed through 
the use of bound and loose leaf ledgers. 
Every stationer should stock them, reaping 
the benefits from supplying this demand) 


Supplied in two finishes, oak and striped light 
and dark wood. 


No, 100 size 8”x14” Oak 
No, 161 10” x16” 7, 
Ne. 106 ” 8” x14” Striped 
No. 107 ” 10”x16” ” 


Manufacturers also of striped clip and arch 
boards, new vertical desk file, and school aud 
office rulers. 


Write for NEW catalog 
and price list. 


AMERICAN MANUFACTURING CONCERN 


Falconer (near Jamestown) New York, VU. S. A. Established Over 100 Sears 












mm 


Every Feature of This. Table 
Is a Real Selling Point 


Here is an all steel table so simple in con- 
struction, so obviously useful and practical 
that it is quickly recognized wherever dis- 
played, as a genuinely good buy. One of 
its startling features is its low price. 


Folds Quickly or Stands Rigid 


Combines absolute rigidity, when in use, 
with a quick “fold-up” feature which makes 
this table one of the handiest and most in- 
dispensable pieces of furniture in an office. 





Write for our catalogue and mention No. 16 


PREMIER BED COMPANY 


Mishawaka Indiana 
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AN OPPORTUNITY FOR OFFICE SPECIALTY SALESMEN 


We still have open some very desirable territory for the sale of 
our product, The Lightning Letter Opener. 


More and more the demand for the “Lightning” is increasing 
and salesmen can cash in on that demand by acting now. 


We desire men who are now representing one or two reputable 
office appliance manufacturers and who can take on our line as well. 


THE BIRCHER CO., Inc., Rochester, N. Y. 

















OUR CUSHION SPEED KEYS made of black, white or green rubber for all 
Typewriters remove this glare, preserve the eyesight, increase speed and save repairs. Ours are the 
original and guaranteed for one year. 


SALESMEN 
AND 
REPAIRMEN 


Increase your in- 
come by handling 
these keys without 
financial risk. 


Write us for propo- 
sition. 





QUOTATIONS TO DEALERS. $1.50 single keyboard set. Lots of one dozen $1.35 per set. 
Rubber platen twirlers mounted on Display Card $1.00 per dozen. F. O. B. Factory. 


Imperial Manufacturing Co., 301 Washington St., Newark, N. J. 


THE TENGWALL FILE 


The Tengwall File is the most popular 
loose leaf device ever introduced because 
of the ease and rapidity with which sheets 
may be inserted or removed, at any point 
in the binder without disturbing the other sheets. 

Carried in stock in canvas binding and with four capacities: 1 inch, 2 inch, 3 inch 
and 4 inch. 

Made specially for any sheet size with any style of binding. 

Try us for service and let us quote special price on large quantities. We know 
our prices will interest you as they have many others in the past. 


THE PLEW & MOTTER DEPARTMENT 


of THE WORKMAN MANUFACTURING COMPANY 
Capital and Surplus $250,000.00 Racine Avenue and Monroe Street,{CHICAGO, ILLINOIS 
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RIBBONS & CARBONS 





Chicago, II. 

The Old Town Ribbon & Carbon Company, Inc., of 
New York City has opened a branch office in the Monad- 
nock Block, Chicago. The agent in charge of the branch 
is thoroughly familiar with the ribbon and carbon paper 
business The company has recently compiled a de- 
scriptive folder showing different qualities of carbon 
papers and their respective uses. J. S. Epstein, president 
of the company, has expressed his intention of making 
a trip West in the near future. 


Malaga, Spain. 

Ricardo Gomez, who sells ribbons, carbons and other 
office equipment of American manufacture, has returned 
from a visit to the United States. 

New York, N. Y. 

The Carbon Imports Company has been incorporated 
with capital of $50,000 to manufacture carbon. The spon- 
sors are H. Schiff, R. W. Kiewert and J. Goldman, 17 East 
107th street. 

San Francisco, Calif. 

The Stone Typewriter & Ribbon Manufacturing Com- 
pany received a recent order from the city. of San Fran- 
cisco to supply all the necessary ribbon for use during the 
coming season. R. L. Stone is exceptionally busy this 
month taking care of the increasing business and holding 
down both his own desk and that of his brother, R. A., 
who is spending a vacation with his family at their sum- 
mer home at Monte Rio, on the Russian River. 

“« ce ~ 


Following his success in covering thé local territory of 
the Pacific Coast district by automobile, R.A, Beck, gen- 
eral sales agent for the Keystone Carbon Paper Manu- 
facturing Company, has announced his intention to make 
a trip to headquarters and return in this manner. He 
will visit all the larger cities en route, making the trip 
from San Francisco to Chicago by the direct overland 
passage and returning via the Northern route. 


Furniture Exchange Opposes Continuation of U. S. 
Employment Service. 

\t its June meeting the Cincinnati Furniture Exchange 
protested against continuing Government appropriations 
for the continuance of the United States Employment 
Service. The action came after the reading of a circular 
letter from the Cincinnati Chamber of Commerce making 
inquiry from the members of each group as to their views 
on the subject. The circular put forward the following 
two tentative propositions: 

“(a) Shali the Division of Manufactures protest to our 
Congressmen against any appropriation for the contin- 
uance of the United States Employment. Service? 

“(b) Shall the Division of Manufactures urge our Con- 
gressmen to secure the appointment of a joint committee 
of the House and Senate to investigate the past activi- 
ties of the United States Employment Service before 
granting any appropriation, such committee to suggest 
new legislation which will secure the co-ordination of the 
work of state and city employment agencies and provide 
a national clearing house for employment?” 

The Furniture Exchange supported the first proposition 
above given. 


Hardware Selling Cost Placed at 20 Per Cent. 


The close study which the National Association of Sta- 
tioners and Manufacturers has made of selling costs is 
reflected by an investigation made by the Bureau of Busi- 
ness Research of Harvard University, covering the cost 
of retailing hardware. The costs were obtained from 250 
hardware stores scattered over this country and Canada 
during the war period, 1917-18. The average total ex- 
penses is 20.6 per cent of the sales. The average 
profit is six per cent of the sales. The ratio of expense 
in stores with an annual volume of $50,000 is generally 
as low as in stores doing an annual business of over $100,- 
000 a year. Owing primarily to higher prices. the average 
investment in hardware stocks was about five per cent 
higher in January, 1919, than in January, 1918 
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Wright Desk Company 


No. 2060 


Wright Desks are carefully 
and thoroughly built for 
that long term of useful- 
ness which steady conser- 
vative American Business 
is likely to need. 


Rockford, Illinois 
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Roll Top Desk 
Flat Top Desks 
Standing Desks 
Typewriter Cabinets 
Office Tables 















0. 


Variety of Designs 
Quality 


Service 


C. S. Olsen Co., 2521 Moffat St., Chicago 
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operation. 4 


service. One roll 





The Eveready Fastener Is: 
ALWAYS AT YOUR SERVICE. 
SAVES TIME AND MONEY. 
RAPID AND POSITIVE IN ACTION. 
CANNOT CLOG. 





Makes its own staples instantly and securely 
fastens your papers together in a_ single 


No frequent loadings of staples. 

Pay envelopes sealed with the Eveready “are 
a protection to employer and employee.” 

The Eveready Fastener is an automatic ma- 
chine tool, made from high grade steel. Finished 
in nickel plate and japan. Fitted with rubber 
feet. Designed and built for a long period of 


of Eveready Staple ,Tape 


which makes 5,000 staples furnished with each 
machine. Write for circulars and quotations. 


Eveready Mfg. 


80 Boylston St., Boston, Mass. 


Company of Boston 




















No. 3 Riveto 


Le a woe Machines 
Furnished with 200 Eyelets 
with each Machine 


Defiance A Clips 
Six sizes, 1}” to 6” 











No. 3 Punch 
Black Enamel Finish 
22” gauge only 





No Miss Stapling Machines 
Made of Stamped Steel 
Handsome in appearance 


Defiance Manufacturing Co. 
384 Broadway 
New York 


Manufacturers of 


Stationery Specialties 








STATIONERY 








Bloomfield, N. J. 
The accidental ignition of fire works on display in the 
store of John Moran, 16 Broad street, reached the sta 
tionery stock as well, and caused a loss of several thou- 


sand dollars. 
Bronxville, N. Y. 

Thomas J. Lydon, Inc., will conduct a stationery and 
printing business; capitalization, $10,000. The incorpora 
tors are Thomas J. Lydon and Rudolph McClusky, Bronx- 
ville, and Frank A. Saporito, Mt. Vernon. 

Buffalo, N. Y. 

An addition is being built to the store of the Otto 
Ulbrich Company, 386 West Main street, which will en 
able the more convenient arrangement of stocks. The 
extension will open on Eade street, and is to be finished 
by September 1. 

Ft. Wayne, Ind. 

Shrex of Fort Wayne, 712 Clinton street, dealer in 
office supplies and equipment, has secured increased store 
space, carrving a complete line of office furniture and 
commercial stationery. 

Lancaster, Penna. 

Nixdorf & Bard, office outfitters, have increased their 

floor space on the second floor of the Kresge building. 
Mankato, Minn. 

A. R. Russell is now traveling the Southern Minnesota 
territory for the Free Press Company. Prior to the 
present connection he traveled South Dakota for four 
years with the lines of Brown, Blodgett & Sperry Com- 
pany, St. Paul, Minn, 

Mexico, D. F., Mexico. 

I. G. Deyne, American manufacturers’ agent in sta- 
tionery and allied lines, has moved his offices into more 
commodious quarters in a prominent location. 

New Brunswick, N. J. 

Zimmerman’s, Inc., with a capital of $50,000, will han- 
dle stationers’ supplies, paper books, etc., at 304 George 
street. 

New York, N. Y. 

The S. W. Blank Book Company, 75 Spring street, is 
a new concern which is now manufacturing blank books, 
stenographers’ note books and composition books. Sam 
uel Weinberg is proprietor, and brings twenty years’ ex- 
perience to the business. 

Philadelphia, Penna. 

Marcus & Company, 13th and Market streets, will prob- 
ably occupy the ground floor of a twenty-story office 
building to be erected at Market and 13th streets. 

Portland, Me. 

Loring, Short & Harmon have remodeled the lower 
floor of their establishment, affording a far more con- 
venient arrangement of stocks and departments. 

San Francisco, Calif. 

Al. Jones, of the Bert M. Morris Company, intends 
leaving soon aiter the first of August for a tour of the 
Northwest, calling on the trade in the larger cities in 
that territory. 

* * x 

Alvin Steinmetz, popular associate of Henry Dimond, 
chairman of the California Stationers’ Association, left the 
middle of July for a two weeks’ outing in the Santa Cruz 
Mountains. 

x * x 

Among manufacturers’ representatives who visited the 
local trade lately were Will Hughes, of the Weis Manu- 
facturing Company, William L. Diest, of the American 
Crayon Company. of Sandusky, O., and J. J. Mortimer, 
representing the S. S. Stafford Ink Company. 

x * * 


W. T. Van Culin arrived in San Francisco the middle 
of July with the holidav line of the Kiggins & Tooker 
Company. Mr. Van Culin maintains Western headquar- 
ters in Los Angeles and represents the Eastern firm in 
the district lying west of Denver. 

x *k x 

K. A. Wilson. of the sales force of the Bert M. Morris 
Company. left the early part of the month for an extended 
canvassing trip covering the Western territory. Mr. Wil- 
son will devote most of his attention to the interests of 
the Eversharp pencil and Tempoint fountain pen. 














August, 1919. 





Chair 
Comfort 


Cook ‘‘Quality”’ Spring 2 
Back Typewriter Chairs 
are made to give the 
highest degree of com- 
fort. The seat is care- 
fully shaped and the back 
is adjustable to a posi- 
tion so as to properly 
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support the back of the 
user. They are not espe- 
cially adapted to loung- 
ing, but are especially 
suited for those who 
have work to do ‘and 
want it done quickly. 


These chairs are used 
throughout the country 
and in the numerous 
cities abroad. Thereason 
for their wide sale is 
found in their merit. 


Ly 
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Handle this line and 
watch your profit grow. 
A Catalog will be mailed 
upon request. 
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C. A. COOK CO. 
MANUFACTURERS 
16-28 Osborne Street 
Cambridge, Mass. 
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Puts the “Race” 
in Eraser 


The R USH -FRASER 


DE LUXE 


is the best ink and 


typewriter eraser 





Uncle Sam uses it in the Army 
and Navy and in other depart- 
ments at Washington, because 
it is the best. 


You use it like 
a pencil—just a 
stroke and the er- 
ror is instantly 
and completely re- 
moved—just a 
stroke and _ 10,000 
tiny shavings curl 
off, for this flexi- 
ble diamond brush 
has over 10,000 dia- 
mond points. 


Sells at Sight! Made in 14-k 
goid plated. 


Sample pre- 5 
paid, insured for Oc 


RUSH-ERASER CO. 
820} Rush Bldg. © SYRACUSE, N. Y. 





Norubber, 
Acid or 
Blades 











“CLIMAX” 


Square-Top 
PAPER CLIPS 


Are you using “CLI- 
MAX” Square-Top 
Paper Clips? If not 
—let us send you sam- 
Pat, Oec.12,16 ples. They will con- 
vince you that the “CLIMAX” 
Square-Top is by far the best 
all-purpose paper clip. 
Prices below will satisfy you 
that besides being the Best, 
they are also the Most Eco- 
nomical. 


Send us your next order. It 
will receive our prompt and 
careful attention. 


Prices F. 0. B. Buffalo 
Packed 10,000 to the Box 


BOGOO cs ccccece 15¢ per 1,000 
60,000......... 10c per 1,000 
OY Barrer 8c per 1,000 
eee 7e per 1,000 
1,000,000......... 6%c per 1,000 
Packed 1,000 to the Box 
WPacvcceods 17e per 1,600 
OO, OGG. cc ccccce 12c per 1,000 
BOG eG eacscches 10c per 1,000 
500,000......... 9c per 1,000 
1,000,000......... 8%c per 1,000 


Buffalo Automatic Mfg. Co. 


457 Washington St. BUFFALO, N. Y. 














“The Trade Mark of Satisfaction” 


Increased 
Efficiency 


Dealers can guaran- 
tee the consumer a 
maximum of effici- 
ency by supplying 
them with 


Columbia D. H. & D. 


Carbon papers and 
typewriter ribbons. 


We make no excuses, 
but are ready, at all 
times, to make good 
every article bearing 
our trade mark. 


“Columbia, D. H. 
& D.”’ stands for 100% 
utility value which 
means: 


More impressions 
from the sheet of car- 
bon paper; better re- 
sults from the type- 
writer ribbon. 


We solicit inquiries 
from the foreign 
trade. 


Catalogues and samples 


on request 


Columbia Ribbon and 
Carbon Manufacturing 
Company 
Executive Office and Factory 


69-71 Wooster Street 
New York, N. Y. 


Branches: Philadeiphia, Chicago, 
Minneapolis, Detroit, London, 
Kansas City, Mo. 
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PEERLESS Foosteccet 


CPO OC@O 2ecee 
TYPEWRITER KEYS Mvivecovees 


2 i ate dealers, repairmen, stationers, etc., will find in 
eerless Keys the most wonderful, easiest and most profitable Made in green, white or black for ail 


entiens imaginable. machines. Characters of heavily inlaid 
rubber. Slip over regular keys; anyone 


Are so well known, so extensively used, so well liked and in Sen, Put them Gites aa 
’ 4 slipping 


such big demand by typists that they sell themselves when and druising of fingers, and by re- 
moving the mirror-like, eye-straining re- 


displayed b 
Play y dealers. flection of the glass shiny nickel rim 


Let us tell you about our liberal dealer proposition. You will be interested. MaEISE? env, the (ypteta epen. 


Two heads are better 
than one — likewise, 


a thousand are better than three or four, which presents one reason why OFFICE APPLIANCES 
should interest you. 

Our staff is in constant touch with all branches of the office equipment field, making it possible for 
us to secure first-hand information concerning trade developments. Our information comes from a 
thousand different sources. Descriptions of new devices for office use are published in OFFICE 
APPLIANCES usually long before the trade or general public learns of them. 

Staple lines and specialties are described every month in the advertising columns. They represent 
the products of more than two hundred leading manufacturers. 

Most of the special articles are contributed by men expert in the sale and use of appliances for 
modern offiee work, and contain interesting, usable information and recommendations. They contain 
business ideas for business men. 


Use OFFICE APPLIANCES regularly and it will pay you dividends. 


THE OFFICE APPLIANCE CO., 417 So. Dearborn St., Chicago, Ill. 

















THE STANDARD ENVELOPE SEALER 
Try it 10 DAYS Free 


The Standard Envelope Sealers are the most widely distributed 
sealing machines yet manufactured. They are simple in con- 
struction, automatic, noiseless, and built to last a lifetime. 


MODEL F.—(hand-operated)— 

Capacity 100-150 per minute...... $35 
MODEL H.—(hand-operated)shown at left 

Capacity 200 per minute......... $50 
MODEL M.—(motor-driven)— 

Capacity 250 per minute......... $95 


—- 











THE STANDARD i 
STAMP AFFIXER je 
Register 


This is the lightest, speed- 
jest and most efficient 
stamping device on the 
market. It protects you 
against loss and imperfect 
adhesion of stamps. 

You can save help and increase your mailing efficiency by using these machines. 10 Days’ Free Trial 


They have been selected as the most efficient by almost every U. S. Government 
Department, Bell Telephone System, Standard Oil Co., General Electric Co., A request on your business 


$20 








Goodyear Tire Co. and Thousands of others. stationery will bring the 
A few more competent general agents wanted machine desired for 10 
STANDARD ENVELOPE SEALER MFG. CO. days’ Free Trial without 


Everett, Mass., U. S. A. any obligation to purchase. 
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G. O. Hall, of the San Francisco firm of Hall & Smith, 
stationers, is spending the month of July in the high 
Sierras, accompanied by his family. 
+7 oe * 
Reports from Dixon, Fish & Company indicate that 


business is keeping up particularly well through the 
Summer months. This firm recently enlarged the offices 
of the printing department, anticipating a larger volume 


of work of that sort during the coming Winter. 
* cd * 


E. W. Worthington is no longer associated with the 
H. S. Crocker Company as special organizer Imme 
diately after concluding his term of service with the 


Crocker organization Mr. Worthington left for the North- 
west, intending to take a rest at his ranch near Seattle 
* * * 

Recent improvements in the operation system of the 
H. S. Crocker Company include the change in location of 
the manufacturing department. This will be moved from 
the third to the main floor and the accounting department 
will be installed in the space vacated by the manufacturing 
end of the business 


\ recent catalog which is attracting much favorable 
attention among local dealers is that recently issued by 
the American Pad & Paper Company, represented on the 
Pacific Coast by the newly organized firm of Reid & Gil- 
martin. The new book displays many additions to the 
line of columnar pads, a department of the company 
rapidly growing in popularity here on the coast. 

x * x 


July 20 abeut 150 persons. including the employes of 
the local stationery house of Payot, Stratford & Kerr, 
and their families and friends, participated in one of the 
most enjoyable outings of the season, a launch ride on 
the bay and a picnic with all the “trimmin’s” at Paradise 
Cove. After the run to the Cove and a delicious basket 
lunch, the remainder of the day was spent playing games 
and dancing. Twenty-six prizes were distributed to the 
iucky winners of various races and contests. 

ae ee 

\ number of stationers of Los Angeles made a trip to 
this city over the last of June to participate with their San 
Francisco friends in the last rites and ceremonies relating 
to the sorrowful demise of John Barleycorn. The South- 
ern contingent included Sylvain Cahen of Cahen-Strod- 
thoff; Harry Stacy, formerly identified with the Grimes- 
Stassforth Stationery Company; Harry Morgan and 
Omar Boyd, both of Cunningham, Curtis & Welsh, and 
Mr. Garner, secretary of the Southern California Sta- 
tioners’ Association. 

ok “ a 

After several months snent in the Hawaiian Islands, T. 
W. Moore, manager of Sanborn-Vail & Co.. is back at 
his desk in the San Francisco store. Mr. Moore stated 
that business conditions were growing decidedly better in 
the islands after an exceedingly trying period, and those 
in the trade in Honolulu and other important centers are 
looking forward to a prosperous future. The chief con- 
cern of all-lines of business is the lack of transportation 
which is a severe handicap both to tourist travel and 
import and export trade. 


* * * 
Tulsa, Okla. 
The Palace Office Supply Company has installed a 


complete offset printing plant, the first of its kind in the 
city. 
Toronto, Ont., Canada. 

The stationery business of Brown & Stanton has been 
purchased by James Cook and his son J. P. Cook. They 
were formerly associated with Brown Bros., Ltd., but 
recently severed that connection. 


Imports from Germany Permitted. 

Under PBF No. 37, the War Trade Section o° the De- 
partment of State, promulgated July 14, a wide range of 
commodities may be imported from Germany. ° Certain 
chemicals, dyes and dyestuffs must be imported under a 
special license Pig tin and metal alloys containing tin 
may not be imported, nor may any commodities which 
have been produced or manufactured in Hungary 


Oriental Company Changes Name. 

It is announced that the China and Japan Trading 
Company, Ltd., 80 Maiden Lane, New York. have changed 
their corporate. title to China, Japan & South America 
Trading. Company, Ltd. There is no change in owner- 
ship, personnel or policy. 
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National Binding Straps 








Non-Slipping! Adjustable! 
Tight Gripping! 


“National” Binding Straps are made 
of a very fine, closely woven linen 
webbing. The Metal Catch is heav- 
ily Nickel Plated. 


There are no teeth on the buckles 
and the webbing gets little wear so 
that the straps are practically inde- 
structible. 


FiberstoK Expanding Envelopes, 
Files and Partition Wallets may be 
equipped with these straps instead 
of tape. 


Send for price list and samples 


National FiberstoK Envelope Co. 
429-447 Moyer St. Philadelphia, Pa. 




















ern fmm pineal fen 
2 ~ ¢ 


PEEREESS 
MASTERGAUSE 


THE DOMINANT CARBON PAPER 


Mastergause is a Carbon Paper 
Revelation! It is the stenog- 
raphers’ delight! It answers 
the Carbon Paper question as 
it has never before been 
answered. : 


For your own satisfaction com- 
pare Mastergause with any 
other-sheet of Carbon paper. 


Peerless Carbon & Ribbon Mfg. Co. 


UNITED STATES: 113 West Broadway, New York, N. Y. 


EUROPE CANADA, Toronto 
39-40 Shoe Lane 176 Richmond St., West 
London, England 
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Rebuilt Typewriters 
All Standard Makes 


at as low prices as consistent with 


Honest Work and Good Quality 


All machines guaranteed against defect. 


Courteous and Prompt attention 
to inquiries. 


Price list on application 





THE HARRY A. SMITH 
TYPEWRITER CO. 
Wholesale— Export 
218 N. Wells St. CHICAGO, ILL. 
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| MR. DEALER: 


No matter in what part of the United States you are 
located, YOU can sell “SECURITY’’ SAFE DEPOSIT 
BOXES to the Banks in your territory. 











The above illustrates only one of our many stock units ready for 
immediate shipment. Built with heavy 4” steel plate doors. Several 
different finishes to match present equipment. 


ae * Ter BANKSIN YOUR OWN TOWN ABOUT SAFE DEPOSIT 
XES—THEN WRITE FOR DEALER PROPOSITION. 


"DARSHAL 








CLEVELAND OHIO 























TYPEWRITERS 





Boston, Mass. 

The Puritan Typewriter Company has been established 
at 7-9 State street to operate a second-hand and rebuilt 
typewriter business. The company comprises H. W. Ban- 
croft and H. W. Durgin, both of whom have been con- 
nected for years with the leading typewriter manufac- 
turers. Mr. Bancroft will handle the sales end of the 
business, while Mr. Durgin will look after the mechanical 
departments. 

Charlotte, North Carolina. 

Brown & Page have organized to handle typewriters, 

office furniture and office equipment generally. 
Eugene, Ore. 

Paul Rittenberg, former manager for the Valley Sales 
Company, Eugene, Oregon, is now a division superin 
tendent for the Woodstock Typewriter Company, his 
territory being southern Oregon and northern California. 


New Haven; Conn. 

Thomas M. Gleason has been transferred to the local 
office of the Royal Typewriter Company, Inc. He came 
here from the W aterbury office. 

New York, N. Y. 

Arthur E. Davis has been promoted to the office of 
assistant treasurer of the Royal Typewriter Company. He 
succeeds E. C. Faustmann, now treasurer. Mr. Davis has 
been engaged in various capacities in the Royal organiza- 
tien since 1910. 

Oakland, California. 

E. Walsh has taken the agency for the L. C. Smith & 

Bros. Typewriter at this place. 
Portland, Ore. 

A. F. Jaksha, manager Rebuilt Typewriter Company, 
Portland, Ore., has taken over northern Oregon for the 
W oodstock. 

x * 

Despite the large number of second hand typewriters 
thrown on the market by the spruce division, Northwest- 
ern typewriter dealers all report a good business and a 


ready sale for good machines of standard make. This 
for the reason, no doubt, that the Northwest is developing 
so rapidly. All of the typewriter companies have terri- 


tory covered now and business is reported good by all. 
San Francisco, Calif. 


A recent visitor to the local trade was William H. Kee, 
general sales manager of the Munson Supply Co., of New 
York City. 

*x* * * 

J. P. Wingo, manager of the San Francisco Typewriter 
Exchange, states that his firm has been doing a consider- 
able amount of exporting recently. 

uK * * 

It has been announced in this city that A. A. Lamoureux 
will have charge of the distribution of the products of the 
Woodstock Typewriter Company of Chicago in San Fran- 
cisco and vicinity. 

8 % 

Through the efforts of James Hoey, assistant manager 
of the local office of the Underwood Typewriter Co., the 
school department of this city has placed an order for 
180 Underwood machines to add to the present equipment. 

y a * 

The usual conditions reigns at the Oliver office, with a 
report of normal business and good collections.—Miss 
Irene Madden, statistical clerk, returned a short time ago 
from a two weeks’ vacation spent at Monterey, Calif.— 
Other members of the Oliver staff have been enjoying 
their annual outing and are returning to their desks with 
renewed energy, ready to cope with the anticipated vol- 
ume of fall business. 

x *« * 

With the exception of a slight handicap in regard to 
quantity of stock, practically all local branches of the 
various typewriter companies report a very satisfactory 
business. It is generally conceded that June and July of 
this year surpass those two months of 1918 in the number 
of normal sales, special government orders, etc., excepted, 
and according to present indications the latter half of this 
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PRESTIGE 


have it 

quality 

your 
Typewriter 


only in the 
brand that 
own name. 
Ribbons and 
Carbon Paper ought to 
give the dealer every pos- 
sible advantage—not only 
in profit but in reputa- 
tion. That is why our 
selling proposition is 
uniquely superior to all 
others; it adds SUM TO- 
TAL VALUE to your en- 
tire line—at an ascending 
profit scale. 


You 
100% 
bears 


The right line yields a 
profit that you can’t keep 
down, or merely station- 
ary. It grows — because 
the buyer himself adver- 
tises it, and its own qual- 
ity supplies the clincher. 
You require the “U. S. 
LINES” under your own 
firm imprint to make your 
business what it should 


be. 
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We share our pronts with you, 
and in addition we give you 
all the publicity advantage of 
the name on the brand. We 
are placing this proposition 
before the trade because our 
only interest in business is 
to serve the Only so 
can we serve ourselves. Your 
interest is to hold your cus- 
tomers—and increase them— 
with the same kind of service. 


dealer. 


Why not (fat Once?) 


















Write today for samples. 


Typewriter 
Ribbon 
© Mfg. Co. 
Sansom and 8th Sts., 


Philadelphia, Pa. 


Cable Address 
MUSTR. 
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OW 


is the time to 

reserve space 

for the second 
issue of 


The 
Office 


Appliance 


Exporter 


Complete 
information 
upon request 





The 
Office Appliance 
Exporter 
417 South Dearborn Street 


CHICAGO 
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EVERY 
OFFICE 


BUILDING 


HOLDS HUNDREDS 
OF PROSPECTS 


Every up-to-date man of busi- 
ness is interested in any money 
making proposition of merit. 


‘““V UL-COT”’ baskets are money 


makers because they are money 
Saver,s. 


One expenditure for VUL- 
COTS covers a period of from 
five to fifteen years. 


VUL-COTS are guaranteed for 


jive years—but they give splen- 


did service for twice to thrice 
that length of time. 


VUL-COT 


Waste Baskets 


Guaranteed § Years 


are finding their way into of- 
fices, scheols and homes in 
numbers increasing with each 
day. 

We want you to get your full share 
of VUL-COT profits. To increase 
our business we must increase yours. 
Won't you write for dollar-making 
information before you turn this page. 


American Vulcanized Fibre Co, 
525 Equitable Bidg. 
Wilmington Dolaware 
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RITTENHOUSE &: FASTENER | 


A positive necessity for the modern 
filing system. Write for free sam- di 
ple and price list. Four sizes. 

Immediate delivery. 


HORAGE F, GLARK, Jr, Mig. —— a 


900 F ST., N. W., WASHINGTON, BD. C., U.S.A. 
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Underwood’s 
EVERLASTING BANK INK 


Writes a beautiful 
brilliant blue, quick- 


Back in the Vault 





or in an out-of-the-way room—that’s where the trans- 
fer files go. Merely because they are not referred to 
frequently, they are the “‘step-children”’ of the office. 
But the wise office manager gets good “‘step-children” 
—he buys 


ly turning to an in- 
intense, permanent 
black. 


Bentson Steel Transfer Cases Famous 
They are roomy, compact, rigid, safe. They stack 
securely—and the price is right. For 
Bentson Card Cabinets Quality 














are regularly de- 
manded by users 
who require dur- 
ability at a moder- 
ate price. 

Wrire for Printed Matter. 


Convenient pourout 
on each bottle. For 
sale by all reliable 
stationers. 





Manufactured by 


Pets Underwood & Co. 


New York 


Boston Toronto London Paris 


The Bentson Mfg. Co. 


Aurora 33 Il. 





’ New York Representative: 
Mr. Harry Hertwig 
925 E. 13th St., Brooklyn, N. Y. 
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The Filing Folder Corporation 


NIAGARA FALLS, N. Y. 
Specialists in the Manufacture of Filing Folders 


We manufacture nothing but Folders and Guides and Sell to 
Jobbers and Dealers only 


OUR QUALITY + OUR SERVICE = YOUR SATISFACTION 


Write for Price List and Samples 





























year will witness a steady growth of business throughout 

the Western territory. Many firms have remarked of the 
difficulties in transacting business -with the telephone 
strike in progress. Not a few offices trace a slight falling- 
off in city sales directly to the phone exchange troubles 
and are eagerly looking forward to the time when com- 
petent operators are once more at the switchboards. Ac- 
cording to current reports made public by the daily news- 
papers, an agreement has been reached in the local offices, 
and it is thought that the strike will be definitely called off 
in a short time 

Seattle, Wash. 

J. D. Welch, division superintendent for the Woodstock 
Typewriter Company, who resides in Seattle and handles 
an extensive territory in the Northwest, has recently 
returned from a trip by auto into Idaho and _ eastern 
Washington. “Jay Dee” and his “Woodstock” car are 
known everywhere in the Northwest. 

Spokane, Wash. 

I. C. Young, of the Spokane office of the Elliott-Fisher 

Company, has recently taken unto himself a wife 
x *’« * 

C. J. Lay, a well known typewriter man of Spokane, is 

now with the Spokane Paper Company, on the road 
* as * 

H. J. McDonald, formerly connected with the Interna- 
tional Correspondence Schools, is now manager of the 
Corona Typewriter Sales Company, Spokane. 

Ds * k 


H. B. Danforth, formerly cashier for the Western Type- 
writer Company, Spokane, has taken over the dealership 
for the Woodstock Typewriter at that place 





Nitschke Eastern Sales Manager. 
Geo. A. Nitschke is one of the old timers in the field 
who has had a wide experience in office equipment and 
systems. He will find many old friends and make many 





GEO. A. NITSCHKE. 


new ones in New York where he has just located as 
eastern sales manager for the Automatic Pencil Sharpener 
Company of Chicago. The Eastern office of the company 
is located at 395 Broadway, New York. Mr. Nitschke will 
supervise sales in the larger Eastern cities and the terri- 
tories which they supply. 


Blind Hardware Dealer Uses Typewriter. 

Hanson Walters, a blind hardware dealer, has retired 
from business after twenty-five years of active trading. 
He used a typewriter of standard make in his correspon- 
dence. His business records were said to be the most 
complete of any merchant in his town, Florence, Kans. 
He kept his records on index cards, perforating the 
charges through the cards. His stock was similarly 
marked. In every way his business was conducted without 
reference to his handicap. 
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| You'll Say So 
_ Yourself — 


Perhaps you aren’t satisfied with 
the typewriter ribbons and carbon 
paper you’re handling—good, but 
you think there ought to be some- 
thing better. Well, just send for our 
proposition. We have been devel- 
oping manufacturing methods for 
fifteen years and our product now 
meets a high standard. We believe 
you'll like to handle our goods. We 
won’t say here that we have the 
best quality and the best service, 
but we will gladly send you sam- 
ples and prices—and we have faith 
that you'll say so yourself. 


HVUMUUUULUOUUUOSNAN0N UNA UAAT T 























H 
| 


The Mercury Manufacturing Co. 


Manufacturers of Carbon Papers 
and Typewriter Ribbons 


ROCHESTER, N. Y. 
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The Tenacity Line 


Represents Known Values 


You can sell our loose leaf devices with full 
assurance that they will please the bookkeeper, 
and make the manager happy. The bookkeeper 
finds Tenacity Accounting Devices easy to | 
handle through his day’s work. The manager 
takes satisfaction in knowing that his books are 

in good physical shape. 

One item in the Tenacity Line is 


THE C. L. 
STEEL BACK LEDGER 








Service durability is assured by oa, Sane the metal 
parts. Makes solid construction that stands a4 byory- 4 -. severe 
usage. The C. L. is made in five capacities. is capable of 
100 per cent expansion. 

Use our e capacity binder in connection with a ledger rack and 
obtain an ideal combination for machine-posting. 

Turn prospects into sales, and assure yourself of the the supply busi- 
ness in the future. Our catalogue demonstrates Tenacity Quality. 
Write for the book. 


The TENACITY MFG. CO., Ine. 
Reading CINCINNATI, OHIO 
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As strong and 

as a heavy table, 
yet fully and easily 
portable. 


IDEAL TUBULAR 


Made in a wide variety of styles, for sup- 
porting practically any kind of office ma- 
chine. A crank raises the castors off the 
floor, and permits the rigid legs to take 
the load. Mount a typewriter, a duplicating machine, a 
roller copier, an envelope sealer, an adding machine or a 
card index cabinet on an Ideal Tubular Stand, and it can be 
rolled to any position, lowered to operating position and used. 


FOWLER - MANSON - SHERMAN CYCLE MFG. CO. 


1445-1455 W. AUSTIN AVE., CHICAGO 

















Morden Swivel Rings 


Are Made en Scientific Princtples 


The Rings Are 
Perfect 


The only book rings 
made with a swivel - joint. 
This construction is scien- 
tific as the rings do sot 
open in the direction of 
the pull exerted by the 
contents, or by the open- 
ing of the book. While 
they open easily, they 
never exasperatingly open 
unexpectedly. They have 
no enlarged, clumsy joints 
to mar furniture, nor 
sharp projections to mu- 
tilate sheets. 
























Morden Swivei Rings Bring Re-Orders 


om : 
Used for student note books, stenographers’ note books, 
eyeletted covers, metre reader books, band books, 
catalogs, swatch books, every conceivable variety of loose 
leaf books; and all loose sheets, charts, drawings, blue 
prints, maps, fashion plates, clippings, pictures, post 
cards, fabrics, in fact, amy matter needing to be classified or held 
in loose leaf form. 


Loose leaf sheets need not be held in expensive binders. 
Heavy manilla, or other material, cut to proper size to 
form outside protection covers, with Morden Swivel Rings 
inserted through such covers and sheets, make a flat- 
opening book, costing but a few cents, yet as durable and 
convenient as the most expensively bound book. 


Supplied in ten sizes: % in. to 2 in. Price $6 up per 
box. Liberal discount to the trade. Samples free. Cuts 


for catalogs furnished. 


THE MORDEN MANUFACTURING CORPORATION 


WATERBURY, CONNECTICUT 












































ADDING MACHINES 








R Altoona, Pa. 
S. W. Reed recently took charge of the Altoona, Pa., 
office of the Monroe Calculating Machine Company as 
local manager. 


Boston, Mass. 

H. C. Metcalf has opened a new store at 13%4 Devon 
shire street, and increased his line by handling used adding 
machines, and the Standard mailing machine. The selec 
tion of the new location was fortunate, as a large increase 
of business had attended the opening of business at the 
new location. 

x * x 

C. L. Dougherty, formerly with the Monroe Calculating 
Machine Company at Boston, returned to the United 
States early in July. Before leaving France Mr. Dough 
erty had a little farewell party with Major Beagle, who 
represented the company at Providence, R. I. Mr. Dough 
erty expects to take up work again after a vacation of a 
month or so. 

Chicago, IIl. 

\ “blimp” cruising over the city July 21 caught fire 
and crashed through the skylight of the Illinois Trust 
Company, taking a toll of several lives and damaging 
the building and equipment. After the bank resumed 
operations it was tendered the use of the adding machines 
and other facilities of the various banks of the city, to 
replace equipment which had been wrecked. 

Copenhagen, Denmark. 

The Monroe Calculating Machine Company recently 
appointed Mr. Harold Cohen its representative at Copen 
hagen, Denmark. 

Detroit, Mich. 

Beginning the first of July, E. P. Crocker took charge 
of the Detroit office of the Monroe. Mr. Crocker is well 
known in advertising and sales circles throughout the 
lake district of New York and Ohio, having been very 
active along these lines in connection with his work at 
the Rochester office of the company. 

Hamilton, Ont., Canada. 

A. L. Whitelaw has been appointed agency manager 
for the Burroughs Adding Machine Company here. He 
was formerly joint agency manager at Toronto, asso 
ciated with J. B. Erskine. 

Harrisburg, Penna. 

William J. Evert, Jr.. who was purchasing agent of the 
Elliott-Fisher Company for fourteen years, has entered 
the retail business here. He is secretary- treasurer of the 
Cotterel Ebner Company, office outfitters and stationers. 

Jacksonville, Fla. 

A. Craighead, district manager of the Monroe Calcu- 
lating Machine Company at Atlanta, Ga., recently opened 
an office at 440 St. James building, appointing J. W. Gail 
lard, local manager. 

Montreal, Ont., Canada. 

In a new division of territory of the Burroughs Adding 
Machine Company, Ralph G. Johnson becomes manager 
of “Montreal East.” W. B. Smith is now manager of 


“Montreal West.” 
Orange, N. J. 

Messrs. Palomino and Tous, members of the Frank 
Robbins Company, Havana, Cuba, recently visited the 
home office and factory of the Monroe Calculating Ma 
chine Company at Orange, N. J., in order to make them- 
selves more thoroughly familiar with the machine and its 
construction. Mr. Palomino is a salesman of an ener 
getic. progressive type, and Mr. Tous, who is foreman of 
the Frank G. Robbins service station, has unusual me 
chanical ability. 

Philadelphia, Pa. 

The Philadelphia office of the Monroe Calculating 
Machine Company recently had the pleasure of welcom 
ing two of its old salesmen. who were serving the Monroe 
prior to their entering Uncle Sam’s service. M. B. Barns 
will resume work in the Philadelphia territorv. and Mr 
Allen G. Osborne will take charge of the Wilmington 
territory, with headquarters at 618 Ford building, Wil 
mington, Del. 

Riverside, Cal. 

The Monroe Calculating Machine Company has onened 
a new office at 720 Main street, Riverside, Calif., with A 
H. Goodwin as local manager. 

(Continued on 
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RUBBER ERASERS 





The superb quality of WELDON ROBERTS erasers has made them the 
World’s Quality Standard. To know them is to demand them always. There 
are 88 styles. We mail free samples, when requested, to stationers anywhere 
on earth. 


WELDON ROBERTS RUBBER Co.NEWARK. N.J. U.S.A. 








If your requirements are 


Speed 


Quality 
Convenience 





and EFFICIENCY=$$$$$$$$ 
Economy Without a Sperry Arm holding your 

it tac desk hi in easy reach 
Whether in form letter work, imprinting lit- csK phone away") ae of the way 


erature, printing letter heads, envelopes, office 


f leaflets, et you have not attained the highest 
orms, leaflets, etc.— 


pinnacle in office efficiency. 


If you are interested in properly equipping : 
yourself for such work—investigate— If true in your case——every desk 


phone in town is your prospect. 
The Multicolor Press ‘It must be a Sperry to be the best.” 


&é ” 
The most practical office printing device on Guaranteed for five years. 


the market. Write today for dealers’ discount:. 


Lisenby Manufacturing Company Address Dept. 37. 


Factory: Fresno, Cal. 


Address all correspondence to Genera! Sales Department KELLOGG SWITCHBOARD & SUPPLY C0. 


298 Broadway s = New York Sutheten tala a 

















[RI ILL LLL ELL LLL LLL LLL 
“PELOUZE”? POSTAL SCALES 


are scientifically made. They show 
exact weight in ounces, also cost in 
cents on all classes of mail matter. 










7, J, ~ - “/- 
<GEGREEEEEEEEEEAE 
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National......... 4 lbs. ge and Exp... . 16 lbs. 
fee |) ee, See 4 Ibs. 
Columbian ....... 2 lbs. 1 on ones. 





UN our tons ©6009 |i «6S... . .. 4 lbs. 
Crescent ..........1 Ib. Parcel Post Scales 


Banks and business houses use ‘Pelouze”’ 
Scales because of their accuracy, reliability 
and durability. 


ASK FOR A “PELOUZE” SCALE 


PELOUZE MANUFACTURING COMPANY 
232-242 East Ohio Street Chicago, Illinois 
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A NEW STYLO OF REAL MERIT 


About three-quarters actual size Pat. April 8, 1919, No, 1,299,576 










il 
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The Lever Self Filling PARAMOUNT GRAVITY STYLO. The first and only Lever Styio made and a 
valuable development in this type of pen. 
PARAMOUNT GRAVITY STYLO PENS are made in three styles :—Slip Cap, Safety and the Lever type 


referred above. 
We also manufacture the PARAMOUNT SELF-FILLING FOUNTAIN PEN, an excellent pen, splendidly 


made and allowing a liberal margin of profit. 


PROMPT DELIVERIES ASSURED 


varrYJ.FARRELL FARRELL & HOSINGER CO. «r0.n. xosincer 


63-65 Irving St., Jersey City, N. J., U.S.A. 


Western Union Code “‘Paramount”’ 








You will be well repaid | | Crane Ladies Stationery 
in extra sales if you will 

Sold by all Stationers and Booksellers 
display 
| These goods are suited to the tastes of the 
most seiect trade. Their merits are known 
the world over, and they yield a profit to 


the dealer. Once tried, the purchaser be- 
comes a regular customer. 





It is a valuable book for 


ee ee ee ee Presented in the following Styles and Qualities : 

the wealthy man. Many men P 

are careless about keeping a SUPERFINE QUALITY. In Light Blue Boxes, 

record of their personal af- ini i 

egg ly nme emer of mar paper each, ae in separate 

ecay to Go os. A few fie- boxes } thousand envelopes corresponding. 

ures and a few words of = 

planation in spaces provide av 

othe biteeeettale oft EXTRA SUPERFINE QUALITY. In_L avender 
Re ae Toe ae Colored Boxes, containing } ream of Extra Fine 

— ~ Paper each: in like Boxes are Envelopes to match. 


Finances has been published 
to meet many requests— 
wider columns and more 
writing space. 





My Finances is already an Our papers are supplied in 
— steady - od Bordered Goods and other spe- 
stock item in most good sta- ° 1 
tionery stores; it is advertised; and profitable to sell. sialties by EATON, CRANE 
Quality Quality & PIKE CO., Pittsfield, Mass., 
IF KF and 225 Fifth Ave., New York, 
Size 6%x3%—No, 308 ........... $2.75 $3.50 whose boxes bear the word 
Size 8%x5%—No, 311 ........... 3.50 4.50 “CRANE’S” containing our 
Both JF and KF are made with Trussell one-piece Covers; goods 
all leather, no lining, levant grain outside and fine grain ° 
inside. These covers are handsome and long lasting. This ~uate Senet 
ev 
—_ for -— on sa tna —— 
an dealers’ discount. ow 
cards and mail enclosures supplied. ee ee Los on 
. * 


TR ELL MF .. Publish 
USS MFG. CO., Publisher Z. & W. M. CRANE 2%" 


3 No. Cherry Street Poughkeepsie, N. Y. MASS. 

















«<as> BRASS CUSPIDORS 


OF EVERY DESCRIPTION 
BACKED BY 


FIFTY YEARS OF 
KNOWING HOW 


ADDRESS 


ALDRICH MFG. CO.., Inc. 
BUFFALO, N. Y. 
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PENS AND PENCILS 





St, Louis, Mo. 
Notice has been filed with the secretary of state that 
the Standard Pencil Company has increased its capital 
stock from $100,000 to $125,000. 


San Francisco, Calif. 

The new manager of the fountain pen department of 
the H. S. Crocker Company is Geo. L. Gary, formerly 
with the Students’ Co-operative Store in Berkeley, Calif 
Mr. Proper, the former head of this department, is travel- 
ing through the state in the interest of the company, 
representing the various lines of fountain pens and pencils 
which it carries. 






oe 2 


Walter Greaves, representative of the Swan Fountain 


: 

Y 
Pen Company with his automobile camping outfit, is now : Do you use them? If 
on the way to Mt Lassen accompanied by Thomas Kerr not, write us and we 
of Pavot, Stratford & Kerr, C. A. Newcomb of the Isaac uy 4 ‘ 
Upham Company, Tom Curry of Shreve & Company, will give you proof 
and Jim Davis, of the Students’ Co-operative Store, Berke- yi that you should. 
ley, Calif. These are the members of tne annual caravan 
which yearly takes up the trail to an unfrequented spot yy 
in the heart of the wilds. Month ago it was decided that 
Mt. Lassen was the lure for 1919 and plans were finally yy 
completed and the journey commenced July 19. yi 


xk *. x 


DU-RA-BUL CARBON & RIBBON CO 


Douglas Street and Third Avenue 
BROOKLYN - NEW YORK 


H. Edwards, of the H. Edwards Manufacturing Com 
pany, returned the first part of July from a trip through 
Southern California in the interests of his business. Mr. 
Edwards stated that his ink products are now used in 
most of the schoois in Los Angeles, being handled through 
the stationers of that city. He spoke of the recent im- 
provements at the local plant where new equipment is 
being installed and plans carried out for expansion of 
the business. The organization is branching out into 
the export business to a considerable extent and Mr. 
Edwards announced that the firm recently connected with 
one of the most prominent San Francisco exporting 
companies for the development of trade in the Orient, 
Australia and South America. 
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Inks and Ink Products. 


Boston, Mass. 

The Thaddeus Davids Ink Company, Inc., has opened 
a branch here at 17 Mill street, in charge of George N. 
Troop. 

Jacksonville, Florida. 

W. M. McCammon, representing the Thaddeus Davids 
Ink Company, Ircorporated, in Florida, Alabama, Georgia 
and South Carolina, has permanently moved his family to 
Jacksonville. For the past year the McCammons have 
been living in Atlanta. Due to Mrs. McCammon’s health, 
they were forced to leave Atlanta. STOCK CERTIFICATES 

. ) MORTGAGE NOTES, DIPLOMAS, 
Harrisburg, Penna. BONDS 


William F. Laskowski, Jr., who was a field representa — 
tive of the Carter’s Ink Company for over twenty years, STOCK CERTIFICATE BINDERS 
has entered the Cotterel-Ebner Company, stationers and = 
office outfitters. He is president of the company. PERFECT ATTENDANCE CERTS 
INSURANCE POLICIES 
a New York, N.Y. : CERTIFICATES OF AWARD 
The Inkograph Company, which was formerly located om 
at 503 Fifth avenue, has moved to a modern building at z BOUND AND'LOOSE-LEAF 
668-72 Sixth avenue. A CORPORATION {RECORD BOOKS 
Omaha, Nebraska. : — 
William QO. Fredericks, representing the Thaddeus : QUALITY ART BLOTTERS 
Davids Ink Company, Incorporated, in .Nebraska, Wyo- CALENDAR CARDS 


. : > ANG C D 
ming, South and North Dakota and Montana, made his MATANG CARES 


first stop at this city. He has many friends all through 
this territory who will be glad to see him. 





Sabite 


Portland, Oregon. 

Harold T. Mintz, representing the Thaddeus Davids Ink 
Company, Incorporated, in. Oregon, Washington and 
Idaho, spent two weeks in this city recently. Mr. Mintz 
has a great many friends in Portland who were all glad 
to see him back after eighteen months’ service with the 
“Fighting 91st Wild West Division.” 
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. dee full meaning of Loose Leaf Specialties to the 
stationery supply buyer is expressed by 








Post Binder or Ring Book, Disassembled. Parts Interchangeable. 


Adams Specialties 


They: have magnetic attraction for buyers in the show 
window or counter display. Adams Post! Binders and 
Book and Key Rings bring the advantages of Loose Leaf 
Specialties to the 
minor details of 
any business at 
modeiate cost. 


Ideal Book and 
Key Rings 


are correct me- 
chanically. Sim- 
ple, easily oper- 
ated; secure. 





No. 0 % inch 
No. 1 ..1% _ 
No. 2 ..1% inc 
Fobra. 1908 No. 4 ..2% inch 
Ideal Book and Key Ring No.6 ..3 inch 


Write for particulars 


Henry T. Adams Mfg. Co., Inc. 


6796-98 So. Chicago Ave., Chicago, U.S. A. 











Where 
Else Can 
You Find 
Such 
Utility? 








Ne tethat the adjust- 

able are lead- 

ed with miscellaneous 
articles. 

Here is a steel cabinet of unmatched storage facilities. 

And its price is no more than a four drawer filing case. 


Most cabinets and vertical filing cases accommodate let- 
ters, and little else. The adjustable shelving of the 
steel cabinet shown here, enables it to care for stationery, 
books, catalogs, transfer files and articles of miscellane- 
ous sizes. You can “build” its interior to suit yourself. 
Sheif adjustment based on i1-in. centers. Shelves can 
be divided into pigeon holes by vertical partitions spaced 
on 2-in. centers. 


TERRELL’S EQUIPMENT CO. 


Hilton Street 
GRAND RAPIDS, MICH. 











OTHER MACHINES 





Dayton, Ohio. 
Patterson, president of the National Cash 
Register Company, is in Europe to confer with C. E. 
Steffey, the sales manager, in rehabilitating the company’s 
sales forces in the European countries. 
Minneapolis, Minn. 
A store has been opened at 238 South Fourth street by 


John R. 


The Diebold Safe & Lock Company. W. J. Harrison is 
in charge. 
New Orleans, La. 

A. C. Stanfield, of the New Orleans office of the Ad 
dressograph Company, was awarded a prize by the Ki- 
wanis Club for his faithful attendance at meetings. 

Philadelphia, Penna. 

T. H. Pierce, formerly connected with the Dictaphone 
Company, is now a city salesman for the Whiting-Patter 
son Company, Philadelphia, Penna. 

San Francisco, Calif. 

F. L. Scott, manager of the dictaphone department of 
the Columbia Graphophone Company at St. Louis, Mo., 
was in San Francisco during the latter part of June. His 
visit here was part of his tour of the state, which forms 
his annual outing tour this year. 

he” See 

A new salesman has been added to the city territory 
of the Cary Safe Company, in the person of H. Diller, a 
former empioye of the organization. C. B. Richardson, 
manager of the local branch, reports a most satisfactory 
volume of business and expects to put on two more sales 
men about the first of September. 

x * * 


The San Francisco Cash Register Company, dealing 
in rebuilt machines, formerly located at 334 Market street, 
is now installed in commodious quarters at 411-15 Market 
street. Sol Kahn, the head of the firm, is very well 
pleased with the new store, which has been altered and 
renovated for the convenience of the company. The loca 
tion is a decided improvement over the old, being much 
larger, more centralized. The same staff is taking care 
of the business, but Mr. Kahn expects to enlarge the 
office force to some extent later on. 

ok ok ok 

E. C. Loomis, president of the Automatic Pencil Sharp- 
ener Company, spent the past week in San Francisco 
while on a tour of the West, on which he is accompanied 
by Mrs. Loomis. Del Monte was included in the itinerary, 
where Mr. Loomis was an interested spectator at the 
annual golf tournament. Some time, too, was spent in 
Southern California, and he is planning to get a glimpse 
of the Yellowstone Valley and Lake Tahoe before return- 
ing to the East*via the Grand Canyon. While in San 
Francisco Mr. Loomis was entertained by the members 
of the Bert M. Morris Company, the Western repre 
sentative of the products of the organization of which he 
is the head. 


Someone Needs a Stamp Affixer. 


It is evident that there is still at least one sale to be 
made of stamp affixers, regardless of the energetic char 
acter of the selling campaigns for such devices. The sec- 
retary of an association somewhat affiliated with the sta 
tionery field, in following up one of his campaigns on re 
vised price schedules, complained of the lack of responses 
to his questionnaire, and went on to indicate how care 
fully he had done his share of the work. “Last Feb- 
ruary more than 800 suggested schedules were sent out 
by the Association. ... The mailing of these schedules 
was not entrusted to a letter writing or addressing firm, 
but the secretary of the association personally addressed 
each envelope, placed the schedule, letter and membership 
blank in it, sealed it, licked the stamp and placed it on 
the upper right hand corner of the envelope, and took 
the entire 800 to the post office and mailed them.” 

Now, who has a sponge cup and sponge, discarded when 
he got a stamp affixing machine, to contribute to this 
hard-working secretary! 


The demand for continuing the daylight saving law 


comes from the cities; the farmers want it repealed. 
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To begin 
with the 


Salz Sta-Sharp Pencil is mechanically perfect 


The parts are turned out as carefully as those of a watch. They are few and simple. 
The pencil works easily and does not get out of order 


Then, too, it is the handiest, most convenient Pencil 


Just a twist of the crown gives an always sharp writing prevents rolling off the desk. Eighteen inches of Salz Sta- 
point—and that’s all the attention needed. Light in Sharp refills replaced in a minute. 

weight, and with a capacity for a year’s supply of Sta-Sharp Beautifully designed in solid gold, sterling, gold and 
leads—**Shur-Hold”’ Clip holds it fast to the pocke:, and _ silver-filled. 


D ] <é Get our sales-making price and descriptive matter. Our catalogue is replete wiih Sal: Sales Suggestions. Write 
eaiers: for it. There is profit for you in the line. 


Your nearest jobber can supply you. If not, write to us 
seiemmeatenin SALZ BROS. 


Manufacturers 
71 W. 35th St., NEW YORK 
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E Soluble Ink § | “BUMP” 
=: O Uu 2 Nn = If one machine does 
= = the work, why two? 
= in tablet or powder form was orig- = The New Stand 

= inated by us. The convenience of = Model Bump 

= -e , d = Paper Fastener 

= our product has led to its use and =& ead Mendk ta% 

= recommendation by the United = paper pene yes 

= . be : _ = at one end—a 

= States Gov ernment, as well as by a ene org 

= large industrial concerns. = other, taking a 

= = 2 in. binder. 

= = Service — Efh- 

= ones PREST-G)-IN oe pe 8 ciency —Econ- diinea dna 
: - omy. Can you Then there’s 
= For Inkwell or Fountain Pen = beat it? 


the Hand 
Model “BUMP”’ 


that dealers call “Old 
Reliable.” 


A paper fastener 
that'll never cause 
you a moment’s worry. A steady producer for 
_ trade. Display these models. They will du 
the rest. 7 


BUMP PAPER FASTENER COMPANY 
La Crosse, Wis. 


SEYMOUR CONOVER, Eastern tative 
350 Broadway, New Yor 


th 


Prest-O-Ink makes a permanent, 
non-corrosive record ink. 


VUOUSUALAL GDOCL AOONL EATEN HATH 





Write for prices and descriptive 
matter. Sent free on request. 


Preston Chemical Company, Ix. 


182 Fourth Ave., Brooklyn, N. Y. 
The Originators of Ink Tablets 


TUTTLE LLU TULLE GEERT UT en Lo 
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rm EUREKA BLOTTER BATH and THE EUREKA SANITARY COPYING Cae 


constitute a perfect sanitary system of letter 
press copies. The impregnated stone composi- 
tion bath affords an absolutely even distribu- 
tion of moisture to the cloth, at the same time 
precluding bad odor, mustiness or mildew. The 
wire net in the composition makes the bath 
practically unbreakable. They are furnished in 
all sizes from correspondence to waybill. 

The patent chemical surface cloth which we 
furnish with non-raveling edge, insures clean 
cut copies. 


There are more Eureka baths in use than 


all others combined 
Sold Exclusively Through Dealers 
Write for the Eureka Booklet 


THE EUREKA BLOTTER BATH COMPANY, 6215-17-19 Wentworth Ave., CHICAGO, ILL.., U. S.A. 


— 
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Self-Filliing FOUNTAIN PENS in Large Variety 


ALL SIZES — ALL KINDS— ALL PRICES 


Catalogues cheerfully sent upon application 


NEW DIAMOND POINT PEN COMPANY 
On account of greatly increased Business, we have just ~ 129-135 LAFAYETTE STREET 


removed our Factory and Offices to large new quarters at 


Samples to rated concerns only 


Cor. Howard St. NEW YORK 





"DIAMOND POINT PENCO.- 











ZELLERS-STEVENS 


INCORPORATED 
52 Broadway, New York, U. S.A. 
Cable Address: Zellsteven, New York 
Depository: Atlantic National Bank 


Foreign Trade Representatives for Manufac- 
turers of Office Equipment and Supplies 


EXPORTERS OF 
Adding Machines Inks, Writing and 


Addressing Machines Printing, Ink Tablets 

pope . eng ad . Metal Office Furniture 
ndex Systems Fountain P. 

Desks and Chairs a 

Duplicating Machines  17;,,.. Recorders 

Duplicator Supplies Typewriters (new and 

Filing Cabinets rebuilt) 

Fi i sand Typewriter Ribbons 


Writing and Printing Papers 


Quotations cheerfully furnished on 
any goods obtainable 


Also act as Purchasing Agents for 
Dealers Abroad. 


CORRESPONDENCE INVITED. 








A New Writing Instrument 


The B-B Self-Filling Stylo 
The Stylograph Modernized 
Capillary Ink Channel Send 
Medern Filling Device for Samples 
Sefety Screw Cap and Discounts 
Fully Guaranteed 
RETAIL PRICES: 
Self-Filler $2.00 Regular $1.50 
“ We have put the Stole in Stylo” 


BIRD BILL PEN CO. 
Dept. B. 892 De Kalb Ave., Brooklyn, N. Y. 




















The name of “CROWN”, as applied to Typewriter 
Ribbons and Carbon Papers, stands for the best and 
highest grade o: goods made. 

The material used in their manufacture is the finest 
obtainable; the colors strong and brilliant; both ribbons 
and carbon paper are non-drying and non-fading, and 


capable of sharp, clean work from beginning to end. 

‘CROWN” ribbons and carbon papers are made in a completely 
equipped and up-to-date factory, by men whose experience cover- 
ing many years ensures a product of perfect and uniform quality. 
Neat and attractive boxes and packing assist in the ready sale of 
Crown goods by the dealer. ; 

Dealers wishing a line of Typewriter Ribbons and Carbon Paper 
that is COMPLETE and of irreproachable quality are invited to 
write for samples, prices and terms. Correspordence and catalogues 
in Engli h Spanish. French and Portuguese. 


CROWN RIBBON & CARBON MFG. CO. 
782-799 ST. PAUL STREET ROCHESTER, N. Y., U.S. A, 











Y PEWRITERS 


Rebuilt--Rough 
WHOLESALE 
Any Quantity--Anywhere 


Our name may be new to you, but QUALITY is 
our slogan. We do not use the unit system of RE- 
BUILDING. Each machine is put up by mechanics 


of long experience. 
; Established 1902 


Guarantee Typewriter Co., Inc. 
47 N. 10th Street and 
Salesroom-Shop—N. E. Corner Chestnut and 10th Str et: 
PHILADELPHIA, PENNA., U.S. A. 
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Benton Harbor, Mich. 

Harry I. Gillogly, who has been connected with the 
Baker-Vawter Company for sixteen years, has been ap- 
pointed sales manager. For three years past he had been 
manager of the Chicago office. 

Charleston, S. C. 

The Rogers Supply Company is now located in new 
quarters at 59 Broad street, where they display a com- 
plete line of loose leaf devices and other office equipment. 

Kansas City, Mo. 

Factory office employees of the Irving-Pitt Manufac- 

turing Company held a picnic in Swope Park July 26. 
* ok * 

J. B. Irving, of the Irving-Pitt Manufacturing Company, 
spent a few weeks in July on his farm in Northern Wis- 
consi 

oad * * 

Harley Wantz, of the Skinner & Kennedy Stationery 
Company, St. Louis, Mo., was a visitor at the plant of 
the Irving-Pitt Manufacturing Company in July. He also 
found time to play golf with Messrs. Braden and Sever- 
ance of the Irving-Pitt organization 

Moline, Ill. 

Che Office Systems Company, 406 McKinnie Block, has 
opened a modern office outfitting establishment, special- 
izing in loose leaf and filing systems. 


New York, N. Y. 

\. C. Shearman of the local cffice of the Irving-Pitt 
Manufacturing Company has announced an heir, Gordon 
Shearman. His first weight on the official record is eight 
pounds, while his ambition index was beyond the capacity 
of the gauge. 

San Francisco, Calif. 

Hart Palmer, Western representative of the Boorum- 
Pease Company, returned to the San Francisco office a 
short time ago, having made a round of the territory 
from Denver West. 

* * * 

James H. Davison, Western representative of the Wil- 
son-Jones Loose Leaf Company, left San Francisco the 
early part of July for the East. He stated that it was his 
intention to attend the sales conference’ at the Chicago 
tactory 


Loose Leaf Sales Class. 

\ recent sales class for local representatives of the 
Irving-Pitt Manufacturing Company, at Kansas City, Mo., 
included the following: R. W. Tredway, Tredway Broth- 
ers, Stockton, Calif.; Howard P. Mahla, Geo. H. Alexander 
& Company, Pittsburgh, Penna.; E. C. Patton, Patton 
Brothers, Salem, Ore.; Thos. J. Haggerty, Shallcross 
Printing & Stationery Company, St. Louis, Mo.; J. E. 
Thomas, S. Spencer Moore Company, Charleston, W. Va.; 
A. L. Horseman, Goldsmith Book & Stationery Company, 
Wichita, Kans.; J. E. Maura and C. P. Watson, Office Out- 
fitters’ Company, Birmingham, Ala 


Constitution Catechisms Available. 


Copies of “A Catechism of the Constitution of the 
United States” have been supplied the Americanization 
Division of the Bureau of Education, Washington, D. C., 
by the National Security League in sufficient numbers to 
be shared with those organizations or communities wish- 
ing them. This booklet is a series of twelve lessons in- 
tended to develop patriotism through education. They 
are not built exclusively for the newcomer, but can be 
also utilized by the native born as a questionnaire about 
the individual citizen’s knowledge of the Government's 
chief document. 


Several inventions produced or perfected for the aid of 
the nation at war were exhibited at the Department of 
the Interior in Washington the latter part of May. 
Among them was a late model of the International cipher 
writing machine 








Poor Man! He Didn’t Know That 


his valuable papers could be held securely without 
slipping or mutilation if he would fasten them with 


GraffegVISECLIPS 


so he punched a hole right through them and 
“fastened” them with their own loose ends. 


Graffco Vise Clips grip from 2 to 60 papers with 
unshakable firmness, yet permit instant removal 
in perfect condition. Give tone to papers and 
will not rust them. Three handy sizes. No. 2 


Tell your customers about the Clip with the Veloet Grip. 
Samples free. 


GEORGE B. GRAFF COMPANY 


M/rs. of Time-Saving Office Devices 
294 Washington St. BOSTON, * ASS. 




















Cutters 


For cutting Paper, Cavd 
Board, Veneer, Cloth, 
Rubber and Thin Leather 
etc., to a thickness up to 
3 inches. Witha 


Golding Cutter 


—Zip it is done in an in- 
stant and the edge is 
clean and straight. 





The Pearl Cutter 


Made of iron with steel knives. Very durable— 
easy to operate. Sizes 
are varied, 13 in. up to 
42 inches. 

These cutters in large 
use by printers, multi- 
graph users, bankers 
and offices of all kinds. 


We make also a line of 
Power Cutters, Small Table 
Card Cutters, Printing 
Presses, Tableting Presses 
and Printers’ Tools. 


Dealers Wanted 


Golding Mfg. Co. 
Franklin, Mass. 





The Golding Cutter 











ANALYSIS PAPER 


Buff and White—Four Grades— 
4 to 28 columns wide, in variety 
of styles, always carried in stock, 
padded or loose. 


Send for price list and samples 


L. H. BIGLOW & COMPANY, Inc. 
62 BROAD STREET NEW YORK 
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HERE IT IS AT LAST 
Stenographer’s Typewriter Cleaning Outfit 


This outfit ccnsists of all the neces- 


writer: It also co 


of instructions telling you how to 
oe oil your typewriter. This 
oe com a nice pasteboard 

ce 






a live spe- 
claityand 
sells onsight. 
Write for 
Dealers’ 
Prices. 


LAFAYETTE TYPEWRITER SHOP Lafayette, Indiana 











Refilling 
Composition 


THE HEYER DUPLI- 
CATOR COMPANY, 
manufacturers of Hekto- 
graphs. Gelatine Duplicators, Film Duplicasass 

are supplyi the stationery trade with Refilling 

for use in filling Hektograph pans and Gelatine Duplicators 
of all makes. 

They are also in position to furnish the trade with Hektograph 
carbon paper and Hektograph typewriter ribbons at lowest 

ces. 





mestic and foreign inquiries given most prompt attention. 
Write for quotations and circulars on these materials, 


THE HEYER DUPLICATOR COMPANY 


160 N. Wells Street CHICAGO, ILL. 














A Private Secretary and 
Office Tickler 
Made from 
Cold Rolled Steel, 
Enameled Black 
Note these important features: 
1. A phone directory alphabeti- 4. Spindle in back to file ’phone 





cally arranged with celluloid calls. 
tips, closed by an invisible 5. Pen or pencil holder for quick 
spring. service. 


2. Card calendar in two colors 
for two years. 

3. Daily memo, calendar pad. 7. 

Made 10 inches long and 4 inches wide, weight 1 Ib. Put up in 

separate cartons suitable for mailing. Sample sent postpaid on 

receipt of $2 in U. S. A. Attractive prices in quantities to agents 

and dealers. 


TELEFO-DESK CO., 219 So. Dearborn St., Chicago 


Also Manufacturers of the “‘ Peeriess’’ Daily Reminder 


6. Rubber feet, 
Message and memo. pad. 








66 


NIQ’’ VULCANIZED FIBRE 
= . WASTE BASKETS 


THE BEST BASKET BUY 
IN THE WORLD 


Guaranteed for five years and will 
last twenty-five. 


Made with solid wood bottoms which 
prevent them from tipping over easily 
as do fibre-bottom baskets. 

Always neat in appearance. 

Made in round or square shapes. 
Our large output enables us to quote 
low prices. 

Write for particulars. 


The C. Spiro Mfg. Co. 


68-72 East 131st St. New York City 


Manufacturers of *“‘UNIQ” 
Improved Office Accessories 
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PURNITUORE 





Avenel, N. J. 

The Steel Equipment Corporation has erected a new 
building which will be used for crating, shipping and 
storage. 

Boston, Mass. 

The Osborne Office Furniture Company, 91 High street, 
has been appointed selling agent for the steel filing equip- 
ment made by the Canton Art Metal Company. 


Brooklyn, N. Y. 

A. E. Petersen and James V. Ferriter recently joined 
the sales department of the Universal Steel Cabinet Com- 
pany, Inc., of this city. Mr. Petersen will call on the 
trade in Pennsylvania, Delaware and Maryland making 
his headquarters at 939 Drexel building, Philadelphia. 
Mr. Ferriter will represent the company in Connecticut 
and Massachusetts and will make his headquarters at 720 
Main street, Hartford, Conn., where he will keep on dis- 
play a line of the company’s Unit-Sectional cabinets and 
other equipment. The Middle West and West are cov- 
ered for this company by Wm. C. Stahle. His territory 
extends to the Pacific Coast. Albert E. Hill of Brooklyn 
represents the company in Cuba and the West Indies. 
He has recently returned from a trip to Cuba and expects 
to make another trip this fall. 

Charleston, S. C. : 

The Rogers Supply Company has moved into new quar- 
ters at 59 Broad street. A complete line of office equip- 
ment is carried. Eugene A. Rogers and W. K, Elliot com- 
prise the firm. Both have had wide experience in the 
office equipment business. 

Louisville, Ky. 

J. Walter Clark has associated himself as vice-president 
with the Hammer Printing & Office Supply Company. He 
will specialize in the filing devices, office stationery and 
printing departments of the company. 

Milwaukee, Wis. 

The Siekert & Baum Stationery Company will hereafter 
manufacture and sell the Uni File. The patent rights and 
machinery have been purchased of the Uni File Company, 
Kankakee, III. 

Moline, Ill. 


The Office Systems Company, 406 Fifteenth street, has 
opened a display and sales rooms in the McKinnie Block, 
406 Fifteenth street. The company will specialize on filing 
equipment and loose leaf systems. Both C. E. Hubert, 
president, and C. O. Botz, secretary-treasurer, had repre 
sented the Yawman & Erbe Manufacturing Company in 
the Illinois and Iowa territories at different times in recent 
years. Mr. Hubert will specialize on installing new sys- 
tems and other outside work. Mr. Botz will have charge 
of the display and sales rooms. 

Philadelphia, Penna. 

Fire believed to have been caused by sparks from a 
passing railroad locomotive caused a fire in the office 
furniture and stationery store of the A. W. Patten Com- 
pany, 1127 Arch street, in July. The loss amounted to 
about $500. 

Providence, R. I. 

The Cowell Furniture Company has moved into new and 
commodious quarters at 599 Westminster street. The 
business was established in 1850, and its office equipment 
department includes the products of representative high- 
grade manufacturers. 

San Francisco, Calif. 

E. W. Prentice, of the Phoenix Desk & Chair Company, 

writes to the office here, that he is headed toward Cali- 


fornia, after a number of weeks spent in the East, visiting 
the various manufacturing plants and becoming acquainted 
with conditions throughout the country. 
x * x 
Edward Barry Company, 417 Montgomery street, deal 
ers in office furniture, filing equipment and supplies have 
installed a celluloiding machine, for applying celluloid 
slips to index tabs. This is said to be a new machine on 
the Coast, and will enable the company to manufacture 
special indices with celluloid protection. 
aK * * 
. H. Victor, Pacific Coast head of the Yawman and 
Erbe Manufacturing Company, states that the present 











August, 1919. OPFICE 


WANT SUGGESTIONS 


From Manufacturers and Jobbers 


The A. E. Boyce Company, of Muncie, Indiana, 
are contemplating publishing an elaborate Office 
Supply and Bank Fixture Catalogue and would 
appreciate any suggestions that can be given 
from any source. 


They would also like to have copies of the various 
catalogues of all manufacturers with price lists, etc., 


in this field. 


All correspondence and matter should be addressed to 


M. A. McCann, Vice President of the Company. 


‘a them for $5.85 per 1000. Your name appears 








EXTRA QUALITY 


TYPEWRITER RIBBONS 


Manufactured in a Modern Factory devoted 
exclusively to Inked Ribbons 


Concentrated—Brilliant—Non-Drying—Inks 


combined with the finest of fabrics by our special 
process, produce the extra quality so much in 
demand since the war, together with attractive 
boxes and packing should prompt you to write 
for our prices and samples. 


PHILLIPS RIBBON & CARBON CO. 


Rochester, N. Y., U. S. A. 
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SPECIAL OFFER — To Introduce Our 
Stationery Line 

We have a stock of 500,000 Loose Leaf 

Ledger sheets, size 9%x11%, Debit and Credit 

Ruling, made up of a 29c per Ib. Ledger 

stock We will imprint your name and offer 



































on the sheet. 





MANILA FOLDERS , 

















1,000 in 125-lb. stock, $4.25. 175-lb. stock, 
$7.00 

These prices are F. O. B. New York. Order 
now, before price goes up. 





ACCURATE OFFICE SUPPLY COMPANY 
Manufacturing Stationers 112 E. 23rd St., New York, N. Y. 
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TRADE MARK 


PERFECTION 


REG. U. S. PATENT OFFICE 


Desk Memorandum Calendars 
MEMO RECORD AND DATE COMBINATION 


Perfection bases made of Cast 
Iren, Steel and Wood 


Order 1920 stock now 


Write for Cxita og showing completeline, 
English or Spanish. 


No. 50 Hale Specialty Co., Inc. 
3 designs of bases Sole Manufacturers 
7 Ginishes 128 N. Jefferson St., Chicago, Ill. 














KIPCO BRAND 


DUPLICATOR INK 

FOR ROTARY STENCIL MACHINES 
The quality of this ink is 
guaranteed by nearly half 


a century of practical ink 
manufacturing experience. 








Write for samples and prices; also our agency proposition. 


KRUSE PRINTING INK COMPANY 
437 Pearl Street, - - - NEW YORK 











Adding Machine Rolls 


for Immediate Delivery 


A LARGE STOCK ALWAYS ON HAND 
ALL WIDTHS ALL GRADES 


E SPECIALIZE in all kinds of paper rolls 

for all kinds of automatic machines. 

Also Gummed Tape and Tape Moisteners. 
Write for prices and samples. 


THE HYPON COMPANY, Inc. 
681 61st Street, Brooklyn, N. Y. 














An ee of Time Killers 


is quickly transformed into an office 
where there is more work and less 
Send for talk, when 


on Received THE AUTOMATIC 


complete pm ME TAMP 

dat P: Tl 
ane is installed It gives you an 
— absolutely correct record of 
Shippe time spent on work—when 
started, stopped, and completed; when 
goods are received and shipped; when 
letters and telegrams are received and 
sent. The Automatic Time Stamp ends 
debate and increases production. 
Handsome, absolutely accurate, dust- 
proof. Very durable and lasts a busi- 
ness lifetime. In use many years. 





The Automatic Time Stamp Co. 


—$— 159 Congress St. Boston, Mass. 


“Originators of the Art of Printing Time Automatically.” 























Aigner’s Patent Cut 
Index Tabs 


Come in strips already cut to size, One-half 
turn will separate the A from the B, a time 
saving of 50%. 

Send for the 1918 Catalogue, well illustrated. 
We are headquarters of the following lines; 


Index Tabs of all kinds 

Index Shields for reinforcing 

Name and Number Labels “sie Law Work 
Gold Stamping and Embossing 

Special Die Cutting 

Cloth for reinforcing Index Sheets 

Index Sheets with Tabs attached to Sheets 


G. J. AIGNER & CO. 


Sole Mfrs. of Patent Cut Index Tabs 
Dept. B, 552 W. Adams{St., CHICAGO, ILL, 


Pat'd Aug. 8, 1916: Mar. 27, 1917. Re-issued Nov. 19, 1918 
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Complete Line 


of Wire Baskets 


Waste paper baskets, wire 
or tin bottom. Space bas- 
kets, 1-2-3-4-5-6 spaces. 
Mail and envelope baskets. 
Special baskets made to 
order. Prompt attention on 
all orders. 


Write for catalog and price 
list O. 


PEERLESS WIRE GOODS CO. 


20 East Jackson Blvd. CHICAGO, ILL. 











WANTED 


FINEST CLOTH 
OR RIBBONS 


guaranteed suitable for the manufacture 
of typewriter ribbons. Offers with sam- 
ples under No. 430 M. B. care J. H. de 
Bussy’s Advertising Office, Rokin 60/62 
Amsterdam, Holland. 








MB Oa LS De 


“ARGUS” Paper Fasteners 


New patent—finger guard absolutelv 
prevents point pricking. Made oi steel 
and always stays in place. Cost no 
more than others and sell readily. 
Write for FREE sample. 


You Can’t Lose Pen or Pencil 


This wonderful UP-TO- 
DATE combination clas 

and yearly calendar will 
more than pay for itself 
by saving pencils and 














ers or from us 15c. stamps 
or coins. 


Dept. 10 


State for Pen or Pencil 


ARGUS MFG. CO. 
402-406 N. Paulina St., CHICAGO, ILL. 























Write as! Catalogue 


DESK PADS 


(Over 60 posse and sizes) 


Cloth Cann Cabinets 


(Boxes, Binders, Etc.) 


, Binde | 
| 
| 





| Manufactured by 


L. HOFFMAN 


45 Lafayette Street NEW YORK 




















[ Dra inks, Ghote and Colors 
HIGGINS | Bsns 

Photo Mounter Paste 

Sepetng Board and Library Mucilage 


Liquid Paste 

Vegetable Glue, etc., ete. 
Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Sup- ~ 
plied to the Trade. Discounts and Trade Prices give 
good profits. 
Consumers, emancipate yourselves from the use of 
corrosive and Ill-smelling inks adhesives and 
adopt the Higgins’ Inks and Adhesives. They will 
be a revelation to you. 


We protect the trade by referring 
all orders and inquiries thereto. 
— aa | Maamtacvurere 


CHAS. M. HIGGINS & CO., 2 ateouarere 
Main Office and Factory, Brookiya, N. Y.,U-S. A- sini a age tantes 














Manufacturers of 
ANCHOR BRAND 
Adding Machine Paper 


and other small roll specialties. 


Write for prices giving 
specifications. 


All goods guaranteed 
ANCHOR PAPER SPECIALTY CO. 


927 E. Ave. Kalamazoo, Mich. 











New Martinsville 
Ink Wells—Sponge Cups 
Pen Trays 


Ash Trays, Match Holders, Star 
Photo ohn and Specialties 
of all sorts. We specialize on 
special mold work, and protect 
your ideas. 


New Martinsville Designs are 
good sellers. You can give pur- 
chasers good values and net 
generous profits. 


Write for Catalog. 
New Martinsville 


Class Manufacturing Co. 
New Martinsville, W. Va. 














That 
Magic Tip 


Goodline “Metal 
Tip” Guides outlast 
any other Press Board 
Guides on the mar- 
ket. The Metal Tip 
reinforces the guide 
immediately below 
the printed tabs. All 
liability to crack and 
tear is removed. 
Nothing like it! 


Prices and full information on request. 


Goodline Manufacturing Company 


368 BROADWAY, NEW YORK 
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situation leaves no room for complaint. He finds that the 
July business of this year shows an increase over the same 
month in 1918 and from all indications the latter half of 
the year will result in a decided improvement over the 
total of the previous twelve months. Mr. Victor is plan- 
ning on a short vacation in the Santa Cruz Mountains 
and is making arrangements to leave local affairs in the 
hands of the San Francisco staff while he makes a visit 
to the factory, leaving about the first of September. 


(Adding Machines—Continued from Page 166.) 
Salt Lake City, Utah. 


G. H. Parrish, who has been agency manager here for 
the Burroughs Adding Machine Company almost twelve 
years, has resigned to engage in another line of business. 
He is succeeded by I. L. Hay, formerly agency manager 
at Boise, Idaho. ; 

San Francisco, Calif. 

W. R. Brown, general manager of the Pacific Coast 
branch of the Monroe Calculating Machine Company, 
recently returned from a trip through the Northwest, 
during which he visited the.agencies in Vancouver, Port 
land and Seattle, which ‘are under his jurisdiction. Of 
late, the Seattle office has gathered together a sales 
record that eclipses any former single month in the his 
tory of its existence—In charge of the local office of the 
Monroe company is Miss Margaret Cramer, a former 
certified public accountant of Salt Lake City. The office 
force has been enlarged and extensive plans are in prep- 
aration for expansion throughout the territory.—W. E. 
Smith was added to the Monroe staff, representing the 
organization in the Alameda territory. 

Toronto, Ont., Canada. 

J. B. Erskine, formerly a joint manager of the local 
territory of the Burroughs Adding “Machine Company, 
has become agency manager 


American Consuls at Home. 


American consuls at home on leave of absence are pre- 
pared to confer with business men and commercial or- 
ganizations regarding conditions in their respective juris- 
dictions. Following are consuls who will be available 
for conference during the next weeks. A number of con- 
suls are visiting in the United States, but their time to 
visit cannot always be announced sufficiently in advance 
to make publication here timely. Manufacturers and ex- 
porters who wish to confer with the consuls from any 
specific district can get information direct by applying 
to the Department of Commerce, Washington, D. C. 

Horace Lee Washington, stationed at Liverpool, Eng- 
land—care Consular Bureau, Department of State, Wash 
ington, D. C., until August 20. 

Robert Harnden, stationed at Seville, Spain—At 2715 
Durant avenue, Berkeley, Calif., until August 31. 

Alexander M. Thackara, stationed at Paris, France. 
Care of the Consular Bureau, Department of State, Wash 
ington, D. C., until August 23. 

Charles S. Winans, stationed at Cienfuegos, Cuba.—At 
Chelsea, Mich., until August 19. 

William A. Pierce, stationed at Charlottestown. Prince 
Edward Island.—At 4012 lilinois avenue, N. W., Washing- 
ton. D. C., until September 5. 

Samuei H. Shank, stationed at Palermo, Italy.—At 6002 
East Washington street, Indianapolis, Ind., until Sep- 
tember 1, 

John Q. Wood, stationed at Tiflis, Russia.—At Bucks 
port, Me., until September 10. 


Office Equipment Man Returns from France. 


Major Paul M. Welles, director of the Monroe Calcu- 
lating Machine Company, recently returned to this coun- 
try on ag battleship “Montana,” having served in France 
in the U. S. Signal Corps since the autumn of 1917. 

For ate years Mr. Welles’ home was in Paris, so his 
knowledge of the country and the language was of great 
value in connection with the signal corps work. 

\ hearty welcome awaited him on this side from his 
many business associates. 


Davies Takes Southern Territory. 


C. C. Davies, who has been taking care of the Govern- 
ment business in Washington for the American Clip Com- 
pany since the first of the year, has extended his field of 
operations and will represent his company in Southern 
territory from now on. with headquarters in the National 
Capital. Mr. Davies has. been connected with the sta- 


tionery trade for a number of years and is well known. 
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Puts Ginger into Mailing 


—does the Acorn-Thexton Sealer. 
Always ready for a high speed job— 
yet it’s worth while to run through 
even a few letters. The 


Acorn-Thexton Sealer 


tackles the chief’s mail, or a 
big batch of circulars. It seals 
all mail the way the chief 
wants his letters securely 
and neatly. 












Write for particulars 


Four Models 
Acorn “gusae 
Brass Mfg. Co. — 
463 S. Clinton Street suas 


Chicago, Ill. 











Barrett EaSELs 


Larger — STRONGER — Cheaper 


**Made to 
Stand Up 
and DBo’’ 





Manufactured and Seld Direct by 


THE BARRETT 
BINDERY CO. 


FEDERAL STREET, CHICAGO 
GENERAL LOOSELEAF and 


STATIONERY MANUFACTURERS Write for Prices 


eevneunsanerevereett 


ADDING MACHINES: 


Burroughs, Wales, Dalton, American 


CALCULATING MACHINES: 


Comptometer, Brunsviga, Triumphator, 
Millionaire and others 

Rebuilt and fully guaranteed. 

All makes bought, sold and 


exchanged 
REPAIRING at reasonable 
rates. Write for estimate. 
Representatives Wanted 
Adding Machine Corporation 
Write for free booklet 
323 S. La Salle St. CHICAGO 














errr ineneE 











AN OPEN LETTER 
Department of the Interior 
UNITED STATES PATENT OFFICE ' 

Washington, D. C., June 18, 1919. 

Mr. Robert H. Sedgwick, 720 10th St. N. W., Washington, D. C. 
Sir—If you wil call at room 265, Patent Office, you may se- 
cure the model Cipherwriting Machine, which you so kindly 
loaned the Patent Office for exhibition at the Interior Depart- 
ment Exposition. The loan of this machine was very much 
appreciated, and I desire to express to you the thanks of the 
Commissioner of Patents and of the other officials concerned 
with the Exposition. The machine attracted the attention of 
many visitors and added materially to the success of the Ex- 
position Respectfully (Signed) M. H. Conlaton, Chief Clerk. 


THE INTERNATIONAL CIPHERWRITING MACHINE. 


It writes in a secure cipher, and translates the cipher under any 
one of millions of combinations, Dial setting, choose your work- 
ing combination with your correspondent, and your letters, tele- 
grams, etc., are absolutely secure from unauthorized persons. 


International Cipherwriting Mechine Co. 
Address office, 709 Reaper Block, Chicago, 
or 720 19th St. N. W., Washington, D. C. 
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THE BEST ENVELOPE SEALER 
is the one that is most simple and will give the longest service without 
cost for supplies or repairs. 
sealers have been used in hun- 
R dreds of offices for five years or 
more without a cent of expeuse. 
Ask the 
man who 
hasone 
PRICE 
Size 7x8x14 
inches. 
Weight 21 
pounds. 
Reynolds Envelope Sealer Co. _No ad- 
| 111 N. Market Street, Chicago justments. 
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y VAR SORES 


For printing signs, show cards, price tickets, etc. 


HANS H. HELLESOE éhicaco* iitinets 




















To Know When—You need a 
KASTEN TIME STAMP 


Sample Imprint 
JUNE 9, 1918, 345 PM }- 


Get a Kasten Time Stamp, and 
record exactly the minute letters, 
orders or other matters come in 
and go out. Kasten’s Time 
Stamps are economical, built for 
long service, and they work 
oy: smoothly and accurately. 

Se for catalogue showing 
styles and giving ices. 


HENRY KASTENS 


418-420 West 27th Street 
NEW YORK CITY, N.Y. 












KNICKERBOCKER EMERALINE 


Cut Glass Bases for Sengbusch Inkstands or those 
of similar design. 





DEALERS: Write for catalog and current discount sheet, 
with information about our line of inkstands, stationery 


and filing specialties. 


Knickerbocker Inkstand Co., Inc. {20sGat Vy' 











, 4 


CATALOGUES 








ee 


—wtiiiimtive4...- 





The O. K. Multigraphing Company, Lincoln Building, 
Philadelphia, Penna., has issued a catalogue of its special- 
ties for the multigraph. 

* 

Kecent publicity matter received from C. E. Hunt, 
manufacturer of bank and office supplies, Lexington Hotel 
suilding, Chicago, includes samples of voucher and ticket 
files. 

Ba co 

Helpful information for exporters is contained in “Ship- 
ying Suggestions for South America and Central Amer- 
tea,” issued by the American Express Company, 65 Broad- 
way, New York, N. Y 

na 4: 

A revised price list, effective July 21, has been issued 
by the Polar Manufacturing Company, 101-07 North Mar- 
shall street, Philadelphia, Penna. It covers the com- 
pany’s line of office conveniences and specialties. 

* ok x 

The Walbut Manufacturing Company, 230 Fifth avenue, 
New York, N. Y., has issued a complete catalogue of its 
line of arch files, binding and filing cases, clip boards 
and stamp pads. 

* * * 

The Gem City Business College, Quincy, Ill., has issued 
its 1919-20 year book. The book is copiously illustrated, 
showing the different departments of the school, the fac- 
ulty, and many portraits of students. 

+ ~ 

“The Backbone of a Wall” is the way a new broadside 
issued by the General Fireproofing Company, Youngs- 
town, Ohio, emphasizes the utility of its ribbed expanded 
metal for walls and concrete construction. 

* * * 

The Knickerbocker Inkstand Company, Inc., 312 East 
75th street, New York, N. Y., is circulating a catalogue of 
stationery and office specialties, including inkstands, letter 
trays, tray sets, stationery racks, paper weights, card 
index cabinets, desk drawer outfits and sponge cups. 


\ comprehensive catalogue of the products of the Safe- 
Cabinet Company, Marietta, Ohio, has reached this desk. 
Its forty-eight pages are replete with illustrations of sale- 
‘abinets, as well as technical information regarding the 
preduct and the tests it has undergone in the under- 
writers’ laboratories. It is an unusually good sample of 
printing and compiling. 

x * * 

The Economy Seat Company, 3132-36 South Canal 
street, Chicago, has circulated an attractive mail piece, 
featuring “Economy” cushions and all-wool felt chair 
pads. It is entitled “We Have Met Before—Remember 
Me?” By means of unique folding and scoring, the head 
of the tamiliar “Economy” girl projects through the 
address side of the mail piece, and adds a piquancy to the 
advertising. 

* k : 

Catalogue O-1 of the Nichols & Stone Company, Gard- 
ner, Mass., is a handsome specimen of printing, and a 
thorough exposition of a comprehensive line of standard- 
ized office chairs. The line includes side chairs, arm 
chairs, revolving side chairs, revolving arm chairs, dicta- 
tion chairs, settees, typewriter chairs, high desk chairs, 
Windsor chairs, stools, revolving seat ‘stools and heavy 
rodded wood seat stools. 

* a * 


The Security Envelope Company, of Minneapolis, 
Minn., has recently issued its fourth catalog which is 
sent out accompanied by price list No. 17. The company 
has added several new lines of goods which are listed in 
the new catalog, together with the lines with which the 
trade is already familiar. The catalog is bound with 
brown covers and contains 48 pages. The frontispiece 
is a half tone illustration of the company’s factory at Min- 
neapolis. The book opens with an introduction followed 
by the frontispiece. Next comes the foreword with direc- 
tions for ordering and suggestions as to stocks, etc., on 
the succeeding pages. The remaining pages illustrate the 
company’s different styles of envelopes with full descrip- 
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Byron Typewriter Cabinets e, CARBON & 


occupy little floor space, and are arranged q \ 
for speedy work. At least thirty different < PA PE aR < 
working needs of the typ- ¢ + 
ist and stenographer are >). oY 
given Sface—erasers, Car- 

bon paper, letter heads, 


sapere gcoag wr Standard Carbon & Ribbon Co. 


book holder regu- 


“cap tod Incorporated 

larly included. 

Write for booklet, tell- 114 Liberty Street A ; 
ing all about our inno- & 

vations to secure sten- © NEW YORK, N.Y. 


ographic efficiency 


= 
Byron Typewriter ¢* TYPEWRITER 
23 Westagen As Ss RIBBONS Noy 


Mt. Clemons, Mich., U S. A. 














ATTENTION! DEALERS 
IN |YPEWRITERS! 





THE ONLY CARD CASE THAT HOLDS 


CARDS PERFECTLY 








Are you having difficulty in ob- 
HOLDS ONE A sure seller when once taining rough and rebuilt CYP 
CARD AS it is shown a customer writers? 
WELL AS ane Sa ea ie. —= National signifies nation- 


kind or number of cards 
—folded or detached— 
scoring or perforating 
unnecessary. Keeps 
cards clean. 


wide—Rebuilt and Rough type- 
writers of all standard makes. 
This Month al—Our stock 
on Royals and L. C. Smiths unlimited. 
Prices given on request and all in- 
The prices are right and : = quiries will receive our courteous and 
the profits are right. REGISTERED prompt attention. Ask others! 


Send for full particulars. 
san sintine C0 Whelecsle eat 
one 0: Whine Ginees, National Typewriter Exchange Co. 
CHICAGO, ILL, 110 Broad Street Boston, Mass. 


TWENTY 














Established 1875 Incorporated 1900 Still at it 1919 


We Make Covers 


For Typewriting, 
Computing and all 
Other Kinds of Ma- 
chines Having Bright 
and Polished Sur- 
faces. 


Many Séles are made en the Sidewalk OFFICE FURNITURE 
: . ° and everything wit 
Window Display Fixtures bright surface should be 


A AVonderful set of Patented Inter geable Window Display F r so protecte d We are 
dis i Be 













or Stationery, Office Supplies and Sundries. Set will give I large manufacturers of 
Y eSective wade § 4 window trim t ese goods and believe 
b . af the designs that con be we make the greatest 
up with the tu “ dit res car <M ren 4 : 
ia quar tity and variety 
Made of Oak, either Golden, Antique or Weathered Finish. Set is put up Co ’ i ¢ . 
Ee seacct titans cat eas tee dis ah tate 4 Send us Sample or diagram of your article and we will quote you 
Younits not in use. , There are t ts in daily use prices and send sample of the material. . 
No. 20 . Set has 89 Interchangeable Younits For Large Store Windows, $30.25 No article too large or too small for us to make and figure upon. 
No. 20% Set has 50 Interchangeable Younits For Sn Store Windows, 318.15 
. THE WILEY, BICKFORD, SWEET CO. 
Send for catalog. Established 39 Years. Order direct or thru your Jobber 
. . 
The Oscar Onken Co. 2450 Fourth Street Cincinnati, Ohio, U. S. A. The Wm. H. Wiley & Son Co. Division 
Fixtures set up without the aid of a tool. HARTFORD - - - CONNECTICUT 








Dependable Typewriters 


You can depend on “UTECO” re- 
builts because they are guaranteed 
“REBUILT.” 
Our “select rough” machines can be 
put in saleable condition with just a 
little adjusting and save you the cost 
of “rebuilding.” These same machines 
can be used “AS IS” for RENTALS. 
We also make a specialty of Recovering Platens, send 
them along and give us a trial. 

OUR motto:—He profits most who serves best. 

Send for price list 


United Typewriter Exchange Co. 
WHOLESALERS 


31 Hartford St. and 137 High Street BOSTON, MASS. 


The Improved University 


BOOK RING 


The Ring with the Deep Locking Joints—A Deep, 
Steel-Jawed Feature which adds longer life te 
the Binder. 


It meets every requirement for the temporary 

binding of student's and stenographer’s note 
books, and various loose leaves. Simple, strong 
and neat. Made in four 
sizes. No. 1, 1; inches 
diameter, light wei. ht 
No. 1, heavy weight, 1} 
inches; No. 2, 14 inches 
diameter, light weight; 
No. 2, lys inches dia- 














meter, heavy weight. Un- 
jointed ring, Patented 
Nov. 24, 1908, 1} inches 
ajameter. Write for par- 
.qculars. 


OTTO KELLNER, Jr. 
4028 State St., CHICAGO 





Fully Prote-ted 
Patented Feb. 4, 1902 
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Hunt’ SB 


HUNT'S No. 24 Ledger Pen 


Famous for its Round Point, its Large Ink-holding 


Capacity, its Durability, its Grace and Beauty. its 


Fine Point and Easy Action. 











DESK PADS 


GOOD MERCHANDISE — FAIR PRICES 
SATISFACTION GUARANTEED 


KEISANE) ON ALL 


SPECIALTIES 


Leather and Brass Corner 
Desk Pads 
Flexible and Stiff—60 Styles 


Glass Desk Pads 
2 Styles—2 Sizes 


Cloth Covered Card index } 
Cabinets 
Standard Sizes 


L. SAINBERG, 65-7 W. Houston St., New York 

















WUT 





























One The 
or a Daisy 


Dozen ‘ Wire Basket 


Daisy Wire Baskets—all the same—built for rough usage 
—good to look at—easy to use, as the flaring top makes 
a wide target that is hard to miss. 


Users like Daisy Baskets. They “dress’’ an office, keep 
it neat, and outlast most others. 


Write for prices 
The Massillon Wire Basket Co. 

















Massillon, Ohio 
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PAPER CLIPS 


“Superior” “Cyclone” 


—- \ 


Nos. 1, 2 and 3 / 





Write us for samples and quotations 


Midland Steel Products Company 
3132-36 South Canal Street, Chicago, ll. 


SELCORCUCUECGUCGERDOGRGORRRREGEERRERERERORORRRRREGGREREEE 
ITTTITITTE 





Either Agency or Price Protection Proposition 


KEYSTONE CARBONS 
AMITY RIBBONS 


For All Purposes. 


R.A. BECK, GENERAL SALES AGENT 
727 South Dearborn Street, CHICAGO 
New Orleans, 


New York, Los Angeles 











of resources and opportuni- 
ties results in more than or- 
dinary success. In many 
cases it proves to be the 


Intensive 


Development difference between a truly 


successful man and one 
whose achievements are mediocre. A careful reading of trade litera- 
ture, of advertisements, sales plans, and other subjects which are 
met every day by menin positions very similar to your own, 


will increase your power to earn. OFFICE APPLIANCES prints 
each month such material as we have just referred to. And if 
you will read it monthly, you will find that in some way it will in- 
crease your capacity for work and your earning power. 


Subscription price ts $1.50 a year 


THE OFFICE APPLIANCE COMPANY 


417 S. Dearborn Street, Chicago 

















The only adding machine with 10 keys 
allSat finger tips—~scientifically arranged in 
“one-two-three” order for natural figure 
writing. For practical demonstration, write 





18 CSCS~S* 











The Stenographer’s 
Friend 








“Doc” Hanson’s PLATN PEP, an entirely new prepa- 
ration, guaranteed to stop immediately all paper feed 
trouble: IT IS NOT A LIQUID. No matter how 
bad the platen is, “PLATN PEP” will make the 
paper feed just as good as when the platen was new. 
If you are a live wire, send for sample and proposition. 


The Hanson Typewriter Service Company 


**The Typewriter Doctors’’ 
201-3-4-2-5-11 Columbia Bidg., Cleveland, Obie 
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tions below each illustration. The catalog is printed on 
high grade paper and all the illustrations are attractive 
and well executed. 

* * x 


The Triner Scale and Manufacturing Company of Chi 
cago recently issued an attractive folder illustrating and 
describing the company’s Peerless Ali Steel Automatic 
Parcel Post Scale which is made of die cut steel, elec- 
trically welded. The platform is so balanced that the 
accurate weight appears no matter on what part of it the 
package rests. The chart is always in front of the eyes 
of the operator. The starting point always shows zero 
no matter how much jarred or set out of level the scale 
may be, while the floating platform always comes back 
to position. 


Recent Remington Mail Advertising. 

\ number of recent issues of mail advertising, issued by 
the Remington Typewriter Company, have been received. 
Colors and special designs are used with telling effect, 
assuring a consideration of each piece by the recipient. 

“How to Change Horses While Crossing a Stream” is 
a broadside devoted to the key set feature of the No. 11 
Remington typewriter. A mailing card, perforated for 
ease of detachment, forms a part of the broadside, and 
makes it easy to request a demonstration 

“Up to the Minute” shows the advantages of the Rem 
ington accounting machine (Wahl mechanism), and pro 
vides a return card on which to request a demonstration. 

‘The Universal Machine for Office Work” describes the 
manifold features of the Remington adding and subtract- 
ing typewriter (Wahl mechanism), and emphasizes the 
universal character of the machine by showing the type 
writer as a typewriter, as a combined typewriter and 
adding machine, and as an adding machine. Commenting 
on the three pictures the folder calls attention to the fact 
that they are one and the same mechanism. A return 
card is provided. 

“Don’t use a Typewriter Local—take the Express,” 
illustrates the value of the self-starting Remington in 
“cutting out the stops” of typewriting, which are likened 
to traveling on a local train. The importance of elim- 
inating dead stops in the operation of a typewriter is 
graphically shown 

“Which Way” capitalizes the interrogation mark and 
shows how the bookkeeper can save time and labor, and 
eliminate errors through the use of the Remington ac- 
counting machine (Wahl mechanism). 

‘The Self-starting Typewriter” enunciates the principle 
of flying starts in letter writing, and shows how the Rem- 
ington self-starter gets all the advantages of speedy pro- 
duction through modern design. 

“Six Labor Lifting Advantages” shows how the Model 
No. 10 affords all the niceties of neat letter production 
as a matter of routine work. 

“Just Suppose” tells how the self-starting Remington 
gains speed for the typist through enabling her to con- 
centrate all her efforts on the actual transcription of her 
dictation, leaving the mechanical features of the letter to 
the selective margin mechanism. 

“Instantly” shows the ease with which the variable 
stops of the Remington key set tabulator can be set to 
any required columns, and illustrates this feature by repro- 
ductions of a number of intricate and varied printed forms 
filled in by the typewriter. 

“The Latest Idea in Ledger Posting” is demonstrated 
by a sample ledger sheet tipped on the folder. The vari- 
ous points of the work done by the Remington accounting 
machine are graphically explained by brief descriptions in 
the margins. A return post card is artfully secured to 
the folder. 

“It’s a Far Cry,” illustrated with pictures of the old 
time town crier, the old-fashioned bookkeeper, and his 
modern prototype—the pen pusher—contrasts the methods 
of yesterd:y and today in bookkeeping. “Today” shows 
a modern bookkeeper with a Remington accounting ma- 
chine (Wahl mechanism) and a ledger posting outfit. 
Mechanical bookkeeping is explained through reproduc- 
tions of a bill, a ledger page and a statement. 

“Evidence!” is a broadside giving actual examples how 
twelve large concerns handle their bookkeeping work with 
the Remington typewriter (Wahl mechanism). The ac- 
counting authority of each company tells how the machine 
has increased the efficiency and accuracy of the work 
under his jurisdiction. 
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A NEW ONE 
Nielson’s Typewriter cushion 
foot is the finest on the market. 
This shock absorber really cuts 
out the noise and increases 
speed of operator. 

NIELSON SUPPLY CO. ‘entra; 333 
810 First Nat. Bank Bidg., Chicago 











Imprint 
Worka 
Specialty 
All makes Gold, Fountain, Stylographic Pens. Pencil Cases aor Sr 
repaired and returned day received. Satisfaction guaranteed. 
GAYDOUL GOLD PEN CO., Inc., 56 Joba 5t., New York 














OL STEEL 


‘Tabie€ 


ont qeher practical articles of steel office rt earn makes an excellent line 
for the dealer to handle. Write for catalo; d prices. Toledo Metal 
Furniture Co., 1208 Hastings Street, Toledo, io. 








acne ST 
Reta Is Retails 
25c 25¢ 
Eah * Each 


Price to weaiers $1.20 per dozen—postage extra—weight two pounds 
The only brush that wil! clean all parts of machines. Small ead ame ee 
the type rods and all 


large end cleans in between keys, under 

get-at places. Total length i4inches. All b 

Adopted by Business and Public Schools, Public Institutions, Hospitals, U. S. 
Government and City Departments and the Largest Concerns in the ae i 

OLEANALL TYPEWRITER BRUSH CO., Mfg. of Wire Twisted Brushes, 7 DOMINICK ST., NEW YORK 














ay NUscel) Gale COIN WRAPPERS 


Steel-Stron Automat 


ym lk mee Tipes « uti ° 


ion hrough 
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SOLD BY LEADING STATIONERS 


Vowney 














D. W. Beaumel @ Co., Inc. 


E.tablished 1884 
OFFICE AND FACTORY 
17-27 Vandewater St. 
NEW YORK, N. Y. 


Manufacturers of fountain 
pens for the trade; 
all modern styles 
of fountain pen 
holders and 
fountain 
pens com- 
plete. 














‘a spe- 
cialt y of im- 
print work and 
our line includes 
all thelatest designs | 
in self-filling fountain 
pens and non-leakable 
screw cap holders. Our re- 
pair department is a promi- 
nent feature of our service. 


ESPECIAL ATTENTION 
GIVEN to FOREIGN TRADE 
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TODD PROTECTOGRAPH CO. 


(ESTABLISHED 1899) 
Manufacturers of the 


Protectograph and 
Protectograph Check Writer 


PeerlessCheck Writer 


(Todd Patents) 


PROTOD Registered Checks 


World’s Largest Makers of 
Check Protecting Devices. 


1129 UNIVERSITY AVE. 
Rochester, N. Y. 


STEVEOEEAECEGEDEGEEOUOEGHOREUCDONCUOUUEOUOHOUUOEOUCHOOASOGESHUOSEGEOUGLONSSOQQUCOEROUQEEDOROREOOROGOSUONEE 








TYPEWRITER RIBBONS AND CARBON PPER | 


We have more than doubled our capacity in the last 60 
days in putting in additional equipment for making 
typewriter ribbons and Carbon Paper. 


Naturally we are looking for more accounts and will make mighty 


liberal proposition to dealers. 
Write us TODAY, for samples and prices. 


APTER BROS. MFG. CO., 552 W. Harrison St., CHICAGO 











The Standard Line 


Watermanis {ideal Fountain Pen 


Self-Filling, Safety and Regular Types. 


L. E. Waterman Company, 191 Broadway, New York 


Chicago San Francisco Montreal 


Boston 

















+ PutYour Desk on aWar-Efficiency Basis 





with the Price, $6.00 


BRISTOW RADIAL DISTRIBUTOR 


An indispensable feature of every well-equipped office 


Dispatching papers quickly is great economy. Clear your 
desk of the baskets and trays which litter it up, and in- 
stall a distributor which eliminates waste thought and 
motion. You can make the Distributor just as adaptable 
as you like; leave out partitions you do not need. It is 
all metal; will net wear out, is finely finished and looks 
well on the desk. 

Dealers will appreciate this universally useful product 
put up on the most liberal sales basis. It makes good, 
because it creates a demand at sight. 

Write for Our Circular describing various Models of Desk 
and Portable Distributors. 


FREDERICK BRISTOW 
45 Lawrence St. Newark, N. J. 




















HOUSE ORGANS 





Results, of the Monroe Adding Machine Company, 
brought pleasant recollections of a recent sales confer- 
ence by a series of forceful cartoons of many of those 
in attendance. 

A wrong settlement is no_ settlement— 
2 The Peptimist. e% 

The V erotax Review, published by W. H. Hilton & Co., 
Rochdale, Lancastershire, England, is devoted to the 
various filing specialties produced by that concern. 

Put a handshake m_ every letter —The 
- Murphy Chair Man. 

The Sale issue of the Burroughs Clearing Sines carried 
a constructive article, “The New Bank-Farm Partnership,” 
showing how the modern bank co-operates with the 
farmer in producing and marketing his products. 

A good Intent is no good without a ane 
* Attempt.—The Peptimist. 

The June issue of Selling Facts, published ~~ the Gen- 
eral Fireproofing Company, Youngstown, Ohio, devoted 
a page to an important subject, figuring profits on cost 
price, and figuring profits on selling price. 

Only in venturing can a man obtain a truc 
measure of himself —Stencil. : 

“The Shetves of the World Are Bare” is the topic of 
the leading editorial of General Fireproofing for June. It 
expresses the faith of the General Fireproofing Company 
in the stability of the times, and the necessity of filling 
the empty shelves. 

Pe rmanence of satisfaction insures perman- 
ence of trade.—Wales Aader. 

The Pepp er Box and Ginger Jar News of the Barrett 
Adding Machine Company for July is illustrated with a 
half tone of a representative installation of three machines 
in an Atlanta office. The picture is made especially at- 
tractive by the fair operators of the Barrett machines. 

Happy is the man who can measure his exist- 
ence with the Golden Rule—Pull To- 
ge ther. co 

The cover of the Protectograph Bulletin of July 18 
was a picture of the “old swimmin’ hole,” done in colors. 
While at first glimpse Artist Merriam had suggested play- 
ing hookey from selling to the Protectograph organiza- 
tion, the alluring coolness of the picture really had the 
effect of invigorating the beholder. 

When a man intends to keep his promise he 
is always slow about making it.—The 
: Burroughs Bulletin. 

A recent issue of the N. C. R. printed a full-page illus- 
tration made from a sketch which appeared on a letter 
to John R. Patterson, president of the National Cash Reg- 
ister Company, from Leslie’s Weekly, New York, N. Y. 
It depicted a colossal human figure, with the world for a 
head, about to operate a National Cash Register. 

Most reformers would do more effective 
work if they knew more about the science of 
salesmanship —The Webster Way. 

The modern trend of the house organ is evidenced in 
the Y and E Idea, of the Yawman and Erbe Manufac- 
turing Company, Rochester, N. Y. Its pages are filled 
with accounts of effectual selling plans used by represen- 
tatives. This makes the house organ a continuous experi- 
ence meeting, which rannot but be helpful to the majority 
of the readers. 


Business Papers Meeting in September. 


An interesting and instructive program has been pre- 
pared for the Chicago convention of the Associated Busi- 
ness Papers, Inc., September 18, 19 and 20. The date was 
changed from October, to allow members to attend the 
New Orleans convention of the Associated Advertising 
Clubs. The general sessions of the organization are open 
to the public. 


Wedding Bell Echo. 


J. H. Hatton, manager of the business furniture depart- 
ment of the Rhode Island News Company, Providence, 
R. I., was married June 10. 

















August, 1919. 


¢ APPLIANCES 


183 








For JOBBERS and EXPORTERS ONLY 
LEVER SELF-FILLING 
FOUNTAIN PENS 


With Safety Screw Cap. 


Each in a Box 
Complete 
With a 
Clip. 









Fitted With 
No. 4—14Kt. Solid 
Gold Pen Point, 
Which is Tipped With 
SELECTIVE Iridium. 


PRICE, $72.00 Per Gross 
FOUNTAIN PENS FULLY GUARANTEED 


Orders Filled Promptly in Rotation as Received. 


New York Fountain Pen Company 
137 GRAND STREET NEW YORK, N. Y., U.S.A 


SIMONSON 


Patented Metal Tip Guides 


For Vertical Letter Fil Card 
Systems and Check ie 
Indestructible 


None genuine un- 

less stamped VU. S. 

Patent No. 794,749 
on Metal Tip. 













FREE Samples Sent on Request. 
Discounts to Dealers. 

R. A. SIMONSON & CO. 

122 8. Michigan Ave. CHICAGO 








Do You Need Typewriters? 
We carry a compiete stock of all 
makes and keep in close touch with 
the best sources of supply. 


Machines in the Rough Our Specialty 
Write for Prices 


Morse’s Typewriter Exchange Co. 
407 Broadway NEW YORK 











| Gold Pens for Fountain Pens 


’ Repairs on Gold Pens and Fountain 


Pens Attended to Promptly. 
EXPORT TRADE SOLICITED 
Acme Gold Pen Co., 17-27 VandewaterSt., New York 
Established 1884 


Manufacturers of Fine Geld Pens 











Typewriter Ribbons and Carbon Paper 
For the Typewriter, Addi ‘'g Machines, 
Time Clocks. Put up for the trade. 
Official and Empire Brands, or in plain bexes with imprint if desired 
SNELLING & SON *"fyesergr, Bush Femina 


Exclusive Territory Rights Not Entertained 








JAENECKEAVLT CO.) ta 
aes ING AND PRINTING 
| as as )36MACHINES. * 


if WHL PAY You To 
BUY DIRECT From Us. ’ bl 


PRINTING & LITHOGRAPHIC INKS 
NEWARK.N.J. 








The “Anco” Pen and Pencil Clip 





h lity—t . Made in Diece of spring steel, ball it, hea 
oled 1 ent highly polished. 7 . wines for —— 


The Ansonia Novelty Co... Ansonia, Conn 


HEADQUARTERS FOR ALL STANDARD MAKES OF 


‘CHECK WRITERS AND 


CHECK PROTECTORS 
NEW AND REBUILT 


Catalogue and Discount Sent to the Trade 
CHECK WRITER MFRS. 


Suite 316 200 Broadway, New York, N. ¥. 











{ THE FAULTLESS LINE | 


of Loose Leaf Devices 
Manufactured by 


STATIONERS LOOSE LEAF CO. 
“Sells to the Trade Only” 
Chicago J 


a New York Milwaukee 








ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to con- 
tain 250 linear feet. Edges free from lint or dust. 
Stock white wove, hard-sized Writing 18 pound 
folio basis. 

We make all size rolls. 

Write for prices, giving detailed specifications. 
GEORGE IRISH PAPER CO., Manufacturers 

BUFFALO, N. Y. 















BEST moistener? 


Ask any user—Marshall Field & Co., 
John M. Smyth & Co. and thousands 
of others—and they will tell you that 
we have the BEST article of $425 
its kind on the market to-day. 

We make also a large moistener suit- 
able for large offices and shipping 
rooms. Pride, $2.75 each. 





Patented Nov. 22, 1904 
Patented June 16, 1915 


Simple, Useful and Economical 
Usedf or moistening stamps, envelopes, labelsand fingers in handling 
currency. Foreign business given careful attention. Advertising matter 
sent in Spanish if desired. 


Write for particulars. Samples sent on approval. 


PEERLESS MOISTENER COMPANY 
826 S. Claremont Avenue Chicago, IM. 











The “Handy ” Portfolio 


Is also durable. It hasa place 
for everything carried by the 
salesman, lawyer, merchant, 
etc.,and can stand yearsof hard 
wear—even careless handling. 
Real leather—good grades 
—and painstaking manufac- 
= ture make The “Handy” Port- 
= folio a profitable investment. 


= Detailed information for the asking. 


The Cleveland 
Leather Goods Company 
26-28 Noble Court 


— CLEVELAND, OHIO, U. S. A. 
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of any one of these patents can be obtained by 
15 cents in stamps to E. G. Siggers, patent a 
Suite N. U. Building, Washington, D. C., and mention- 
ing Office Appliances. 


1,291,835. Fountain-pen blotter. Jacob Goldstein, West 
Hazieton, Penna. 


1,291,859. Combined typewriting and computing ma- 
chine. Hans Hanson, Hartford, Conn., assignor by mesne 
assignments to Underwood Computing Machine Com- 
pany, New York, N. Y. 

1,291,881. Filing appliance. Harry J. Hick, Alliance, 
Ohio, assignor to the McCaskey Register Company. 

1,291,889. Combined envelope and letter-sheet. Roy 
Victor Hopkins, Lamoni, Iowa. 

1,291,907. Combined register and adding machine. Ar- 
thur E. Jacobs, Cleveland, Ohio. : 

1,291,923. Magazine for loose leaves. Wellington H. 
Kidder, Roosevelt, N. Y., assignor by mesne assignments 
to Underwood Computing Machine Company, New 
York, N. Y. 

1,291,925. Visible-account ledger. Simeon B. Kirtley, 
Columbia, Mo 

1,291,972. Pencil and penholder attachment. Michael 
McGuigan, Ashland, Wis. 

















fice fiGs 


dl © oO®@ 


No. 1,308.328—Typewriting machine, patented July 1, 1919, ty 
Herbert E. Bridgwater of Syracuse, New York, assignor to 
Remi nm Typewriter Company, of Ilion, New York. 

No. 1,308,218—Letter-opener, patented July 1, 1919, by Ear! S. 
Bjonerud of Caimer, lowa. 

No. 1 17—Ink-well, patented July 8, 1919, by Henry Smith 
of College Point, New York. 

No. 1,310,476—iluminated writing instrument, patented July 22. 

9, by Louis F. Hart, of Groton, New York. 

No. 1,301,085—Loose-leaf binder, patented April 15, 1919, by 

Charies R. Hadley of Los Angeles, California, assignor to 
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1,292,018. Copy-holder. Lars G. Nelson, Garden City, 
Iowa. 

1,292,021. Pen-point releaser. Henry Neuman, Scap- 
poose, Ore. 

1,292,046. Loosc-leaf binder. William S. Proudfit, Wil- 
liam H. Edwards and Alexander F. Winters, Grand Rap- 
ids, Mich., assignors to the Proudfit Loose-Leaf Company, 
Grand Rapids, Mich. 

1,292,070. Combined typewriting and computing ma- 
chine. Frank A. Robinson, Brooklyn, N. Y., assignor to 
Underwood Computing Machine Company, New York, 
New York. 

1,292,151. Combined typewriting and computing ma- 
chine. Edward Thomas, New York, N. Y., assignor by 
mesne assignments to Underwood Computing Machine 
Co., New York, N. Y. 

1,292,152. Combined typewriting and computing ma- 
chine. Edward Thomas, New York, N. Y., assignor by 
mesne assignments to Underwood Computing Machine 
Company, New York, N. Y. 

1,292,210. Typewriting machine. Clio B. Yaw, Ar- 
lington, N. J.. assignor to Remington Typewriter Com- 
pany, Ilion, N. Y. 

1,292,264. Envelope. John Coulson, Jr., Medford, and 
Ferdinand M. Holmes, Everett, Mass. 

1,292,404. Carbon-paper. Sanroku Hattori, Tokyo, 
Japan. 

1,292,416. Eraser-holder John Auld, Chicago, II]. 

1.292.426. Pencil, Chester H. Braselton, Toledo, Ohio, 
and Fred M. Carroll, New York, N. Y. Said Braselton 
assignor to said Carroll. 

1.292.769. Envelope. Walter L. Harper, Birmingham, 
Alabama. 
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Charlies R. Hadiey Company, of Los Angeles, California. 

No. 1,301,727—Pencil-sharpening instrument, patented April 22, 
1919, by Robert Pocock Messenger of Copenhagen, Denmark. 

No. 1,305,869—Ink-well and cover therefor, patented June 3, 1919, 
by Clarence Ellis Birch of Lawrence, Kansas. 

No. 1,307,198—Pneumatic Fountain-pen, patented June 17, 1919, 
by Joseph F. Gardner of Kansas City, Missouri. 

No. 1,311, Pen, patented July 22 1919, by Harington Swann 
of Kemerton, near Twekesbury, England. 

No. 1,309,946—Fountain-Pen-Clip, patented July 15, 1919, by 
Joseph Warren Kessel, of Brooklyn, New York. 
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MORTON’S ODORLESS 
TYPEWRITER OIL 


That First 
Impression 


TYPEWRITER 


TYPE ak 


The world’s best lubricant for 
Typewriters, Adding Machines 





The Typewriter Industry has and all delicate machinery. Chemi- 
b one £ ° hi hi cally pure, gu miess and colorless. 
een waiting for just this thing. Write teday for free sample and prices. 
1—A complete stock for all ma- ane 
chines, under one roof! U. S. en. 
2—Perfect Type, accurate in Enoert eséese 
motion, uae and slots! “attention. , So Much 





3—Fair prices based on quan- Depends On It 


tity by a sliding scale! Hand your prospect a Wig- 
gins card, and you produce 


4—A ive illustrated t 
catalon showing olf TAGE WRITE US FOR PRICES a first impression that com- 





and specials! On adding, listing and calculating ma- mands respectful attention. 
s chines, typewriters, multigraphs, dicta- 
We have taken over the entire phones, checkwriters, ees me WwW { G G I N My 
chines, mail-om-eters, time clocks, safes 
sale of the product of the New and steel lockers, new and second-hand Peerless Patent 
York Stencil Works, the larg- office furniture, and all office devices. 
est manufacturers of — We are the largest dealers of the kind Book-Form 
iter i east of the Rocky Mountains and will 
rene sbidoare othe ee save you half on your office, needs. are peg —_ —_ = 
: und care at each card carries 
This means an investment of mie nothing cheap with it the @istinetion of eae 
approximately $15,000. preme quality. 
Write Today and Save Money. Ask for tab of specimens, > 
We ask the Typewriter Dealer Chica Safe & Merchandi Co yeti nar cnet ae 
to support us in this under- go erc ise (0. and the protection afforded by 
i 73 and 75 West Lake Street, Chicago, Hl. their being encased in conve- 
taking. . ‘ nient book-form style. Samplcs 











free on request. 


The John B. Wiggins Co. 


Engravers : Plate Printers : Die Embossers 
1104 S. Wabash Ave., 
705 Peoples Gas Bldg. CHICAGO 


Twor?s Marry 


os rave 





78 Queen &t., BOSTON 
LONDON, EB. C. Maee., U. 8. A. 





Trademarks and Copyrights 











. om and rejected cases especially ag 
ited. No misleading inducements 

secure business. Over 30 — active to 
tice. Experienced, personal, conscientious 











service. Write for terms. Book free. Address 
CORPORAT POCKET NOTARY 
: a Specialty:—Typewriting and Adding Machines 


Address E. G. SIGGERS POSTAL SCALES 


Suite 33 N. U. Bldg., Washington, D. C. CONVERTED 





RUBBER STAMPS STEEL STAMPS 


: 
Manufacture 


SEALS, 
STENCILS, 
BADGES, KEY CHECKS 


‘aoe Fubber » Steel 
m STAMPS, 


META CHECKS 
pooreT COINS fam 














Si i i i i | 





“FAULTLESS” 
Pen and Pencil Clips 


GUARANTEED 













Made in three sizes—Pencil, Medium and anee 
Pen sizes. Mounted three dozen on a card th ] 
assortment desired. 

Finished in Ebony black, which is*new and ex- 
ceedingly durable. Heavy bright nickel Electro 
gold plate. For neatness practicability this 
clip has no equal. 


L. D. VAN VALKENBURG, Manufacturer 
HOLYOKE, MASS., U. 8. A. 








Now computing FOREIGN 
POSTAGE instead of 3c rates. 
FEATHER WEIGHT EYESHADE Made in three sizes—1-lb., 








The shade that takes your age 
and keeps it in good healt 


Light Weight, Adjustable, Durable, Sys 


2-lb., 4-lb. capacity. 











) . . 
Healthful. N lor elastic band to Also e r -to- 
BRASS SIGNS bind the ned Coser artinetal igh. Also equipped with up-to 
arent for natu- date charts, showing the 
eee | | mune a oa all 
BADGES STENCILS vender bales aed amount of postage on ai 
(FoR, SALE | gut of shape by secl- classes of U. S. A. mail 
MEYER & WENTHE! eat coeans items matter. 


| he Staneens St. 


arnoiew peat 


MEYER & WENTHE 


hitine iene teense, OAIGAGO 


i ne gia sn 
an other shades. 

We recommend the Order through your J 

ap ow for those wear- 


eB TRINER SCALE & MFG. CO. 


The Featherweight 
Eyeshade Co. 2714 W. 21st St. Chicago, Ili. 
Merchantville, N. J. 
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May I send you this 64-page, two-color Filing 
Equipment Catalog now ready for mailing? 
MISS FAUTSCH, Mailing Division 


HERE IT [S—t will interest every 


who has not been one of our old customers—to 


know the IMPERIAL Line. 


—WHOLESALE STATIONER 
—OFFICE FURNITURE 

—COMMERCIAL STATIONER 
and OFFICE SUPPLY DEALER 


Send for it today 


FILING Saf FILING 
CABINETS WS=Al SUPPLIES 
312 W. Madison St., CHICAGO 


~ 
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WANT ADVERTISEMENTS 








SITUATIONS WANTED. 








ALESMAN-MANAGER—An efficient typewriter repairman, 

ossessing high business education, would accept a respon- 
sible position in typewriter field, here or abroad. Speaks 
fluently, reads and writes perfectly: English, French, Italian, 
Roumanian and Greek. Expert touch writer. Capable business 
correspondent. Best references. Address O 24, care Office 
Appliances. 





EPAIRMAN, nineteen years’ experience on all makes of 
typewriters, desires position, will leave city. Address Falk, 
4057a Easton avenue, St. Louis, Mo. 





OUNG man, returned soldier, with six years’ experience in 
ribbons and carbons, would like position selling general] 

office supplies; road or inside. Willing to leave Chicago. 
V. Arvey, 3248 West 15th street, Chicago, Ill. 











HELP WANTED. 











ALESMEN—Exceptional opportunity for experienced sales- 

men to connect with high-grade specialty manufacturing 
company making an entirely new product that sells to both 
manufacturer and retailer. Only men with proven ability need 
apply. Liberal commission contract with weekly settlements. 
State experience and territory wanted. Write today. Sales 
Manager, The Fogarty Manufacturing Company, Dayton, Ohio. 











ANTED—Experienced and capable salesman. Prefer one 

familiar with art metal line and high-grade desks, chairs, 
etc. Unusual opportunity for right man. Office Furniture & 
Equipment Co., Minneapolis, Minn. 








ANTED—tTypewriter and adding machine repairmen and 

mechanics for membership in the Typewriter & Adding 
Machine Mechanics’ Aid Association, Inc. Sick benefits, free 
employment bureau. Purpose: Nation-wide organization. 
Address 8-12 Nevins street, Brooklyn, N. Y., at once for de- 
tailed information. This is your opportunity! Six hundred 
joined in ten months. 








ECHANICS AND REPAIRMEN on typewriters, adding ma- 

chines, Dictaphones, Multigraphs, Multicolor presses or 
Addressographs: In order to co-operate in preparing a reliable 
list and to receive free literature and information, should send 
name and home address, and state with what firm employed, to 
H. R. Langham, 2033 Gates avenue, Brooklyn, N. Y. Just say 
“Office Appliances’’ and receive the best consideration. 








ANTED—Young man to assist in establishing duplicating 

ink business in St. Louis. One experienced in the line 
can do well. Splendid opportunity for the right party. Ad- 
dress Schulze Duplicator Co., 507 Pontiac building, St. 
Louis, Mo. 
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APABLE office furniture salesman wanted for outside work 
in New York City. The position will prove profitable to 
the right man. Address L 18, care Office Appliances, Chicago 





WO first-class desk salesmen wanted, one for territory ex- 

tending from Mississippi river west to the coast, one for 
New York state and New England. The line is popular and 
sells readily. These are excellent opportunities for the right 
man. Address M 24, care Office Appliances, Chicago 





ELL-ESTABLISHED fountain pen company wants a good 

representative familiar with the trade in the South. The 
salesman’s income will be according to his ability. A capable 
man will find the proposition offers attractive remuneration 
Address B 23, care Office Appliances, Chicago. 





ANTED—Experienced salesman on bank and office sup- 

plies to cover a territory established for more than twenty 
years in eastern Pennsylvania. Short trips. Salary and com 
mission. Address N 19, care Office Appliances, Chicago 





FOR SALE. 





ULTIGRAPHS, Dictaphones, Edison dictating machines, 

Writerpresses, Mimeographs bought, sold and rebuilt like 
new. Multigraph and Multicolor ribbons, ink and platens 
We save you money. Price, Inc., 440 South Dearborn street, 
Chicago. 


DDRESSOGRAPHS, cabinets and frames, multigraphs, 
duplicating machines, envelope sealers, letter folders 
Office Device Company, 222-B North Wabash avenue, Chicago 





OR SALE—60 Dimunet check protectors. The machines are 
new and a number of them are in the. original cartons 
Daniels Book Shop, Muskegon, Mich. 





AGENCIES Ww ANTED. 





ANTED—By an experienced reliable party, state agency 

good reputable office equipment for the states of Okla- 
homa and Texas. Correspondence invited. Address G. T. C 
eare Office Appliances, Chicago. 





BUSINESS OPPORTUNITIES. 





OR SALE—Prosperous book, stationery and office supply 

business. Twenty-nine years in same location. Attractive 
residential and manufacturing city of central New York. In- 
ventory about $10,000. Address P 20, care Office Appliances, 
Chicago. 





OR SALE New York typewriter exchange 
doing good business; reason, retiring. Address ZB 19, care 
Office Appliances, Chicago. 
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You 


bifte, 


But your Figure Work is the 
same — Adding — Multiplying 
Dividing — Subtracting. The 
Comptometer makes a High 
Speed Job of it ali. 


Let a Comptometer man show 
you how this machine thins 


out mistakes and saves time 
on all Figure Work. The Controlled-key for the prevention 
of error from partial keystroke 1s an 
exclusive feature of the Comptometer. 











CONTROLLED-KEY 


Felt & Tarrant Mfg. Co. 
1735 N. Paulina St., Chicago 


ADDING AND CALCULATING MACHINE 
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fyow do you 

judge values in 
a typewriter? Price? 
Workmanship? Durabil- 
ity? Speed? Popularity? 
The Oliver meets the 
most exacting require- 
ments — a finer type- 
writer at a fair price. 

















